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annual message 
to Webster Dealers 


It’s pleasanter to be a businessman today, isn’t it? 


The sympathies of the nation are turned toward the progress and problems of 


American business. ‘The steady climb of taxation is — at last about to be halted... 


Yes, it’s pleasanter these days. But easier conditions represent a challenge. Public 


confidence has been won but must be held. 


That is why wise businessmen will continue to emphasize products that bear the 


names of reliable firms. 


We of F. S. Webster are proud to be among these firms. In the year to come we 
shall again offer office equipment dealers the finest products we can make at the 
fairest prices. We shall continue to work to make our existing products better and 
we shall continue the policy that has made the name Webster a symbol of quality in 


the field. This is our responsibility to our customers and to yours. 


It’s a hopeful New Year that’s coming in, a year of opportunity. May it bring you 


increased prosperity and for our country and all countries the blessing of peace. 


te meweee__ 


Vice President 


F. 8S. WEBSTER COMPANY 


13 Amherst Street, Cambridge 42, Massachusetts 
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Office Appliances is a news and technical trade 
journal, serving the entire industry of office 
equipment. It covers the manufacture and dis- 
tribution of office machinery, office devices, office 
furniture, office supplies and the complete range 
of commercial stationery. Its comprehensive news 
reports of the industry and its valuable special 
articles upon subjects germane to its field have 
given it unusual prestige. It serves a clientele 
composed of managers and agents for the vari- 
ous office machines, devices and supplies, com- 
mercial stationery dealers and many of the 
largest corporations in the United States. !t also 
reaches some dealers in forty-eight other coun- 
tries who deal in American office equipment. 


No person, firm or corporation either directly or 
indirectly connected with the industry the journal 
represents has any share in its ownership or 
voice in shaping its policy, which has in view at 
all times the best interests of the field it serves. 
it will answer any questions germane to its field 
to the best of its ability. 


Copyright. Contents covered by copyright, 1953. 
by the Office Appliance Company. 


Subscription Rates in the United States and its 
possessions—one year, $3.00; two years, $5.00; 
three years, $7.00. Canada and Pan American 
countries—one year, $3.50; two years, $6.00; 
three years, $8.50. Other countries—one year, 
$4.00; two years, $7.00; three years, $10.00. 
Single copies, 35c in the U. S. and its terri- 
tories; 50c in all other countries. 


Change of Address. Subscribers may have their 
mailing address changed as often as desired. 
Both old and new addresses must be given. 


Advertising Rates upon application. 


Entered as second-class matter, July 8, 1905, at 
the post office at Chicago, Ill., under Act of 
March 3, 1879. 


“Office Appliances” is registered in the United 
States Patent Office, Washington, D. C. 
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Acco Products, Inc. 218 
Ace Duplicating Supply Co. 242 
Ace Fastener Corp. 7 
Adirondack Chair Co. 242 
Advanco Products Div. ASH 238 
Aigner, G. J., Co. 233 
Aigner Index Co. of N.Y. 233 
All-Steel Equipment Inc. 43 
Allen, R. C., Business 

Machines, Inc. 135, 36 
Alma Desk Co. 52 
Aluminum Seating Corp. 166 
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Amer. Dictating Machine Co.....147 
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Art Steel Sales Corp. 71 
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Bankers Box Co. 128 
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Barkley, Cc. L.. & Co 198 
Barrett Adding Machine Div 153 
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Beach Publishing Co. 239 
Bentson Mfg. Co. 223 
Bohn Duplicator Corp. 143 
Borroughs Mfg. Co. 93 
Bright Chair Co., Ine. 216 
Bristol Mfg. Co. 226 
Browne-Morse Co. 215 
Brushmakers, Inc. 154 
Brush-Punnett Co. 211 
Buckeye Ribbon & Carbon Co...231 
Burroughs Corp. 183 
c 

C-Thru Ruler Co. 214 
Can-Pro Corp. 243 
Cardinal Sales Inc. 189 
Cardinell Corp. 240 
Carter's Ink Co., The 66, 67, 68 
Clarotype Co. Inc., The 218 
Codo Mfg. Corp. 122 
Cole Steel Equipment 

Co. 113, 14, 15, 16 
Collier-Keyworth Co. 130 
Colonial Co., The 224 
Columbia Ribbon & Carbon 

Mfg. Co.. g7 


Columbia Steel Equipment Co...167 
Consolidated Business Systems 


Ine. 141 
Copy-Craft Ine. 223 
Cormac Industries Ine. 155 
Corona Typewriter, The 53 
Corry-Jamestown Mf. Corp...107 
Cotterman, I. D. 242 
Country Cousins Co. 240 
Cramer Posture Chair Co. 101 


Cushman & Denison Mfg. Co...173 


D 
Dayton Stencil Works 239 
Dixie Chrome Products 229 
Dolin Metal Products Inc. 219 
Downey, C. L., & Co., The 23 
Duplicopy Co. 146 
E 
Elbe File & Binder Co 232 
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These advertisements present the products of 
the leading manufacturers in each division of 
the industry. Because of the ground for honest 
differences of opinion, the publishers obvi- 
ously cannot undertake to guarantee trans- 


actions 


between advertisers and customers 


They do, however, offer their services in re 


solving any disagreements which result from 


relations established through the journal. 


El w i Mfg. Ce 24 J 
Esterbrook Pen Ce 144 J Chair Co 159 
I Metal Products In« 17, 236 Jasper Desk C 160 
I Jasper Table Co 174 
' ; 912 Johnson Chair Co 164 
7 tates 1 139 Joslin, A. D., Mfg. Co 214 
eee Willian b & Ce 238 Justrite Env. Mfy. Co 182 
I den Calculati: Mach. Co 129 K 
Fulton Markir Equipm. Co 190 Keystone Steel Equipment Co...180 
G kK Posture Chair Co 22 
Gary Safe Cc 228 L 
Geller, J. R Co 240 La Salle Products Co 239 
Gene Fireproofing Co 91 Lino Food 239 
General Lamps Mfg. Corp 220 Lyon Metal Products, Inc 103 
Glidex Corp 234 
Globe-Wernicke Co., The 63 M 
Graff, George B Co 237 MacKenzie, Arnold, In« 126 
Gran-Adell Mfg. Co 240 Manifold Supplies Co 51 
Grand Rapids Lthr. Furn. Co...243 Marble, B. L., Chair Co., The 199 
Gregson Mfg. Co 124 Markilo Co 245 
Guardsman Safe Co 216 Markwell Mfg. Co 244 
Guide System & Supply Co...58, 59 Marsh Stencil Machine Co 157 
Gunlocke W H Chair Co 175 Maso Steel Products 181 
H Master Addresser C« 213 
Master-Craft Corp 142 
Hall-Welter Co 241 Mayline Co 235 
Hall's Safe Ce Ine Phe 145 McGraw-Hill Book Co 235 
Hamilton Mf Cor] 111 Meilink Steel Safe Co 168, 169 
Hano, Philip, Co 148 Metalstand Co. 208 
Hanson Scale C 244 Midtown Display Studios 171 
Hardboard Fabricators Inc.......231 Milwaukee Chair Co., Th 177 
Harrison Steel Cabinet (« 121 Mittag & Volwer. Inc 203 
Harte Corl Phe Sa Monroe Cale. Machine C« 73 
Haskell Inc 109 Morse, Ralph, Furn. C 225 
Hedyes Mfg. Co 222 Morval Corp. 57 
Herring-Hall-Mar n Safe Co...137 Mosler Safe Co.. Th 119 
Heyer Corp., The 247 Murphy-Miller In 192 
Higgins Ink Co., Inc 230 Myrtle Desk Co 162 
High Pt. Bending & Chair Co...188 
Hillside Metal Prod. In 195 N 
Home-O-Nize Co 125 National Blank Book Co 151 
Hoosier Desk Co 204 National Lock C« 196 
Huntington Chair ( orp 237 Neva-Clog Products In¢ 234 
' New England Paper Punch 
Co 224 
Ideal System Co., The 233 Noesting Pin Ticket Co 23 
Imperial Desk Co 176 Norta Distributing C 245 
Imperial Leather Furn. Co 245 Northern States Envelope Co...182 
Imperial Methods (x 165 
Indiana Cash Draws Co 134 O 
Industrial Lamp Cor; 178 Office Appliances 9 172 
Ink Specialties C Inc 132 O.A. Buyers Inde» 4, 228, 232 
Int'l Cash Reg. & Parts Co 245 Office Equipment Cor 213 
Invincible Metal Furn. ( 123 Office Expediters Ir 229 
Ionia Mfg. Co 235 Ohio Can & Crown Co., The 243 





Wis Service Bureau of Office Appliances 
is maintained for the exclusive use of 
subscribers and advertisers. It answers by 
personal letters all inquiries upon matters 
germane to the field, supplies names of 


SERVICE BUREAU 


manufacturers of any office article wanted, 
puts man and job together, aids foreign 
dealers in securing U. S. A. lines, and in 
many other ways performs useful service, 
all without charge. Subscribers in every 
land have made, and are making, good 
use of this bureau. Manufacturers in this 
field have evidence of its proved value 











Ohio Ch Co., Ine 194 
Old Town Cory 187 
Oxford Filing Supply Co 16 
Pp 
Panama- Beaver 1 
Parker Steel Products Ine 156 
Pearl Engraving Co 242 
Peerless-Imperial Co., Ine 207 
Peerless Steel Equipm. Co 200 
Pennsylvania Salt Mfy. Co 131 
Perfect Rubber Seat Cahn. Co...227 
Pittsburgh Cut Wire Co 232 
Plus Computing Machines Ine...227 
Posting Equipment Cor 227 
Print-O-Matie Co., In 239 
Pronto Fil Corp. 116 
Q 
Quality Park Envelope (: 168 
R 
Regal Typewriter Co 235 


Regna Cash Registers, Inc...1, 127 


Reliable Tw. & Add. Mch. Co...226 


Remington Rand Ine 120 
Rest-A-Phone Co. 240 
Riteform Chair Co., Ins 205 
Rivet-O Mfe. Co 236 
Roberts, Weldon, Rubber Co 206 
Rogers, W. T., Co 24h 
Rowles, E. W. A., Co 292 
Royal Metal Mfg. Co 246 
Royal Typewriter Co 61 
Ss 
Sengbusch S-C Inkstand ( 219 
Shaw-Walker Co., The 184 
Sheppard, ¢ E Co., The 158 
Sherman-Manson Mfg. Co 1s6 
Shipman-Ward Mfg. C<« 161 
Smead Mfg. Co 149, 150 
Smith, Charles ¢ 240 
Smith-Corona, Inc 3 
Speed Key Corp 245 
Speed-O-Print Corp 117 
Stark Calendars, In« 236 
Stewart, R. A., & Co 185 
Sturgis Posture Chair Ce 95 
Supreme Steel Products In« 241 
T 
Taylor Chair Co., The 197 
Technygraph Co., The 210 
Top Flight Products 228 
U V 
Underwood Cory Bac Cover 
U. S. Chaireraft Mfg. Cory 239 
U. S. Rubber Co 179 
U. S. Typewr. Ribbon Mf 
Co col 
Vail Mf or 193 
Valeo Co 21 
Victor Safe & Equipment Co._.191 
Vowel-Pet« aor lo 228 
w Y 
Warrer Harry, Mf ( 243 
Warshaw Mfg. Co., Inc 29) 
Webster, F. S., Co 2 
Weis Mfg. Ce 7 ~ , 80 
Wells Chair Corp 65 
Western Mfg. Co 211 
Western Patent Accesso s 
Co 244 
Wilson Jones Co Q7 
Wolber Duy & Supply Co 140 
Worden Co., The 138 
Write In 244 
Yawman & Erbe Mf ( 243 
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Accounting Systems Equipment 
Aigner Index .. ¥ 
ideal Syste ( I 
Adding Machine Parts 
e " . v 
Adding Machines 

Alle > 


K. ¢ I Ma 


Adding Machines, Rebuilt & Used 
0 e Fx ‘ 


Reliable Tw. & A Meh. ¢ 

Shipman-W M ‘ 
Addressing Machines 

I er ¢ 

Master A 


Adhesives 


Advertising Service 
" D 


\ _ . ‘ 


Arch & Clipboard Files 


‘ he & Mi ‘ 
b I “« ! 
Globe-W ‘ ‘ 

Hardbhoar } f I 

iH ges Mf ‘ 

Shaw-Walker ‘ 

Yawman & | f ( 


Ash Trays & Stands 
(+ ‘ ] K 
| 1 Sa ] 
Royal Me 
\ ( 
WW s « 
Autographic Registe 
H I 


Bank Supplies 
poet 


4 


Bankers Note Cases 


(llobe-We 
\ s & ‘ 
Billing Machines 
Re g R 
rwood ¢ 


Binders, Catalog & Periodical 
4 P | | 


Binders, Permanent Storage 


Biackboards 
K I 


Blankbooks 
ideal S 


il B 
nJ 


Blueprint & Plan File Cabinets 
Stee t ! 


Metal ¢ 


, an & |} 
Bond Boxes 

~. ‘ 
Bookcases 

All-Steel } 


W 
O-N 
Mi al « 
\\ Mf 
Bookkeeping Maching 
\ K 


Books, Business Management 
MeG ¥-H I 

Box Letter Files 
\ erg | «A 

4 = € ~ 


OFFICE APPLIANCES, 





Globe-Wernicke Co 
Hedges Mfg. Cc 
Weis Mfg. Co 
Brief & Zipper Cases 
Bristol Mfg. Co 
Chicago Saddlery Co 
Elbe File & Binder (< Irv 
Master-Craft Corp 
Bulletin Boards 
Rowles, E. W 
Business Forms 
Aigner, G. J., Co 
Aigner Index Co. of N. Y 
Amer. Passbook Co 
Ideal System Co., The 
Caleulating Devices 
Colonial Co,, The 
Consolidated Business System 
Reliable Tw. & Add. Mch Co 
Shipman-Ward Mfg. Co 
Victor Safe & Equipment Co 
Calculating Machines 


A., Co 


Allen, R. C., Business Machines, Inc 


Barrett Adding Machine Div 
turroughs Corp 
Facit Ime 
Friden Cale. Machine Co... Inc 
Monroe Cale. Machine Co 
lus Computing, Machines Jn 
Smith-Corona, Inc 
Caleulating Machines, Used 
Rellable Tw. & Add. Meh ¢ 
Shipman-Ward Mfg. Co 
Calculators, Used 
Office Equipment Corp 
Calendar Pads & Stands 
Stark Calendars, Ine 
Carbon Papers 
See Ribbons & Carbons 
Card Index Boxes & Trays 
All-Steel Equipment Inc 
Amberg File & Index (« 
Art Metal Construction (« 
\ Steel Sales Corp 
Rentson Mfg. Co., The 
Cole Steel Equipment (+ 
Columbia Steel Equipment ¢ 
(‘orry-Jamestown Mfg. Cort 
Globe-Wernicke Co 
Guide System & Supply C« 
Hedges Mfg. Co 
Hiome-O-Nize Co 
Invincible Metal Furn. (« 
l’arker Steel Products, Inc 
l’eerless Steel Equipment (« 
Shaw-Walker Co 
Smead Mfg. Co 
Weis Mfg. Co 
Yawman & Erbe Mfg. (% 
Card index Files, Expanding 
Smead g. 
Card Index Files, Revolving 
Hall Safe Co., The 


Cash Boxes 
Art Steel Sales Corp 
Cole Steel Equipment Co 
(jeneral Fireproofing Co 
G le System & Supply (« 
Peerless Steel Equipment ¢: 
Cash Register Parts 
Int'l Cash Reg. & Parts ¢ 
ear! Engraving Co 
Cash Registers 
Allen, R. ¢ Business Machines ¢ 
Surroughs Corp 
Kegna Cash Register Co 
Cash Tills 
Indiana Cash Drawer €« 
Regna Cash Register Co 
Casters, Caster Bearings, Slides 
Rassick Co., The 
Chair trons 
BRassick Co The 
Collier-Keyworth Co 


Chair Mats 
Hardboard Fabricators, Ine 
Chairs, Folding 
Adirondack Chair (« 
Ionia Mfg. Co 
Lyon Metal Products, Inc 
Royal Metal Mfg. Co 


Chairs, Office 
Aluminum Seating Corp 
Art Metal Construction (« 
Bright Chair Co 
Cramer Posture Chair 
Dixie Chrome Products, Inc 
General Fireproofing Co 
Grand Rapids Lthr. Furn. ¢ 
diregson Mfg. Co 
Hamilton Mfg. Cori 
Harter Corp., The 
High Pt. Bending & Chair ¢ 
Huntington Chair Corp 
Imperial Leather Furn. ¢ 
Jasper Chair Co 
rble, B. L., Chair ¢ 
Maso Steel Products 
Mayline Co 
Milwaukee Chair Co 
Morse, Ralph, Furniture ¢ 
Murphy Chair Co., Inc 
Riteform Chair (« 
Royal Metal Mfg. 
Sturgis Posture Chair Co 
Taylor Chair Co 
1’. 8. Chaireraft Mfg. Corp 
We Chair Corp 
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Chairs, Posture 
Aluminum Seating Corp 
Art Metal Construction Co. 
Bright Chair Co 
Cramer Posture Chair Co 
Dixie Chrome Products. Inc 
General Fireproofing Co 
Gunlocke, W. H., Chair Co 
Hamilton Mfg. Corp 
Harter Corp., The 
High Pt. Bending & Chair Co 
Imperial Leather Furniture Co 
Jasper Chair Co 
Johnson Chair Co. 
King Posture Chair Co 
Marble, B. L., Chair (x 
Maso Steel Products 
Metalstand Co. 
Milwaukee Chair Co 
Ohio Chair Co. 
Kiteform Chair Co 
Royal Metal Mfg. Co 
Sturgis Posture Chair Co 
Taylor Chair Co. 
Wells Chair Corp 
Chairs, Tablet Arm 
Adirondack Chair Co 
Jasper Chair Co. 
Wells Chair Corp 
Cheeks, Stamped Metal 
Dayton Stencil Works 
Force, William A., Co 
Checkwriters and Signers 
Hall-Welter Co 
Checkwriters, Used 
Office Equipment Corp 
Clipboards 
(See Arch & Clipboard Files) 
Coat & Hat Racks 
Vogel- Peterson Co 
Coin Bags, Trays, Wrappers 
Amer. Passhook Co 
Downey, (. L., & Co 


Continuous Forms 
Hane, Philip, Co 
Copyholders 
Acco Products, Inc 
Bankers Box Co 
Hall-Welter Co 
Office Expediters, In 
Correspondence Trays 
Art Metal Construction Co 
Art Steel Sales Corp 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co 
Globe-Wernicke Co 
Haskell, Inc 
ledges Mfg. Co 
Imperial Methods Co 
Maso Steel Products Co 
Metalstand Co., Ine 
Peerless Steel Equipment Co 
Sengbusch S-C Inkstand ('« 
Shaw-Walker Co 
Valeo Co 
Weis Mfg. Co 
Wells Chair Corp 
Yawman & Erbe Mfg. Co 


Costumers 
Globe-Wernicke Co 
La Salle Products Co 
Peerless Steel Equipment Co 
Royal Metal Mfg. Co. 
Valeo Co 
Vogel-Peterson Co 
Wells Chair Corp 


Covers, Loose Leaf 
Smead Mfg. Co 


Crayons 
Rowles, E. W. A., Co 


Cushions & Pads, Chair 


Perfert Rubber Seat Cushion Co 


Dating Stamps 
Amer. Numbering Machine Co 
Force, William A., & 
Fulton Marking Equipment (« 
Rivet-O Mfg. Co 
Stewart, R, A... & Co 


Desk Accessories 
Country Cousins Co 


Desk Lamps 
General Lamps Mfg. Corp 
Industrial Lamp Corp 
Wells Chair Corp 


Desk Name Plates 
Foree, Willlam A., & Co 
Heyer Corp... The 
Kowles, E. W ve Sa 


Desk Pads & Tops 
Wilsen Jones ('o 

Desk Pen & Ink Sets 
Esterbrook Pen Co 
Sengbusch S-C Inkstand Co. 


Desk Side Files 
Amberg File & Index ( 
Cole Steel Equipment (« 
Yawman & Erbe Mfg. (« 


Desk Trays 


See Correspondence Trays) 


Desk Work Distributors 
Advanco Products Div. ASB 
Globe-Wernicke Co. 

Lyon Metal Products, Inc 
Victor Safe & Equipment Ce 
Wilson Jones Co 


For the benefit of the subscribefs the lings 
advertised in this issue are here classified. 
Many of the requirements of the modern busi- 
ness office are represented. Should subscribers 
be interested in any article of office equip- 
ment not listed here, they are invited to com- 
municate with the service bureau, through 
which the information will be promptly and 
cheerfully given by letter without obligation. 


Desks 
Alma Desk Co 
Art Metal Construction Co 
Rentson Mfg. Co. 
Krowne-Morse Co 
Cardinal Sales, Inc 
Columbia Steel Equipment Co 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co. 
Globe-Wernicke Co 
Harrison Steel Cabinet Co 
Haskell, Ine 
Hillside Metal Products Ine 
Hoosier Desk Co 
Imperial Desk Co 
Jasper Desk Co 
Morval Corp 
Myrtle Desk Co 
Peerless Steel Equipment Co 
Victor Safe & Equipment Co 
Wells Chair Corp. 
Worden Co., The 
Yawman & Erbe Mfg. Co 
Diaries 
(See Memo Books) 
Dietating Machines, Used 
Amer. Dictating Machine Co 
Shipman-Ward Mfg. Co 


Drafting Instruments & Equipment 
(-Thru Ruler Co 
Cardinell Corp 
Haskell, Ine 
Drafting Tables 
Mayline Co 


Drills, Paper 
Smead Mfg. Co 


Duplicating Machines & Supplies 
Ace Duplicating Supply Co.. Ine 
Hohn Duplicator Corp 
Kuckeye Ribbon & Carbon Co. 
(odo Mfg. Corp 
Columbia Ribbon & Carbon Mfg. Co 
Copy-Craft Ine 
Duplicopy Co 
Heyer Corp 
Ink Speciaities Co.. The 
Manifold Supplies Co 
Mittag & Volger, Inc 
Old Town Corp 
leerless-Imperial Co.. Inc 
Print-O-Matic Co., The 
Smith-Corona, Ine 
Speed -O-Print Corp 
Technygraph Co., The 
Victor Safe & Equipment Co 
Wolber Dupl. & Supply Co 


Duplicating Stencil Files 
Atlas Stencil Files Corp 


Envelope Openers 
MacKenzie, Arnold, Inc 


Envelopes 
Justrite Envelope Mfg. Co 
Northern States Envelope Co 
Quality Park Envelope Co 
Wilson Jones Co 


Envelopes, Plastic 
Aigner, G. J., Co 
Aigner Index Co. of N. ¥ 
Markilo (Co 
Smead Mfg. Co 


Eradicators, ink 
Carter's Ink Co 


Eraser Refills 
Brushmakers, Inc 


Erasers, Blackboard 
Rowles, E. W. A... Co 


Erasers, Rubber 
Brushmakers. Inc 
Roberts, Weldon, Rubber Co 


Exhibit & Window Display Arts 
Midtown Display Studios 


Expense Books 
Beach Publishing Co 


Eyelets & Eyelet Fasteners 
Rivet-O Mfg. Co 

File Boxes, Fibre Collapsible 
Bankers Box Co 
Giobe-Wernicke Co 
Guide System & Supply Co 


Filing Cabinets, Insulated 
Herring-Hall-Marvin Safe Co 
Meilink Steel Safe Co 
Mosler Safe Co 
Shaw-Waiker Co. 

Victor Safe & Equipment Co 


Filing Cabinets, Metal 
Advanco Products Div, ASB 
All-Steel Equipment Inc 
Art Metal Construction Co 
Art Steel Sales Corp 
Bentson Mfg. Co., The 
Browne -Morse Co 
Cardinal Sales, Inc 
Cole Steel Equipment Co 
Columbia Steel Equipment (Co 
Corry-Jamestown Mfg. Corp 
Geller, J 
General Fireproofing Co 
Globe-Wernicke Co 
Guardsman Safe Co 
Harrison Steel Cabinet Co 
Hillside Metal Products Ine 
Home-O-Nize Co. 


(Continued on page 6) 








(Continued from page 5) 


Invincible Metal Furn. Co 


Keystone Steel Equipment 


Parker Steel Products Co 
Peerless Steel Equipment ¢ 
Remington Rand Ine 
Shaw-Walker Co 
Top-Flight Products Co 


Victor Safe & Equipment Co 


Weis Mfg. Co 
Western Mfg. Co 
Yawman & Erbe Mfg. (: 
Filing Cabinets, Wood 
Globe-Wernicke Co 
Imperial Methods Co 
Weis Mfg. Co 
Wells Chair Corp 
Filing Supplies 
Acco Products, Inc 


Advanco Products Div. AST 


Aigner, G. J., Co 
Aigner Index Co. of N. Y 
Amberg File & Index Co 
Art Metal Construction Co 
Art Steel Sales Corp 
Barkley, C. L., & 
Krowne- Morse Co 
Corry-Jamestown Mfg. Corp 
Guide System & Supply c« 
Imperial Methods Co 
Justrite Envelope Mfg. Co 
Northern States Envelope ¢ 
Oxford Filing Supply Co 
Parker Steel Products Co 
Quality Park Pnvelope Co 
Shaw-Walker Co. 
Victor Safe & Equipment 
Warshaw Mfg. Co 
Wels Mfg. Co 
Yawman & Erbe Mfg. Co 
Fountain Pens (inci. Ball Pt 
Esterbrook Pen Co 
Gummed Cloth Rings 
Aigner Index (oo. of N. Y 
Warshaw Mfg. Co 
Hardware, Office Desk 
National Lock Co 
index Card Signals 


(See Signal Index Card 


Index Tabs 
Aigner, G. J., Co 
Aigner Index Co, of N.Y 
Amberg File & Index Co 
Barkley, ©. L., & Co 
Elbe File & Binder ¢ 
Globe-Wernicke Co 
Graff, George B., & Co 
Guide System & Supply Cr 
Markilo Co 
Master-Craft Corp 
Shaw-Walker Co 
Sheppard, ¢. BL, 
Smith, Charles ¢ 
Victor Safe & Equipment (« 
Warshaw Mfg. Co 
Inks, Adhesives, etc. 
Carter's Ink Co 
Fulton Marking Equipment ¢ 
Higgins Ink (o., Inc 
Ink Specialities Co., Inc 
Marsh Stencil Machine ¢ 
Rivet-O Mfg. Co 
Inkstands 
Cushman & Denison Mie. ¢ 
Sengbusch S-C Inkstand ¢ 


Labels 
Imperial Methods Co 
Oxford Filing Supply (« 
Smead Mfg. Co 
Warshaw Mfg. Co 
Weis Mfg. Co 
Wells Chair Cort 


Leather Goods 
Bristol Mfg. (Co 
Can-Pro Corp 
Chicago Saddlery Co 
Warren, Harry, Mfg. Co 


Letter Trays 


(Bee Correspondence Tray 


Library Equipment 
All-Steel Equipment Ine 
Browne-Morse Co 
Corry-Jamestown Mfe Corp 





Lithographed Continuous Forms 
Hano, Philip, Co 


Lockers & Storage Cabinets 
All-Steel Equipment Inc 
Art Metal Construction (« 
Browne- Morse Co 
Oorry-Jamestown Mfg. Corp 
Globe-Wernicke Co 
Invincible Metal Furniture ¢ 
Keystone Steel Equipment ¢ 
Lyon Metal Products, Inc 
Parker Steel Products, In« 
Shaw-Walker Co 
Supreme Steel Product In 
Yawman & Erbe Mfg. © 


Loose Leaf Books & Devices 
Aigner, G. J., Co 
Aigner Index Co. of N 
Amberg File & Index Co 
Elbe File & Binder ¢ Ir 
ldeal System Co., The 
Master-Craft Corp 
National Blank Book (x 
Sheppard, ¢. F cr 


Loose Leaf Metals 
Elbe File & Binder Co.. Jr 
National Blank Book ¢ 
Sheppard, ¢. E., Co 
Wilson Jones Co 


) 


Loose Leaf Sheet Covers, Plastic 


Aigner, G. J., Co 
Aigner Index Co. of N. ¥ 
Amberg File & Index ¢ 


Loose Leaf Tray Binders 
National Blank Book © 
Posting Equipment (: 
Sheppard, ¢ t hr 
Wilson Jones Co 


Mail Bags. Canvas or Leather Rubber Stamp & Pilate Mia 


Mail Distributors Rubber Stamps 
j ' \ ‘ 


f ke 4 Rubber Type 
~~ & ‘ \\ \ 
Manifold Books & Business Forms . R. A. & 
j ‘ Rulers, Transparent 
Map Tacks . . K ‘ 
( " 4 Safes, Office 
Marking Devices : . ‘ 
‘ ‘ 
S ba 
Matched Office Suite r | . 
Memorandum Books . 
1 ( ‘ Ha M 
Mi 
Memorandum Devices ~~ n 
Metal Badges, Checks, Tokens ~ & | 


Sand Urns 
Metal Furniture Undercoating ‘ 
Scales, Postal 
Moisteners e 


0 Scrapbooks 
( I & B 
Numbering Machines . " . . 
. ‘ 
« ‘ 
l 
t ‘ Shelving 
Office Furniture Sectional Units 9 ! 
“ } r ! L iB ‘ 
{ ( 
~ } ‘ ‘ 
Office Partitions & Railings . 
‘ { at 
! 


Office Printing Outfits es I 
’ Signals, index Cards 
( 7% eit 
Pads, Figuring “ ‘ ‘ 
B Safe & | 
Signs, Changeable Lette 
t ! W 


Paper Clamps \ 


Stide Rules 
‘ 


I « 
Smoking Stands, Of 
Paper Clips “ \ - 7 
« ‘ , - 
i’ { . 
‘ 
' 4 Sorting Devices 
Pape Fastening Machines . a) 
‘ & | 


M Spindle Files 
‘ ( 


. ( Stamp Pads 
Parcel Post & Postal Scales ( Ink ¢ 
Past Mart 
t oO Mf ‘ 
P & ink Set “ - : at 
en n ets 
. ; ; Stands for Office Machines 
\ _ | ' 
Pencil Sharpeners s 
\ f ‘ $ Ky 
Pencils, Mechanical . Pires 
\ ' ‘ I 
Pens, Steel et 
‘ ‘ 
Photocopy Equipment Ma 
‘ ‘ ] \“ vi 
r ‘ 


Photocopy Machines & Equipment 
| Staple Extractors 
Pins & Pin Containers : 
i Staples & Stapling Machine 
( 


Platens, Typewriter, Ete 
‘ 


Polish & Cleaner 


Posting Trays & Stands Stencils. Brass 


I ! Stel \\ 
Pp t 10 y ers ? 
esentation Cover Stenographers Notebook 
wW 
I & 
Stools 
( 
( 
Price & Sion Markers s 
( ‘ 
‘ ‘ 
Py | ti ; 
iblica n Storage and Transfer Case 
o 
s 
’ «x I 
Punches . 
! | 
( l \ 
Ml ‘ 
‘ 
~ ! 
Ribbons and Carb ; ’. 
‘ ) Ml | 
t ‘ 
‘ \ ‘ 
Ce ~ ‘ 
VW 
‘ O-N ‘ 
‘i 
M 
I ( 
. ‘ 
l 
« 


tubber Bands 


Store Fixtures & Equipme 
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Machines 





Tables, Folding 
\ 


Tables, Steel 
Hla 


Tabulating & Statistic Machine 
iB} 
K t I 

Telephone Accessories 


ibe I « | ( 


He \-1 ‘ 
\ 


Thumb Tacks 
‘j Y ¢ 
‘\ Ox i 


Ticket Holders 
Nig? 


\ 


Time Clocks and Recorder 


Trimming Boards 


Type, Typewriter | 


Typewriter Cleaning Materia 


Typewriter Covers 


Typewriter Cushion Bases & Knob 
I” I ‘ 
K h ) \ ‘ 


Typewriter Cushion Keys 


\ 
Typewriter Parts & Tools 
\\ 
Typewriter Mirs. of 
\ i B 
K I 
K ( ; 
Typewriters, Rebuilt & Used 
K « A 
Upholstered Furniture 
’ i } \ 
G | I 
il i ‘ - 
, 
I ‘ 
\ Ss BY 
Ml j ( 
“ Mf 1 
Upholstering Padding Sup: 
| o ] \ 
Uphetstery Materials 
Vault Steps 
Visible Systen Equipment 
\ ( ( tt 
{ ‘ 
\ 
( rT ri 
M . ‘ 
K I 
1 \ \ 
Wardrobe Racks 
Waste Baskets SA 
\ ~ . ‘ 
G 
TA. 
0 ‘ 5 
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The rate for classified advertise- 
ments is fifteen cents a word, mini- 
mum charge $3.00, payable with 
order. Add six words if box address 
is used. 

































































EXECUTIVES AVAILABLE OFFICE MACHINE MECHANICS WANTED 
as FIRST CLASS TYPEWRITER AND ADDING MACHINE Mechanic, salary 
\ POSITION with aggressive and growing firm. Have ~~ Prefe : Saeed atom of Mawel ane 
ee ‘ pe vee 4 tlice equipment business ind commission refer married man with good nowledge oO Moya ane 
“ 4) outioninnte eusaliGed Victor equipment Interested only in steady and reliable man. Write or 
. mn pe . . os — wire Las Vegas Stationers, Las Veyas, New Mexico 
personne | tole directing activities 
lising. If ure Wanting to retire, I ! “ ee ee oe 
Box M-9 Office Appliances, Chicago ¢ SERVICE MAN WANTED AIl makes Adding Machines, Typewriters. Mid 
———————— west location, desirable community Very liberal proposition, top pay 
Salary open with opportunity for partnership or percentage. Box BY-148, 
VAN B.B.A egree desires connection wit eare Office Appliances, Chicago 6 
City or vicinit where initiative and ambition 
ears experience, purchasing, inside sales, et 
ible Jar 4. Box M-98, care Office Appli SERVICE MEN--Adding Machine, Typewriter and Calculators; also Cash 
Register men. Starting salary $100.00 a week with unlimited advancement 
to men with proven ability. BURGAUER BUSINESS MACHINE CO., 109 
—— = W. Jackson St., Muncie, Ind 
SALESMEN AVAILABLE warmed. 
= a rYPEWRITER AND ADDING MACHINE MECHANIC--By Smith-Corona, 
Odhner and National dealer Top pay, permanent position. Typewriter 
N FIFTH DISTRICT interested in one full-time Service Company, 218 Third Street, N.W Albuquerque, New Mexico. 
traight Wmission to sell to dealers in Ohio fe al ae 
rience includes traveling most of the Middle mow: : . . : 
plus management of retail store. Qualified for WANTED— Experienced Underwood Standard and Electric Repairman, per 
ng equipment at supplies, office furniture manent position, well established. Must be reliable, sober Underwood 
M-u9 ire Office Appliances, Chicago 6 hea located in North Carolina Box BY-149, care Office Appliances, 
icago 6 
HERN REPRESENTATION? Located in Florida, | WANTED: EXPERIENCED TYPEWRITER and Adding Machine Mechanic 
ne southe aster re In former capacity as is assistant under experienced man. Good wages and working conditions 
¢ j ainted witl fice needs from pins and Superior Office Supply Co., Sikeston, Mo 
t ‘ ny pro t handled by retail dealer 
Ml ) ire Office Appliances, ( hicago 6 = eee 
a DRAFTSMEN, ENGINEERS WANTED 
SERVICE MANAGERS AVAILABLE DRAFTSMAN~— Metal office furniture and equipment experience for pro 
- ——_ ——— duction design, detail, tooling and layout Excellent opportunity for 
idvancement with small progressive Western Pennsylvania firm. Write 
NCE, Sale at lypewriters, Adders, Cast full details including present salary. Box BY-150, care Office Appliances, 
ry capacity i nvest, top reference if Chicago ¢ 


Box M-101, care Office Appli 














——— : SALES REPRESENTATIVES AVAILABLE 


FOR THE PAST 25 YEARS have been covering West Texas, New Mexico, 
ind Arizona. Can serve as direct factory distributor and jobber in ali 
i SEVERAL YEARS experience selling flice sup or part of this territory Line need not be confined to office supplies but 

i. os must have essential repeat business and require stock service from EI 








EXECUTIVES WANTED 




















‘ bility t levelop into sto er 
ase ta the Saedensl, “aes canteen Paso. Office Supply Co., 214 E. Yandell Bivd., El Paso, Texas 
MANUFACTURERS REPRESENTATIVE selling to Stationery and Office 
7 Equipment Dealers in the Southwest from a planned selling program, is 
NDENT WANTED ¢t direct production f new desirous of securing non-conflicting line of major import Can furnish 
e exclusive feature Experience on computing best of reference and all replies held confidential. Box M-102, care Office 
pportunit f in with necessary trail Appliances, Chicago 6 
mation \ etters strictiv confidentia —E 
‘ppl . aaenge f JOBBER ITEMS WANTED—Smaller office supply items and supplies 
— . wanted to distribute along with the Print-O-Matic machines and supplies 
Minnesota, Dakotas and surrounding territory Donald F tossin Co., 
SALESMEN WANTED 1283 So. 5th St.. Minneapolis 15, Minn 
N IN AND RIBBON SALESMAN to represent lead DISTRIBUTOR, CONTACTING COMMERCIAL STATIONERS and co 
dealers Established territory New York elated merchandiser Desires to add more established lines exclusively 
New England Replies confidentia Box by us for the entire state of Florida Box M-108, care Office Appliances 
OO East 42nd Street, New York 17, N. ¥ Chicago ¢ 


MANUFACTURERS REPRESENTATIVE SEEKS LINE of Office Furniture, 
Steel or Wood, also allied lines. Catalogued for wide distribution Box 
M-104, care Office Appliances, Chicago 6 








L\ND SUPPLY SALESMEN Join a fast growing 
t ive t tstanding opportunity 





























Our em et know f this ac B 
i iv ‘ — $$$ ——— $$$ $$ —___—_—_— $$ _ 
ti _ — LINES WANTED 
hed line I pholstered and wood office - wassueeene a 
in Texas, Indiana, Michigan and other Lee CATLETT, Box 1346, Denver, Colo vants office supply lines; covers 
mustecn years more experience preferred. Cot Kansas, Nebraska and Colorado 
! miflicting le lines Box BY-145 ure a ————— + 
: — : SALES REPRESENTATIVES WANTED 
\ND SUPPLY FIRM ited in growing Spokan e nee 
tv for re reef uble salesman with prove1 MIDDLE WEST manufacturer of popular priced spirit duplicator with ex 
Downtow! wati plenty f territory Give isive, new features designed to sell on sight seeks manufacturers’ repre 
RY tf e Offles Ap unces, Chicago ¢ entatives for the Southwest Southeast und Middle West territories 
sneei Men with dealer contacts will find substantial profits in the sale of this 
equipment tox BY-151, care Office Appliances, Chicago 6 
YOUNG MAN ¢t ‘ lL nderwood rypewriter 
Protect t t y salary and " SN a ae ee ee 2 = — 
Tt 7 18th St., Augusta, Georgi GENUINE OPPORTUNITY Here is a salesmar dream product A 
Jutionary mimeograph machine that work n a brilliant new principle 
—_ 4 demonstration sells it to dealers and users both The machine can't 
ieee « : ant Ces ae oe eak and the operator is always clean Sells for $150.00 retail but produces 
Ofies A pnliancs oO : 7 ‘ py as good or better than any mimeograph regardless of price. This 
" = machine has become a best-seller everywhere it has been introduced be 
7 sities cause of its high quality and operational simplicity Middle-west and 
West Coast available on an exclusive basis. Box BY-152, care Office 
KEI pa gy cle ny a ind shop equipt Appliances, Chicago ¢ 
Sout , time represent . 
oft Apy é ‘ igo ¢ WANTS AND FOR SALE, Continued on page & 


OFFICE APPLIANCES, December, 1953 7 





WANTS AND FOR SALE, Continued from page 7 


SALES REPRESENTATIVES WANTED 








MANUFACTURER OF HIGH GRADE CARBON PAPER and typewriter 
ribbons wants sales representation in ke tie f ry time Hig 
commissions. Sinclair Carbon & Ribbon ¢ Na \ i¢, Brook 
ma Bs Be 

LOOSE-LEAF MFR, est. 44 years (one of { \ . 
Representatives. Commission basi Write st r 


desired, etc. Box 951, Fall River, Ma 








COMMISSION MEN wanted for Ohi Mich ott 
Plastic Chair Mats, Black Boards, Linols B tin B i Desk Pa 
Chair Cushions and Clip Boards. Ge I | ( N r} 
Street, Chicago 22 

SMALL REPEAT OFFICE SUPPLY pr t for ‘ é g on seere 
taries. Good DOOR OPENER that be REPEAT | é Box BY 


care Office Appliances, Chicago 6 








RETAIL BUSINESS FOR SALE 


OFFICE MACHINE, SUPPLY AND EQUIPMENT STORI Established 
accounts. City of 20,000; choice Midwest t best franchises, lease 








arranged to buyer's satisfaction. A-1 complet ervice department. Trained 
personnel—inventory $20,000. For part rite BY { ire Off 
Appliances, Chicago 6 

LONG AND WELL ESTABLISHED off nd equipment business it 
Ohio for sale. Good Condition. Stead t ten ib pri based o1 
inventory and equipment. Excellent pport ity f ‘ e trained it 
management to operate and develop ow! enter] Addre BY 


155, care Office Appliances, Chicauo 6 





OFFICE MACHINE AND FURNITURE BUSINESS—I ve ‘ 
years in midwest city of over 270,000; t é f é ion. Ope 
tor nets around $20,000 annually Toy f machine 
and furniture including typewriter , ! nd i ating machitr 
duplicators, steel and wood furniture ma ne pplic Large profit 
able used equipment sales Well est shed chil repail le 
partment. Steady following Mair treet tior n heart f re 
tail and commercial district. Good lease ay ible } ed persor 
nel. Exceptionally clean inventory and fixture witl ell equipped shoy 
About $30,000: terms to reliable party. Or ilified pe eply. Box 
BY-156, care Office Appliances, Chicago ¢ 
STATIONERY STORE Located in cit Ml Ne tock 
Established over 15 years. Owner has nd t etir 

f t I iv ( ] 


Can be purshased at cost of inventory p <ture 
Write Forde Printing & Stationery, Mankat Mint 





CALIFORNIA BUSINESS Long establis! good it 
complete machines, furniture, commer tationery. Top I I I 
market value of assets—about $40,000. §$ ov lle. Box BY 
Office Appliances, Chicago 6 

FOR SALE: Typewriter store handling ALL-MAKES Off Machines, spe 
ializing in adding machines and Cash Register i Safe nd Off 
furniture, good rental business. Wi Invent t $ rLIAL, We 
located Rocky Mountain district. Selling | suse of healt Box BY 


care Office Appliances, Chicago ¢ 





MANUFACTURING AND MARKETING SERVICE AVAILABLE 








OUR CLIENT, a large and well-k: ' facture th nati 


tribution, seeks a new product, or product n the flice juipment fiel 
steel, wood or plastic. Please commu t wit P nly. THI 
ROWE & WYMAN CO., Advertising ( Rea g R i, Cincinnati 





BUSINESS BROKERS 





LIST YOUR BUSINESS with W. double AA 











Young men and veterans here's your portunity. I t in many 
states. All matters confidential. Bank 1 I W 1A. J t K 
ness Broker, 1718 St. Mary Street, Kr ille renne 

LISTS 
FREE MAILING LISTS of 6,262 commercial stationer flice appliance 
dealers, Also 5,781 typewriter and adding n ine t Write for FREI 
catalogue of lists of retailers, wholesaler nufact natitution 
banks and others. We charge only for addr SPEED-ADDRESS 48-0 


isd Street, Woodside, 77 New York 








FOR SALE AND WANTED TO BUY, USED EQUIPMENT 





ELLIOTT-FISHER, Burroughs Moor Hopkir Addi Caleulating 
Machines, Comptomete rs, Electromati l ‘ t ur f 1 machine 
bought and sold. Chicago Office Appliance ) Wet ‘st Chi 


cago 8. 





ELLIOTT-FISHER AND SUNDSTRAND i é ( t ter B 
roughs, Friden, Marchant, Monroe Ca t } t typewrite 
Adding machines and all office ma ‘ } i 
Teeter-Warsh Co., 849 N. 3d St., Mi \ 


8 


BURROUGHS BOOKKEEPING MACHINES, A Models, Bougl 
ti erial munile nodel in request f j tation Bu 

Ce 160 W. Larne Detroit 26, Mich 
WANTED Addressographs, Graphotypes Speedaumats Frat 
hine ¢ 


( t senda cle erial nos, t« Adare ey Ma 


OOKKEEPING MACHINES— National Mods “ (Wt 
Sold. tf i t ontact Jordan Scheid ¢ Ss. ( 


| sf I j \i 


WANTED TO BUY Late model Elliott-I kkeeping 
‘ Mu 000 serial numbe ] Tl. Ort Vi 
W. Washing . ( azo ¢ 
WANTED ALL MAKES calculators and addi hine S 
le erial numbe idding capacity. Inte tional Off 
4 Broadwa ‘\ York 7, N. ¥ 
WANTED TO BUY Sundstrand bookkeeping acl t Mode 
Dd, daive mplete | number, serial, size age and whet 
l back feed. International Office Appliance I 26 B 
York N. ¥ 
BURROUGHS, MOON HOPKINS, Elliott-Fishet Remingt 
Machine ind eve thing in the office machine ne. State 
be ind we w juote highest cash price Int tional ¢ 
It 26 By Iway, New York 7, N. ¥ 


BURROUGHS, MOON HOPKINS, KARDEX, Bookkeeping Ma 
t eter ill make ilators bought and borrell Off 


Minneapolis Mir 


( Ii So Sk th Street 


ELLIOTT-FISHER i ne calculating machine viding 
ft equipment, bought and sold. W a. 4 ‘ Compa 
Water St Milwa ee 2, Wis 
CASH FOR NIAGARA BX2M and A. B. Di 0) Mimeogr 

le Unde 1 Royal Typewriter H t b 
I ‘ N J 
CASH PAID FOR MULTIGRAPH, MULTILITH, Varitype M 
\ ‘ urapl I ewriters, Presses Als e trade ! ‘ 
I) Service King, North Carolina 
FOR SALI Peirce ) tion machines All i y I 

mbers a quotations. Eaton Statior ( ‘ 





ELLIOTT ADDRESSING MACHINES AND FILE EQUIPMENT 
té Machine ilding and wholesale s pple r the f 
LIND, 928 8. W. Stark, Portland, Oreg 


eb 


VARITYPERS, IBM | kinds office mact |, bought 
t All ne ue Typewriter C« i West d St \ 
WANTED: Bur r N.C.R. Bookkeeping 1 Billing M 
Compt Adding Machines 1 y stvile Quot 
ripti ¢ pri AMERICAN BUSINESS MACHIN}I 
I Ne York > XN \ 
\ even 9 Oak GUNN 1] h Ss 
tops and base l 
\ } dw 0 i City, Okla 
L\RDEX ACMI , ised visible y juipn 
ditioned pan book ilw } 1 Sy 
‘ purchase of ( j 
N ! Ir is rdwa New \Y N \ 
VISIBLE EQUIPMENT bought sold and ‘ ged We 
) Kardex \ ad Internationa \ ble PFactogr 
ther ike W rite ind tell us what \V ble Ea 
have [ Special prices to deale Heine n Of 
( jept. OA, 4 N. sth St St. Le M 
VISIBLE EQUIPMENT SPECIALISTS for W 
f sbinet j s irdex 4 | 2 
{ W i Leduc Bookkeeping 
Stanle a | ( j ] 
. y ¥ 
Rijh (MOUNT ible cabinet RKRARDEYX ACMI 
\ [ \ nait ! ‘ - 
( i Spring Street N \ 
KARDEX, ACME, POSTINDEX, ET(¢ 
I ALISTS IN \ LE Filing Equi | 
tt 4 ‘ ‘ r purcha \ 1 
Vv { ! i { _ ‘ 
\ 
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O's Press-Jime Bulletin 


Late and Important News for Our Readers 





MORRISSEY HEADS FARNHAM'S: Robert E. Morrissey has been elected president of 
McGill-Warner-Bigelow Company to succeed the late Arthur J. Walker. 
Mr. Morrissey, former president of Syndicate Printing Company, also 
succeeds Mr. Walker as head of Farnham Stationery & School Supply Com- 
pany, Minneapolis, Minn. He will serve on the executive committee of 
McGill-Warner-Bigelow with Charles E. Cooney and Otto L. Mickelsen. 
Donald McNeely was elected to the board of directors. Operating divi- 
Sions of McGill-Warner-Bigelow are the McGill Company, Farnham Station- 
ery, Syndicate Printing, United Typesetting Company and McGill-Warner 
Company. Elected vice-presidents of Farnham's were M. W. Knoblauch, 
school supplies department ; Clarence Benson, stationery, and George E. 
Seidel, office furniture. 





SLECT NEW PRESIDENT OF OEMI: Election of Howard V. Widdoes, vice-president of 
Remington Rand Inc., as president of the Office Equipment Manufactur- 
ers Institute, was announced November 6. He succeeds Albert B. Dick 
III of A. B. Dick Company. 








IT'S NOW EZYINDEX PRODUCTS CORP.: President C. W. Busck has announced that be- 
cause the Ezyindex trade name has been so thoroughly received by the 
general public and so clearly indicates the firm's mission in busi- 
ness, it has been decided to change the corporate name to Ezyindex 
Products Corp. The name "Associate Cellulose Products Corp." will no 
longer be used. 





WIBEL ADVANCES IN GRAY AUDOGRAPH: John W. Wibel has been elected vice-president 
of the Gray Manufacturing Company, producers of Gray Audograph dictat- 
ing equipment, Walter E. Ditmars, chairman of the board of directors, 
has announced. Mr. Wibel has been counsel for the company since 1945 
and secretary since 1948. He served on the general staff of the Seventh 
Army in the European theatre during World War II. 











CODO OFFICIALS ELEVATED: Frank S. Cooper, founder of Codo Manufacturing Corpo- 
ration and its first and only president to-date, has been elevated by 
the stockholders and directors to the position of chairman of the board. 
Wilbur W. Lenz has moved up from vice-president to president to suc- 
ceed Mr. Cooper. (Full details and pictures will appear next month.) 





OPEN NEW STORE IN LOS ANGELES: The official opening of the new store of the Mod- 
ern Office Appliance Company, Inc., was held October 26 at 1573 W. Wash- 
ington Blvd., Los Angeles. Enlarged facilities are now used by the 
firm which for 16 years was located at 108 S. Broadway. 





ISSUE NEW GSA STANDARDS: Edmund F. Mansure, administrator of the General Serv- 
ices Administration, has announced a sharp cutback in the variety of 
20 kinds of things which Government agencies may buy in the future. 
For example, up to now 25 types of bent wood chairs have been avail- 
able but only one type will now be purchased. Steel clothing locker 
types have been reduced from 136 to 10 and steel general office desks 
have been cut back from 54 to 8. 








DENNISON SELLS BOSTON RETAIL STORE: Elsewhere in this issue is a story concern- 
~ ing the sale of the Dennison Manufacturing Company retail store in 
Shicago. In addition the firm has announced the sale of its Boston 

retail store at 32 Franklin St. to Charles E. Lauriat Company, Inc. 
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State of the Industry ------- - 


® Drug Store Sales. Frank 
Fountain Pen & Mechanical Pencil Manufacturers 
Association, Inc., quotes | Topic n its e 


mates of what people spent ir 52 for product 
sold in drug stores throughout the intry. T 
figures reveal that drug st ‘ 
chanical pencils, 21 of all ballpoint per ma ZY 
of all fountain pens, but claim to handle only 19 


of writing implements and related 


If firms in this industry need t t of the 

lost market, here it is 

@ Income Tax Ideas. In 1) 

come tax experts regarding the possibilit { sa 

money is: delay income until 1954 wher: lure 
T ‘ 1ed0uU y 


is possible under the law 
that you can properly; make all | ble tax pa’ 
ments now instead of 1954; and take all pos é 
capital losses along with 


@ New Markets Opening. 

rica is expecting to rel po! 
States goods including textiles and 
same relaxation may apply to the 
Western Germany 


@ When Selling Price Drops. Sales Manageme: 
magazine recently produced a table for showing 
“what happens to margir 
prices.’’ Here's how the percentage 

increase in order to give the same dollar sale 
ume as before the price I 





SELL HOW MANY MORE UNITS 
FOR THE SAME DOLLARS? 





THEN, to give the same dollar 
volume your unit sales must 


ren t 
T i She stat 
[ 1 ne 1 } 
1] Machine J 
1a tners it is ft 
1 possl1bllit 
e enera j 
rid 
sks u 
inds toda In Dusines 


it is an la ee age lesan necessity that the 
colleges and universities of America train potential 
businessmen to understand a ‘operation of punched 
card accounting machines. 7 
; jive a real un derstar ung I x 

I len) x1 statistic na 

1 include i least one g | 
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MARKE! AREA 


How Big Is His 
Immediate Market? 


Office supply and equipment deal- 
ers are not concentrated in a few 
of our largest cities contrary to 
popular opinion. They can be found 
in cities and towns of all sizes... 
in fact, some dealers of consider- 
able importance, are located in 
communities of less than 10,000 
population. 


The accompanying graph shows 
that there are almost as many 
dealers in these small towns as in 
cities with a population of over 
half-a-million. 








Does He Sell Outside of 
His Immediate Market? 


In three out of four cases—yes. The 
profile shows that 72% of the deal- 





ers throughout the country extend 


their selling efforts beyond their 





own city and its immediate sub- 
urbs. This trend is most noticeable 


in middle-class cities. 








Profile of a DEALER 


Copyright 1953, OFFICE APPLIANCES Magazine, 600 
W. Jockson Bivd., Chicago 6, II!. Date obtained ond 
compiled by Elrick, Lavidge & Co. Reproduction pro- 
hibited without permission 
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COMPANIES WITH SALESMEN TRAVELING OUTSIDE OWN CITY 

















profile of a DEALER 


Copyright 1953, OFFICE APPLIANCES Magazine, 600 
W. Jackson Bivd., Chicago 6, II|. Data obtained and 
compiled by Elrick, Lavidge & Co. Reproduction pro 
hibited without permission. 





How Does He Sell the 
Outlying Market? 


In studying the active market cover- 
age of the dealer, the question im- 
mediately arises as to whether the 
outlying districts are sold by cata- 
logs, direct mail, and newspaper 
advertising or whether an active 
personal selling program is con- 
ducted in these areas. The profile 
discloses that advertising and per- 
sonal selling go hand in hand in 
most cases. The accompanying 
table illustrates this high correla- 


tion between the two methods. 


Further analysis of this extensive 
market coverage by the majority of 


dealers emphasizes— 


1) that the larger dealers cover 
the most territory (due, of 
course, to larger sales staffs), 


and 


2) that dealers in the middle-size 
cities do the best job of per- 
sonal selling in the outlying 


areas. 


The bar charts at left illustrate this 


second point clearly. 
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CHRISTMAS GREETINGS! 


Through the centuries since the first Christmas 2000 years ago men have 
been groping for understanding and some ways to implement the desire 
of every human heart for peace and amity among all peoples. The record, 
often dark, reveals many moments when mankind has surged forward, 
when the goal flamed into fact, when brotherhood reached high levels of 
reality. Our Holiday wish for you this year is the great joy of the assurance 
that the Christmas message of good will is ever moving forward to ultimate 


supremacy in the minds and hearts of men everywhere. 


INVENTORY YOUR 1954 PLANS NOW 


During the rush of year-end work —Christmas selling, merchandise in- 
ventory, accounting completions, and so forth — it is increasingly difficult to 
find islands of calm where unhurried thought may be given to overall plan- 
ning for the new year. Yet, hardly any management function can be char- 
acterized as more important or more productive than careful consideration 
of the activities of 1954. A business, like a machine, need fueling, inspec- 
tion and tuning to keep it in operating condition. Momentum is of brief dur- 


ation when motive power is exhausted. 


Planning is the first step. Next comes the organizing and scheduling of 
a co-ordinated program. Finally, of course, there is the daily work of put- 
ting the program into function. No time is more appropriate than NOW to 
inventory ideas for next year, give them definition and place in your cal- 


endar of events, and assign responsibilities to staff members. 


Despite the diluted optimism of many business forecasters, 1954 can be 


a successful year for those who have both plans and follow-through. 
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REVIEW and FORECAST 


by several chief executives of principal associations 
serving the office equipment and supply industry 





NATIONAL STATIONERS 


m DECEMBER, the time of th One year ago, the then pre the sluggish items, more eff 


year when we look back at i ent f the National Stationery rdering procedure w help to re 
accomplishments of the last 17 ind Ottice Equipment Associatior juce addea t p 
months, and look ahead to thé inded a clarion call tor the New k at many unhealthy 
coming year. Twelve months ag Year's offensive: pensive practices that have crept 
the road ahead was full tT ul To take a new and frest if during the TT years WwW revea 
certainties. A new admin Tat merchandi ina apr roach + many 2pportun Ti¢ Tor rea 
was coming into office, peace ir ur proaucts ana ervices. ings. 
Korea was an indefinite promise 2. To step up the tempo of Thess are chancian time 
expenditures for defense wer personnel improvement. that reaui { 
° . , : ( squire 4 nange TNINK 
mounting, certain taxes were ex 3. To make certain we have e merch 
id 2 _ n ou cnanaising ¢ 
pected to have an early deat! defensive strength. a 
-csaigerall | ength. practices. But one fact 
5 -O } f f < counfr Tne mem i 
and business could be good A the country the mer hange 
T+ anaes—we cannot na 
bad, dependent on ne | { T m associat esponae busine without a profit And 
We have seen the new admir Na Dusiness was good. think that should be ur keynote 
istration tackle the multitudin But as business was good, were for the year. Our business must 
problems facing it... Peace ir protit rresponding y g od? lf be done at sufficient profit 
Korea has finally come but world we were satistied with the volume neque ant caly for manne 
conditions called for a ntinued ir store ana our alesmen pre Dut for all those wt are eper 
high expenditure for defense. H if 1ucedqd, were we s iti r1ea with the ent on that manaaement for the 
taxes were with us thr uar The protit on that Dusine Ing W t nancial ecurity f +} 
whole year. One fact stand we ntinue To be atistied with untry. 
business was gooaq or bad Je rat margin? J 
- . +f" . ; n ry usner n the ] jer 
pendent on ones thinking na nr ugh ut the past year, we rtemaal 7 


EFFORT. nave seen our margin narr wed re Anniversary ht . ‘ar 





ee ea mar a 
. . . 1 ISSOCIATIO?N. ) y | j i. 
ts crept higher. W they be 
mS naiwerear the tor f 4} 
less this coming year? We | Mets 
. Tne | arnt T ; Té | 
Know the answer... again only = ss rine —_ 
. he adat the time to relax the 
W. H. MILLER by thinking and EFFORT can we -f 
: , ahs - te 
President, mprove this ¢ Tion. Caretu gx, 
National snd re f all nhac To us in +t 
Stationery & ee ite J eh al -. , 
“ perat ns i Ti € ential tor nouia prese ) ew ana 1a 
Office Equipment 7 ' he : 
Assn =| ng chalienge to ¢ Ale: 
The business forecast for next mproving serv 
} varie with the € nomict ers, a Challenge ¢ jive T 
ne reads. Our wn showina pportunity tor growtn ft 
; site ai \ ei n r employ, a challenge to par 
Walter H. Miller, executive vice igainst These toreca Will DE Ge 7: oon or 
; : tormir 1 . nities ‘ ticipate re + r +h, 
president of Otto Ulbrich Company é ea by ul ncentrat Cipatre m site ; 
Inc., Buffalo, N. Y., started his busi n the se ina ING Merchandisina T the community whic 
ness career with the old Mohican plans of our oraanizations. Our 3 Challenge ike © 
Pencil Company in 1921, joining protit picture will be improved years ricner ana tuiller fr 
Ulbrich in 1923. nly as we are willing 7 cut 4 the past. 
A graduate of the Wharton School the heart af ave Roar ey Mew th te 
° . . Ca ( 2Very peraTion | | e 110 T ) 
of Finance, University of Pennsyl- wate 4) Sip f 
° ° 1V } W na nor ADI IC oO Ine ay’ +} sar 
vania, Mr. Miller has been unusually ie : 
. ° ° es practT eC! IO S in ¢ é , 
active in business and civic circles + lige go, He ; ; * 
i +, + n nn? ner ann ire 
President of NSOEA, he served for ventory stand rature ana 
P arAivat rn + ; minatir { 
two years as governor of District raiza r lines, e€ ation and man. 


No. 2. 
A past-president of the Buffalo 


a Weak Aunties of the OFFICE MACHINE DEALERS 


University of Pennsylvania, and the 


Buffalo Skating Club, Mr. Miller also m WE ARE APPRO ACHING the Manufacturer realizina the | 





is a director of the Retail Merchants A fie bie 
Association, Buffalo; Main Street As year «¢ t 1954 with another mile ems of the dealer, and the dealer 
sociation, Buffalo; vice-chairman of tone behind us. The year of 1953 the problems of the manufa 
the Retail Trade Committee of the which is now Closing, has taught us Through a atior this bette 
Buffalo Chamber of Commerce; and 1 great lesson, to the effect of the understanding has brought t yht 
a member of the Buffalo Rotary Club mportance of complete co-opera kindred problen The fut 
and the Mid-day Club of Buffalo tion of all seaments f our in bright n 1 vo; T 

Try. those who Ww operat 
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3 to understand that 
justry of ours is the 


ae 


cturers bring out new 
models and pertect 
nt, so shall the dealer 
methods of selling, 
nay be specialty sell- 
handising. Salesmen 
sined well. Stores must 
he best of conditions 
nM DOSS of DOoTN man- 
jJealer, the CUS- 
business with us. 


J. D. ROMANO 
President, 
National Office 
Machine Dealers 
Assn. 


e 


John D. Romano started in the 
typewriter industry as a delivery boy 
in 1918, at the age of 16. For four 
years he served as branch manager 





for Royal Typewriter Company. He 
has been representing Royal in 
Fresno, Calif., for 25 years, 21 years 
as a distributor since opening the 
Valley Typewriter Company in June, 
1932. The firm also represents Vic- 
tor Adding Machine Company and 
Ditto, Inc. 


A past-president of the California 
State Association, Mr. Romano is 
president of the Northern California 
Office Machine Dealers. He also 
served as past-treasurer of the Na- 
tional Office Machine Dealers Asso- 
ciation. 
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Larry Caldwell has spent his entire 
busine yreer with the John Wana 
maker Philadelphia organization 
which he joined 27 years ago. Dur- 
ing this time he has been connected 
with the Contract and Office Furni- 
ture departments, becoming head of 
this div n August, 1947. 

Ne everyone 
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e of us. whether 
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DEALERS 


of living. Emphasis is very strong 
toward lessening the work in the 
homes. New appliances are all de- 
igned to make the housewife’s 
ife more enjoyable. The automo- 
tive industry is constantly making 
it easier and more pleasant to 
jJrive cars. These leaders stres 
more spaciousne new color 
chemes and new comforts. 


Can't we take a lesson from 


¢ 


them? Some of our manufactur 
ers are already introducing new 
themes in furnishings. New fin- 
ishes, new color combinations, new 
designs and new modular ideas 
more mental 


mforts for the busi- 


definitely point to 
and physical 
ness man. 
Until recently, most of this type 
f merchandise was in a price 
bracket that appealed only to the 
could afford the 
better things in life. Now it's be- 


executive wh 


ing offered in the moderate price 
ass which makes it accessible to 


the small busine man and to 


commercial installations in indus- 
try. 

We in the office furniture in- 
dustry face a great challenge. 
Gone are the days when we were 
content to sit back and supply a 
need. Now we have the oppor- 
tunity of offering a great service 
to industry and the business man. 
Pleasant, efficient, colorful sur 
roundings at work can lead to con- 
tentment and efficiency from this 
nation's working personnel. 

Men and women do not wear 
fashions of 25 
but they do use office equipment 


or 30 years ago, 


of that vintage, sometimes older. 

Let's tell people about these 
new ideas of Comfort While 
Working. 

Business is not only good at the 
moment, but will continue good if 
we advance our industry with the 
times and prove to the man be- 
hind the desks that Comfort While 
Working is not a luxury but a ne- 
-essity for contented personnel. 


NATIONAL COLLEGE STORES 


@ COLLEGE STORES of the 
United States report satisfactory 
ales volume at the opening of the 
1953-54 college year and are 
highly optimistic about the future. 

| have reached this conclusion 
after attending regional meetings 
»f college store managers in every 
ection of the country during the 
past two months. The barometer 
f college store sales volume is col- 
lege registration and most mana- 
gers report small increases in 
registration with the remainder re- 


1953 


porting stable registration or only 
minor decreases. 

Most managers report small in- 
creases in sales volume also, but 
attribute these increases to price 
increases of the products sold 
rather than to increased sales. 

Optimism about the future is 
based on high birth rate since 1940 
which is over-crowding the ele- 
mentary and secondary schools at 
the present time and which will 
reach the colleges within the next 
few years. It is generally believed 
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that the low point in college regis 
trations after the exodus of the 
veterans has been reached and 
passed, and that the trend is uy 

ward, 

College stores are preparing { 
the future. A tour of the countr 
shows an amazing amount of "'face 
lifting” in the college store fie 
New stores are being built and 
stores are being altered and 


larged. 
Some of these new stores aré 
ready in operation, others are 


the construction stage and other 
are still on the drawing board 
All of them are planned for th: 
future—modern in every respect 
spacious to serve more customer 
carefully designed for their par 
ticular ection. 

Future planning is also evident 
in college store operation. Ther 
is a steadily increasing use of s« 
service or self-selection in colleges 
stores to enable the stores to serv 
their customers more promptly 
ing rush periods. 


Since 1948 the National Associ 
ation of College Stores has con 
ducted summer workshops to train 
new managers, department heads 
ind other key employees in every 
phase of college store operation. 


R. C. AVERY 
President, 
National Assn. of 
College Stores 





Yes, the tuture of the college 
tore looks bright. It is slowly 
emerging from a dingy basement 
to a modern plant, designed e 
pecially for its particular type of 
merchandising. This plant will be 
manned with well-trained person- 
nel. More customers are on thei 
way and when they arrive, we will 
be ready. 





Ralph C. Avery has been closely 
associated with Cornell University 
since he was a student. In those days 
he did part time work in the newly 
formed purchasing department, join- 
ing the department when he com- 
pleted his studies. 


Mr. Avery was assistant manager 
of purchases until 1935 when he 
took over the management of the 
Cornell Campus Store, then called 
the Cornell Cooperative Society. 


Long aware of the value of trade 
associations, Mr. Avery joined the 
National Association of College 
Stores at the time he became store 
manager. His firm, by the way, is a 
charter member and one of the 
founders of the association. 


In 1949, Mr. Avery was elected a 
director of NSCS for a three-year 
term. He then served as vice-presi 
dent until this spring when he was 
elected to the presidency. One of 
his chief interests is the NSCS sum 
mer workshop at which he has taught 
since it was started in 1948. 








WHOLESALE STATIONERS 


@ IN THE DECEMBER 1952 | 

of Office Appliances, | stated 
that the problem of operating 
costs was one of the most impor 
tant facing our industry at that 


E. W. BLEVINS 
President, 
Wholesale 

Stationers Assn. 





E. W. Blevins started with Cald 
well-Sites Company in March, 1921, 
as a bookkeeper and is now vice 
president and general manager. The 
firm is a wholesale distributor of 
paper, stationery and allied lines in 
Roanoke, Va. 


Mr. Blevins spent six months in 
business school followed by three 
years with Paper Mill, before join 
ing Caldwell-Sites. Active in busi 
ness circles he served as vice-presi 
dent of the Valley Realty Corpora 
tion, Roanoke. In 1951 he was 
president of the Roanoke Better 
Business Bureau. He is now presi 
dent of the Roanoke Merchants As- 
sociation as well as the Wholesale 
Stationers Association of United 
States and Canada. An active mem- 
ber of the Roanoke Rotary Club, Mr. 
Blevins also is a member of the 
Executive Club of Roanoke. 
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time. It is my earnest opinion that 
the same situation holds true as of 
WwW. 
Here we are in a period with 
ales at a high level but with a final 
net profit which is by no means 


atistactory. In all cases, if we 
make a sincere effort to scan our 
peration closely, we can alway 
tind spots where costs can be re 


juced at least a little bit—and 
every penny of reduction will show 
ip in the net profit figure. It i 
t easy but it can be done. 

king toward the new year, 
ee no earthly reason for arrivina 
1t a conclusion that we are headed 
y great slackening off in 


ness. Unemployment is at the 


Nn 


owest figure in history. Everyone 
who wants to work or who is able 
to work has a job. True, there wi 
probably be certain reductions i 
Jefense spending but this reduction 
can be taken care of by other 
means. 

We should not even think or talk 
»f a recession. If we keep talking 
f an expected sickness the chance 
are we will get sick. There never 
was a better opportunity thar 
right now for all of us to get 
feet on good solid ground and g 


forward to greater accomplish 
ments during |954. 
My wish to ever ne t a 


Happy Christmas and a Brig 
Pro perous New Tear 


WOOD OFFICE FURNITURE 


@ NEXT YEAR PROMISES to be 
} unique year in the office furniture 
ness both for manufacturers 
ind tor dealers. 
am happy to be able to pre 

t with contidence that it will be 
» year of progress—of selling. The 
theme of the day will be selling 
the complete office — ‘package 
elling’’ as it is often called. 

How do we know this? Wel 
this year after several years of 
ntensive planning and unprece- 
jented investment of dollars, WOFI 


aunched the Certified 
Planning Service 
gram of co-ordinated supplie 
olors, selling t promoti 
1dvertising to sell planned office 

No effort was spared to see th 
this program was right. We hire 
the country's best color expert 
architects, display and advertising 
and other consultants. We secured 
the ¢o-operation of other associa 
tions representing textiles, carpet 
ng, paint, and so forth. 

Dealers were invited to subscribe 
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t spring and the re- 
mmediate and enthusi- 
ast Early subscribers included 
nat ugh, many of the larg- 
cessful retailers in the 


have expected that 

in need of help—stores 

in package selling—would 
interested. But, of 
is always the merchant of 

is anxious to seize upon 

t progress. 

t fall the institute staff 
y making personal in- 
the COPS program 

the stores of the early 

By December 15, 1953 

will be in operation 
untry ana new sub- 
being received daily. 

py to be able to tell 
thi early faith of sub- 
already being rewarded. 
f days after instal- 
Jealers were already 
essful sales concluded 

w plan. These sales were 
t just in hundreds but 

Jollars! 

the year the institute- 

exhibit of the “Office of 


Tomorrow" opened at the Museum 
of Science and Industry, in Chi- 
cago, and has already been viewed 
by almost two million visitors. 

An expanded program of ex- 
hibits is being planned for 1954. 
WOFI will have COPS exhibits at 
NOMA in St. Louis in May, at the 
National Business Show in New 
York in October, at NOFA in May, 
at NSOEA in September. And 
that is just the start of the promo- 
tional program. 

In January 1954, we expect to 
launch, now that a group of sub- 
scribers is ready to offer COPS to 
consumers, a program of national 
advertising to the consumer. The 
institute's house magazine Trends 
is being converted into a full-color 
publication and will be distributed 
to consumers via COPS dealers. 

This is only one phase of WOFI's 
expanded promotional program. 
The first group of subscribers are 
already receiving additional sales 
aids, plans and suggestions to im- 
prove their service and the promo- 
tion of their service to consumers. 
Many additional items—too long 
to detail here—are already in work. 

As a personal note, | would like 


to add that | am personally very 
proud of the vision displayed by 
the members of our group in un- 
derwriting and undertaking this 
program. | am also proud of the 
vote of confidence given by its 
early subscribers. 

Thanks to that confidence, 1954, 
| am sure, will be a real milestone 
of sales progress of our industry. 
The unmistakable signs are already 
being read in signed purchase or- 
ders by consumers. 


W. T. POWELL 
President, 
Wood Office 


Furniture Institute 





W. T. Powell has been general 
manager of the Myrtle Desk Com- 
pany since 1923. For 13 years prior 
to that time he was in the bedroom 
furniture manufacturing business. Pre- 
viously he had worked for the South- 
ern Railroad. Mr. Powell also is 
secretary-treasurer of Myrtle. 








LEAD PENCIL MANUFACTURERS 


a i] NOT generally known 
that the lead penci 
barometer of busi 
If one stops to think 

ne w ealize that the woodcased 
the universa! writina 

n the office, in the 
m, in the schoolroom 
me. From first sketch 
rawing; from note to 
from memo to manu 
everything starts with 
ed lead pencil. 
1 Pencil Manufacturers’ 
estimates that sales 
the year 1953 wil 
eater than in the pre- 


ind there is every 
eason to believe that this gain 
* tinue in 1954. Especially is 


be true when one 
the unprecedented birth 
the lonaer life span for 
ration. 

As promising as the outlook 
of necessity, wil 
ish the sale of its prod- 
tantly and improve the 
etter packaging, adver- 
ervice will be ‘musts’ 
nutacturer and merchant 
r the consumer's dollar. 
eat degree, prosperity in 
754 depends upon world condi- 
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L. M. BROWN 
President, 
Lead Pencil 
Manufacturers 
Assn. 


@ 





Louis M. Brown, president of 
Eberhard Faber Pencil Company, 
started with the firm as Canadian 
sales representative in August, 1923. 
Since that time he has served as 
assistant sales manager, sales man- 
ager, vice-president in charge of 
sales and executive vice-president. 








tions such as a change in the tariff 
policy and the international situ- 
ation. Our affairs are affected fa- 
vorably or adversely by tranquility 
or strife prevailing with other na 
tions. 

On the domestic side—whether 
or not we have farm prosperity is 
an important factor in determining 
the future outlook. It is to be 
hoped that the present administra- 
tion will find a satisfactory solution 
to the problem of this all-important 


1953 


segment of our population. Those 
of us in the city sometimes find it 
difficult to realize that thriving con- 
ditions on the land mean the same 
for the city. History bears this out! 


It is to be noted that the cost of 
living is rising. Just recently it was 
at the highest point on record. This 
ever-increasing cost applies not 
only to the individual; it applies to 
businesses as well, but in the final 
analysis it is the consumer who 
pays. 

For more than a decade we have 
enjoyed prosperity. The fact that 
we have not had a reversal means 
progress. Satisfactory corporate 
earnings, savings accounts owned 
by the average citizen and a high 
rate of employment tend to insure 
a bright future. 


Also on the plus side, when it 
comes to ingenuity and know-how 
the American people are second to 
none. With the world's best sci- 
entists, highly trained executives 
and skilled workmen working to- 
gether we have achieved an en- 
viable standard of living—the high- 
est enjoyed by the peoples of any 
nation. Here the material things 
necessary for comfort and happi- 
mess are available to anyone with 


17 








; 








initiative and a will to work. 
Taking all things into consider 

ation and adding to them conf 

dence and optimism, so much 


- 


| 


nN pu 
e€ a good one. Of 


f the make-ur 


be minor pitt 


PEN & PENCIL MANUFACTURERS 


R. N. WOOD 
President 
Fountain Pen & 
Mechanical Pencil 
Mfrs. Assn 


@ LAST YEAR some of the 

lysts predicted down-turn in 

ness in 1953, while others predi 

a continuation of top level bu 

ness. It is now evident that the 
latter group were right for th 
year and that 1953 will have the 
highest over-all average rate of 
business activity yet. 


Again for 1954, some of the 
lysts are predicting a slight 
from the present peak leve 


wW 


ne 


ea 
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t the Amer 


blic, the coming year shou 


urse 


here ana 


activity. Many busine 
nowever. are think na +h 
TI 1° i . 
iney are continuing To Du 


Tnere 


there; but with techn 
progress and desire 
ng, there is only one way tog 
and that is forward 


' 
tor petter 


jecrease ir the rr arket for writ 


nstruments. There W undoubted 


et + nN tor 


be more comr 


w plants, buy new equipment and ness but this w erve 
rease their 1 n rrom the publi: f the best 
nal efforts to handle m Value 
i 
easedt activ Robert N. Wood, vice-president of 
ther it be production plan The Esterbrook Pen Company, grad- 
in ile ean nore vated from Haverford College and 
ical work. There are as man M.I.T. Upon completing his studies 
workers usina wr q instru he worked for the Bell Telephone 
ts in their daily tasks as there Company of Pennsylvania in 1923 in 
sors. There sles the the Toll Traffic Planning Division. In 
oe lee whiidind Cont o 1925 he joined Esterbrook as gen 
. : eral assistant to the sales manager 
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Live Models Help 


Itkin’s Promotion 


@ DRAMATIC USE of live 
in window displays and utilization 
of a screwdriver “This is the Only 
Tool Required” theme featured 
Itkin Brothers, Inc., successful pro- 
motion of the new steel Arnot 
Partion-ettes October 6, 7 and 8 
in New York City. 

Ben Itkin, president of the firm 
and his brothers Abe Itkin, treas- 
urer, and Sam Itkin, secretary, said, 
“the attendance at this preview at 
290 Madison Ave., far exceeded our 
fondest expectations. Within the 
three-day period, more than 1,216 
people signed the guest register.” 

Traffic in the showroom in- 
creased 1,000% over any other com- 
parable period during the year 

Smiling models beckoned to pass- 
ers-by. Window signs proclaimed 
“Avoid This Mess” in portraying a 
Situation that can exist without 
portable office partitions. 

Those visiting the showroom re- 
ceived a screw driver, which drama- 
tized the simplicity of installing the 
partitions, and a catalog 


models 


But the promotion didn't only 
consist of the window displays. The 
hard-hitting Itkin brothers took 


space in New York newspapers and 
used a direct-mail campaign. All 
visitors were registered and all re- 
turns from the direct-mail pieces 
noted so the company now feels it 
has a good prospect list for future 
Sales. 
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A “Live Window” ... The right (top) and left windows of Itkin Brothers, Inc., where 
live models and dramatic displays helped stimulate interest in Arnot Partion-ettes. 
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JACK LANDIS 


Advertising Manager 
Gary Office Equipment Company, 
Gary, ind 





(Reprinted from 
"Successful Business,” 
official publication of the 
National Association of 
Transportation Advertising, 


Inc.) 


gw WHEN OUR BUSINESS was es- 


tablished some years ago, its orig- 


inal purpo was the sale of office 
equipment, hence our firm name 

However, as time went on other 
lines were added, lines that were 
strictly store-traffic items and to- 
tally unrelated to office equipment 


and supplies. These lines included 
a large cam department, greet- 
tationery, fountain pens 

luggage, playing cards, 
barometers, field 


ing caras 


and pencil 


photo albums 


rlasses 

These, al thers, were types of 
merchandise that the public would 
not think of looking for, or buying, 


in an office equipment store. In our 
case it was particularly true be- 
cause we had built a good reputa- 
tion and following in the office 
equipinent field, and our firm name 
tied us pretty tightly to that field 


Store Traffic Needed 


It was pretty clear we would have 
to do something to inform the pub- 
lic about « ‘onsumer items and 
strive to increase our store traffic 
Increased store traffic would auto- 


those who came 
attractive lines 
was apparent as the 
problem, but that, 
out other prob- 
advertising medium 
newspapers, radio, 
What coverage and im- 


matically expose 
to our many 
Advertisil 

answer to 

in turn, bro 

lems. What 

should we us‘ 

car cards 


pact could we expect from each? 
How far would our budget go in 
each mediun and how often 
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How We Increased Store 
Traffic—and Sales! 





Selling Device _. 
than in any other period in the store's history. This accomplishment is credited largely 
to the three-color car cards shown here. 


would our budget.allow us to use 
each medium? 
Good Potential 
We are located in the great steel 
city of Gary, Ind. The mills and 
other industries employ between 
20,000 and 35,000 workers. This large 
working class, we felt, would be 
ideal prospective customers because 
of their potential buying power. 
The nature of the steel business 
being what it is, thousands of 
workers are on a shift basis, for 
steel mills operate around the clock 
We tried several media, and al- 
though they offered good coverage, 
we wanted to be certain and sure 
that these thousands of workers 
would know that we handled many 
lines of merchandise other than 
office supplies 


Ad Medium Selected 
In our study of advertising media 
we found that our local transit sys- 
tem carried an average of 11% mil- 
lion passengers a month. These 
passengers would automatically be 
exposed to the car cards in the 92 
buses in the system. 


Observation alone indicated to us 
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. More typewriters were sold during the 1952 Christmas season 


that these 1% million passengers 
were riding the buses to their places 
of employment as shifts changed 
in the mills, to other factories, 
offices and stores. Others rode the 
buses to the down town areas to 
shop in the stores. 

It seemed to us, therefore, that 
regardless of the time of day or 
night that workers rode the buses, 
a car card in each bus would be 
on display to these workers telling 
them about our wares. 


Decide on Car Cards 

We decided to try car card adver- 
tising on the basis of ‘round the 
clock exposure, coverage of the 
market and our potential custom- 
ers, economy and the opportunity 
to use color. 

Our first use of car cards was 
confined to three or four times a 
year with copy dependent on the 
season and the merchandise adver- 
tised. Shortly thereafter our ad- 
vertising department was reorgan- 
ized and our car card experience 
was reviewed. 

More recent cards carry new sig- 


(Turn to page 22, please) 
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@ FOR MANY YEARS advertising 
ideas have been a hobby with Ear] 
T. DeGroot, owner of the DeGroot 
Typewriter Exchange located in the 
heart of the business district in 
Kalamazoo, Mich. It’s a hobby that 
has paid off in a big way. 

A scrapbook of ideas garnered 
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SCHREIBMASCHINEN 





LAS MACCHINAS 
DA SCRIVERE 


LAS MAQUINAS 
DE ESCRIBIR 


eee In fact in any lan- 
guage . . . backwards 
or forwards ... 


DE GROOT'S MEANS 
TYPEWRITERS! 


All makes at 
120 W. South St. 


















































DeGroot Ad... Attracts in four 


languages. 
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His Hobby Pays Off 


from highly diverse sources helps 
Mr. DeGroot in writing his own 
advertising which is most often 
unusual and profitable. He has 
found that continuous advertising 
makes sales continuous. 

In 1952, on September 9, an ad 
in four languages was followed by 
a simple note in fine letters: “In 
fact in any language .. . backwards 
or forwards . DeGroot’s Means 
Typewriters ... all makes at 120 
W. South St.” The unusualness of 
this ad caused much comment 


Gained Attention 

An ad on September 23 had the 
word RIDICULOUS? in bold type 
mid-right was a small pictured 
typewriter. Each of a pictured set 
of typewriter keys across bottom 
of ad bears letters that spell out 
DeGroot’s. Below is the line—‘“Your 
All Makes Typewriter Store.” At 
mid-left, beneath the word RIDIC- 
ULOUS, is the following in small 
type: 

“No, not at all. We do sell all 
makes of typewriters without 
‘leanings’ toward any make. 
We'll help you select the type- 
writer that suits your needs. 
We’re happy with your selection 
only when you’re happy with 
your selection.” 

To keep old stocks cleared out 
and new stock selling Mr. DeGroot 
has found that a $.99 typewriter 
sale once in a year or so sells 
more typewriters than any other 
method tried. 

With labor costs high it is im- 
possible to put badly-worn ma- 
chines in good condition and still 
make a profit at the prices they 
must be sold for. There are ma- 
chines that can not be recondi- 
tioned to advantage or put in work- 
ing order at minimum cost without 
frills they are then sold at prices 
ranging from $.99 to $10.99—key to 
the exceedingly big turnover in a 
short time. 

In last year’s most successful $.99 
typewriter sale seven ads in the 
Kalamazoo Gazette preceded the 
event—running consecutively from 
August 6 to 17. This advertising 
moved more typewriters and office 
appliances than were ever before 
sold in one day in this vicinity. 

This sales promotion plan is an 








Man at Work... Earl 
De Groot with his scrapbook 
of advertising ideas. 


ingenious cross discounting system 
which Mr. DeGroot worked out to 
prevent too heavy losses on the loss 
leader machines. During the sale 
all counters and display racks are 
pushed against the wall—to make 
room for the crowds. A check-out 
cash registering system is set up 
to facilitate rapid handling of cus- 
tomers. 

Policemen are hired for the occa- 
sion, to maintain order and to get 
people in and out of the store rap- 
idly. Customers are admitted in 
groups of 25 by policemen at the 
front door, and are ushered out of 
the back door as soon as selections 
are made. 

An after-the-sale ad was a blank 
334 x 4-inch ad space, with the 
following note in very fine print: 

“Picture above shows interior of 
DeGroot’s store after the greatest 
typewriter sale in its 15-year his- 
tory. The management wishes to 
remind people that they still have 
one of the finest typewriter service 
departments in the country. De- 
Groot’s are located at 120 W. South 
St. P.S.—They are now restocking 
with all fresh new merchandise.” 

This was truly one of the most 
unique ads ever to appear in a local 
paper. 

Tell The Story 

The ads themselves tell the com- 
plete story of the last DeGroot $.99 
typewriter sale more efficiently 
than any writer ever could. 

All in all a fine demonstration of 
a little hobby that is making a 
young business—Big Business. Effi- 
ciency is the watchword at De- 
Groot’s. Telephone calls are taken 
on a specially-printed pad that 
must be signed by clerk taking the 
call. Prospects are recorded on 
prospect cards which are carefully 
followed until sale is made 

DeGroot’s even keeps careful 
tracks of those on which sales are 
lost—tabulating reasons on back of 
card. Reasons are then analyzed 
to guide the company 
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LITTLE Words Can Turn BIG Sales 


Rightly Timed, Right Phrases 
Make the Difference in Sales 


gw “JUST ONE LITTLE WORD” is 
the lyrical theme of a popular song. 
That “one little word”, or perhaps, 
a few more strung together with it, 
provided they are the right words, 
will often turn the sale that hangs 
in the balance of buyer indecision. 

Every experienced dealer is at 
least vaguely aware of this fact, 
but he doesn’t alaways analyze the 
psychological attributes of the idea 
motivation that gave those “little 
words” their selling force when used 


at just the opportune moment. 
Years ago, someone attempted to 
codify sets of words or sentences 


reputed to have the strongest selling 
power with comparisons of good, 
fair, and poor idea words for closing 
sales 
Logical Result 
The tabulation served a construc- 
tive purpose, but of course the re- 
sultant code of “selling words” or 
“selling sentences” was not original 
or inspired, let alone magical. It 
was simply the logical result of 
common-sense discernment with 
regard to cause and effect in con- 
versation 
A canvass such as “This machine 


costs more, but it can perform three 
more operations than most ma- 
chines of its kind, and some of our 
customers who have traded in their 


old machines for this appliance say 
it is easily worth three times as 
much” anticipates pretty conclu- 
sively every potential objection to 
the higher price. It is not a matter 
of science nor of genius in selling, 
but rather a matter of common 
sense and “sales instinct.” 


Can Sell Anything 


With a definite selling idea or a 
human interest sales appeal be- 
hind its presentation, almost any- 
thing can be sold successfully. 

Many dealers in all trades were, 
until they outgrew the weakness, 


handicapped by price phobia or the 
price complex. They didn’t under- 
Stand it in the beginning, but they 
were actually more price conscious 
than their customers 
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by NICHOLAS VESTAL 


special writer 


Their price phobia was a deter- 
rent to promoting the sale of their 
better goods, or perhaps, to naming 
the full price on each quality article 
that the trade recognizes it should 
command. 

As one stationer told me, “To 
make weak salesmen in your store, 
just let them fall into dependence 
upon so-called ‘price specials’ ”’. 

That man was right. The Arnold 
Merchandising Research Service 
proved by actual tests several years 
ago that, in the matter of items 
selling for $10.00 or less, the major- 
ity of retail salespersons seemed ac- 
tually to be more price conscious 
than the typical or average retail 
shopper. That is true EXCEPT in 
stores in which price was always 
properly kept in the place of serv- 
ant rather than master. 

In many instances, the most ef- 
fective selling approach excludes 
price entirely, pinning its reliance 
upon stimulating the desire to 
posess. 


Sales Bait 

One of my stationer friends told 
me that he has often been able to 
put life into slow sellers by making 
a priced counter display of the 
goods and advertising the item 
“Only Two To Each Buyer”. People 
aren’t fools, of course, as he took 
care to point out, and the goods 
must be in salable condition and 
reasonable. 

That old sales-baiting chestnut, 
“The Last Few We Have”, can also 
be worked on occasion in the same 
manner, 

The lure of odd-cent price figures 
is historical in retailing. It works 
quite as well on the plus side as on 
the minus side, I am told. While it 
is useful in restricted and discreet 
application, it is unquestionably 
true that many tricksters in all 
trades have abused the idea by dis- 
honest manipulation of it. 

I recall an instance in the haber- 
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dashery field in which a $.50 item 
didn’t move fast enough to satisfy 
the retailer. It was not, of course, 
an item the price of which to the 
consumer is nationally advertised. 

Instead of marking it at $.49 the 
dealer decided to mark it at $.51, 
but he used the odd cent only to 
attract sales, telling each buyer, 
“Call it half a dollar; that’s near 
enough rather than being bothered 
with the penny.” 

That little gesture of generosity 
made customers feel good, and they 
were receiving every penny’s worth 
of value anyway because there was 
nothing “out” about the article. 

Things such as this are really 
nothing more than a bit of P. T. 
Barnum applied to slow-selling 
goods. It would certainly seem that 
they are more ethical than inflated 
comparative prices such as, “Price, 
$1.39, usually $1.85.” 


Want Satisfaction 

It has been proved by experience 
in all lines of trade that the better 
class of customers care practically 
nothing about the difference of a 
penny or two in prices so long as 
the thing bought gives them com- 
plete satisfaction. 

Every intelligent buyer, on the 
other hand, resents being bilked by 
inferior or misrepresented goods, 
especially when insult is added to 
injury by accomplishing the sale 
with the lure of a false “bargain.” 

There are very few retailers to- 
day who permit any “Bowery eth- 
ics” in their merchandising prac- 
tices. There are, however, some 
dealers who should, perhaps, do a 
more thorough educational job in 
the matter of selling technical ap- 
pliances or mechanical specialties 
so that the buyers will be able to 
derive maximum satisfaction from 
the most efficient use of the ma- 
chines and the correct way of oper- 
ating and maintaining them. 


Principle Involved 

The principle involved here cer- 
tainly applies very significantly to 
a large number of the relatively 
high-price sundries and appliances 
of the full-line commercial station- 
ery and office equipment establish- 
ment. I refer to dictating machines, 
addressing machines, check-writers, 
mimeographs and the like. It would 
likewise apply to the sale of a new 
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filing system or to the installation 
of a mechanical accounting system, 
particularly to the buyer’s first pur- 
chase of such equipment. 

The head of the filing room or 
records library in a large business 
organization or public institution 
may understand thoroughly all the 
more common systems of filing 
But, she may experience some 
trouble in starting the application 
of a new system that involves new 
principles and control of the files. 
Her problem is simply one of ex- 
planation of the new points which 
she has to learn and adjustment to 
the working plan of the new instal- 
lation. 

Change Salesman’s Role 


The progressive stationer, in such 
a situation, would probably dele- 
gate the salesman to a brief as- 
signment in the office of the buyer. 
He would thus assist the firm with 
the transfer of its records from the 
old system to the new—to get 
started correctly on the new sys- 
tem, in other words. It is obviously 
to the stationer’s interest, further- 
more, to make sure that an unfa- 
miliar technical appliance is under- 
stood correctly by the first-time 
user. This knowledge should in- 
clude all counts of construction, 
operation, and proper care from the 
very day that the machine is de- 
livered or the installation made 
ready for business. 


Demonstrations in the salesroom 
do, many times, precede the sale of 
mechanical equipment. But, the 
demonstration is not a substitute 
for expert supervision of the instal- 
lation in the buyer’s offices should 
the equipment be unusual by rea- 
son of its revolutionary technical 
features. 


The seller of every mechanical 
appliance should always be sure 
that the buyer knows exactly hevw 
to use it to the best advantage, and 
especially with safety, should there 
be any safety factor inherent in 
the mechanism. 


Buyer Must Try It 


Even when the price of some 
novelty or other gadget is only a 
dollar, the professional demonstra- 
tor who does a thorough job always 
asks the buyer to operate it right 
there on the spot. The buyer dem- 
onstrates in turn to the demon- 
strator that he really knows how 
to use what he has just bought. 

Most manufacturers of technical 
appliances are duly observant of 
the fact that printed instructions 
for the operation, use, and care of 
their machines shall accompany the 
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Substitute “Invest”’ 
for “Spend” to Sell 


The office appliance salesman’s quick 
abandonment of the word “spend” and his 
immediate substitution of the word “invest’’ 
has often won the larger sale. 

Thus, there is commensurate bigger profit 
for the stationer through the psychological 
device of keeping the prospective buyer's 
mind on the theme of investment. 

Such tactics means emphasis on the 
economies or benefits a customer he will 
receive and a swing away from the idea 
of expenditure—the money he will have to 
lay out. 

Likewise, the combination ‘‘Money for 
Hire’ contrasts the benefits of use and 
profit with the idea of interest charges and 
repayment as represented by “‘Money to 
Lend.” The principle is simple. 


ne ne ne ee et etl lal! 


appliances. If, however, instruc- 
tions are not so attached to the 
machines, any printed matter that 
the manufacturers publish for trade 
use—advertising of the “How to 
use and care for” kind—should cer- 
tainly be sent with the merchan- 
dise. 

The Used Typewriter 


Consider for a moment, the sale 
of a used typewriter. Many persons 
acquire their familiarity with writ- 
ing machines by the purchase of a 
used machine, just as-_the first au- 
tomobile bought by thousands of 
persons is a used automobile. Used 
writing machines, therefore are not 
only the by-product of the many 
new machine sales but those same 
used machines also propagate, even- 
tually, many other sales of new 
typewriters. This is true provided 
they have been really good ma- 
chines and have given their first- 
time typewriter-owners full satis- 
faction. 

Clearly then, it is merchandising 
folly to “palm off” a used type- 
writer of doubtful serviceability 
on the first-time buyer of a type- 
writer even if there were no more. 

Every dollar rung up in the 
store’s daily business started on its 
way there when the customer went 
forth to buy. 

The decision to buy something to 
fill some requirement is quite as 
important as the actual exchange 
of the goods for the money. Yet, 
many dollars which start, contem- 
platively, toward the _ stationer’s 
salesroom oscillate and vacillate at 
the edge of the sales counter and 
never get across to the cash regis- 
ter. Why? Usually, because of lack 
of those little words or little sales 


ideas necessary to keep the sale 
from walking out. 

Any salesman would have to be 
the seventh son of a seventh son 
to know what and how much each 
of 10 customers might be influenced 
to purchase. Assuming, however, 
that the goods are in stock and 
that prices conform to the gener- 
ally known standard of values, it 
is probably reasonable to believe 
that when a caller does not buy the 
article in which he or she had suf- 
ficient buying interest to come into 
the store and ask for it, the de- 
ficiency was in the sales procedure. 


Will Buy Somewhere 


Certainly, if the potential buyer 
is in need of such goods, he will buy 
them somewhere—where the little 
magical selling ideas are constantly 
working as tools of selling. 

Discriminating buyers don’t rely 
upon the price cutter nor upon the 
stationer whose silly concept of 
“enterprise’ is remaining open for 
business later than his competitors. 
On the contrary, they favor the 
store that has complete _ stocks, 
obliging service, and friendly sales- 
men whose suggestions and counsel 
are authenticated by ample experi- 
ence and the best sales training. 

Retailers can’t have trade-marks 
in the same sense as manufacturers, 
but the right kind of reputation can 
virtually trade-mark a stationer’s 
business throughout its trade-draw- 
ing radius. 





How We Increased 
Traffic Sales 


(Continued from page 19) 
nature as well as new copy and dif- 
ferent general design. 

As we continued our use of the 
medium, our use of it was ex- 
panded, we improved our cards, 
and they became more and more 
effective. 

For example, during the 1952 
Christmas season we _ promoted 
portable typewriters with car cards 
as the major medium. The result 
was that more portable typewriters 
were sold during this period than 
in any other period in the store’s 
history. We credit this accomplish- 
ment largely to our car cards. 

As a result of this very successful 
response from the car cards we de- 
cided to use car cards every month 
during the entire year of 1953. As 
of this moment our car cards are 
continuing to pull customers into 
our store, and the sales of car card 
advertised merchandise continue to 
climb. 
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: Selecting and Training a Sales Force 

1e 

we by FRED MERISH tors, we offer this counsel to dealers for selling jobs are first screened 

al eRaiae dailies ain who may have to cope with the new there, then they are turned over 

el financial counse order before long. to the sales manager for interview- 

ai Applicants for sales jobs should ing. One such manager reported 
gs BUSINESS EXPERTS tell us that be screened carefully at the first that their latest ads brought in 

Ks larger and better trained sales interview. Many are not worth a 68 applicants; 11 were selected for 

on forces will be essential in the near second thought. On sight, just by interviewing and only two ‘were 

~ future if present levels of industrial general appearance, they have a chosen for sales training—about 

sas output and employment are to be negative personality and would 3% of the original applicants. So, 

oii maintained never make a success selling in a run enough ads to get the right 

The country’s capacity to sell competitive market where consum- men for the sales jobs you have 

lags far behind the tremendous ers can dicker on price because to fill. 
gain in productivity since the start they are not told by governmental One sales manager mumbles 
of World War II. Gross national decree what prices they must pay. rather inaudibly when discussing 
product rose about 90% between the job he has to offer. If the sales- 
1939 and 1952, whereas estimates Types to Avoid man doesn’t ask him to repeat the 
put the increase in sales forces at Another type that can be weeded sentence so that he can understand 

f only 25% for the same period. out quickly is the applicant whose it clearly, the sales manager feels 

The trend to government con- record shows that he is a grass- that he has a disinterested person 

he trols and directives has reversed hopper, jumps from job to job reg- on his hands and closes the inter- 

X- itself and the objective is now a ularly, either because he is un- view. 

is, free economy controlled by normal _ stable, a non-conformist who can’t Tests Available 

re market forces. This will soon re- get along with anyone, or because If a salesman passes these pre- 
quire the best in improved selling he has been miscast into a calling liminary tests, he is given an LQ. 

52 and promotional techniques. for which he is unfitted. There are a number of such printed 

ed Run ads for new salesmen and tests available in every locality. 

‘ds A New Trend do not be discouraged because you Some manufacturers supply them, 

alt Many salesmen and businessmen have to turn down many. Some and so, we won't go into their 

rs have never had experience with dealers run one ad and if a few make-up. To some dealers, this may 

an the regulation of prices by supply men show up they make a selec- be too scientific for their type of 

e's and demand, hence, they must re- tion. To get the wheat one must business, but sales managers who 

h- condition their promotions to the discard a lot of chaff. In the days have hired hundreds of salesmen 
rebirth of free competition. Every Of merchandise shortages, almost state that these psycho-charts 

ful businessman will be effected by this anyone could sell and it wasn’t work, that they are adaptable to 

le- new trend. For years, it has been necessary to be so critical or selec- small organizations as well as to 

ith comparatively easy to sell, hence, tive about applicants. large. 

As too little thought has been given Now that we have national in- Personality is important in sales- 

ire to the selection of competent sales- ventories of more than $70 billions, manship, but it has been found 

1to men. Too often, they were picked the dealer must do a lot more sift- that a person with a good person- 

rd hit-or-mi ing to get competent salesmen. ality and below par in education 

to Based u} nformation given us In the larger stores with a per- or intelligence, is usually a “bad 
by a number of leading sales direc- sonnel department, the applicants buy,” because, by and large, pros- 
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pects are on a higher intellectual 
level today. 

In the days of Diamond Jim 
Brady and his big cigar, the good 
mixer with a low 1.Q. might get 
by successfully because people did 
not have the educational advan- 
tages they have now. Today, a 
salesman, who must talk with all 
kinds of people, must have more 
education and intelligence than the 
sealesman of yesteryear. 

All salesmen should be given 
manufacturers’ sales literature dur- 
ing the first week and should be 
checked to make sure that they 
know what’s in it. One fallacy is 
to send out a man untutored, on 
the assumption that he will work 
himself into the job’ and learn 
as he talks to prospects. This is 
unwise because he can “kill” many 
otherwise sure sales in the process 


Slow Start Helps 


It is wiser to keep him around 
the office or showroom for a week 
or two, letting him mingle with 
the older salesmen to get the feel 
of things. This is considered good 
practice whether the man is to 
do floor duty or sell outside. The 
new men also attend sales meet- 
ings, if any, or meetings conducted 
by manufacturers’ representatives 
where often commercial films are 
shown to advantage. 


Salesmen have been counseled 
for years, “Know your product.” 
The purpose behind this slogan is 
to impress the salesman with the 
importance of knowing every talk- 
ing point so that he can impart 
this knowledge to a prospect who, 
assumedly, knows nothing about 
the product. 


Prospect Knows 


In many cases, however, the 
prospect knows plenty about it, 
sometimes more than the salesman 
if he has neglected to get all the 
“know-how” or is “green” on the 
job. Here again, we'll bring in Dia- 
mond Jim Brady. In his day, and 
for sometime afterward, advertis- 
ing did not get around so much, 
there was no radio, no television, 
and prospects depended on the 
Salesman to tell them about a prod- 
uct, but nowadays, advertisers 
keep the public informed about 
their wares, they explore their talk- 
ing points so effectively that a 
prospect usually knows a lot about 
a product the salesman is offering 
and he must be well up on the 
product himself to make a sale 

The day has gone by when a 
slipshod sales talk can unload mer- 
chandise. When goods were in 
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Can You Tell if a Job 
Applicant is Truthful? 


Most successful sales managers today 
use pyschology on applicants who pass the 
preliminary tests. It is a difficult thing 
sometimes to determine whether a sales- 
man is felling the truth on an application 
form, and so, one manager reviews the 
application out loud while the salesman 
sits directly opposite. 

Watching the expression on the sales- 
man’s face, the manager can usually tell 
whether the applicant has lied because he 
will shift uneasily when the lie is read back 
to him. 

For this reason, it is wise to have appii- 
cants make out application forms. Often 
when interviewed verbally, an applicant 
will gild the lily about his capabilities and 
experience. His bluff is never called be- 
cause if is submerged in the remainder of 
the interview. 

There is a normal reluctance on the part 
of the applicant to put anything on paper 
that he can’t back up because if may be 
used against him at a later date. 


nn ne ee et eel eel” 


Short supply, a salestnan didn’t 
have to know too much about a 
product to sell it, but those days 
are gone forever. To sell his wares 
today, the salesman must “bone up” 
on them, not only the information 
contained in the manufacturers’ 
literature, but he must keep his 
ears open to gather in favorable 
comments from _ satisfied users, 
which he can splice into his sales 
talks. Sometimes, users discover 
good talking points that the manu- 
facturer never thought about. 

No sales manager can advise a 
salesman what to say to a prospect. 
If a salesman is intelligent and he 
is able to meet people, and all 
salesmen must qualify in this re- 
gard, he ean talk convincingly 
about a product if he knows enough 
about it. 

Sales managers train their sales- 


men in the fundamentals of good 
salesmanship. They make sure that 
the salesmen know all the talking 
points about the wares they offer, 
and from there on out, the sales- 
man is on his own. He does his 
own talking. If he can’t maneuver 
in this area without specific coach- 
ing, say experienced sales man- 
agers, he won’t last long as a sales- 
man. 

Must Adjust Self 


It has been the experience of 
most sales managers that sales- 
men have a tendency to favor one 
or two products in a line and they 
soft-pedal on the other offerings. 
This often irks a dealer, but experi- 
enced sales managers contend that, 
in many cases, this is a salesman’s 
natural bent, he eventually adjusts 
himself to the lines he likes best 
and can sell best and it is better 
to let him alone if he is contented 
and is making money for himself 
and the boss 


Too Intelligent? 


An odd highlight on this study 
touched intelligence. Some sales 
managers stated that a man can 
be too intelligent to make a good 
salesman. They insisted it is a psy- 
chological fact. We've always 
thought that a salesman had to be 
pretty smart to cope with various 
types of purchasers, to get through 
their sales resistance and master 
the interviews until the sales were 
closed. But, it may be that this is 
more “mother wit” than an IQ. 
around Jupiter. 

Probably a Doctor of Philosophy 
would be hard put to sell goods. 
And we imagine Einstein wouldn't 
last a week as a sales-coaxer. We'll 
let it hang there for others so in- 
clined to explore. We merely re- 
port what some experienced sales 
managers told us because we have 
always believed that when intelli- 
gent men speak out of their ex- 
periences that their counsel is, at 
least, worthy of some consideration. 





MUCH MORE TRAINING needs to emphasize the individual salesperson’s own 
responsibility for clinching the sale. Apparently, the initial training course, sum- 
marizing basic principles of selling, just isn’t enough. It’s a continuous job which 


necessarily involves individual case treatments. Even though the employee may 
know the rules, the important step is to teach him or her to apply them to their 


own techniques of selling. Bringing the business right home to the individual 


himself is the Great Big Job facing retailers today. 


—Dorothy L. Wallis 
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Showmanship in Selling 
Act VI of a Series 


DY ZENN K AUFMAN 


sales consultant 


Only One Hero—The Prospect! 


Zenn Kaufman 


gw SEVENTEEN MILLION people 
will go to the movies today and will 


pay an average of $.51 to get in. 
What will they get for their money? 
Actually, of course, they will get a 
little two-inch piece of cardboard 
called a ticket, which entitles them 
to sit quietly for two hours and 28 
minutes to see and hear the show. 

Did I say actually? No word 


could be more wrongly used. 

Actually—they paid their $.51 for 
the right to step right up on the 
screen and enjoy the thrill of hob- 
nobbing with Van Johnson or 
Esther Williams. A million gals 
without romance will find love 
thrills in the voice of Frankie Sina- 
tra. Millions of men will forget 
that their wives are getting beside 
them and will spend their 2 hours 
and 28 minutes in the arms of 
Marilyn Monroe 


Fulfills Need 
Similarly, when Jack Benny un- 
corks some of his sarcasm on Mary 
Livingston next Sunday night, a 
million men will find in his words 
the very things that they would like 
to—but dare not—tell their own 
wives. For, without exception, the 
great shows use you and me as their 
leading men 
While Mickey Mantle’s name may 
have run in the headlines of the 


baseball finals, the men who 
watched today’s baseball games got 
their chief thrill out of picturing 


themselves warming up in _ the 
pitcher’s box and burning them 
over for three strikes on every man. 
Braddock may get a $200,000 
check for knocking out Louis be- 
fore a crowd of 100,000 but, rest 
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assured, nobody uses the ringside 
seats while the fight is on, because 
every man is down in the ring 
pushing out his own left hooks and 
right jabs—while thousands cheer! 
Millions of men too anemic to fight 
express themselves in the glory and 
homage they pay to their prize ring 
idols. 

All shows are alike in this one 
respect, whether it’s Camille’s tears, 
Powell’s kisses, Hope’s humor, Mar- 
ciano’s hooks or Lopat’s strike-outs. 
The audience is always on the 
screen, at the microphone, in the 
prize ring, or in the pitcher’s box. 


Keep Prospect on the Stage 


No selling can be successful that 
does not apply this principle—that 
the prospect is the hero of the 
show. And the only hero! The most 
expensive mistake that you, as a 
seller, can make is to try to be the 
hero. 

Sometimes we call face-to-face 
selling a drama with the salesman 
as the hero of the two-man cast. 
No mistake could be more expen- 
sive. There is room for only one 
hero, and he must always be the 
prospect. 

The minute you take the spot- 
light off him, your show is over and 
you may as well go home. In every 
theater in the land there is only 
one dressing room with one star 
on the door. This is reserved for 
the most important member of the 
cast—in your case, the prospect. 
Don’t ever confuse the stage man- 
ager with the leading man. 

Out West, a Chrysler dealer 
found that a car placed at one cer- 
tain spot on the sales floor would 
sell twice as fast as from any other 
spot. A check-up proved that large 





Free —The Showmanship Yardstick 

Send a self-addressed envelope for your 
free copy of The Showmanship Yardstick 
—a 12-point check list of the elements that 
make a good show. 
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How’s Your Showmanship? 

Each month, our autographed copy of 
Showmanship In Business will be given for 
the best example of showmanship sent in 
by a reader of Office Appliances. Tell us 
of something you've done—or even some- 
thing you've seen that has helped add that 
extra touch of dramatic interest. 





wall mirrors made it possible for 
prospects sitting in the driver's seat 
to get full car-length pictures of 
themselves in all the glory of 
Chrysler chromium. This only 
proves an axiom stated years be- 
fore by Kenneth M. Goode, who 
told a mail order convention: 
“Don’t tell people how good you 
make your goods. Tell them how 
good your goods make them.” 

For an example closer to home, 
consider the tactics of my friend 
Harold Duffy at the S. G. Adams 
Company in St. Louis who places a 
mirror in front of an expensive 
desk, sits the prospect behind the 
desk. Viewing himself over a fine 
onyx desk set he says to himself, 
“say—you look like John D. Rocke- 
feller” and buys the desk. 


Contests Help 
Sales contests, of course, cover 
the salesman’s need for a share in 
the spotlight. Norm Evans of Vic- 
tor Adding Machine Company, who 
is on the Distinguished Salesman’s 
Award committee of the New York 
Sales Executives Ciub, could write 
a book on the story of how this 
recognition plan is helping thou- 
sands of salesmen to do a better 
job. , 
The Phoenix Mutual Life Insur- 
ance Company finds that a simple 
offer of a notebook with a pros- 
pect’s own name gold-stamped on 
it will open doors at a lower cost 
than any other device. And pub- 
lishers of “Showmanship in Busi- 
ness” tell me that the best pulling 
mail piece sent out on the book was 
one in which the prospect’s name 
was written in brush-script across 
the top of the letter. 


Spotlight the Other Fellow 


Spotlighting the other fellow is 
the sure way to get his interest or, 
more properly, his action in behalf 
of your interest. One successful 
salesman never fails to send birth- 
day cards to his customers’ chil- 
dren. Dale Carnegie tells of C. E. 
Knaple of Philadelphia who tried 
for years to sell coal to a hard- 
hearted chain store purchasing 
agent. One day, preparing for a 
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debate, he went to the buyer for 
advice. The man was flattered. He 
not only helped Knaple, but gave 
him the coal business. 

Andrew Carnegie and George 
Pullman were battling in the sleep- 
ing car business. Carnegie wanted 
a merger; Pullman was cold to the 
idea. Half-heartedly Pullman 
asked: “What would you call the 
new company?”. Carnegie replied: 
“Why the Pullman Company, of 
course.” The deal went through. 
Why? Because Pullman was made 
the hero. 

Locomotive Trick 

There are many ways of spot- 
lighting the buyer. Sam Vauclain, 
president of Baldwin Locomotives, 
sold his locomotives by sketching 
them upside down; thus enabling 
the buyer to see them right side 
up. They say he was the best up- 
side-down drawer of locomotives 
this country has ever seen. Don’t 
laugh, it helped sell locomotives. 

Art Swain, when he sold Shaw- 
Walker filing equipment, used to 
make particular point to thank the 
buyers whose business helped him 
win a prize in company sales con- 
tests. “See this watch,” he would 
say to a customer, “you helped me 
win it.” Buyers swelled all over at 
the thought that they had been 
able to help some one. 

One salesman who had bought a 
small power boat named it after a 
prospect. Another salesman got re- 
peats on his product by asking for 
endorsements: “If you put your 
O.K. on this, the whole industry 
will believe what we know—that 
the product is excellent!” By mak- 
ing the buyer the man who can 
sway an entire industry, he makes a 
good friend and inevitably walks 
out with repeat orders and plus 
values in good will. 


In Love With Self 

Though reaching for a laugh, Joe 
Cook reflected an important basic 
point of view when he said: “Of 
all my wife’s relations, I like myself 
the best.” 

Was this original? Gosh no. 
Fifty years sooner, Oscar Wilde had 
said, “The average man falls in 
love with himself at a very young 
age—and it’s usually the beginning 
of a life-long romance.” 

Original? Gosh no. A couple of 
thousand years sooner, Plato said, 
“A little thing—but mine own.” 

Original. Probably not. For if we 
could ever decipher all the hiero- 
glyphics on the caves of the ear- 
liest man, we probably would have 
found, oft-repeated, the phrase: 

“What's in it for me?” 
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THE SALT LICK 


Monthly musings on salesmen 
and their problems 


by L. R. ADDINGTON, vice-president 
dealer sales, Art Metal Construction Co. 


@ TWENTY-FOUR HOURS are given to 
each of us each day. How we as sales- 
men use this golden gift will determine 
success or failure. 

We find that all men are created equal 
at least as regards the amount of time 
given to them each day. 


Perhaps the way we utilize each day 
has more to do with the comparable suc- 
cess of a mediocre and a top salesman 
than any other factor. 


In the sale of service merchandise—a 
category into which office equipment falls 

a large portion of a salesman’s time 
must be spent in pre-selling 

Pre-selling is simply selling a product 
to a prospect who does not realize how 
he can profit through using a different 
type, or new, equipment in place of what 
he is now using. 

Every salesman who sells office equip 
ment to be above average must not only 
work a few extra hours every day but 
must plan each day’s work so that there 
is a minimum waste of available time. 


Preparation for calls should include: 





1. Knowledge of prospect (all available). 

2. Decision as to whom to call on 

3. What you have to sell which can 
save time or space. 

4. Call the key executive for an ap- 
pointment or at least find out when he 
can conveniently see you. 


5. Tell your prospect the purpose of 
your call. 

6. Have a clear-cut, logical, profit-mak- 
ing story to tell. 

7. Keep a follow-up on all pre-selling 
effort. (Remember, it is cultivation, not just 
the planting of seeds, that makes things 
grow.) 

To sum up, any salesman who each day 
can say to himself that plus the orders 
he has written he has utilized some time 
to pre-sell a prospect on his company, 
himself and his product as a place to buy, 
a good man to buy from and that his 
product is an investment in good manage- 
ment will find that he is always above 
the average. That is not because he is 
gifted above the average but because he 
used his time as if he appreciated it 











For Trade Literature Storage... 


What happens to all of the manufacturers’ 
literature the average office supply dealer re- 
ceives for distribution and sales building 
among his customers? Too much of it gets lost 
in the shuffle. Here’s a good way of keeping 
such information orderly and neat and yet 
always available to give customers... a 


three-shelf cabinet space directly behind a 
display window, a spot ordinarily used for no 
purpose whatsoever. Being near the front en- 
trance, the material is always available. It is 
kept out of the way and none of it is wasted. 
Space that could be used for no other purpose 
is utilized at very little extra cost of construc- 
tion.—EWF 
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by Irving Settel, authority on retail advertising 





Eight Ways to Increase Business 
With Low Cost Advertising 


= NOW, MORE THAN EVER, every office ap- 
pliances merchant feels the need for stronger 
selling and greater promotion. If a steadily 
increased volume is to be achieved, increased 
advertising must be used. However, costs are 
high and budgets are often limited. This means 
that it becomes necessary to get more out of 
every advertising dollar spent. This is possible 
nly by budgeting that dollar and timing its 
action. 

A simple planning procedure can accomplish 
wonders in stretching your advertising budget. 
All waste must be eliminated. Every dollar that 

spent must do its job to the fullest extent. 

One of the best ways to accomplish this fact 

to “time” your advertising and promotion. 
Offer every piece of advertising when customer 
nterest is highest. Clinch that interest with 
ufficient advertising, with acceptable prices, 
with inviting quality and pleasing performance. 
rhis type of planning will assist you in increas- 
ing your advertising without increasing your 


costs 
Eight Steps to Follow 

Here are eight simple steps which can be 
followed by both large and small office appli- 


ances merchants. Let us study them and see 
we can adapt them to our own business: 


}. Determine how much advertising to do for 
the month. Check your own sales records 
determine last year’s volume. Then, make a 

lecision as to the approximate extent of this 

month’s advertising ... and the month’s sales 
otentials. 


2. Appraise these potentials. Knowing the dol- 
lar volume that was done last year, you can 
udge roughly what to expect this year. Even 
though changing conditions may not be suit- 
able to make predictions, general percentages 
an be determined. 
Must Set Up Goal 
3. Determine your goal for this month’s dollar 
volume. Set a figure for yourself. Preferably, 
should be a figure which is a little higher 
than you would ordinarily expect to reach. 
Nevertheless, make up your mind that you will 
ichieve that goal. 


4. Determine the amount of advertising sup- 
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port you believe necessary to achieve such a 
goal. Usually, a per cent of planned sales is 
allotted for promotion. The exact amount varies 
widely, depending upon many variable factors 
such as age of store, intensity of competition, 
store size, location, etc. It ranges between 1% 
and about 3% of the volume. 


5, Determine which items and services offer the 

best sales opportunities. After you set up 
your budget, try to decide what merchandise 
has greatest sales potential. Use past records to 
determine best sellers during the month in 
question. 


6, Determine the amount of space to use for 
the month and give most of the space to 
the best sellers. Here too, your previous records 
will offer the best picture for you. Give more 
space to better selling merchandise in order to 
attract the greatest number of people into your 

store. 
Some Vital Questions 


7. Determine the pattern of price lines to be 

featured during the month. What prices 
will attract the biggest crowds? What items 
can be sold at a low price and still assure you 
of an ample profit? The answers to these ques- 
tions vary greatly with the individual office 
appliances retailer. Every retailer must make 
his own estimates in accordance with his own 
customers’ buying habits plus his own needs. 
Here again, past records can afford an excellent 
basis for your action. 


8, Set up a fairly accurate day-to-day advertis- 

ing schedule. Utilize all local events which 
can be tied in with office appliances selling. 
Weigh factors such as your budget, weather 
possibilities, selling seasons and payroll days. 

Remember that frequency is important. In 
most cases you should run your advertising at 
least once a week. Make up a calendar form 
and enter exact dates for all ads. 

The plan which you set up should act as a 
blueprint for the month’s advertising. It is a 
program that will offer the biggest volume at- 
tractions when customer interest is at its high- 
est point. It is a guide to increase traffic in your 
store. It is a workable campaign which will 
afford you the greatest possible benefits from 
every advertising dollar you spend. 
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Excerpts from a book 


by BUD WILSON 


Merchandising Primer 


6. The Right Time 


m@ THERE ARE: 

24 hours in the day... 
7 days in the week... 
4 weeks in the month 
12 months in the year . 


4 seasons... 

Heaven knows how many holi- 
days... 

Almost 70 years of life expec- 
tancy ... 


24 or 52 paydays... 

rainy days and clear days 

4 stages in the economic cycle . 

the trout season and the opera 
season . . 

work time and vacation time 

sowing time and harvest time 

peacetime and wartime 

And this is just the beginning—if 

one were to compile a list of con- 

siderations regarding the Time fac- 

tor in marketing. 


The Right Time 
has 2 components. 





The first, a static component, is 
per se, RIGHT TIME. Its objective 
is to avoid missing a sale 


4 


The second, a dynamic compo- 
nent, is RIGHT TIMING 

Its objective is to create an addi- 
tional sale. 


1. Right Time 
The product must, of course, be 
presented when the buyer normally 
buys in order to avoid missing a 
sale. 


The Merchandising Cloak Rack 
reminds us that there are 10 clas- 
Sifications of possibility regarding 
when the buyer buys and five clas- 
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Sifications of possibility regarding 
frequency and regularity. 

Generally speaking, selling, ad- 
vertising and sales promotional ac- 
tivity should be in time consonance 
with the product’s classification as 
to when, how frequently and how 
regularly the buyer customarily 
buys it. 

Naturally, there are exceptions, 
such as when the product or some 
important news in connection with 
it is being introduced. 


nie 


But by and large, since chewing 
eum, for instance, is customarily 
bought at Any Time of Day or Week 
at Frequent, fairly Regular inter- 
vals, chewing gum should be acces- 
sible to the consumer at all times; 
and high frequency should be the 
mainspring of the general year-in- 
year-out advertising policy. 

Home-heating fuel, by contrast, 
generally is bought at a Specific 
Time of Year. Moreover, although 
deliveries are taken at Frequent, 
Regular Intervals throughout the 
heating season, the buying decision 
as to supplier is customarily made 
at the beginning of the season. 

So—even though there may be 
a continuing campaign throughout 
the year—advertising, selling and 
sales promotional activity should be 
especially strong during the time 
of the year when the actual buying 
decision is made 

That is the Right Time to sell 
home-heating fuel to avoid missing 
sales. 

An off-season campaign to sign 
up buyers when competitive selling 
pressure is light would be dynamic 





strategy to create additional sales 
and, if effective, would be an ex- 
ample of Right Timing. 


ll. Right Timing 


Establishment of the Right Time 
to sell a product is a fairly fool- 
proof procedure resulting from 
analysis of when, with what fre- 
quency and regularity, the buyer 
customarily buys it. 

Right Timing to create additional 
sales results from analysis of when, 
with what frequency and regularity 
the buyer would buy the product 
beyond his customary buying pre- 
dilection. It calls for analysis plus 
merchandising ingenuity. 

For instance, a home cake-flour 
marketer, observing that the cost- 
liest ingredient in a cake was the 
eggs, checked the correlation of 
home cake-flour sales with the 
trend in egg prices. The findings 
indicated that in general the fer- 
tility of the market for home cake 
flour increases as egg prices de- 
crease and vice versa. Result: a 
policy of increasing marketing 
pressure when egg prices are low, 
decreasing marketing pressure 
when egg prices are high. 

A retail chain learned that ap- 
proximately 40% of the payrolls in 
its market were on a_ twice-a- 
month schedule. This seemed to 
have a bearing on the chain’s sales 
record, invariably better the week 
after the first and fifteenth of the 
month than the week before the 
first and fifteenth. An analysis of 
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sales by days of the month by price 
lines showed that higher price lines 
were especially active right after 
payday, while lower price lines 
showed little variation. Now this 
chain’s advertising features low- 
priced items the week before the 
semi-monthly payday and higher 
priced merchandise the week after 
payday. Result: no sales decline 
the week before the first and fif- 
teenth of the month; better results 
on features sales of higher priced 
merchandise 

A baker prepared a newspaper 
advertisement extolling the delights 
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of a piece of coffee cake and a 
steaming cup of coffee on a cold, 
wintry day—held the ad till the 
weatherman announced extremely 
cold weather with snow on the 
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ground for the following day—en- 
joyed record-breaking coffee-cake 
sales the day of the ad, under the 
stimulus of which coffee-cake sales 
continued at a high level. 








PURCHASE OF DEFECTIVE REGISTER 


@ A FIRM IN NORTH Carolina purchased 
a cash register after being assured by the 
salesman that the register would not only 
save the cost of bookkeeping but keep an 
accurate record of the stock on hand. 

Later when the buyer was sued for an 
unpaid balance on the purchase contract 
it set up these facts as a defense, that 
the machine was absolutely worthless and 
that the buyer had been compelled, after 
using this register, to spend $100 in re- 
storing the account books of this firm to 
proper condition. 

The lower court decided in favor of 
the dealer on the ground that the pur- 
chaser failed in its defense either to show 
a rescission of the contract by a return 
of the machine or to ask for damages. 

The Supreme Court of that state reversed 


@ What the Courts Say— 


iN (Case histories reported 
by Albert Woodruff Gray) 


this judgment and in its decision in favor 
of the buyer said: 

“The seller is held to the duty of fur- 
nishing property in compliance with the 
contract of sale—that is, at least mer- 
chantable or saleable. And to this we may 
add, that it shall be capable of being 
used, if intended for use. This decision 
rests upon the presumption that both buy- 
er and seller are acting honestly and with 
no intention to cheat or defraud and, as 
an English court one time said, that the 
purchaser cannot be supposed to buy goods 
to lay on a dunghill. It will not be as- 
sumed that the seller desires to obtain 
money for a worthless article.” 


. . . 


Cooper v. Evans, 93 S.E. 897, North Caro- 
lina. 





Leasing of Trucks Becomes Popular 


= GROWING IN POPULARITY in many businesses 
is the practice of leasing rather than owning motor 
trucks. In the early 30’s there were less than 1,500 
leased trucks in the country; today there are more 
than 50,000 operating on the streets and highways 
of the nation. Last year, concerns paid more than 
150 million dollars for leased trucks to haul their mer- 
chandise. 





Leased for Service .. . This service department truck is 
rented by H. G. Bancroft, Inc., Lancaster, Pa. 


These vehicles range in size from one-half ton panel 
delivery trucks to the giant tractor trailers. 


How Plan Works 


When leasing trucks—either one or a fleet—the 
company retains everything essential to its business, 
such as driver contact with customer, control of 
routing, deliveries and service. It relinquishes only 


those items foreign to its own operation, such as re- 
pair, maintenance, handling of license and insurance 
problems, purchase of fuels, oil, tires, and other sup- 
plies and equipment. These are all handled by the 
leasing company. 

Charge for the use of the vehicle and its mainte- 
nance and service is determined after a survey has 
been made to decide the exact type of vehicle needed 
for proper service. As an example, one leasing com- 
pany points out that its charges are based on time 
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and mileage, with a fixed charge per week plus a 
fixed charge per mile. For the average truck, it is 
explained, it may run in the neighborhood of $30 per 
week plus eight cents per mile. 

Terms of Contract 


The contract is rather a simple form under which 
the leasing company agrees to furnish the truck; 
keep it clean and in proper mechanical condition; 
house it; furnish all gas, oil and lubricants; repaint 
it when desirable and replace it when the vehicle 
has outlived its usefulness. 

The customer may cancel his contract annually by 
giving 30 days notice and in some cases can repurchase 
the truck from the leasing company at a price com- 
puted through deducting the earned depreciation from 
the value at which each truck was placed on the 
original contract. 

The leasing companies maintain a fleet of extras 
which are available to customers as substitutes during 
periods when the regular trucks are being repaired, 
repainted or serviced. 

Models and make of truck to be rented are deter- 
mined by the customer. Painting and lettering of the 
trucks are also done to the customer's specifications. 

In case the equipment is involved in an accident 
or fire, the damage is covered with fire insurance and 
collision protection in a deductible form. 


Convenience Factor 

Truck leasing companies point out that leasing of 
trucks is a convenience rather than an economy fac- 
tor. The cost of leasing trucks is comparable to private 
ownership, but the company is relieved of all the 
maintenance problems. 

Additional advantages claimed by these companies 
are that customers are rid of license and insurance 
problems, thus saving considerable time and effort. 
Because costs are known in advance, it is possible 
to definitely budget delivery expense. Leasing a truck, 
it is further pointed out, releases the investment 
normally tied up in automotive vehicles and makes 
these funds available for other business purposes. 

Furthermore, it is explained, companies leasing 
trucks need no maintenance service men or garages. 
Their rolling stock is kept clean, in good repair and 
in attractive condition.—PL 
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Mass Display 
Diaries Good 


Promotion 


g@ AN ANNUAL PROMOTION which 
has become almost a tradition, and 
one which is responsible for much 
additional sales volume during the 
early weeks of January, is a mass 
display of diaries at E. L. White & 
Company, office outfitters of Fort 
Worth, Tex. 

Immediately after the Christmas 
decorations and gift suggestions 
are cleared away, E. L. White & 
Company devotes an entire window 
at the left of the main entrance to 
a three-row display of diaries. 

A plywood fixture, especially built 
for the purpose, rises approximately 
three feet and has broad shelves 
covered over with smooth white 
display paper. It can accommodate 
some 50 samples of diaries. Along 
with this basic item, a selection 
of leather-bound books ranging all 
the way from daily reminders to 
daily journals is included. 


=IDUS PLAY 























me 


White's starts the new year with this comprehensive display 


Diaries on Parade 


With many gay colors involved, 
and prices ranging all the way from 
$.50 to $5.00, the diary display 
serves as an effective “reminder” 
to many passersby who have pre- 
viously contemplated keeping a 
diary, but for some reason or an- 





other have “never gotten around to 
it.” 

“We find that a lot of diary pur- 
chasers are simply women shopping 
in the downtown district and who 
act on impulse,” it was pointed out 
by the management.—RAL 





Novel Signs Call Attention 
to Hard-to-Get Items 


@ USING ATTENTION-getting 
signs to identify office supply items 
which have been difficult to obtain 
because of manufacturing short- 
ages or other reasons has helped to 
boost sales volume substanially at 
Springfield Office Supply Company, 
Springfield, Mass. 

This idea was an outgrowth of 
the shortages of World War II, 
according to the management. 
“There have been numerous items 
hard to obtain on the market ever 
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since the end of World War II, even 
though the average impression is 
that such shortages are a thing 
of the past,” it was pointed out. 

“Particularly concerned are metal 
items, those which involve the use 
of chrome, vanadium, copper and 
brass. The Korean War brought 
shortages of its own, although they 
have, of course, never reached any- 
thing like the level which the 
1942-1945 conflict brought.” 

As soon as a worthwhile stock 


of any item which has been in 
“short inventory” for some time is 
received at Springfield Office Sup- 
ply Company, it is immediately put 
on spot display at various points 
throughout the store. 

Accompanying the item is a sim- 
ple strip sign which points out, 
“They’re Back in Stock Again!”. 
Since the signs are done in brilliant 
colors such as red and white or 
green on yellow, they always get 
attention. Many office managers, 
disappointed in not being able to 
obtain wanted merchandise, have 
formed the habit of watching for 
the signs. 

Among the items which have re- 
turned in force to the inventory 
are, of course, steel office furniture, 
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uch as metal desks and files, cer- 
tain office machines, storage cabi- 
nets, and even some paper prod- 
ucts 

The effective 
sented by the 


“reminder” pre- 
“They’re Back in 


Stock Again” signs, is a real help 
to many customers who normally 
would forget to ask for merchan- 
dise on which they had been dis- 
appointed in the past. Seeing the 
sign, it has been found, automati- 


cally reminds the purchasing agent 
or office manager of shortages in 
his. own office equipment which 
he can now fill in as promised by 
the sign. Thus, many more sales 
are the result.—RAL 





Chair Seat—Most Effective 
Display Spot for Chair Pads 


gw AN OFFICE FURNITURE dealer 
should never overlook the impor- 
tance of selling complete pads for 
every chair on an order, both as a 
means of building the unit sale and 
of extracting more good will over 
a period of years from the cus- 
tomer. This is the philosophy of 
Jack Henson, Jr., of Henson’s, office 
furniture dealership in Waco, Tex. 

Even though the store may carry 
the finest lines of chair pads made, 
they will not “sell automatically”, 
Mr. Henson observed. Nor will they 
sell, he said, if they are not spe- 


cifically and carefully mentioned by 
the salesmen, or if they are shown 
simply on a rack somewhere up in 


the front rner of the store, away 
from the furniture department. 

“We adhere to the simple rule 
that the seat of the chair is the 
best spot which to display chair 
pads,” Mr. Henson asserted, “and 
we stick to this theory the year 
around without exception. As soon 
as a new ir is unwrapped and 
added to the stock, we select a chair 
pad for it, put it in place, and 
thereafter that chair will be shown 
with the mplementary pad until 
it is sold. The only exceptions, of 
ipholstered models and 
executive chairs. Otherwise, the en- 
tire stock will be found graced by 
pads to matcl 

The Henson firm keeps a con- 
stantly-t ing inventory of chair 
pads in sto buys at more regular 
intervals than the average dealer- 
ship, and puts a lot of personal 
attention into the selection of pads. 


jurse ire 


Smart and modern styles, rich dark 
pastel « gay patterns, and so 
forth, are 1 included in the stock, 
rather than the traditional woven 
types 


‘The design 
niture and in 


trends in office fur- 

offices themselves 
nave changed sharply over recent 
years,” Mr. Henson said. “Since the 
pad is definitely out in the open 
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where it will be seen, it requires 
the same sense of modernism here 
as in the design of the chair itself 
to make sales.” 


Using the seats of chairs as the 
“display points” for the _ store’s 
stock of chair pads makes sugges- 
tive selling by the salesmen auto- 
matic, Mr. Henson added. Natu- 
rally, as soon as the chair has been 
selected, and the customer asks 
to seat himself to try it out, the 
pad can be mentioned. Many pros- 
pects ask, “let me try it without 
the chair pad,” seat themselves, 
get up again and say “put the chair 
pad back”; thus wrapping up the 
sale in a simple test of this nature. 


In other instances, it may be nec- 
essary when writing up the sales 
ticket to ask, “you’ll want the chair 
pad, of course, won’t you?,” which 


almost invariably brings assent 
from the customer. Lastly, it has 
been an odd but consistent fact 
that in many cases where the sale 
of a chair did not materialize, the 
customer bought instead a chair 
pad, pleased with the comfort 
which he found while toying with 
the idea of purchasing a new chair. 

The store keeps one wire rack of 
outstanding deluxe “gift sugges- 
tion” chair pads near the left-front 
window, to capitalize on the con- 
stant gift market. Women, busi- 
ness associates, or other busi- 
nessmen are the most frequent 
customers here, and instead of seat- 
ing themselves and trying out a 
chair pad themselves, they are 
likely to quote merely a specific 
price or color, and point out a 
model on the rack with the sug- 
gestion that this be sent to the re- 
cipient. 

Even then, Henson salesmen 
spend ample time with the cus- 
tomer to insure that each under- 
stands the difference in construc- 
tion of various types of chair pads, 
which, it has been found, is a com- 
monsense method of “grading up” 
the sale into the better price brack- 
ets.—_RAL 
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Velvet Ball Pen-cils on Parade ... 
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= Le’ ball Ecil- P 


This attractive attention-getting window 


display was used by the Pounsford Staty. Co. of Cincinnati, Ohio, to introduce the Velvet 
Ball Pen-cil of the American Pencil Co. The effective display stimulated interest and 


sales, says Pounsford officials. 
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Branch Stores Equalize 
Sales and Distribution, 
Solving the Problems of 


Business Flux 





























Competition Met... In line with the business trend in Miami, Blank, Inc., featured 
price tags and signs when it opened at new location. Competitive times demand com- 
petitive approach, officials of the firm recognized. 


National Coverage Controls 
Inventory and Guards Profit 


g@ “DIVIDE SALES TO TAKE UP 
THE SLACK.” A. Blank, Inc., 74 
Broad St., New York City, dealers 
in office furniture since 1899, put 
this idea to work in national cov- 
erage by opening up branch offices 
in most active business centers 
The plan serves two main purposes 
1. Services more customers 
2. Eliminates top heavy inventory 

Shifting inventory evens the sales 
and supply. Business is not active 
all of the time in all parts of the 
country, nor in all parts of a big 
city for that matter. Equalizing 
sales and distribution by national 
coverage has successfully solved the 
problem of business flux for the 
Blank organization. 

The first branch was opened in 
1943 in Miami, Fla. It proved suc- 
cessful. The firm celebrated a re- 
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opening last June at a new location, 
15 W. Flagler. 

The opening of the uptown 
branch to facilitate New York City 
distribution took place in 1948 at 
7 E. 46th St., two doors in from 
Fifth Ave. 

Rounding out the plan of equal- 
ization, the company followed 
through with the Los Angeles 
branch at 830 Wilshire Blvd., three 
years ago. These stores represent 
coverage in the finest locations in 
their territories and business trends 
locally were main factors in selec- 
tion. 

The 74 Broad St. building houses 
a six-story showroom. The execu- 
tive fourth floor group displays the 
expensive executive pieces and oc- 
casional furniture. In fact, Louis 
Blank, president, travels to the 


manufacturing centers especially to 
select this type of merchandise 
The background for showing pieces 
such as Georgian Chippendale is 
conservative and subdued. The 
walls are all silver-cocoa, drapes 
are new leaf green background in 
white decorative theme. Choice 
lamps and pictures emphasize the 
beauty of the exeeutive pieces and 
bring out all the richness of grain 
and tone. Many have luxurious 
leather-tooled tops, others smooth 
glossy modern surfaces 


Warehouse Maintenance 


Warehouses are maintained in all 
cities. New York alone has 50,000 
square feet of warehouse space at 
Pier 41 East River and 15 Stone St. 
The Pier was chosen because of its 
easy accessibility to all means of 
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transportation Such warehouse 
space is also helpful to the trade 
in general, because A. Blank, Inc., 
invites the smaller dealers whose 
space does not allow as great va- 
riety to use the facilities of show- 
rooms and warehouses when they 
run into a problem of supply. This 
reciprocity has resuited in very sat- 
isfactory relationships. 

With all centers operating in uni- 
never worries about 
slow-up in sales or top heavy in- 
ventory If an item stocked in 
quantity t move in one area, 
in another. 


son, the outfit 


t 1s sure 


1899 Philosophy—1953 Byword 
Bulwark of the service, of course, 
customer satisfaction not only 
for now | r the life of the mer- 
chandise sold by the company. It 
it with as great earnest- 
was by the founder 


is carried « 
ness today as it 


many years ago 


A. Blank, father of the present 
officers, started the firm in 1899 
at 73 Broad St., directly opposite 
the present location. He was a cab- 


inet maker by trade and knew his 
construction. Competi- 
tion was very keen, perhaps liter- 
ally “survival of the fittest.” 
Typical of the ingenuity that 


wood and 


built the concern to its present 
proportion case in point con- 
cerns a customer who submitted an 
inquiry to about half a dozen desk 
men. The desks were to be brought 
to his office for decision and com- 


parison 
When Mr. Blank arrived with his 


items, which were expensive, a 
number of others had assembled 
and the purchaser examining desks 
wanted to know why he should buy 


an expensive desk when all others 


looked equally as fine. Mr. B. im- 
mediately sent one of his men back 

the shop for a saw. When it 
vas brought to him, the amazed 
roup watched while he actually 
Exterior f Blank, Inc., new show 
room and offices in Miami, Fla., at 16 W. 
Flagler 
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sawed the desk in half. No pieces 
of wood fell out and very little saw- 
dust fell on the floor. The drawers 
didn’t fall apart. 

His proof was that his merchan- 
dise was as good inside as outside. 
The philosophy today has not 
changed one iota. He taught his 
sons the business. 

Louis and Chick are at 74 Broad 
St., Harry up at 7 E. 46th St., New 
York City. Lawrence has Miami 
and Harvey is in Los Angeles. By 
phone and letters they keep sales 
up and inventory moving, real- 
izing that in order to keep their 
huge clientele they must give them 
something they cannot get any- 
where else. 


Trucking Contracted 

Trucking is contracted to truck- 
ers who are equipped to handle all 
areas of the city and country simul- 
taneously faster and quicker. One 
truck is maintained at the store 
for emergency deliveries only. By 
handling delivery problem in this 
way, Blank gives customers the 
benefit of this faster and quicker 
service. 

The firm specializes in decorating 
and planning office interiors. In 
this respect, Louis Blank’s hobby 
of 3-D photography has been very 
nicely adapted by the concern as 
a selling feature. 

Very often a client comes in, se- 
lects office furniture, then can’t 
visualize the effects of the whole 
choice, or cannot retain the outline 
of suggested layout. This inde- 


cision could result in the client’s 
or prospect’s inclination to put off 
the purchase. 

To offset stalling the company 
uses slides. Office layouts are 
planned, set up and photographed 
in 3-D. A number of the slides 
are always available to clients and 
prospects. New photos are being 
added to the collection all the time. 


Advertising is Constant 


In New York City at Pier 41 East 
River signboard advertising is used 
reaching out to millions of poten- 
tial customers. 

Eight outside salesmen cover the 
trade consistently. Advertising in 
local and business newspapers 
keeps Blank constantly before the 
public and ads featuring “money 
saving” specials have been espe- 
cially successful. Direct mail is used 
to acquaint customers and pros- 
pects alike with equipment. This 
consists of mainly factory pam- 
phlets with the company name im- 
printed on the flyleaf. In all the 
company employs 30 individuals 
whose years of service go back more 
than 25 years to assist in carrying 
out the overall program. 

About future business outlook, 
Louis Blank, president, believes 
confidently that 53 years in business 
is its own answer. Equalized dis- 
tribution on such solid foundation 
reflects ever upward selling. 

This national organization capi- 
talized profitably on the adage— 
“Don’t put all your eggs in one 
basket.”—GB 
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Dealer Survey Shows New York = 
Office Furniture Market Upturn 


@ ALTHOUGH IN recent years the 
New York City office furniture 
market often has been character- 
ized as “discouraging,” the situa- 
tion took a sharp up-turn for the 
better during 1953, as indicated by 
an autumn survey. 

Among reasons advanced for the 
sales slump of 1949, and which held 
steady through 1950 and 1952, was 
a turn toward “suburbanization” on 
the part of business, according to 
one typical dealer. 

“Many business firms a few years 
back experimented with the idea 
of setting up headquarters outside 
of the city, where more parking 
space, lower-cost facilities and 
more personnel were available,” the 
firm official said. 


Need More Furniture 

“However, that trend did not 
work out well, and with the end 
of 1952 the current reversed itself. 
There are now more business firms 
than ever settling in the metropoli- 
tan Manhattan business district, 
with the result that a lot more 
office furniture is required. Pos- 
sibly the completion of mass hous- 
ing developments on the lower and 
upper east side as well as the ef- 
fect of the United Nations Project 
on business in general have in- 
fluenced this. At any rate, it is no- 
ticeable that many office buildings 
which had been contending with 
50% or more vacancies are hang- 
ing out the ‘Standing Room Only’ 
signs today.” 

Another healthy indication as far 
as the office furniture dealer is con- 
cerned, is the tendency on the part 
of business building operators to 
“carve up” large, old-fashioned of- 
fices going back several decades 
into two or three smaller units. 


Demand Created 
Installing partitions, additional 
plumbing and heating facilities, the 
average business building operator 
has attempted to meet higher costs 
by increasing revenue from the 
building. This, in turn, has created 
an artificially -supported demand 
for smaller office furniture, partic- 
ularly where desks, files, and tables 
are concerned. 
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Among the firm owners who have 
watched these changes take place 
with intense interest is M. Dayron 
of M. Dayron & Company. Dayron 
points out that the demand for 
smaller sizes in desks, tables, chairs 
and even filing equipment, lends 
credence to the above fact. 

The furniture market, by and 
large, was characterized as “strong- 
er” with consumer’s tastes split 
almost equally between wood and 
steel. In New York, the steel short- 
ages which persisted well past those 
in other parts of the country, have 
long since vanished, and the execu- 
tive may readily choose any style 
desired in either long-wearing steel, 
or impressive wood 

“T would say that the usual cus- 
tomer’s mind is open,” Mr. Dayron 
said. “By that, I mean, no matter 
what type of office is concerned, the 
customer usually is willing to dis- 
cuss either steel or wood separately 
and to weigh the merits of both 
before making his selection. Steel, 
of course, is likely to stand the 
abuse and pounding of moving from 
place to place better than wood, but 
on the other hand, there are a lot of 
long-time devotees of fine-finished 
woods who will hear of nothing 
else. The factors which hold forth 
in making the wood vs. steel] selec- 
tion are too many, of course, to 
mention.” 


Conservative Trend 

As has been true for the past 

decade, the New York City area, 
particularly Manhattan and the 
central Brooklyn business district, 
has shown a surprisingly conserva- 
tive attitude toward style. Only 
along flashy Broadway and the 
zay White Way will the ornate 


“Hollywood desk” of California 
fame be found. 
Even though the businessman 


may be engaged in selling women’s 
fashion apparel, he is likely to pre- 
fer a quietly conservative desk and 
chair in impeccable good taste, 
most dealers have learned. 

“The demand is once again well 
divided,” Mr. Dayron said, “between 
period and modern styles. What 









area is something again over the 
modern of other areas. Primarily 
concerned is simplicity, a lot of 
overly ornate trim, and the em- 
phasis on dark, quiet colors. In 
period furniture, the Queene Anne, 
the Williamsburg’s and provincials 
of the past continue to attract the 
buyer.” 


Displays Attract 

From time to time, some of Man- 
hattan’s and Brooklyn’s larger of- 
fice supply firms have put up dis- 
plays cf “glamorized” model offices 
with plenty of harmonized colors 
and extreme streamlining in every 
accessory. In almost all cases, these 
have been “greeted with interest” 
but very little buying, as half a 
dozen dealers in the field confess. 
Ornately-furnished offices just have 
little place in the Gothamite’s 
business dealings, experience has 
shown. 

Another readily noticeable factor 
influencing the New York market is 
the businessmen’s predilection 
toward paying cash. In almost all of 
some 20 stores which were visited, 
the office furniture manager or the 
store owner reports 80% of his 
volume is “strictly cash” or 30-day 
open account business. Although 
credit terms, of course, exist, there 
has been very little request for such 
extensions on the part of customers 
since well before the war 

“Naturally, we have a tight money 
situation developing in New York, 
as well as in other parts of the 
country,” Mr. Dayron said, “with 
definite recessive tendencies from 
time to time. That, by all rights, 
should cause the office furniture 
buyer, particularly where he pays 
no penalty in the form of interest 
or carrying charges, to consider 
time payments. However, there has 
been no such materialization, and 
our sales continue to represent 
cash on the barrel head.” 

Needless to say, this sort of busi- 
ness is enthusiastically encouraged 
by New York’s office furniture deal- 
ers, many of whom point out that 
discounting their own payments to 
suppliers would be impossible with- 


we call modern in the New York outa steady fluid flow of cash—-RAL 
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NOFA Olficers Conference 


: tt the National Office Furniture 
Assn.’s session held October 16, 17 in Hotel 


Statler, Boston, Mass., are: J. Henry Skil- 
ings, Macey Morris Co., Boston, vice-presi- 
jent NOFA; Maxwell Brown, M. Brown & Co., 
Roxbury, Mas president Boston NOFA Chap- 
er; V. I Saldwell, John Wanamaker, Phil- 
1delphi president of NOFA; John R. Gray, 
xecutive director of NOFA. 








NOFA Blueprints Office Furniture Week 


gs WITH A SALUTE to the business 
omorrow during Na- 
Furniture Week of 


leaders of 
tional Office 


January 17-23, NOFA is beginning 
a long-range program of co-opera- 
tion with schools and _ colleges 
throughout the United States. 

The purpose of this National 
Office Furniture Association busi- 


ness education program is an- 
nounced as being to encourage bet- 
ter business training, to develop 
better business personnel and to 
create an appreciation of better 
office equipment 


Outlines Objectives 


John R. Gray, executive director 
of NOFA, said, in announcing plans 
for National Office Furniture Week: 

“The need for new blood — for 
young people with sound basic busi- 
ness training and a potential for 
development is a need facing 
every business organization in the 


country 
‘Training these young people for 
business careers is a responsibility 


which industry must share with 
education. Our association, repre- 


senting hundreds of office furni- 
ture dealers and manufacturers 
throughout the country, recognizes 
this responsibility and has devel- 
oped a program that has real bene- 


fits for schools, students and busi- 


ness in general 


Top training experts and busi- 
ness educators have pooled their 
experience and know-how in help- 
ing the association draw up sound, 
constructive projects and activities 
for members to carry out in their 


local committees 
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Some of the services these dealers 
are prepared to offer their local 
schools include distribution of 
booklets called “NOFA Looks to 
Your Future,” tested job-getting 
and job-holding techniques, ex- 
hibits of well-planned offices and 
of modern business equipment; spe- 
cial assemblies with business stu- 
dents stressing general business 
and vocational information and 
part-time employment programs to 
give students practical business 
training. 

All of these procedures are com- 
pletely outlined in a comprehensive 
“Blueprint for Nationa] Office Fur- 
niture Week” published by NOFA 
as part of the extensive preparation 
made by Chairman Bernard H. 
Nemlich, Regan Furniture Corpora- 
tion 270 Madison Ave., New York 
16, N. Y. 


Can Order Supplies 


NOFA members upon receiving 
the “Blueprint” are furnished with 
an order card which entitles them 
to, without cost, “NOFA Looks to 
Your Future booklets, posters for 
schools and stores and streamers 
for store windows. 

The “Blueprint” devotes consid- 
erable space to a student employ- 
ment plan as one way to gain “new 
blood in the industry.” Some tips 
to guide in planning are listed as: 

1. Consider the beginning jobs in 
your store (or manufacturing 
plant) that could be done by stu- 
dent help. Could they help with 
window and interior displays? 
Clean and dust? Ticket merchan- 
dise? Do clerical work in the office. 
Do stock work? Work in the ware- 
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house? Help on vacation coverage? 


Part-Time Work 


2. Decide if you can use one or 
two students ... men or women... 
on an after school basis ... on 
Saturdays ... bring summer vaca- 
tions. 

3. What do you consider a fair 
rate of pay for student help? Check 
the going rates in the community 
and with school advisors. 

4. Get in touch with school voca- 
tional advisor. ... 

5. Interview the student appli- 
cants so you get the best of the 
prospects. . 

6. Coach and train the student 
on the job.... 

7. Keep a friendly supervisory 
eye on the student’s work. ree 

It is emphasized that National 
Office Furniture Week is a salute 
to the business leaders of tomorrow 
to encourage as an industry better 
business training, better business 
personnel and better business 
equipment. 

A Broad Theme 


The theme is designed to reflect 
an alert, progressive industry. It’s 
a theme that can be developed and 
strengthened for a long time to 
come. 

Complete details are furnished 
the various NOFA chapters for or- 
ganization of responsibilities in 
carrying out a program not alone 
for a week but for a year or more 
of continued stress in NOFA objec- 
tives. 

Duties and _ responsibilities of 
chairmen and committee members 
are well outlined. 
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For Future Expansion . In plan 
ning ahead toward future expansion, the 
sales division of the Ford Instrument Co 
Long Island City, N.Y., chose Techniplan 
furniture by The Globe-Wernicke Co. 50 
inch Techniplan desk tops are used with 
18- and 30-inch deep auxiliary desk tops 
in a production line arrangement. The stee! 
modular equipment is finished in gray 


Steamship Offices ... Garcia & Diaz 
Inc.. New York City, is equipped with 
furniture by The Globe-Wernicke Co 
Double pedestal Streamliner steel desks 
with molded edged tops and island bases 
and 7000 line steel files were used through 
out. G/W aluminum chairs are upholstered 
in red, contrasting with the soft gray of 
the desks and chairs. Leon Paul, Samuel 
Lakow & Sons, New York City, helped 
Quentin Garcia and William Martinez, ex 
ecutives of the steamship office, with the 
planning. 
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Installations 


General Offices... In the new modern 
plant of the Independent Biscuit Co., Dear 
born, Mich., chairs by the Hamilton Mig 
Corp. are used throughout. Cosco secre 
trial chairs, series No. 15, are used in the 
genera! office 


Conference Room... . Cosco confer 
ence chairs, series No. 20-LA were installed 
here. Yates Office Supply Co., Detroit 
handled the complete installation for In 
dependent Biscuit. 





Executive Office .. . Chairs by The 
W. I sunlocke Chair Co. were selected 
striking office in the First State 
rreenville, Mich. The modern over- 

iesk was made by the Imperial Desk 

per’s, Grand Haven, Mich., handled 


stallation 


Bank Offices .. . Upholstered and all- 

: chairs by Gunlocke were teamed 

Imperial desks for this modern in- 

t by Cooper's at the First State 
Greenville. 


Officer’s Section .. . New Century 
line desks, executive posture chairs, style 
705, and arm chairs, style 706, furnish the 
officer's section of the First National Bank, 
Jamestown, N.Y. Desks and chairs were 
manufactured by Art Metal Construction 
Co. 


Board Room... Art Metal's new Cen- 
tury line table has a special bleached wal- 
nut finish while the top is covered with 
Koroseal fabric. Executive chairs, uphol- 
stered with Koroseal fabric, have the same 
grained finish as the table. This view is 
of the board of directors room at James 
town’s First National Bank 
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Installations... 


Planned Around Desk The of 
fice of Ted Turner, owner of the Ideal 
Plumbing Company, Savannah, Ga., was 
installed by the Review Co., Savannah. 
The office was planned around executive 
desk No. 8068F in frosted walnut by Myrtle 
Desk Co. Telephone stand and tables, also 
by Myrtle, were finished in frosted walnut. 


Saves Space Earl Campbell, Camp 
bell Typewriter Co., Oakland, Calif., pro- 
vided room for one more clerical worker 
in this office of the California Farm Bureau 
office of Berkeley, Calif. In addition to the 
Steelmaster Uno Desk Modulettes by Art 
Steel Sales Corp., Mr. Campbell also in 
stalled accessories such as letter tray, pad, 
ink stand, comptometers, adding machines, 
and chairs. 


Police Headquarters The Police 
Department's conference room at Parma, 
Ohio, is furnished with chairs by The B. L. 
Marble Chair Co. The Wagner-Henzy- 
Fisher Co., Marble’s exclusive representa- 
tive in Cleveland, installed the No. 1840 
chair and the upholstered chair No. 1988. 
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Vice-President’s Office .. . Walnut 
ture by The Leopold Co. is featured 
the office of Tom Crockett, executive 
e-president of the Mississippi Valley 

; Jackson, Miss. Barefield & Co., 

f Jackson, who handled the installa- 

ised chairs in green leather. Wall 
meling is in walnut and doors are in the 


a 
COIOr 


Board of Director's Room... The 
I lor scheme is used here with the 

n of the ceiling which is white and 

meling in blond mahogany. Barefield 

ised furniture by The Leopold Co. 

ut the offices of Mississippi Valley 






































One of Several Offices .. . Goebel 
Brewing Co., Detroit, Mich., is furnished 
with Sturgis fiber glass base chairs in 
models 972-G, 1200-G and 1275. Upholstery 
is in green Bedford cord. Al Last, Buckland- 
Van Wald, Detroit, made the installation. 





Airport Waiting Room... The dec- 
orative effectiveness of modern metal fur- 
niture in open area of high traffic flow is 
illustrated in this waiting room in the new 
San Antonio Municipal Airport, Tex. Chairs, 
by Royal Metal Mfg. Co., are upholstered 
in cinnnamon, oyster white and dark blue. 
Frames of the chairs, settees and cocktail 
smokers are the new square tube satin 
chrome. Don Wittig Furniture Co., San An- 
tonio, made the installation. 
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He Found and Made 
Opportunity in U.S.A. 


@ WAY BACK IN the year 1899 
while seated in his little home in 
Beyreuth, Germany, old Papa Val- 
entine Bergmann talked in a seri- 
ous vein to his family consisting of 
his wife, three daughters and five 
sons. 

He told them of America as a 
wonderful land of opportunity, a 
country whose prosperity was un- 
interrupted by local wars and feudal 
ambition then so prevalent in their 
native Germany. 

While all were impressed it was a 
serious step to move an entire fam- 
ily to a strange land. Here was a 
project worthy of the most pro- 
found consideration. 


George Dreamed 

But George Bergmann, next to 
the youngest of the boys and then 
only 12 years of age, was not to be 
denied. Here was a path to the 
fulfillment of a boyhood dream fully 
illuminated. Not only would he 
make a success, given such an op- 
portunity, but he would stand re- 
sponsible for the well-being of the 
entire group. This was the first 
manifestation of his powers of per- 
suasion which was to become his 
outstanding characteristic in later 
years. 

The following year the entire 
family stood among a group of 
steerage passengers on a small 
Trans-Atlantic steamer gazing in 
awe at the Statue of Liberty 

A few personal belongings, their 
life savings, a few pieces of gold 
and possibly a few misgivings were 
their entire stock in trade... . 


Ambition Drove Him On 
But at the head of the group 
stood a baby of the family fired 
with a raging desire to progress 
Side by side with the other resi- 
dents of a nation which had made 
the opportunity to forge ahead pos- 
sible. 
The rest of George’s story differs 
slightly from that of others, native 
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or foreign born, who know how to 
accept the fact that intelligent ap- 
plication, thrift, honesty and hard 
work would pay big dividends 
Life’s pattern was identically the 
same in small jobs, hard work; then 
bigger jobs and harder work 

Always aware was he of the 
promise made at Papa Bergmann’s 
dinner table—that as he prospered 
so would the entire family. 

In the year of 1915 George organ- 
ized the Bergmann Manufacturing 
Company, a forerunner of the Co- 
lumbia Steel Equipment Company 
This was the first big step in his 
life’s ambition and set a definite 
pattern for the years to come. True 
to his promise, his brothers John, 
Conrad, Howard and Philip were 
included and helped with the or- 
ganization and development of the 
new company. George served as 
president of Columbia from 1919, 
the year of its formation, until 1927 


Decided to Retire 

In the year of 1927 with surviving 
members of his family now well 
established, George decided to re- 
tire. Here at last was enough free 
time to travel, “o see more of the 
wonderful country that gave him 
his start .. . time to again visit his 
native land, renew old acquaint- 
ances. 

A year of keisure was enough. He 
had made his first big mistake, for 
the desire to dig in again and rub 
shoulders with the producers of the 
world would not be denied 

The year of 1929 found George 
back in harness organizing the 
present Peerless Steel Equipment 
Company. 

It was here that George’s sales- 
manship, persuasiveness and ability 
to analyze human nature was at its 
zenith. Carefully selecting younger 
men experienced in the manufac- 
ture and marketing of steel office 
furniture he went to work. Each 
one was carefully groomed and 
fitted into his proper niche 


OFFICE APPLIANCES, December, 





George Bergmann 


All was moving smoothly, a build- 
ing site was selected and a small 
modern building erected and 
equipped with the latest machin- 
ery... 

Then, bang, crash, without warn- 
ing came the fatal day in 1929 when 
the stock market fell apart and the 
business of the entire country with 
it 

His Biggest Challenge 

Here was the biggest challenge 
George had ever faced. A new com- 
pany had all its capital tied up in 
new buildings and machinery. He 
felt keenly the responsibility to men 
and their families he had persuaded 
to join in this new adventure. Keep- 
ing up spirits, meeting payrolls and 
digging for business was testing his 
leadership to the utmost 

Gradually, hard work performed 
with a smile started to pay off— 
sunshine broke through the clouds. 

Since then steady and _ sure, 
rather than spectacular, progress 
has ever been his keynote in slowly 
pushing his new company to a posi- 
tion of national prominence and 
respect. A new nearby plant has 
been purchased, real estate of con- 
siderable acreage has been acquired 
for growth in the very near future. 


Keeps His Humility 
Through it all he has still been 
“George” to the truck driver, the 
worker, the foreman and the execu- 
tive . a man with time always 
for the other fellow’s problems... 
a man with a helping hand always 
extended throughout the land and 
far overseas 
Without regard to race, creed, 
color or station in life George Berg- 
mann has plodded through life 
making new friends, seeking new 
ideas. . 
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New Vroman's Inviting 
to Patrons in Pasadena 
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Patio Entrance .. 


one of the 
bookstores because 
of the foresight and intelligence of 
a remarkable Pasadenan. 

Vroman—patron of 
the arts and literature, lover of na- 
ture and the Southwest, extraordi- 
offered by Vro- nary photographer 


Vroman’s stands as 


and humani- 


He founded his bookstore in Pasa- 
fice furniture de- dena in 1894, opening 
1iodel office suites 
inged decor show- 
lrapes, chairs and 


name, Glasscock and Vroman, 


partnership. He soon acquired sole 
interest from his partner, the late 
J. S. Glasscock 


Effective Display . . . Commercial stationery, pens and pen- 
cils, and leather goods are displayed in this manner in the new 
Vroman store. New fixtures were designed for the entire sales 
floor of approximately 60 x 150 feet. The louvered doors open to 
a corridor running the entire length of the store. 


. Customers who leave their cars in the store’s own spacious 
parking lot may use this inviting entrance to the new store of A. C. Vroman, Inc., in 
Pasadena, Calif. Steps lead to the ground floor level at the left. Behind the wall at the 
right is a shipping and receiving dock which is at the second-floor level. 


The management of A. C. Vro- 
man, Inc., today represents a total 
of nearly 100 years’ experience in 
bookselling and in business. 

President since 1950 has been Les- 
lie I. Hood, who was first hired in 
1912 as a retail clerk by the founder. 
He was named president of Vro- 
man’s to succeed the late A. D. 
Sheldon, president from 1920 until 
his death in 1950. 

Vice-president is Joel V. Sheldon. 
Southard G. Sheldon is treasurer 
and retail manager and Harry L. 
Sheldon is secretary. 
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Our "Half Century of Progress” 


@@ PARDON US IF our enthusiasm is showing. 
The golden anniverary of OrricE APPLIANCEs be- 
begins with the year just ahead and we are en- 
thusiastic about this “Half Century of Progress”’. 
It is our intention to make the June issue our an- 
niversary number, one which will mirror the 
growth of this publication and the industry it 
serves as an entity. 

But we are not waiting until June to celebrate. 
We'll begin next month with an issue which will 
set what we hope is the tempo of a notable year 
in the trade publication field as well as the sta- 
tionery and office equipment industry. 

Beginning in January you'll find Orrice ApPLi- 
ANCEs in a sprightly new dress which is designed 
to show that “50 years old” means “50 years 
young”’ as well. We hope to make this publication 
easier to read in typography, appealing in its 
article design, coherent in its illustration and 
standing departmental headings. 

When one goes to an important party such as 
this golden anniversary year it is fitting and 
proper that the gown fits the occasion. That’s 
why don a new outfit and invite our readers to 
be exuberant with us over a half century of pro- 
gress. 





A Time for Realism 


@@& SOMEWHERE BETWEEN the pessimist 
who sees dire things for 1954 and the optimist 
who forecasts even greater prosperity for the 
year ahead than for the 12 months just passed 
stands the realist. This admirable figure is de- 


scribed by Henry H. Heimann, official of the Na- 
tional Association of Credit Men, as one who 
“will neither throw his hands in horror nor in- 
dulge in wild delight over the prospects ahead. 
On the contrary he will turn to, and get to work, 
and he will probably work harder then he has 
ever worked before, but his reward will be un- 
questionably large. He is the first line of defense 
against an economic collapse...” 

A realist is one who sees a mellowing rather 
than a rout for the nation’s business. He is one 
who correctly balances the slowing down of de- 
fense needs with the fact that there are 200,000 
more persons born each month representing 
75,000 new family units . . . one who realizes that 
the present wage scales, the stimulation of new 
wants by modern advertising, and the present 
high amount of personal savings are a backlog 
of business security. 

Yes, the realist is one who knows the cream 
may be skimmed off the milk but who correctly 
defines what is left as a palatable and substan- 
tial ingredient of the nation’s business menu. 





Records Must Come First 


@¢@ EFFICIENCY MAGAZINE makes this per- 
tinent guest editorial observation: 

“Retailers must buy with a plan. Tied up with 
the question of efficient buying as the impor- 
tance of keeping accurate records. There are 
many small retailers who have only the haziest 
knowledge of their commitments. Without 
proper records, it is impossible to buy with a 
plan.” 





here and there 


Richmond Stationer 
Has Lowest Number 

Sam Rosendorf of the Southern Stamp 
& Stationery Company, Richmond, Va., is 
the possessor of the lowest street address 
of any stationer known to the publisher of 
OFFICE APPLIANCES. In fact this address 
received mention by the late Robert ‘Be- 
lieve It or Not’ Ripley some years ago 

Mr. Rosendorf’s store is located at 00 
Broad St. 

Numbering starts east and west from 


not likely, one of their first problems would 
be to purchase the site occupied by South- 
ern Stamp & Stationery Company, a long- 
time Richmond institution 

Sam Rosendorf because of his associa- 
tion activities is well known not only in his 
own district but in other areas as well. He 
has served as governor of the Third Dis- 
trict NSOEA, attended meetings in other 
districts, and participated in the national 
conventions in Chicago. 


MGM motion picture “Torch Song,” any 
stationer or person acquainted with pen- 
cils will be quick to notice that Joseph 
Dixon Crucible Company's Ticonderoga 
pencil is displayed in a number of instances 
during the picture. In addition to being 
seen in the unmistakable Ticonderoga box, 
there are scenes in which Miss Crawford 
has a bowl of Ticonderoga alongside her 
as she works. 


“Torch Song,’ now being released in 





Foushee, but Foushee starts at Broad. No 
1 E. Broad and No..1 West both start at 
the corner. Sam's fitm is between corners 
at that important intersection. 

If the city fathers were to have ideas 
of extending Foushee to the north, which is 


42 


Ticonderoga Pencils 
Featured in MGM Film 
Starring Joan Crawford 
Although Joan Crawford and Michael 
Wilding get the top billing in the new 


theatres all over the country, is a drama 
of the Broadway stage. Miss Crawford 
plays the part of a Broadway star in love 
with her composer, Michael Wilding, and 


it is in connection with their work on the 
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book and score of her musical that the 


pencils are used 





Joan Crawford Knows her 


pencils 





Writes “Eisenhower” 6,000 
Times Daily for Flo-Ball 

Dorothy Butler's me'hod of testing pens 
at the Flo-Ball factory in San Gabriel, 
Calif., is making news 

She uses “Eisenhower” as the test word 
in judging the performance of the pens, 


writing out the president’s name on the 





In the News Flo-Ball pen tester 
Dorothy Butler is making news by writ- 
ing the word “Eisenhower” 6,000 times 


1 day—far more than does the presi 
jent himself—in passing on the writing 
qualities of the retractable pen. The 
Associated Press carried a feature story 
ind picture Dorothy at work. 


average of 6000 times a day—far more 
than does the president himself. 

The Associated Press recently picked up 
ried it with a picture of 
Miss Butler at work in the Fle-Ball testing 
Clary Multiplier Cor 
retractable 


the story and 


laboratory of the 
poration, which makes the 
pens 


The word Eisenhower contains many 
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of the most common characteristics of the 
letters of the alphabet,” she explains. 
“It calls for loops, angles, swirls, reverses 
and short strokes needed to test the 
smoothness, uniformity, shading, continu- 
ity and other writing requisites of the pen.” 

Adding to the news interest of the story 
is the fact that Dorothy is a registered 
Democrat. 





Richard B. Vail Heads 
Committee on Efficiency 

Richard B. Vail, chairman of Vail Manu- 
facturing Company, Chicago, has been 
named chairman of an Illinois state-wide 


Richard B. Vail 
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committee of industrialists to co-operate with 
two recently-created commissions to pro- 
mote governmental efficiency. 





Rubenstein Heads Office 
Equipment Division to 
Help Travelers Aid 

Joseph Rubenstein, President of the Ad- 
dressing Machine & Equipment Company, 
has accepted the chairmanship of the office 
equipment division in the campaign of the 
Travelers Aid Society of New York to raise 
$364,000. 

Mr. Rubenstein will encourage industry 
support for the organization which last 
year gave assistance to over 210,000 per- 
sons in some kind of urgent need. For 
nearly 50 years the society has been the 
special friend of troubled wayfarers. A 
staff of trained social workers in the city’s 
major terminals and aboard every incom- 
ing passenger ship is ready to furnish vital 
help without discrimination to everyone 
turning to them. 

Travelers Aid anticipates having even 
greater demands made on its strained re- 
sources in the year ahead. Mr. Rubenstein 
joins 150 other city-wide business leaders 
in helping to achieve the goal of $364,000 
for the unique organization that is 
“Part of the Heart of New York.” 





Former G/W Salesman 
Ordained in Priesthood 

The Rev. C. H. Berry, Sr., former sales- 
man for The Globe-Wernicke Co. and past 
president of the Northwest Travelers Club, 
was ordained for the Episcopal Priesthood, 
along with two of his friends, on Monday, 
November 2. The ceremony took place at 
St. Nicholas Church, Minneapolis, Minn., 
by The Rt. Rev. Stephen E. Keeler, Episcopal 
Bishop of Minnesota 
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During the summer Rev. Berry was busy 
studying, attending a Seminary session and 
taking written exams. In October he passed 
his oral exams at the Seabury-Western 
Theological Seminary in Evanston, Ill. 

Rev. Berry has accepted a call to St. 
Peter's Church in New Ulm, Minn., and ex- 
pected to move from Redwood Falls around 
November 1. 





Industry Asked to Buy 
and Use Christmas Seals 

The annual sale of Christmas Seals is 
the only source of income to support the 
programs of the tuberculosis associations. 
Of the money raised, 94% is used for TB 
control projects within the state where it is 
contributed while the remaining 6% goes 
to the National Tuberculosis Association. 

TB is an unnecessary disease. It can be 
prevented. It can be cured. It could even 
be eradicated. 

In 1904, when the NTA was founded, 
tuberculosis was the major health problem, 
the first cause of death in this country. 


tuberculosis 





Since that time, the death rate has been 
forced down 90%, so that it is now the 
sixth cause. Great progress is being made 
all the time but there still remains much 
to be done. 

Medical and social research must be 
continued. Cases must still be discovered 
by mean of x-ray surveys. Rehabilitation is 
needed to restore patients to their fullest 
possible usefulness. Only through con- 
tinued education will people understand 
the facts about TB and learn how to pro- 
tect themselves and their communities 
against it. 

The Christmas Seal has become a part of 
the holiday tradition, not only the buying 
of the seals but the using of them on gift 
packages, greeting cards and correspond- 
ence. 

The annual sale opens on November 16 
and continues through December. This 
year, let’s see the singing child in a bright 
red stocking cap on all the correspondence 
done within our great industry. 
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National Business Show 
Attracts 98,031 Visitors 


RIGHT, TOP: Tape cutting opening ceremonies 


Griesemer, chairman of the NBS committee of OEA 
welcomes Kenneth W. Moore, international president, NOMA 


Last Big Trade Show Held at Grand 
Central Palace — Mayor Attends 
Opening Day — Wide Interest 

Shown in Industry Exhibits 


@ MAYOR VINCENT R. IMPELLITTERI and Thomas 
J. Watson, Jr., president of International Business 
Machines Corpvration, chairman of the committee for 
the 300th anniversary celebration of the City of New 
York, officiated in the opening of the last great trade 
show at the Grand Central Palace in New York City 

These notables joined with Rudolph Lang, manag- 
ing director, in the impressive tape-cutting cere- 
monies that officially opened the 44th annual National 
Business Show on Monday, October 19 

The building which housed this exhibition is soon 
to be converted into a government office building. 

Designated as “Business Week” by proclamation, the 
Show drew huge crowds throughout the week of Octo 
ber 19-24. 

From the time the doors were officially opened at 
one o’clock Monday afternoon a steady stream of 
98,031 visitors poured in to see the newest offerings 
of office equipment featured in more than 200 exhibits 
of the industry’s leading manufacturers of office ma- 
chines, equipment and techniques 

Visitors came from various countries in Europe 
Asia, and South America as well as Canada and many 
states in the United States. Included were government 
representatives of foreign nations and represéntatives 
of the United States. 


A Nation’s “Showcase” 


Aware of the importance of the National Business 
Show as the nation’s showcase for the year-to-year 
progress of the office machine and equipment industry, 
whose phenomenal growth has placed it among the 
10 leading industries in the country and made it truly 
the industry behind the operations of all industry, the 
management and the exhibitors combined in the ex- 
hibition’s success. 

The concentration of makers and users of office 
machines and equipment under one roof, during a 
week-long exhibition, impressed all industry with the 
progress made in developing newer and more efficient 


sd 


1953 National Business Show at Grand Central Palace... 
ABOVE: Standing in line to get in, and, once inside the crowd still 
Rudolph Lang, managing director 
NBS; George W. Oliver, Jr., president, OEA of N.Y.; Vincent R. Impellitteri, Mayor of 
New York City; Thomas J. Watson, Jr., Committee for the 300th Anniversary Celebration 
of New York City and president of International Business Machines Corp.; David E. 
BOTTOM: George 


keeps coming. 


W. Oliver, Jr. 






working tools to speed and control the flow of the 
country’s productive enterprises. 

The show was open daily from 1:00 p.m. to 10:00 
P.M. except the last day when it closed at 6:00 P.M. 
Exhibits were laid out with spacious aisles to facilitate 
the progress of large crowds, giving visual evdence of 
the executive ability of Rudolph Lang, managing di- 
rector, and his able staff of assistants. 

Displayed and demonstrated was the newest in office 
equipment designed not only for mechanical speed and 
efficiency, but also from the standpoint of eye appeal 
and color harmony. 

Devices for Efficiency 

This year’s show featured a greater variety of high 
speed and electronic devices which increase human 
output and efficiency in the modern office. Equipment 
was also shown which reduces fatigue, eye strain, cor- 
rects posture and increases the efficiency and earning 
potential of the office worker. Aside from the dis- 
play of products, exhibitors had on hand hundreds of 
highly skilled technicians to answer visitors’ questions 
and to offer suggestions and ideas for streamlining 
office procedure so as to effect savings in time, money 
and materials 

As visitors streamed into the exhibition hall they 
were greated with splashes of color on every hand, 
the hustle and bustle of business-like activity and the 
click of typewriters and other office machines in op- 
eration 


Demonstrate Computer 


At the Remington Rand Inc., section, demonstrations 
were in progress on the Electronic Punch-Card com- 
puter said to be the only non-sequential computer in 
which no restrictions limit the sequence in which the 
40 basic program steps may be used. 

These steps can be reused many times to permit 
almost endless variations in a single program. Also 
shown was the electronic sorting machine which sorts 
at the rate of 800 cards a minute; the electronic cal- 
culating punch which bridges the gap between prob- 
lem and solution; the new Remington Rand Transcopy 
Duplex photocopy machine which exposes, develops 
and prints photocopies in a matter of seconds; the 
new model 99 automatic printing calculator which 
gives all the answers including credit balance, and 
Filmsort microfilming equipment 

International Business Machines Corporation dem- 
onstrated its new accounting machine with wheel 


OFFICE APPLIANCES, December, 1953 





lines a minute for accumulating and 
ite for listing. Also shown was the 
rd punch with automatic card control 
and light-weight movable keyboard in 
features designed -for easing the 
fast, accurate easy punching. 
product was the electric paging system 
requirements without special signal 
new IBM electric typewriter with 
touch, finger-touch carriage return, 
for multiple copies, speed-leveled 


keyboard and keyboard margin set designed for letter 
perfect results. 

At the Royal Typewriter Company, Inc., exhibit 
effort-saving features of the Royal electric typewriter 
were demonstrated such as electric tabulation, dual 
electric carriage return, silent power, silent operation, 
touch control, fully-electric keyboard, automatic safety 
switch and automatic underscore. 

Also demonstrated was the Royal standard with ex- 
clusive new features including the “Magic” tabulator 
which allows secretary to operate tab with either 
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Pictured at the OA Booth During the National Business Show .. . 
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tted Stationers Supply Co., Chicago; Mrs 
R. P. Hussey Assoc 
Edward F. Dooley, both Wilson Jones Co. 
uthern Stamp & Staty. Co., Richmond, Va.; 
1 Jones Co. 


agton Rand inc.; John A. Gilbert, OFFICE 


Tupper. 
ind Harry Fudge, Royal Typewriter Co 
sture Chair Co.; Lester S. Crowl, Blaco Ad 
Ohio. 
S. Meyers, Inc., Miami, Fla 
‘en F. Davis and Art Widman, all 
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8. Walter H. Miller, Otto Ulbrich Co., Inc., Buffalo, N.Y., president 
of NSCEA. 

9. P. L. Philips, Irving O. Lasner and Frank Christie, all Goldsmith 
Bros., New York City. 

10. Roger B. Thurber and Charles W. Lipman, both George B. Graff Co. 

ll. Robert T. Pratt and Joseph R. Stallings, both Clary Multiplier Corp. 

12. R. J. Donnelly, Botwinik Bros., New Haven, Conn.; Joseph F. Yates, 
Joseph F. Yates, Inc., New Haven Conn. 

13. John L. Gallup, OFFICE APPLIANCES; John R. Gray, NOFA execu- 
tive director; John A. Gilbert, OFFICE APPLIANCES. 

14. Geoge C. Wheeler, OFFICE APPLIANCES; John E. Fellowes, 
Bankers Box Co. 
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National Business Show Exhibits... 


Executone, Inc. 12. Globe-Wernicke, The, Co. 3. Olivetti Corp. of America 
Acme Visible Records, In . Gray Mfg. Co. 4. Pitney-Bowes, Inc. 
Albright, J. E., & Co. . Hamilton Mfg. Corp. . Plus Computing Mach. Inc. 
Anderson, H. C., Mimec . Hano, Philip, Co., Inc. 6. Precisa Distributors, Inc. 
Corky Dex Corp + Hoyer, The, Corp. aa te 

Chart Pak, Inc. , Latham Time Recorder Co. Simplex Time Recorder Co. 
Cincinnati Time Recorder Co - Manpower, Inc. . Tiffany Stand Co 
Copy-Craft, Inc. onan a Inc. . Time Facsimile Corp. 
Coxhead, Ralph. C., Corr 2U. imeo Mig. Co. 32. Veeder-Root, Inc. 

Friden Calc. Mach. Co 2 Minnesota Min. & Mfg. Co. 3. VISIrecord, Inc. 

General Binding Corp 22. Nu-Grain Corp. of America x M. G. Wheeler Co., Inc 
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without moving her hands from the 
tions, carriage control by the turn of a 
ersonalized” key and new time-saver 
its access by merely pressing a button 

of ribbon. Another feature here was 
the new R portable with the new speed selector 
which permit persons to dial the carriage speed 
best suited to their typing and other improved fea- 
tures. Othe! lels shown were the Front-Feed type- 
writer, the P Writer, index card writer and the 
tabulator. 


guide Key |] 
knob, extra 
top which pe 


for easy chal 


10 key aecil 


Calculating Machine Company, Inc., 
10-key open keyboard adding ma- 
Ready-Add” keyboard which permits 
amount before the previous machine 
“Velvet Touch” for feather-light 
Interlocks (two keys cannot be de- 
to cause key pile); direct action, no 
r extra strokes; and single purpose 
was the complete line of equipment 
accounting including high-speed 
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fully-automatic calculators and compact low-cost 
bookkeeping machines. 


At the SoundScriber Corporation exhibit the new 
magnetic tape recorder was introduced. It was said 
to give 24 hours of continuous, uninterrupted, un- 
attended recording performance. Two models were 
shown. The model D-24 Dual channel provides dual 
channel amplifier, mechanism and input facilities for 
two-microphone or two-line connection or combination 
of one microphone and one line connection. It records 
two channels simultaneously for 24-hour period on 
one reel of tape. The S-24 single channel records 
single channel for 24-hour period on one reel of tape 
half the length used for model D-24. 


Pitney-Bowes, Inc., introduced the new desk model 
D M postage meter designed for convenience and effi- 
ciency in the small or medium size office. Carrying 
case of sturdy airplane luggage is provided and over- 
all dimensions of the case are 74% x 7% x 10% inches. 
Other products were shown including the office fold- 
ing machines and the Tickometer for counting and 
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imprinting paper forms in addition to scales and mail 
openers. 

Considerabie interest was shown at Itkin Bros., Inc., 
exhibit where demonstrations were given of the new 
Arnot Partition-ette office enclosures showing the ease 
and speed with which interchangeable parts could be 
assembled to form individual offices with the use of 
only one tool, a screwdriver. Another attraction of 
this exhibit was a series of executive offices tastefully 
and completely decorated and furnished including 
floor covering and drapes. 

Diebold, Inc., introduced its new Flofilm model 90-03 
14-inch duplex camera-printer. A two-sided micro- 
film camera features a 14-inch throat that gives 50% 
greater copy coverage. Other features are complete 
visual control of entire operation; no copy jams to 





1. Mr. & Mrs. Rudolph we National Business Show 


2. Andrew Cerruti and R Allerton, both of Underwood Corp. 


impede flow of operation; uses either 16 MM or 35 MM 
film; all desired reduction ratios with change of lens; 
instantaneous loading and high speed feeder permits 
up to 30,000 check-size documents per hour. 

At the Facit, Inc., display were to be seen snow 
scenes, sleighs and Antarctic costume worn by an ex- 
pedition in which British, Swedish and Norwegian 
explorers spent 27 months mapping the polar wastes. 
During the expedition, the geologists, meteorologists 
and glacialists often worked in temperatures that fell 
as low as 130 degrees below zero. The Facit calculator 
and Halda typewriter were used for all calculations 
and recording during the expedition. 

When the team of scientists returned to Europe in 
1953, the machines were none the worse for their 
two-year exposure to extraordinary cold and dampness 
and had not suffered a single breakdown. On display 
here were the new Halda “Star” standard typewriter 
built of magnesium for lightness and strength, the 
Odhner nine-column credit balance adding machine, 
the Odhner “Foot-inch” adding machine that converts 
answers automatically into inches, feet and yards and 
the new Facit N E semi-automatic electric calculator 


Demonstrates G-W Equipment 


Charles S. Nathan, Inc., showed and demonstrated 
The Globe-Wernicke Co.’s steel techniplan modular 
office equipment with which small or large groups of 
offices can be created to suit the individual needs of 
any size form. The equipment consists of partitions 
and posts, desk tops with center drawer, desk pedestal, 
auxiliary top and end supports, horizontal filing units 
and base. The equipment, when joined together, will 
form a single complete office or a series of L-shaped 
offices of any length, or the desk and cabinet units 
can be joined and arranged in any length for open 
office operation without partitions if desired. 


The Mosler Safe Company exhibited its Special Su- 
per Market Chest No. SM-7E which provides protection 
for sums of money left over night or during weekends 
or holidays. Equipped with the new “counter-spy” 
dial it is anchored within steel-cladded, reinforced 
concrete block which has outside dimensions of 40 
inches high, 3814 inches wide, 2814 inches deep and a 
total weight of approximately 3,400 pounds, making 
it virtually impossible to cart away. The combination 
Grocer’s Unit No. 50162, a smaller unit weighing ap- 
proximately 1,900 pounds, was also shown tegether 
with other Mosler products 


aR 


Many other new products too numerous to mention 
were on display—photocopy machines, intercom equip- 
ment, air conditioners, computing machines, jogging 
maehines, paper punches, time recorders, collaters, 
water coolers, tally machines, tax charts, shredding 
machines, duplicating and Stencil cutting machines, 
tape dispensing machines, marking pens, payroll com- 
puters, check endorsers, office furniture, coffee vend- 
ing machines and a bilge pump. 

For a smoothly-operated show and skillful promo- 
tion that brought in a record crowd of interested 
visitors credit goes to Rudolph Lang, managing di- 
rector, Office Executives Association of New York, Inc., 
and his committee. To the manufacturers who by 
their participation made the show a success, the in- 
dustry is grateful. To the official photographer, 
Spencer-Dunbar Studio, we express our thanks for 
supplying the booth pictures reproduced with this re- 
port. 


Exhibits Are Described 
Following is a description of the exhibits: 


Abbeon Supply Co., New York, N. Y.—< exhibit was the firm's line 
nidifier Jehumidifiers, magnesium ladders and de s, plus the 
h-O-Lens electric m agnifying glasses snd Hygrodials, humidity indicator 
Acme Visible pander Inc., Crozet, Va.—Products shown at th booth 
Jed visible card abinets and stands, Acme visible photo panel for ec 
nical reproduction of price lists and directories, Acme Visible tray type 
binets ard t k units, Flexoline reference equipment and vertical-visible 
Jevices Ir harge f the displ lay were W. M. St. Johr vice-pre Jent and 
yeneral sales manager and W. G. Cassady, sale romot 
Addo Machine Co., Inc., New York 19, N. Y, Exhibited were the new 
Addo-X adding machines in both hand and ele models, with and without 
Jit balance spacity 8/8 to 10/1 A electric machine are now 
-quipped with the new Step-O-Matic feature Shown also were the hand 
perated lever set calculator—the Multo plus Roneo sten Jur ators, both 
nd and electr models. The Roneo-Tr process der trated ster 
ting—making if f£ sibie To reproduce tinuous fone pnhotograpr witt 
egular ster Jur stor. In attendance we yeorge Agre Miss Sylvia 
Nien N. > Arnhein Dr. Ric chard Lant. inventor f the R e electr 
> and E. T. Ha f Roneo, Ltd Londor 3 
Acecenoqrap®- Multigraph Corp., Cleveland, Ohio Products shown a 
t th were the Addressograph Imprinter Mode 0, Il-4 and 12-20; the Ad 
ire palit oA Class 900; the Addressograph Class 700; Addressograph Mode 
950; Speedaumat Model 2605: Multigrap ; th Mod 25 
ynd the Addressograph duplicator mult Mode! 8 H. C. Avery. from the 
New York office attended the boot! 


J. E. Albright & Co., New York 3, N. Y.—Featured at this booth were the 
Totalia—l0 key electric adding-listing machines, and the Numeria—portable 


| keyboard calculator for manual operat A ff, vice-pre 
jent, was in charge. with Martin J. Arsen seger and Mary Kenny 
issisting 
Allen Communications, Inc., New York, N. Y.—Flexif 
n systems, DuKane tape recorders and voice paging 3 Te C 
vate telept e syster were on exhibit here The t +} was under the 
sion of Allen Jacobs, Seymour Knauer, Herb Jaffe, Fred Lapham and 
Esther Strauss. 
American Automatic Typewriter Co., Chicago 22, Ill.—On display were sev 
ral models from the firm, featuring the new py-typist, the automatic 
pying typewrit cluded also in the exhibit were the model 5060 Aut 
30 paragraph selector, mode! 30-54: the letter selector, mode 
10-54: the standard Auto-typist, model 502 snd the new smal! space saver 
Auto-typist, model 5100. In attendance wer tto Schulz, president, fron 
mair ttice Chicago; William M. Schu vice-president harge of 
he New York branch, and John L. Richards f the New York office. 
American Dictating Machine Co., Inc., New ' York 16, N. Y.—Peter Poggi and 
es P. Mar were in charge of this display Rex-Re er dictating 
nes. The put was invited to test and learn the perat t tr new 
Revolutionary Magnetic dictating machine en trations were nducted 
by varic Jistribut 
American Photocopy Equipment Co., Chicago, Ili.—Featured at this booth 
were Autostat photocopying mac nes fully automat é tr equipment 
aking it possible to copy from any original in any r. National sales 
nanager Lloyd A. Briggs was in charge. The exhibit was i by J. B 
Magruder, reg 3! sales manager, assisted by the entire staff of regior 
es manager 
H. C. Anderson Mimeograph Corp., New York, N. Y. é trat 
A. B. Dick models of mimeograph machines jiven, wh » line of sur 
plies for A. B. Dick offset and spirit duplicating machines wa n display 
Als exhibited at th booth were products f Mim-E e te File # tad 
pany, the Staplex Co., and Thomas Mechanica stor f Harry C 
Anderson, president, was in charge of the exhibit 
The Audograph Sales Co., New York, N. Y.—Displayed were the Gray 
Audograph, Gray PhonAudograph and modified Gray Ph Audograph. In 
harge was Charlies H. Donahue, Jr., sales promotion manage 
Bankers Box Co., Chicago 5, IIl.—Shown at this booth were Liberty record 
storage boxes, Staxonstee! transfer files, berty storage binders, Liberty 
opyholders and Liberty string binders 
Bates Manufacturing Co., New York, N. Y.—On display was a ful! line of 
Bates products, including numbering machines, staplers, eyeleters, list finders 
stamp pads, punches, perforators and various supplies f these devices. 
Stanley M. Babson was in charge assisted by Messrs. Smolin, Strong, Cooley, 


Grehm, Williams, O'Neill and other company personnel. 
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Billen Engineering & Sales Co., New York, N. Y.—All types of air condi 
ts w show slong with General Electric floor model and Fed 
ers Ww " . sir conditioners. Leonard Kaufman and William 
Eisenberg were srae 
The Bircher Co 


hand and powe 


nc., New York, N. Y.—On display wes @ complete line of 
ven Lightning letter openers and Lightning letter sealers. 
herge of the booths. 

Bro-Dart Industries, Newark 5, N. J.—On exhibit wes the Target Punch Re- 


W. Manz was 


forcer for g } extra strength to loose-leaf forms and other paper sheets 
with punched } s. Also on display was the Quiet-Grip office machine pad 
5 k wa sroe 


Charlies Bruning Co., Inc., Teterboro, N. J.—Demonstrations showing a wide 

ty of f 7 flex Model 6, Model !4 and larger Model 93 were 

pies any size office form from large accounting 

f attendance were: Allan Ha 

sck Gilmour, branch manager; Ken Brown, John 
tc 


Harry Gilmour, Pau! Gibson, Howard Havekost 

K Hawkins, Larry Lind, F. E. MacVaugh, Pierce Miller 

NV at esmen: Danny Moich and Glenn Wholey, business 
rk f regional office copy 


Business Archive 


Center Div., Leahy & Company, New York, N. Y.—Fee 


ecords management and counsel, with Emmett 


M k n charge 
Business Efficiency Aids, Skokie, I1l—On display was Magne-Dex, "the card 
st walk zes, plus the new machine-bookkeeping and ledger 
Atte th were: Kenneth Creamer, George Johnson, Olaf 
A Monahan, R. Calvin E tt, Ernest A. Dahl, Jr., Ernest 
stenson from Newark 
New York, N. Y.—The products on display were the 
Jevice and the Accu-Rite bookkeeping and a 
for both. In charge was Samuel Heller. 
Harrison, N. J.—The Model 1!4! Calculagraph is ar 
which automatically prints time, date started an 
siso deducts non-working periods and stamre 
Emery Angevine, advertising manager, was 
by W am C. M Jie, Jr.. Albert Hausner ar 


Business Systems rp 


Calculagraph 


ce alcu-Tax Corrs New York 18, N.Y On display was the Calcu-Tax chart 
t west a wabie with? ing tax deduction under the 
Taxymeter for mputing payro taxes for other 


12 


} * the t th was Miss Miki Weingart 
New York, N. ¥Y.—Displayed here were office partit 
na. Members of the firm were in attendance 
Cel-U-Dex Corp., Brooklyn |, N. Y 
t ¢ jex tabs, ring book index sets, post binde 
transparent protect transparent envelope 
ze plastic sheets, Div-!-Dex filing units, plus the 
wn were two new items, the Hide-A-File f 
it ation in book forr giving pertinent fact 
nd operating files. Louis Mesam was in charge 


On exhibit were the firm's line of trans 


Chart-Pak tamford, Conn.—The products included at this exhit 
ttsman-drawn tapes, rectangies, templates and 
srds for the preparation of organization ar 
urve line charts, pictographs and office and 
h, general sales manager, was in charge of the 
H Frohbach, president and D. Pardee as 
The Cincinnat Recorder Co., New York, N. ¥.—Products on display 
the Mode! 800 and the Model 500, plus a 


the booth were James J. Ridless ar 
Coffee Vending Service, inc., New York, N.Y exhibit gave visit 
Hee and inspect the Kwik Kafe fee vending 


Collister Corr New York, N. Y.—Featured at this exhibit was the Rite-L 


arrow adding machine tapes or wide 
we 3s stangara shorthand note DookSs and 
guide, which expands to accommodate 
A available for use on the pyholder 
i harae of the exhibit 
nnecticut e & Electric Corp., Meriden, Conn.—On display were 
tw ; five stat os nter fice +e ephone ysten 
» new a nplete line of inter 

pease C New York 17, N. Y.—On display at this booth were the f 
nikop, Duokop and the Develop-hand and 

were a wn with Agfa Copyrar 

es ngle-sided, double sided, airma 

‘ B\/> x nches, 8!/2 x 14 inches, I! x 17 inche 

was the Agfa pyrapid developer. W 

py-Craft = New York N.Y we +h * +h firm exhit 
xe re ent the direct n of be 

A+ + t th were the Geha an 
w A M b anager of the duplicator 
ma ndust New York. N.Y jisplay was the Cormac, the 
t Juce f 7 secona Harry K ef 
The Cortina A my, New York, N. ¥Y.—The jinators of the phonograph 
e sge text t ks and phonograph record 
attendance were Miss G. H. Seifert, Miss 
pagne, Mrs Munchez, Robert Livesy and 
Ralph C. Coxhead Corp Demonstrated was the entire 


Newark 5, N. J 
machines. The exhibit featured the redesgined 
y Typer, Stencil Writer, and served to introduce 


OFFICE APPLIANCES, December, 1953 





Last to Leave .. . Francois Vilarem, Paris, 
France, manager of La Spirotechnique, makers 
of under-water fishing equipment) was the last 
visitor to leave the final show at the Palace. 


to New York the completely new Coxhead-Liner for producing heading type 
Harry Cane, New York manager, was in charge of the booth. 

Cummins-Chicago Corp., Chicago 40, Iil.—This firm showed a complete 
ine of multiple marking perforating machines for high speed positive cancel 
ation, validation, coding and numbering in business, industry and banking 
ncluded were the 300 series portable electric, 900 series hand-operated perfo 
rators, mode! 250 electric check endorser and/or signer, and mode! 272 high 
speed automatic electric check endorsers, rated at 25,000 items per hour. |r 
sttendance were R. C. Scupholm and the New York sales force 

Denominator Co., Inc., New York 7, N. ¥Y.—On displey were group count 
ng tabulators, manual payroll denominators and hand tally denominators 
R. C. Morse was in charge. 

Dictaphone Corp., New York 17, N. Y.—On display wes the Time-Master 
jictating and transcribing equipment with plast Dictabelt record, along 
with the Dictaphone Telecord system for dictation by phone. The New York 
jistrict manager, Caro] Lyttle, was in charge 

Diebold, Inc., Canton 2, Ohio—Exhibited here was the ne of 
Flofilm equipment including the new portable camera and reader. In addi- 
tion, the rectilinear elevator file, Cardineer rotary file, V-Dex and Tra-Dex 
vertical visible filing system and protection equipment was shown. W. | 
Thompson, New York branch manager, was in chara 
booth were D. A. Maggin, chairman of the board; W. K. Wilson, vice-presi- 
Jent and system sales manager and Morton Rayr 1, assistant branch mana 
ger of New York. 

Ditto, Inc., Chicago 12, Ill.—The latest style Ditto duplicators were dis 
played here, showing the complete line of gelatine and driect process dupli 
ating machines. The new DI! low-priced automatic electric machine was 
featured and received much attention. Order billing, production, purchasing 
snd payroll systems were demonstrated. Frank Gregor was in charge, with 
the New York office personne! and eastern region managers and salesmen in 
sttendance, 

Dudiey Office Equipment Co., New York, N. Y.—Shown was equipment of 
Security Steel Equipment Company, Copy-Plus, Ir industrial Lamp Corp., 
Royal Metal Mfg. Co., Taylor Chair Co. and Home-O-Nize C William L 
Dudley, president, was in charge of the exhibit 

Dun & Bradstreet, Inc., New York, N. Y.—D & Bradstreet services were 
featured at this booth, with R. S. Thompsor f the New York sales depart- 
nent, in charge. 

Duplomat Co. of America, 2 Stone St., New York 4, N. ¥Y.—Shown was the 
Juplomat-Ultra, all-electric automat phot »pying machine that prints and 
Jevelops dry photo copies in seconds, along with ther dry photocopy units 
f the machine, including the Duplomat-Junior and portable photo-printer 

de Alfred Oppenheimer was 

Eastman Kodak Co., Rochester 4, N. Y.—Displayed was the firm's new office 

py machines the Kodak Verifas Printer, which will produce three copies of 
any typed, written, or drawn 8, x Il-inch document in less than a minute 
snd at a cost of less than $.04 per copy 

Thomas A. Edison, Inc., West Orange, N. J.—On exhibit at this booth was 
» complete line of dictating instruments featuring the new portable Edison 

a phone dictating network. Among 
those in charge were Donald Hamilton, Jr., Robert R. Sieger, Robert Abbot? 
ind James Downey 

Elliott Addressing Machine Co., Cambridge, Mass.—About |5 different 

Jels of addressing machines, from smal! hand models to arge, fast heavy 
sty machines were on view Robert De Pace, manager, was in charge 
Ericsson Telephone Sales Corp., New York, N. Y.—Visitors here were invited 
use a sample installation of the Ericsson automatic interior telephone sys 

for inter-office phone communications independent of the outside public 


complete 


‘ while present at the 


harae of the booth 


V ewriter and the Televoice system 


ter 


elepnone service 

Evans Specialty Co., Inc., Richmond 20, Va.—Showr 
ng racks, finger-tip desk file and Calca-Dial. L. W 
the booth 

Executone, Inc., New York 17, N. Y.—Executone intercom and voice-paging 
systems were on exhibit with display and demonstrations of time-saving inter 
ommunicafing systems features. Devices shown included the Hold-Annunci 
stor remote reply plus privacy protection. Visitors also learned how Execu- 
tone systems were planned for individual needs. H. Federbush was in charge 
of the booth. 

Facit, Inc., New York, N. Y.—Demonstrated was the new Halda Ster manual 
typewriter made of steel and magnesium, which featured the easy moving 


were the Evans gather 
Evans was in charge of 


(Turn to page 210, please) 
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Duplicator and Paper 


Minnesota Mining & Mfg. Co., 
900 Faquier St., St. Paul 6, Minn 


New from this firm comes the Thermo 
Fax duplicating paper, duplicator model 
No. 12-C and a new stiff backing that 
facilitates filing Thermo-Fax copy pages 
The high-contrast duplicating paper 
was designed for fine work such as re- 
quired by clippings, invoices and indus 
trial tool drawings. Operating in nor 
mal office light on standard electric 
current, the illustrated Model No. 12-C 
is about one-third the size of a desk 
Duplication is produced by a controlled 
infra-red beam, penetrating the heat 
sensitive paper to the original. The 
black type face converts the rays to 
heat, which in turn reproduces the 
original. 
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Automatic Printing Calculator 


Remington Rand Inc 
315 Fourth Ave., New York 10, N.Y. 


Desgined to handle every phase of business arith- 
metic, whether the complete routine of a small enter- 
prise or the specialized uses of a large organization, 
Model No. 99 demonstrates high versatility. Newly- 
engineered features include the Simpla-Tape, auto- 
matic clearance, constant multiplication and total con 
trol. Simpla-Tape, said to provide positive proof of 
figurework accuracy, shows only the essential figures 
of each problem. Automatic clearance is done at the 
end of each problem, and the total or asterisk on the 
tape also indicates that the machine is ready for the 
next problem. Constant multiplication is possible de- 
spite the fact that the machine clears itself automat- 
ically, and can retain a multiplicand indefinitely if 
desired. When the grand total only of a series of 
computations is desired, such as those to determine 
the net pay of an employee working at piecework 
rates, a flick of the total control lever holds the in- 
dividual totals of each hours until final listing 
Weighing 39 pounds, the Model 99 is cushion pow- 
ered, with all working parts fastened to an aluminum 
frame which, in turn, is attached by coil springs to 
rubber-footed corner posts 





Convertible Chairs 
The B. L. Marble Chair Company, 
Bedford, Ohio 


Possessing completely interchangeable seats and backs, 
whether all-wood or upholstered, chairs in the new Con 
vertible line are modernly designed. By having a small 
stock of chair frames and a variety of seats and backs, 
the dealer may provide an unlimited amount of styles 
and color combinations right on his own floor, thus 
quickly supplying a customer with a chair of his own 
choice. This is the first step taken by the company in 
a long program of.this type of manufacture, with the 
dealer inventory in mind, states company sales execu- 
tive C. B. Cosgrove. Chairs are available in walnut 


oak, maple and Marblcote, with upholstered pieces 
covered in Naugahyde, medium buff and top grain 
leathers. Any combination of the above can be done 
simply, due to the versatility and flexibility of the line 
says Mr. Cosgrove 





Safeguard Checksigner 
Safeguard Corporation 
Lansdale, Pa. 


A new member of the line of check 
handling machines is the Safeguard 
Checksigner designed to provide a con 
venient, speedy way to sign checks 
mechanically while also providing mod 
ern safety features. The new device 
can be adjusted to any size check and 
will accommodate single or double signa 
tures in one operation, or two signatures 
in successive operations according to 


Reception Desk 
Royal Metal Manufacturing Company 
175 N. Michigan Ave 1] 


Chic go ] i 


Designed to complement the reception 
ist, this metal desk of bonderized 
heavy-gauge steel may be finished in 
a choice of solid or two tone Plastelle 
enamels. A pedestal-type support is sit 





uated on one end to allow for ample 
leg room while the other side features 
handy storage space provided by two 
deep drawers. The top may be either 
one-piece all metal or self-banded For 
mica, both very durable. A full-width 
top drawer is provided, also 


the special requirements of the user 
These Checksigners are available within 

three weeks from the date of receipt 

of order and specimen signature. Ad 
ditional information can be secured 
from Signer Department at the above 
address. 
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New Penit Packaging 


Sanford Ink Company, 
Bellwood, III. 


The firm's Penit ink is now being 
distributed in one-fifth gallon 
bottle, with fluted sides for easier 
handling and spout caps for con- 
venient pouring. The new bottle 
is shown at the right, with the 
folding carton at left. Officials of 
the firm decided to package the 
ink in this size because it is easier 
for women to hold 








Sectional Bookcases 


Nucraft Furniture Company, 
1615 Eastern Ave., S.E., Grand Rapids 7, Mich. 


The new sectional bookcase line, introduced at the recent 
NSOEA show, is designed to give the dealer a series of 
modern sectional units suitable for executive office use. 
Planned to fit in with the majority of modern desks now 
on the market, the new line features four base units and 
two top units from which to choose. Improvements in con- 
struction include glued dowel joints for all frame members, 
glued and screwed assembly of frames and end panels and 
framed-in back and bottom panels. Sliding plate glass or 
wood doors, that ride on bakelite insert strips set into 
tracks, are available for the 10-, 12- and 14-inch sections 
which have a clearance back of the doors of 11% inches. 
Open sections also are available. Furnished in genuine 
walnut or rift sawn white oak, the cases can be had in 
five standard finishes or can be ordered to match other 
desk colors at a slight extra cost. All exterior faces are 
selected walnut or oak veneers. Interiors are finished in 
standard walnut or oak colors but special enameled colors 
also can be ordered. A special lock may be had at extra 
cost. 





File Vault 


Cole Steel Equipment Company, 
285 Madison Ave., New York 17, N. Y 


This No. 992 safety cabinet contains two 
regulation letter-size, ball-bearing file draw 
ers, two double drawers for 3 x 5 or 4 x 6- 
inch cards or storage of leases, contracts 
or cancelled checks, plus a secret vault 
protected by a four-inch combination dial 
lock hidden from view by outer doors. The 
file also provides three adjustable compart 
ments for books and a large shelf 30 inches 
wide and 17 inches deep for supplies. The 
overall size is 60 inches high, 31'2 inches 
wide and 18 inches deep. Olive green or 
Cole baked enamel finishes are available 
The model No. 1092 is the same as the 
illustrated No. 992 except for legal size 
drawers. Both cabinets are available in a 
grained walnut, mahogany or knotty pine 
finish at additional cost. 
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Executive Desk and Chair 
Art Metal Construction Company, 


Jamestown, N. Y. 


Mlustrated is the 


largest desk of the New Century line, style 


18078FB-40. This executive piece features an overhang of seven 
inches at each end and 10 inches in the back. The line is com. 
plete with 53 models, all of which can be equipped with inter- 
changeable drawer fittings to adjust to different office conditions 
Other features include adjustable footings and Art Metal side 
arm roller suspensions. The executive posture chair, shown in 
front of the desk, is style 725, equipped with a full-molded foam 
rubber back and seat 3'2 inches thick. The chair is also pro. 
vided with the tilt-action seat and adjustable back on ball. 
bearing suspension 





Rol-Rex Pen 


B-B Pen Company, 
6245 Santa Monica Blvd., Hollywood 38, Calif 


Called the Rol-Rex, this new pen will retail 
for $1.69. Launched with an extensive advertising 


campaign, 


the writing device features an en- 


graved cap and metal sleeve retractor button, 
topped with B-B’s Red Head ruby crown. Pens 
are available in shades of white, blue, magenta 
green or black. 








Victoria Stencil Duplicator 


Du Prints, Inc., 
1225 S. Main St., Los Angeles 15, Calif 


The indestructible stencil] makes longer runs 
is the claim made for this Victoria dud! 
cylinder stencil duplicator. Other feature 
emphasized are easy color changes and the 
use of paste tube ink to eliminate slipsheetin« 
and reduce service problems. Victoria sup 
plies available include indestructible ste 
cils, paste tube ink, mimeo copy paper, col 
rection fluid, stencil file cabinets, letterin 
guides and styli 
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~ What's NEW in office typewriters ? 
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» it’s the ALL-NEW 


Smith-Corona 
: Cighty - Cight" secretariat 


Smith-Corona Ine Syracuse 1 N Y, Canadian factory & offices, Toronto, Ontario. Makers also of famous 
Smith-Corona Portable Typewriters, Adding Machines, Cash Registers, Vivid Duplicators, Carbons & Ribbons. 
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Cavalier List Finder 


The Bates Manufacturing Company, 
30 Vesey St., New York 7, N. Y 


This new list finder features a tooled 
leather top panel, ideal for imprint 
business. Other features of the new 
desk aid include: king size cards, said 
to give more capacity for names and 
numbers; a richly colored base and an 
adjustment to permit the Cavalier to lie 


Fashion-Aire Line flat for easy writing. Cards may be 


Western Manufacturing Company removed from the list. 
532-544 N. Highland Ave., Aurora, Ill. 


This new line of steel desks and tables is designed 
to accommodate many office requirements and to fit in 
with various decors, because equipment is available 
in decorator colors. There are six different models 
in the line: the double pedestal executive, the double 
pedestal secretarial, single interviewer, single ped 
estal clerical, executive table and clerical table 
Illustrated is the Fashion-Aire secretarial, style No. 
3061. Besides the usual features of reinforced con- 
struction, molded top,—front and rear, with extra 
heavy desk top linoleum and rounded corners on 
pedestals and end panels, this model is equipped 
with elevator style typewriter attachment allowing 
the machine to be placed for use or stored with mini 
mum effort. The attachment may be ordered in either 
pedestal at no additional cost 














Build-Up Desk Tray 
Sengbusch Self-Closing Inkstand Company, 
2222 W. Clybourn St., Milwaukee 3, Wis. 


Constructed of heavy gauge steel, these 
horizontal desk trays are precision made 
designed and engineered for exacting in- 
terlocking. A single tray may be used, or 
groups of two, three or more may serve 
as a unit. Bottom flanges of one tray are 
uniquely interlocked in the elongated slots 
of another tray. Each has an identification 
label holder at both ends and rubber feet 
to prevent sliding and marring of the desk 





BluePrint Cabinet 


Dolin Metal Products, Inc., 
315 Lexington Ave., Brooklyn, N. Y 





This five-drawer blueprint cabinet, style 
No. 1535, is constructed of heavy-gauge 
electrically welded furniture steel. Each 
jrawer measures 37'2 inches wide 
2534 inches deep and 2'%4 inches high 





on the inside, and provides six ball Mi 
bearing rollers for smooth drawer ac 
tion. Each five-drawer section is a com € 
plete unit and each unit is designed 
with a secure interlocking arrangement | 
two files plus a flush base measure 
12 inches, standard counter height. The 
files are available in gray or green 
baked enamel! finish 
tk 
1954 Reservation Books Under Counter Cash Drawer n 
Standard Diary Company, Indiana Cash Drawer Company 
26 Blackstone St., Cambridge 39, Mass Shelbyville, Ind 
Two large-sized volumes in this line, de This quality built under-counter cash drawer 
signed to appeal to prestige hotel and of large capacity can be used as a bank ( 
restaurant locations, allow two full pages drawer or in a department where a consid 
for each day's entries instead of the usual erable amount of change is usually carried Al 
one. Faint pen lines help to increase Called the Model G-1, it is 212 inches long I 


20% inches wide and 6% inches deep. The 
lower section of the drawer has 10 currency 
compartments. The top section, a sliding 
tray, has five coin tills for handling loose 
coins and five compartments for packaged ARTA 
silver. The drawer also provides a _ high- 
grade disc tumbler lock, a warning bell that 
rings each time the drawer is opened and 
a special roller mechanism to give free and 
easy operation. Constructed of white oak, 
the exterior finish is natural lacquer, while 


legibility. The reservation books are avail 
able in black and red cloth with contrast 
ing green edged pages or in full red Rus 
sia cowhide with decorative tooling and 
date in 22 carat gold. Fine white ledger 
paper is used. The book may be ordered 
with the name of hotel, restaurant or club 
stamped in gold on the cover at a small 
extra charge. The day of the week and 
date in month appear at the top of each 
page and pages lie flat for easy entry 





making and reference. Space in back is the interior is finished in shellac and lacquer. 
set aside for memoranda and each month's Screw holes are provided for easy installa- 
cash accounts. Front pages allow for 700 tion. The item is packed in a fibre-board 
names, addresses and telephone numbers carton with shipping weight approximately 
lilustrated is Model No. O64. 39 pounds. 
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NEW CENTURY DESKS 


@ From the smallest office requirement 
to company-wide needs of the nation’s 
largest businesses, the demand for 
office efficiency can best be met with Art Metal 
equipment and systems. Here they are . . . all in 






one place . . . all exhibiting Art Metal's long experience in their 
design, engineering, utility and dependability . . . conveniently yours. 


re 
ONE STOP CON VENIEM CH ... when office efficiency 
Hey heads your shopping list 
a ~4 _ 
-+4— NEW CENTURY DESKS — ‘'Bwi/t for Action, Styled for 
| i Leadership’’— Complete in executive and general 
' 


office styles and sizes, each poe and built to 















a. eliminate waste motion and reduce fatigue. 
in PACESETTER DESKS are handsomely styled and 
engineered to bring top efficiency to every work 
ve station in the general office. 
1re 
ots ALUMINUM OFFICE CHAIRS in executive, clerical 
on and stenographic models including special 
net posture models. Durable construction and 
sk smart appearance join with Correct Seating 
in this newest Art Metal line. 
PACESETIER DESKS 
LETTER AND CAP FILES — superheight 
5-drawer, standard 4-drawer, counter-height 
FILES AND SPEED FILES 3-drawer and desk-height 2-drawer models 
in the Director and Commercial grades. 
CARD RECORD AND GENERAL FILES in all 
heights and sizes, including widesections 
and halfsections, to fit every need. 
MODULAR STEEL EL-UNITS bring a SPEED-FILES — 15% more filing capacity, 
ay OF Ofce Space 33% more filing speed. The new 
pS 2273577 revolutionary Art Metal Speed-File, 
c area | gegen = seven with automatic expansion. Folders lay 
erent work (Ops, Six Cabinet units back in normal filing position 
extet \ ne accessories to fit COUNTER HEIGHT FILES automatically 
rk conditions. Varying 
gements afford privacy BOOKCASES, BOOK UNITS 
COUNTER-HEIGHT FILES Everything for 
he busine titutional counter letter 
and cap f rd index files, cupboards, roller 
shelf ' r posting desks with knee 
etc. Steel or Artolin tops PLANFILES 
PLANFILES An Art Metal exclusive for vertical 
ve! filis tectural and engineering plans 
ms Simplifies fling problems for architect and engineer 
51 
ed A my} to meet every office requirement in 
ng BOOKCAS A} OOK UNITS POSTINDEX VISIBLE 
rhe RECORD SYSTEMS... WABASH FILING 
me SUPPLIES AND SYSTEMS 
ose POSTINDEX VISIBLE RECORDS 


jed «©. ART METAL CONSTRUCTION COMPANY, Jamestown 30, N.Y. 
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hile ge an 

la ie ] ] ie oe Art —_— For 65 years the 
ard > LE7ES Ah : = 

ely symbol of the 


finest in business 
equipment and 
systems 
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Kehinoor Series Desk 


Haeger Desk Company, 
1663 Merchandise Mart, 
Chicago 54, Ill. 


This new desk, done in all walnut 
with walnut interiors, features a 
back panel that is shaped as illus 
trated. The pedestals are full wrap 
around veneers and the modern top 
provides sturdy edges banded with 
Formica. File drawers are on rollers 
for quiet and easy action. The desk 
is available in silver gray or regular 
walnut finishes 





Artists’ Fountain Pen 


Higgins Ink Company, Inc., 
271 Ninth St., Brooklyn 15, N 


This artists’ pen, designed to be used 
with drawing inks, is a safety type pen 
that features interchangeable feeds. 
The retractable nib is kept immersed 
in ink when not in use, and can be 
unscrewed and removed so that extra 
feeds, with different points for lettering 
or sketching, can be attached. The new 
pen is custom-made of hard rubber and 
chrome and maintains close tolerances 
for the separate feeds which fit delicate 
sketching pens. Although designed pri 
marily for artists and draftsmen, it 
would also be useful for persons in the 
legal profession requiring permanent 
signatures. Ordinary ink may be used 
in this new writing instrument retailing 
at $10.00. 








Step-Up Desk File 


O. L. Phillips Company, 
1316 National Ave., Rockford, II] 


Due to a step-up feature, this file is said to 

enable the user to see all file folder tabs at a 

glance. There are four compartments in the 

file, which is 744 inches wide and 912 inches 

long. Each compartment elevates °%4-inch 

from front to back. A hard maple wood base Yi 
with rounded edges is provided on the file 

bottom. A steel gray spray-painted finish \ 
gives a smooth metallic effect. Packed two 

to the shipping carton, each file weighs one - 
pound, 








































Weekly Tax Deduction Charts 1954 Nation Wide Office-Aide Tax Chart 
The Colonial Company, 
2416 65th St., Brooklyn 4, N. Y. Wage |_S2¢i2!_ Security WITHHOLDING EXEMPTIONS mee 
e valor oo tate 
This new 1954 chart, acetate covered, features all 00-.24125-.741.75-99 re) 1 2 3 4-More | Dis 
statutory payroll tax deductions on a single line of $01.00101]02 00 00 00 00 0 loo 
reference for each dollar range of wages from Ic to 1102103104 1° 00 00 00 loi 
$200. Each dollar is subdivided to show the correct 2104105] 0° 36 fe) 00 00 loi 
amount of tax in the appropriate range of cents. 31061071028 54 eh 00 00 lo2 
Weekly charts are also available with New Jersey 4408/09/10 ot A> 8) 00 00 loe2 
and Philadelphia deductions. Also available are bi- 5}aiolaila> 30 a 00 00 oa tas 
weekly, semi-monthly and monthly charts, all pub 6)12113%1 141108 90 a 00 90 103 
. , d , 1 U VL VL UU Wo 
lished in book form and having all figures on one 711411511611 26 00 00 00 00 loa 
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Clothesmaster 


Supreme Steel Products, Inc 
52-85 74th St., Maspeth, L. I., N. Y 


Included in the new line of locker-wardrobe units 
is the office Clothesmaster, specially designed 
to provide individualized clothes storage facilities 
without the usual locker appearance. Made to 
harmonize with office furnishings, it has smooth 
flush lines and polished chrome automotice-type 
door handles with built-in, grooved key locks 
The four styles, two with legs, range from 60 to 
78 inches in height, and 15 to 18 inches in depth 
All styles are 12 inches wide. The factory 





Atlas Pencil Sharpener 


Apsco Products, Inc., 
336 N. Foothill Rd., Beverly Hills, Calif 


This durable all-steel pencil sharpener wa 





Clothesmaster is similar to the office unit except 
for louvred doors and a sturdy cast handle with 
padlock attachment. All locker-wardrobes feature 
welded three-door and frame unit assembly, re- 
inforced doors in channel formations, full length 
welded reinforcing pans, center-point locking, 
three clothing hooks and a baked-on enamel finish 
in green or gray. A catalog and price list is 
available from the company. 
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designed primarily for school and comme! 
cial users who require a low-cost sharp 
ener designed to withstand constant an 
rugged usage. New features embodied @ 
the model include: an all-steel frame 
welded to a solid steel base, a replace 
able ring gear and bearing and a heavy 
duty cutter head and cutter designed fa 
easy installation of new parts. Finishe 
in gray hammerloid with chrome trim, th 
sharpener may be mounted on wall, wit 
dow sill, desk, shelves or other suitabl 
places. 
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combines all 10 
in ¥ wonderful desk 








_ o a ~ 1. New Duratop 6. Modular Design 

he \ ¢ a Kw — - 
«i ) 2. Electronic “Weld 7. Space-Saving 

we VY Construction Efficiency 

: P 3. Densified Posts 8. Glide-Easy Drawers | 


4. Beauty, Comfort | 
(not v slippery 9. Adjustable Height | 


5. Duo-Tone Colors 10. Light Weight 
...all at a never-before price! 


Made 

for salesmen 
who 

long to 


‘ 












make buyers bug-eyed! 


‘‘Now we've got something to SELL,”’ salesmen of selected 


Futuronic Office Furniture dealers tell us. (And, they’re proving 











r wo t with volume orders.) Buyers, usually poker-faced at the 

nme! 

- sameness of competitive bids, come alive when they hear about 

veal Futuronic—'bug-eyed,”” as one salesman put it. The answer by 

ane: ar — , MORVAL CORPORATION 
ae < th 

nt: is that Futuronic gives a salesman a combination of selling HERKIMER, NEW YORK 
+. advantages never before available—all at a low competitive price write for Literature and Facts 

Ren : 1 We; on Dealer Plan 

itabl geared for volume sales! Write for the literature—and see. 
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There ig never a 
THE GUSSCO "FILING 





La 





All year round, The GUSSCO “Filing and Finding” « 
Line keeps the cash register ringing, not just for a 

couple of short months of the year but every day. 

These are the ‘work horse’ items which are needed < 
everywhere records are made and kept. These are 

the items which keep your sales volume steady day 

in and day out. 


True, there are times when users are more conscious 
of their needs but that depends on you and your hard- 
hitting salesforce. Everybody who comes into your 
store and every concern your salesmen call on can 





use some items in The GUSSCO Line all the time. Th 
Sure, your salesforce must remind your customers of ~s 
their needs and if they do, your sales will keep on = 
soaring. Why not put The GUSSCO Line to work ” 


for you—now ? 





FILING 
SUPPLIES 


All the items in the GUSSCO Com- 
plete Line of filing supplies are needed 
by business—big or small—all the 
time. From the stock items you can 


fill all your customers’ ordinary re- THANSFILE _ — 

quirements. It is good, sound mer- FIBRE BOARU STOHAGE FILES 
chandise—made right and priced Nobody has found a way to beat TRANSFILE files for 
eee ee Compare economy and ease of operation in housing semi-active 


favorably with the best and better ; . . 
: and inactive records—and keeping them accessible at all 


than most. And when you encounter / : 
specials, try our service. Our speedy times. Made of high test fibre board, they are reinforced 


delivery will please both you and so that all the weight of the drawers and contents is 
your customers. W: te us today. supported on steel. Drawer movement is surprisingly 
easy. Stack the units as high and wide as desired. They 
make a solid, staunch battery good for years of service. 





3 STYLES 
13 SIZES 









GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK 13, N. Y. 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. 
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They hang! This cut-away 


illustration shows clearly 
how Guide-O-! ers hang 
n the steel Guide-O-frames 
na file drawer. The Guide- 
O-frames are adjustable for 
a snug fit in any standard 
f ' , 


ile drawer awing or 





— 
vs 





dull season with 
AND FINDING’ LINE! 





“23 
Qa | 


THE 
HANGING FILE 
WITH 
ADJUSTABLE 
METAL TABS 


GUIDE-O-FILE 
WITH SLID-O-MATIC 
DISAPPEARING TOP 


A personal file, desk high, 
where information may be 
kept instantly available 
The Slid-O-Matic top com- 
pletely disappears at a 
slight push of the finger. 
It slides back into place 
with equal ease. Gray or 
green finish, Sturdy all steel 
construction. Mounted on 
rollers, the Guite-O-file 
can be moved about as re- 
quired. 


The Guide-O-file is equip- 
ped with 25 Guide-O-fold- 
ers complete with adjust- 
able metal tabs and an as- 
sortment of inserts for tab 
headings. Guide-O-file is 
also available without the 
stand. 


Pat. Pending 


Guid O.foltr 


Guide-O-folders eliminate all the vexations 
of old style filing because they hang. They 
glide back and forth on the steel Guide-O- 
frames, responding to the slight pressure of 
the finger tips. When one folder is too full, 
just add another, for the adjustable metal tabs 
are used in all filing positions. 


Guide-O-folders can be used in every filing 
system without additional expenditure for 
housing. They will increase the speed and 
accuracy of every filing system. 


Make sure your salesmen are using the kit 
—a handy demonstration kit to help demon- 
strate and sell Guide-O-folders all the time. 


GUIDE-0-TRAY 
STEEL DESK DRAWER UNIT 


Made to fit the lower deep 
drawer of all standard 
desks. Using this unit, the 
desk worker always has 
important and vital data 
at the finger tips—always 
in an upright position. In- 
stantly available and in- 
stantly replaced. The unit 
consists of a metal tray and 
25 Guide-O-folders com- 
plete with adjustable metal 
tabs and an assortment of 
inserts for tab headings. 





GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET 
WEST COAST REPS. — 


GUSSCO SALES INC., 
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NEW Continued 


New Staple Size 


Arrow Fastener Company, Inc., 
1 Junius St., Brooklyn 12, N. Y. 


Made for industrial tacking jobs requiring a 
shorter leg length, the new '%-inch leg length 
staple has been added to the Arrow T-50 gun 
tacker staple sizes. Like the larger sizes, the new 
length is wedge-pointed and constructed of .050 
carbon steel wire. Among the uses for the staple 
are upholstering, wire fencing, ceiling tile, insula- 
tion, building paper, batt wool, foil, canvas, 
roofing felt, underdecking, shingles, siding and 
cornerite. 








Combination Protective Unit 


Mosler Safe Company, 
Hamilton, Ohio 


For the protection of large sums of cash, 
an armored-steel burglary-resistive 
money chest is built into the upper por- 
tion of a steel-clad reinforced concrete 
block. A fire-resistant record container 
for important records and ledger books 
is built in the lower portion of the block. 
According to the manufacturers, the 
new unit it too heavy for burglars to 
cart away. Both the money chest and 
record container feature their own in- 
dividually operated Counter-Spy com- 
bination lock. The money chest is 
additionally equipped with an Under- 
writers’ Laboratories tool resisting label 
as well as the approved relocking 
device label 





Legal Stand 


Sherman-Manson Division, 
Celina Road, St. Mary's, Ohio 





The Sherman-Manson legal stand is de 
signed primarily for use in accounting 
and law offices but has other applica- 
tions. Mounted on large rubber casters, 
two of which are brake type, the stand 
has a top which may be adjusted in 
height from approximately 28 to 38 
inches. The top itself will tilt 90 degrees 
from horizontal in either direction and 
has 18 x 36-inch dimensions, made of 
genuine walnut, mahogany or oak finish 





in five-ply built-up wood panel. This 
wood panel is banded at both ends to 
prevent any tendency toward warping 
as well as to increase the rigidity. I) 
lustrated are two applications of the 
stand, one in conjunction with Prentiss 
Hall tax record system. In this con 
nection, perhaps six different volumes 
will come into use. Therefore, the con 
venience of the stand, as well as the 
time saved, is readily apparent, state 
the manufacturers. 


Smokers’ Ensemble 


Duk-it Products, 
Buffalo 10, N. Y. 


This smokers’ ensemble is finished in 
ebony and polished jewelers’ gold and 
includes the Carousel ash tray, ciga- 
rette server and serving tray. Packaged 
in a transparent “show-case” gift box, 
the No. 16E3T is priced at $5.00 a set. 
Additional ebony and gold sets are 
priced from $2.00 to $16.00. 





Adding Machine 


National Cash Register Company, 
Dayton 9, Ohio 1 


This new machine will add and subtract fractions 
without requiring the operator to convert the fractions 
to decimals, as it accumulates fractions and auto- { 
matically converts them into whole numbers or whole 
numbers and fractions. Adding machines with 1/4th, 
1/8th, 1/12th, 1/16th, 1/20th, 1/24th, 1/32nd, 1/60th 
and 1/64th fractions keys are available in both hand 
and electric models. Yards, feet, inches, tons, pounds, 
ounces, gallons, quarts, drams, hours, minutes, bush- 


els, pecks and grains also can be figured on this 
type of machine. Other features of the machine are: ; 
subtractions printed in red, dollars and cents numer- ‘ 





ical punctuation and a capacity of 999,999.99. 
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has rolled up 96 years 
of typing. Stock model ran at 
100 words per minute! 


See November 16 LIFE Magazine for complete 











details. Prepare for Christmas business! Use your 
point of sale material. Cash in on the best new 





idea in portable selling in a generation. 
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Desk Reminder 


Country Cousins Company, 
Eau Claire, Wis. 


This versatile holder, called 
Black Beauty, is a handy resting 
place for notes, pens, watches 
and messages. The No. 101 style 
is constructed of black metal and 
stands nine inches high. Individu 
ally packaged in a gift box, and 
packed one dozen to the ship 
ping carton, it retails for $1.00. 





Jetliner 
Rex-Rotary Distributing Corp., 
19 W. 31st St., New York 1, N.Y. 


The new Jetliner is a double-sized duplicator 
featuring an exchangeable, completely metered 
inking system which allows easy exchange of 
colors. Since the machine re-inks itself automat- 
ically, 10 different colors can be run with this 
system. An unusual feature is the warning sys- 
tems alerting the operator for ink cartridge re- 
placement, which may be done when the machine 
is operating. The Rex-Rotary principle of twin 
cylinders with silk screen stencil carriers allows 
color fill-ins of two- three- or four-color reproduc- 
tion. Stencils are said to be very durable. Paper 
in sizes up to 18'2x15 inches may be printed 
and two stacks of paper can be printed simultane- 
ously. All sizes are fed automatically, as are post 
cards. Rex-Rotary is available also in single legal 
size, either hand or electrically operated. 


Magazine Rack 


Halverson Specialty Sales, 
1221 W. Chestnut St., Chicago, II! 


Designed and finished to fit any de 





Holiday Series 
Dixie Chrome Products Division, 
711 E. First St., Irving, Tex. 


After spending a year in market analysis, design research 
and retooling, this firm is out with its Holiday line of square 
tubular steel business and office furniture. The group, com- 
posed of the Capri (illustrated) and Nassau ensembles and 
the Havana and Catalina series of tables and chairs, is 
the work of designer Charles Bundo, co-inventor of the Pull- 


cor, this all-steel magazine rack has 
space for displaying more than 30 
popular size periodicals and news- 
papers. The rack’s dividers and 
pockets are designed with a slight 
backward tilt to protect the maga- 
zines from bending forward and 
over-hanging—thus insuring neat- 
ness and visibility. The 20-P rack 





Hat and Coat Rack 


Waco Products, Inc 
2054 W. Grand Ave., Chicago, Ill. 


This new triple shelf combination 
hat and coat rack, made of one- 
inch chrome tubing, ranges in 
wall length from 18 to 72 inches, 
with looped brackets extending 
15 inches from the wall. Three 
parallel bars on each of the up- 
per brackets provide space for 
hats and packages, with the sin- 
gle bar on the lower loop of 
brackets for coat hangers. The 
model illustrated is for attach- 
ment to walls—floor models are 
available also 


\ cogil 


Look == 





is 36 inches high, 27'2 inches wide 
and 15 inches deep. Each pocket is 
13 inches wide, *4 inches deep, 8 
inches high at the front and 11 in- 
ches in back 


man roomette. The new line features frames finished in a 
newly developed wear-resistant enamel available in seven 
decorator colors, each blending with the covers which are 
done in Duran, Fabrilite or elastic-supported Naugahyde 
An optional satin-steel finish is available for frames. Seats 
and backs are coil-spring-filled and insulated. Loose cushion 
units are reversible and concealed fastenings are used 
throughout. 





Hollywood Studio Divan 


Grand Rapids Leather Furniture Company, Inc., 
201-207 Front Ave., N. W., Grand Rapids 4, Mich. 


Featuring a 100% foam rubber mattress and two foam rub 
ber bolsters, the No. 101 Hollywood studio divan is a gen 
erous 74 inches long. Reversible fabric covers also feature 
a full-length zipper. Divan legs are of '2-inch black satin 
wrought iron. The hardwood frame, in a natural finish, is 
made from 2 x 4-inch stock and provides a no-sag base, 
complete with center iron brace. The covering fabric (rubber 
backed fabric) is of base grade material in five colors 
toast, gold, olive, grey or red, all interwoven with black 
threads. The divan is furnished with or without wrought 
iron back support. 
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are WORKING PRIVACY, comfort and ‘a 1A \ j 
top efficiency, despite space limi- t 1 . 4 
tations, ar daily contributions of { 
steel TECHNIPLAN to office op- ‘ 
erations of all sizes and kinds. 4 & Me / 
INTERCHANGEABLE components pro- NY OW. 
vide custom-fitted job facilities for FREE STANDING 
every kind of office work with un- 
limited fle xibility for rearrangement PARTITIONS 
_ and with | irtitions if desired. FOR PRIVATE OFFICES 

; EXECUTIVE SUITES 
REALIZED are maximum space utl- 

— , on Standard interlocking steel partitions in 
lization, better worker morale, or- : 

2 heights; steel or glass (clear or dec- 
derliness, and highly attractive orative) panels, are anchored to the floor 
appearance to form any desired space enclosure; 

readily rearranged at will. 
NEAR YOU are TECHNIPLAN in- Complete TECHNI- 
stallations you can inspect; ask PLAN catalog sent 
your G/W Dealer, listed in classi- ae on orgs tg 
: a , ease use er- 
fied phi me ™ 0k under Office wr Address 
Equipme nt Dept. 12-OA 
— 
oe 
——s 
Engineering Specialists in 
Office Equipment, Systems 
and Visible Records 
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E-X-P-A-N-D-E-D 
S-A-L-E-S FOR 
TECHNIPLAN DEALERS 


NEW free-standing partitions open 
up greatly increased opportunities for 
Techniplan dealers. 


PRIVATE OFFICES 
EXECUTIVE SUITES 
DEPARTMENTAL SECTIONS 


are provided by Techniplan and 
Free-Standing Partitions — with 
these exclusive features: 


FAST 
INSTALLATION 


COMPLETE 
FLEXIBILITY 


FINE 
APPEARANCE 


CHOICE OF 
UPPER PANELS 
IN STEEL, OR 
IN PLAIN OR 
DECORATIVE 
GLASS 


CHOICE OF ] 
TWO HEIGHTS 


SURPRISINGLY 
LOW IN COST 








The announcement of these Free- 
Standing partitions brought imme- 
diate evidence of widespread interest 
in this new Globe-Wernicke develop- 
ment. This interest exists in YOUR 
market—ready to respond toyour ad- 
vertising and display of the products. 
Soaring Techniplan sales are respond- 
ing to this new stimulus—giving 
active Techniplan dealers new and 
broadened opportunities for profit- 
able sales. 


DON'T NEGLECT THIS GREAT PLUS 
—A POWERFUL COMPETITIVE AD- 
VANTAGE FOR YOU. 







Sincerely, 


Eimer G. Rahe 

Vice-President- 
Sales 

Globe -Wernicke 
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Steel-Pride Industrial Locker e ° 


Steel Service Manufacturing Company, 
Steubenville, Ohio 


This industrial locker features Jet-Lock construction, de 
signed to assure extra rigidity, faster assembly and 
greater pilfer protection. Side door frame and com- 
ponents of the locker are interlocked throughout the 
entire length of each member, by means of tight U-turn 
linkage at the joints. As a result, considerably less 
bolis are required for complete assembly. Other fea- 
tures include: heavy gauge steel construction, a posi- 
tive locking system, louvers designed to assure ventila- 
tion and protection against fire, dirt, grime and van- 
dalism. Available in office gray and forest green, the 
Steel-Pride also comes in a wide range of sizes in single 
and double tier lockers, 16 person units and box lockers 


N E Ww Continued 








Pre-Sensitized Offset Plates 


Azoplate Corporation, 
Summit, N. J. 


This firm is now offering aluminum pre-sensitized offset plates in several styles 
other than straight edge. Previously introduced plates were in a straight edge 
style up to a 25'2 x 36-inch size for Harris presses. Now added are four other 
styles including serrated and punched, straight edge punched, slotted and pin 
bar punched. In the serrated and punched styles, a 10 x 15'%4-inch plate for use . 

on Multilith presses has been added, while in the pin bar punched style the Labeling Tape 
additions include an 8'2 x 12-inch and a 10 x 15-inch plate 








Minnesota Mining & Manufacturing Co., 
900 Fauquier St., St. Paul 6, Minn. 


This pressure-sensitive labeling tape is 
designed especially for use with mag- 
netic recording reels. Called the No. 48 
tape, it provides a continuous roll of 
40 printed labels, each with Reel No. 
Date and Subject printed on it, with 
room for filling in necessary data. The 
new item comes complete with con- 
venient metal dispenser, and may be 
written on with pen, pencil, ball point 
pen or typewriter. The %-inch wide 
tape retails for 25c in 100-inch iengths 
and for $1.25 in lengths of 66 feet. 








Lynn P. Carlson, manufacturers’ representative from 
Cincinnati, was a visitor at this journal’s offices on 
October 9. The purpose of his trip to Chicago was to 
visit with Harrison Steel Cabinet Company, one of 
the companies for whom he sells in NSOEA’s Fifth : a 











District. Among his other lines are Vogel-Peterson PEE PE IEEE a 
Company, Inc., Arnot-Jamestown Corporation, and a Raat eaaie 
Halverson Specialty Sales. Until less than two years none 


ago, Mr. Carlson was selling steel equipment at the DATES rO RS MUS WU 











retail level and was manager of the office furniture 
department of a Cincinnati dealer. He finds he can i — s SP eR x EE. 3 

turn that experience to advantage in supplying re- —_—— Se aeneeenmeaoe 
quirements of dealers in the several states he travels - Secasitdtinant ee 

He is well pleased with the reception accorded him 


























and his wares. March 1-4, Wholesale Stationers Association 38th annua vention and 
trade show, Hotel New Yorker, New York ty 

M. E. Follett of Kalamazoo, Mich., dropped in at March 8-II, The 1954 seminar and business show of the Manage 
OFFICE APPLIANCES on October 15. On the side he sol tetera nad gions oo fe 1 Baten me ng ln EE 
and an associate have been owners of a_ business an Gan Nadie ah A, Sammons eek tae Yak Che, 
which manufactures a protected desk spindle file April 20-22. National Association of College Stores, Hotel Sherman, Chicago 
known as Saf-file. He was good enough to report April 22-23. District 8, NSOEA, Hotel Tulsa, Tulse, Okla. 
that inquiries still were coming from a notice in + ag ge 0 egg we gn the pres Tae gy age 
OFFICE APPLIANCES two years ago, indicating that Mee GAs. Saltensd Gites fentiass Asedaiion, Hotel hicago 
many subscribers retain their copies and on occasion hn R. Gray, executive director, 327 S. LaSalle St., Chicago 4, II. 
refer to back issues. He has found the time and money + aie alt eels Re acy eo ante vag ie yr eaten Bet a 
put into Saf-file a profitable investment ly Hotel, Toronto, ee Mies & ttaes: soccer mealies 

Lee Paddock of Salmon & Paddock, Inc., manu- Ses ta ie , ~— teak Weleed 
facturers’ representatives, called on OrricE APPLIANCES May 20-21 District 12, NSOEA, The Ahwahnee, Yose Nat Park 
October 16. His company has offices in Boston and lif 
he travels throughout New England and New York state May 24-25. District 10, NSOEA, The Broad 
outside the metropolitan area. He had come to Chi- May 27-28. District 11, NSOEA, Sun Valley ide ' 

: June 4-5. District |, NSOEA, Poland Springs House, Poland Springs, Me. 

cago to confer with one of his sources of supply and hemes 9 Gietsics G. AEE aiid web anounced. 
to see another manufacturer or two in the area before ein S034. Gletsicd &, MEL dite cet vet a 
returning to his territory. Mr. Salmon has served as June 17-18. District 2. NSOEA. Whiteface Lake Placid. N 
manufacturers’ representative for many years. Mr June 21-23. Nationa! Office Machine Dealers Association annual conventior 
Paddock in his connections with several leading manu- and exhibit. Chase-Park — — a a 
facturers has called poe dealers in all parts of the Sententilde 18-22. estan Steflonery, & Office Equipment Association's 
country after concentrating earlier on the New Eng- 48th annual convention. Conrad Hilton Hotel, Chicago, II!. Paul Burbank 
Jand area to which he returned about two years ago general manager, 740 Investment Building, Washington 5, D. C 
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foam rubber arms es 

foam rubber back ( } 

foam rubber seat C - ] 

all-welded construction 7 

satin aluminum base debonair 


hooded casters 


. . « and don’t forget 
WELLS PAYS THE FREIGHT! 


in shipments of 100 Ibs. or more 





DEBONAIR POSTURE No. 272 
Illustrated in Newport Fabric 


$50.60 list 


Slightly higher in Zones 2 & 3 


Write TODAY for the 
“Aristocrat Plan” for greater 


chair profits 


melle-)i:{o0u! 


WELLS SALESMAN OF THE MONTH 


Elmer J. Scott-Brown 
Marx Bidg. 


Birmingham, Alabama 








WELLS CHAIR CORPORATION MICHIGAN CITY, INDIANA e@ U.S.A. 
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“ve discovered that | 
only one desk in five 
has a writing set 


and here’s the set to capture that market 


CARTER’S 
Vow Gtnlwwiter Dale Gate 



















“Personalized” 
Cover 


Show your business cus- 
tomers what a wonderful 
Christmas gift for their 
customers this desk set 
makes with an engraved 
cover. Names, trademarks, 
etc., engraved in rich gold. 





OF 
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lhe CARTER’S INK Company 
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BOSTON, peers, ele 
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For that huge home market - 
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WITH THE NEW RETRACTABLE BALL POINT PEN 




































I 
I 
Suggested ) 
ated price 5 | 89 c 
ee ee € 
C 
Look at these features: : 
OOK at these features. . 
EERE a 
f 
1 Retractable ball point pen,clean, neat, ' 
easy to use. Writes on all kinds of fabrics. d 
a 
2 Carter's Quickset Indelible Ink sets p 
quickly, marks all fabrics . . . penetrates d 
starch and sizing. : 
P 
3 Marking tapes for use on dark fabrics. p 
Bonds to fabric when “ironed” on at it 
“silk’’ temperature with electric iron. 
4 Fabric stretcher provides hard, smooth “ 
backing for sharp, neat marking. 
5 Markings withstand countless launder- R 
ings or trips to the dry cleaner. E 
6 Made by Carter's — which means D 
quality to customers everywhere. O 
C 
S 
M 
p: 
Si 
A year around T 
. uw 
ics < chee te sure-to-sell item a 
button and the Click . . . press the An ideal seller in every season — whether No. 475 T: 
smooth-writing point clip and it snaps back. ; 
snaps into position. children are at home, at school or at 
nen camp. Great for older members of the family, too rm 
se 
. pI 
Window cards, Catalog pages r N 
m 
and Direct Mail pieces CARTER’S INK 
P dt 
available for you on request Company M 
tr 
CAMBRIDGE 42, BOSTON, MASSACHUSETTS en 
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Harold W. Mann 


NOMDA Plans Membership Drive 


highly successful membership campaigns 
behind them, members of the National Office Machine 
Dealers Association are looking forward to an even 
tive event from January 1 to May 15, next 


With tw 


more proaut 


year. Moré n 500 new members were added in the 

two previo events and it is expected that the 1954 

drive will net an even greater increase than before. 
The 1952 contest for the local association making the 


best showing was won by the St. Louis OMDA with the 
Pacific Northwest OMDA copping high honors this 


year. When the potential of prospects is taken into 
consideration there are a number of locals that could 
easily come on top next year. Among members 


outside of locals, the winners have been W. A. John- 
ston of Knoxville, Tenn., and M. C. Jacobs of Cincin- 
nati, Ohio. Emblematic of victory in the competition 


among locals is the giant Liston Jackson Trophy and 
for individual members is the NOMDA award. 

“The benefits of NOMDA membership are so many 
and the cost is so small there should not be a single 
dealer in the industry not under the banner of the 


stated J. D. Romano of Fresno, Calif., 
president. ‘Nowhere else in the country or in the in- 
dustry can the office machine dealer obtain the in- 
formation, the assistance and the benefits we give 


association 


him. In the association’s publication Keeping You 
Posted he receives valuable weekly news of the hap- 
penings of the industry and vital data on the trends 
in the nation’s business. This is only one of the scores 
of fine things we are doing for the dealer today and 
will continue to do. We will also constantly add to 
NOMDA’s value by originating many new services 
as we go along,” stated Mr. Romano 





Rocky Jones Guest Speaker at OMDA 
Electric Typewriter Night in N.Y. 


The regu monthly meeting of the Office Machine 
Dealers Association of New York, Inc., was held 
October 13 in the Florentine Room of the Governor 
Clinton Hotel, New York City. President David C 
Silvers, Amer Business Machines, Inc., presided 

President Silvers introduced the following guests: 
M. Green, Sr. and Jr. of the Long Typewriter Com- 
pany, Lon England; Dorothy Ames and Edward 
Staats, Ames Supply Co., Inc.; W. K. Boulton, Royal 
Typewriter Company; O. Schoenfeld, Paillard Prod- 
icts, Inc., Hermes Typewriter division; R. H. Wycoff 
and G. J. Wren, Jr., International Business Machines 


Corporati ind R. Hale, Charles Hammerle and W. G 
Turquand, Underwood Corporation. 

The next order 
nent to tne 


Int T yy 
OWS The dues 


of business was the proposed amend- 
laws of the association which read as 
fol for an associate member (a repre- 
entative manufacturer) shall be $15.00 per year 
vided tl the manufacturer is a member of 
NOMDA It was put to a vote and passed unani- 
mously 
Irving R. Richie, Typewriter Distributors, Inc. intro- 
speaker Rocky Jones, Shipman-Ward 
Company, whose topic was: “The Elec- 
r and Distinctive Impressions.” 
began his talk by giving some of his 
es selling typewriters and led up to the 


duced the 

Manufact l 

tric Typewrit« 
Mr. Jone 


early experie! 
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time when he became dissatisfied with impressions 
made by the manual typewriter. 

This caused him to do some research work to deter- 
mine the cause by a study of typewriters beginning 
in the early 1870’s—the days of horse cars, hoop skirts 
and high button shoes—up to the time the electric 
typewriter made its appearance. He wondered why a 
letter couldn’t be made to look like printing which 
led him to make further tests of platens and all types 
of ribbons including nylon, cotton and silk, with heavy, 
medium and light ink, all of which when magnified 
showed fuzzy impressions. 

He also studied various styles of type in an effort 
to find one that would not cut ribbon to pieces. The 
results of his research convinced him that the ideal 
combination is the electric typewriter and carbon rib- 
bon for letters with distinctive, uniform impressions. 
Here he told of a number of firms who have installed 
the electric typewriter to their complete, satisfaction, 
thereby showing an increase of speed up to 57% and 
a reduction of errors up to 70%. 

In conclusion he remarked that more and more 
firms are becoming critical of the letters they send 
and the electric typewriter is decidedly the means of 
typing better letters with uniformity of impressions. 

The balance of the evening was devoted to questions 
and answers in addition to demonstrations on the 
Underwood electric by R. Hale, C. Hammerle and W. G. 
Turquand; on the Royal electric by W. K. Boulton and 
on the I.B.M. electric by R. H. Wycoff and G. J. 
Wren, Jr. The Hermes typewriter demonstration was 
given by O. Schoenfeld. 





NCOMDA Meets in Carmel; 60 Attend 


The Northern California Office Machine Dealers As- 
sociation held an enjoyable meeting for members and 
their wives on September 16 at the LaPlaya Hotel in 
beautiful Carmel, Calif. 

More than 60 were in attendance at the session ar- 





Attending NCOMDA Meeting in Carmel, Calif... . 


Left to right (wives seated in front of husbands): Mr. and Mrs. Ed Peck, 
Oakland, president NCOMDA; Mr. & Mrs. Elmer Anderson, Pasadena, 
past president NOMDA; Mr. and Mrs. John Romano, Fresno, president of 
NOMDA; Mr. & Mrs. Gordon E. Miller, Los Angeles, past president 
NOMDA;: Mr. & Mrs. Jack Davenport, Bakersfield, vice-president 
NCOMDA 


ranged by Fritz Wurzmann of Monterey, Calif., a 
charter member of NCOMDA, and Roy Kennedy of San 
Jose. The two were co-chairmen. 

President of the National Office Machine Dealers As- 
sociation, John Romano, and several past officials of 
NOMDA and NCOMDA were present. 
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Representatives of office equipment concerns abroad, visiting in the United States, are cordially 

invited to make the offices of this journal their headquarters. The staff at the main office, 600 W 

Jackson Blvd., Chicago, and the staff at the branch in charge of G. C. Wheeler at 1023 Pershing 

Square Blidg., Pershing Square, 42nd St. and Park Ave., New York, will be happy to be of any 

possible service. While the facilities at New York are not so many as at Chicago, there will be 
found the same desire to serve. 





NOTES AND NEWS FROM THE BRITISH ISLES 
By S. E. Rhodes 


Lancashire Press Agency, 277 Corn Exchange Buildings 
Fennel Street, Manchester 4, England 


Manchester, November 1 


Exports of office machines in the first three-quar- 
ters of the year reached a new high, the Office Appli- 
ance and Business Equipment Trades’ Association an- 
nounces. 

Shipments in the nine months totalled £7,712,190 
compared with £7,303,019 in the corresponding period 
of 1952, bringing the total (including safes and steel 
cabinets but excluding steel and wood furniture) to 
£8,954,785, nearly £100,000 more than in the first nine 
months last year. 

Exports to the United States increased by £380,000 
from £975,848 to £1,354,929. Other countries increasing 
their imports of British office machines during the 
period included Australia: £1,102,328 (£1,015,883); 
South Africa: £500,551 (£458,114): France: £440,548 
(£266,075); Norway: £328,348 (£256,294); and the Neth- 
erlands: £272,570 (£250,623). 

While output figures for the same period are not 
yet available, delivery statistics for the first half of 
the year showed a slight drop in the case of office 
machines, from £13,892,000 to £13,707,000. Notable, 
however, was an increase from 43,697 standard type- 
writers in the last six months of 1952 to 48,170, and of 
portables from 29,139 to 30,885. The total value of 
these was £3,239,000 compared with £2,879,000 in the 
last six months of 1952. 

Production of accounting and similar machines dur- 
ing the same period amounted to £7,103,000 and of 
other machinery to £3,365,000 


* * * 


The Office Appliance and Business Equipment 
Trades Association elected its new officers for the 
coming year at the annual general meeting held in 
London on October 26. 

The new president is S. Gordon Sloan (Rubery Owen 
& Company, Ltd.), who is succeeded as vice-president 
by A. Cranfield (British Tabulating Machine Company, 
Ltd.). 

Other members of the Council elected were: W. J 
Arris, immediate past-president (Burroughs Adding 
Machine, Ltd.); A. R. Carruthers (Addressograph- 
Multigraph, Ltd.); Hon. G. C. H. Chubb (Chubb & 
Sons Lock & Safe Co., Ltd.): J. A. Cumming (Gestet- 
ner, Ltd.); G. L. Mercer (Lamson Paragon Supply 
Company, Ltd.); E. C. Rylands (Carter-Parratt, Ltd.); 
C. H. Shelton Cox (Percy Jones [Twinlock] Ltd.): 
J. H. Whitfield (Dictograph Telephones, Ltd.); W. B. 
Woods (National Cash Register Company, Ltd.); and 
M. G. Wright (Art Metal Construction Company, Ltd.) 

The retiring president, in his annual report, said 
that the association had closely identified itself with 
the government’s plea for increased exports, and the 
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achievements of the industry in this direction had 
been “remarkable.” 

“From figures of under £1,000,000 pre-1939, exports 
of office machinery and business equipment rose to 
£91 millions in 1950 and £15 millions in 1952, the 
latter an increase of 58% on 1950. Most sections of 
the industry contributed to this outstanding result. 
Prominent items with their approximate 1952 values 
and their percentage increases over 1950, being: 

“Safes and cabinets, just over £2 millions, which is 
89% up. 

“Other items of metal furniture nearly £21 millions, 
some 51% up 

“Typewriters nearly £214 millions—49% up. 

“Duplicators, nearly £1144 millions—40% up 

“Accounting, calculating, adding, listing, bookkeep- 
ing, billing or posting machines, excluding punched 
card machinery, over £3 millions—141% up. 

“Other machines and parts, over £2! millions 
38% up.” 





. The new recording unit, the Agaphone, 
is demonstrated at a special dinner of the Manchester Branch of 
the Incorporated Sales Managers’ Assn. The Manchester branch 
is the oldest one of ISMA. 


Demonstration .. 


a 3 


Some rather interesting comments on salesmanship 
are contained in a recent issue of Twinlock News, 
which is the house organ of Percy Jones (Twinlock) 
Ltd. 

“What a mistake it is to reel off a talk parrot-like 
with no thought at all of the effect on the hearer. It 
reminds us very much of the wages clerk who recently 
told us after we had sold him our Three-in-one wages 
system, that a competitor had bored him to distraction 
by reeling off much of what had been written by the 
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solves the problem 


@ Faster Service 

© Greater Efficiency 

® More Business 

© Better Customer Appeal 





Universal 
Miracle Counter 
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BUILD UP YOUR OWN COUNTER INSTALLATIONS 
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$4675 

















F1621 With Doors $56.75 
LITERATURE AVAILABLE 
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Inland Revenue on their requirements as to income 
tax and wage recording. Wage clerks have been doing 
that in one way or another for years so must know 
all about it. 

“ ‘How was he doing it now,’ we had asked him. It 
proved a good start, as from then on it was easy to 
demonstrate how much easier it could all be done 
by our method. Getting a customer to talk is so im- 
portant in selling. Didn’t somebody write—‘We learn 
nothing from hearing ourselves speak.’ To that we 
should add—but by listening we learn much.” 





In Liverpool .. . Window of Messrs. Ditch 
burn, office equipment dealers 


The Percy Jones (Twinlock) company has intro- 
duced its new style Vetro Major cabinets. Vetro Minor 
cabinets and desk top files 

These cabinets have been completely redesigned and 
include many exclusive features which make them far 
superior to the old style. Constructed of heavy gauge 
steel they are finished in a durable grey hammered 
enamel. Strength and rigidity are the most noteworthy 
features of these cabinets 

The framework of both the Vetro Major and Vetro 
Minor troller is made of squared tubular steel which 
gives extreme strength and rigidity 

The square tubing of the chassis is now taken round 
underneath the bottom shelf, and the result is a very 
robust chassis. Ball bearing casters with soft rub- 
ber wheels ensure a free and easy movement to and 
from a place of work. 

The hinged lids previously used have been replaced 
by neatly constructed sliding lids which move over a 
plated brass runner. When closed these lids form a 


Turn to page 190 please 





Rem-Rand at Work in Mexico .. . LEFT: Under the di- 
rection of R. Garcia, standing, the typewriter final assembly line 
makes adjustments on the new Super-Riters. RIGHT: One of the 
busiest departments in the new building is the tabulating service 
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A Clearing House for Mexican Businessmen 
by MABEL F. KNIGHT 

Remington Rand Inc. is more than an office for 
the latest typewriters and accessories. Since moving 
into the new office building on 30 Insurgentes, it has 
established a library with a solution for any vexing 
problems that worry a business man. If the latter 
does not know how to work out his problem he comes 
here and usually finds just the answer he wants. 
Although it has only been going a little over six 
months, the library is well patronized 

Remington Rand is practically 100% Mexican, with 
only one or two foreigners in the factories and business 
offices. It has two factories, one for the assembly of 
materials for typewriters which is located just off 
the Laredo-Mexico Highway at the Indian statue. 
The other at Atzcapotzalco, not too far from Mexico 
City, which is becoming highly industrialized. Here 
are made steel accessories for office equipment such 
as steel desks, Kardex visible system cabinets, fil- 
ing cabinets, waste baskets, typewriter and telephone 
stands. The National Railways are moving their freight 
depot to Atzcapotzalco to facilitate the export of 
materials. For those who like modern Mexico to be 
artistic as well as useful, the factories are of only one 
story for the most part. 

Manager of these two Remington Rand factories 
is the energetic and smiling Mexican, Javier Soni, 
with the degree of Engineer, Ingeniero. Although a 


Javier Soni 





rather young man, he is an able manager. His father, 
Mariano Soni, not only built up this company but is 


Busy with Designs .. - two of Rem-Rand’s draftsmen at 


work in the Atzcapotzalco plant 


room. Here the staff compiles the daily statistic upon which Mexi- 


can business depends. Miss A. Avila, in white dress seated cen- 


ter, manages this operation. 
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MONROE makes News with 
a NEW Big-Profit-Maker for Dealers 





Scene 


"ee ate 


| The NEWEST, Finest 10-Key Adding Machine of them all! 


Here’s a profit-making combination you can’t top anywhere in business machines—Monroe prestige 
coupled with the newest, finest 10-Key Adding Machine on the market. Now, with the Monroe name 
to go with the big and growing demand for 10-key machines, dealers have that great, extra profit 
opportunity that comes only with an important new development in the field! Stars adding extra 


on 
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profits with the Monroe 10-Key Adding Machine now. 


Mail the coupon today! 


P.S. The new 10-Key is an able running mate to 
Monroe's complete line of adding machines 
and calculators. If you're not already cashing 


in on this fast-selling line, now's the time to 
investigate. Monroe is your big profit oppor- 
tunity in the business machine field. 


MONROE CALCULATING MACHINE COMPANY, INC., Orange, N. J 
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Monroe Calculating Machine Company, Inc. 
Dealer Sales Division, 555 Mitchell Street, Orange, N. J 


Tell me how | can cash in with the popular, fast-selling Monroe line. 
NAME 

COMPANY 

STREET 


CITY STATE 
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the general manager, president of AMA, Mexican 
Automobile Association and an ardent Rotarian. 

In 1898 the Remington Rand organization opened 
up a branch office at Casa Boker, Mexico City, and 
in 1903 had its own office on Madero until it moved 
into the new building less than a year ago. 

According to a Mexican law 90% of employees in 
any business must be Mexicans, but as stated above 
Remington Rand has gone above that figure. The 
company has between 450 and 500 employees. Visitors 
are invited to make themselves at home in this pala- 
tial building where they can see the latest improve- 
ments. 





News Notes from Australia 


W. BEECHAM, CORRESPONDENT 
BOX E265, G.P.O., PERTH, W.A. 

“The Australasian Manufacturer,’ a leading indus- 
trial publication, recently featured a lengthy article 
headed “Economy in the Office.” It said in part: 

“The number of ‘paper workers’ out of the total 
employed is staggering. And it is increasing. But 
the neglect of the office by comparison with the fac- 
tory is admitted by management organizations. Man- 
agements have shirked applying to the office the 
costing methods used in the factory, because the 
office yields no clear-cut product for investigation 
Nevertheless, the office is an essential part of pro- 
ductive effort. Buying and selling, records and con- 
trol, accounting and administration, are all office 
activities, and without them the works would come 
to a standstill. Factory efficiency can be nullified by 
low office productivity. The costing of office routines 
is urgent—and possible. 

“ . . A habit of standardization, if not applied 
fanatically, is a sign of health in an office... . Files 
and records demand a high degree of precision. 
Bad systems survive because of the inertia of man- 
agements, who would rather leave ill alone than have 
the temporary disturbance of a shake-up. For those 
who quail at the prospect of instituting a new pro- 
cedure or even improving an old one, there is no lack 
of help from the suppliers of office furniture and 
systems. 

“An internal telephone system is speedier than the 
memorandum, not only because it saves typing and 
foot work, but because of the compelling quality of 
direct speech. Micro-film, which can reduce the 
contents of a whole filing cabinet to a pocket-size 
roll of film, is one of a number of photographic de- 
vices now being applied to office economy 

“Machines should simplify work; if they complicate 
it, it is the planning and not the machine that is at 
fault. Machines and systems are not substitutes for 
human beings, but safeguards against the conse- 
quences of human limitation. They depend for their 
effective operation upon the health and comfort as 
well as the skill of their masters Chairs are now 
available which give the right kind of support to the 
back for typing and other operations which involve 
prolonged application. Desks, too, are being designed 
for comfort and space-saving. Some of the makers 
of office machines ‘are beginning to recognize that, 
since women are the operators, the keyboards must 
be designed for the small span and light touch of a 
woman’s hand.” 

The article, which covers a number of pages, con- 
cludes by stating that the time is propitious for an 
accelerated improvement in office practice, and it 
should undoubtedly result in interesting many readers 
in securing better and more modern office appliances 
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The Victorian Government Statist reports that dur- 
ing the nine months ended March 31, 1953, imports 
of stationery from overseas were valued at £435,000 
compared with the £1,613,000 of the same period to 
March 31, 1952. 


oa 


. Waldemar F. Lee (top 
picture) at his desk in the 75-year-old firm of Albert E. Lee & Son 
Inc., of San Juan, Puerto Rico. Below is a view of the service de- 
partment. 


Growing With Puerto Rico . 


Puerto Rican Firm Grows 
Along with Island it Serves 


@ MATCHING THE PROGRESS of Puerto Rico with 
its own sales growth which has kept pace with the 
steady business development of the Commonwealth 
Albert E. Lee & Son, Inc., of San Juan, celebrated its 
75th birthday with special supplements Which in effect 
were historical reviews of the Commonwealth. 

An elaborate brochure was prepared in English and 
mailed out to 1,000 major accounts, including insular 
government officials, with some copies going out to 
the mainland. Prepared in elaborate format with 
sketches and photographs of past and present scenes, 
it gives brief glimpses of leading historical events. 

To acquaint the general public with the anniversary 
observance, a 28-page tabloid was inserted as part of 
the regular edition of “El Mundo,” San Juan daily. 

This special issue contained articles on various as- 
pects of the local historical and commercial scene with 
more detail than in the brochure. Ads congratulating 
the firm were inserted by leading manufacturers of 
office appliances and equipment together with impor- 
tant local customers. 

This effort brought in considerable congratulatory 
reaction from customers, suppliers and the public in 
general and helped to enhance the prestige and stand- 
ing of this well-known house which is the leading 
dealer in that area including the Virgin Islands. 

Established in 1877 by the late Albert E. Lee, the 

Turn to page 193, pleasel 
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THE ACE SCOUT.. 
For Top Quality <¢. 
al Low lost! 4’ 


STAPLES ° PINS * TACKS 


Here is by far the biggest value the stapler dollar 
ever bought! The ACE SCOUT at a popular low 
price, gives all the sturdy dependability and unfail- 
ing performance which have made ACE Staplers fa- 
mous for more than twenty years. The same watch- 
like precision and fine materials go into the ACE 





SCOUT as we build into the highest priced ACE 
Machines. Its many uses.. (it Staples, Pins and 
Tacks) . . gives the SCOUT added sales appeal. 
When a customer insists on a low priced stapling 
machine recommend the ACE SCOUT. Dollar for 
dollar it gives bigger value, longer service and its 
performance never fails! 


SOLD THROUGH LEADING STATIONERS 


SOME OF THE STAPLING EQUIPMENT MANUFACTURED BY ACE 


ACE STAPLE 
REMOVER 


ACE PILOT ACE STANDARD ACE CLIPPER ACE LINER ACE STAPLES 


~"ms- 


ACE FASTENER CORPORATION 3415 NORTH ASHLAND AVENUE + CHICAGO 
IN CANADA @ ACE FASTENER (CANADA) LTD., 1 NOTRE DAME ST., WEST, MONTREAL 
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The Brisbois 


Success Story 


@ Sell only top-quality products at fair prices—no 
second grades. 

@ Provide only the finest possible customer-service 
never less. 

With total assets of less than $200, is it possible to 
build a successful enterprise in Canada with this 
‘ideal’ not merely as theory but as policy? 

The answer would appear to be a resounding YES 
providing that you: 

@ Truly believe in your policy and really adhere to it 

@ Be untiringly devoted to attaining your objective. 

@ Not be afraid to risk expansion when opportunity 
presents itself. 

@ Take a consistently active interest in your industry, 
your market and your community 

Here’s the inside story how three brothers accom- 
plished such an endeavor—and here’s how it all came 
about: 

About 300 years ago, the Brisbois family came from 
the Normandy coast of France to Canada—from a land 
of oppression to seek a new life in a new country 
They found peace and opportunity by settling in the 
rich, fertile Ottawa Valley—for the most part at farm- 
ing and similar pursuits, generation after generation 
until this century. 

Humble Beginning 


The beginning of the Brisbois’ brothers was typical 
of many Canadian families. Father Brisbois met and 
married a lovely Irish girl in the community of Smiths 
Falls. In that eastern Ontario center, the brothers 
were born, educated—and on the death of their father 
suddenly thrust into the role of teen-aged bread- 
winners for the family. Ed.’s first job was selling gaso- 
line; Dorion found a job in a small job printing plant; 
Bill went to Toronto to work in a tailoring shop. 

In 1931 on the advice of a friendly banker, Ed 
joined an Ottawa carbon and ribbon supply house; 
three years later transferring to the firm’s Montreal 
offices. In 1936 he went to the Maritimes to establish 
a branch. Meantime, Dorion had joined a Montreal 
carbon and ribbon company, subsequently deciding in 
favor of Toronto. 

It was in 1938 that the brothers decided to go into 
business for themselves. They had experience and 
know-how—all they needed was money. All three 
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Carbon-Ribbon Trio .. . Dorion, 
Edward and William Brisbois (left to right) 
of Challenger Corp., Ltd., Toronto. 


brothers were now located in Toronto and their objec- 
tive began to take shape. Their resources were pooled; 
financially this amounted to a round $190. 

A small office in the midst of the city’s financial 
district could then be had for $20 a month and from 
such a “hole in the wall” operations began. It was not 
an impressive beginning for Carbon Paper Service 
Bureau, as they named their company, but it was a 
good one. Ed. and Dorion took on sales responsibilities; 
Bill became telephone operator, shipper and delivery 
boy combined. 

Interrupted by War 


By the end of the first year a clientele of 100 cus- 
tomers was an accomplished fact. Each month and 
each year became better than the last. Then, both 
Ed. and Bill became militarily involved with the war 
effort for a five-year period, leaving Dorion to carry 
on the business end of things alone. The trade supply 
situation deteriorated; the problem of securing ade- 
quate sales assistance worsened similarly. Dorion be- 
came all things to the organization and even stenog- 
raphers were trained for sales chores. 

But in 1946 the picture brightened considerably. 
Ed. and Bill returned from overseas; they linked up 
with Dorion again—and together ‘took the plunge” 
buying out Stephen’s Sales, Ltd., Toronto, one of the 
oldest duplicating houses in Canada. 

This bold venture now put the Brisbois brothers 
deep in the heart of the duplicating, stencil, ink, paper 
and carbon and ribbon business. They took over larger 
premises; started to hire additional salesmen, most 
of them returned war veterans ‘because we found 
they were good fellows, and really anxious to do a job.” 


Gave ‘Complete Service” 


For the first time in Canada, the brothers began 
to tie together the equipment and supplies needed to 
provide business and industrial accounts with “the 
complete service’—from typewriter ribbon to dupli- 
cating process equipment. From that moment on it 
was simply a case of fanning out. Up until then they 
had been dealing with moderate-size customers. 

In 1947, says Ed. today, “the big national accounts 
began to do business with us—the banks, insurance 
companies, industrial firms. They were seeking us 

(Turn to page 197, please) 
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DESKSIDE FILE 


Mr. Dealer, look at some of the outstanding features of 
the Weis Deskside File and you'll understand why it is so 
profitable to handle this reputable product. The exact- 
ing specifications to which the Deskside File is made 
reflect in the smooth even lines, the conspicuous absence 
of nuts and bolts (the Deskside File is completely elec- 
trically welded), and the durable gray baked enamel 
finish. The double hinged divided cover, adjustable follow 
block and free swivel action casters also reflect the quality 
of workmanship and materials in the Weis Deskside File. 


To accomodate hanger type folders, specify 


the 1823XWG, equipped with hanger rails 


UNIVERSAL CARD CABINET 


For a quick turnover item Weis offers an old favorite 
the Universal Card Cabinet, in either style, one or two 
drawers. The Universal Card Cabinet will accomodate 
all standard size index cards and is also available in 
two lengths. As pictured, Universal Card Cabinets can 
be joined together to form a multiple installation (locked 
together with screws and wing nuts furnished), or one 
can be placed atop a desk for an immediate reference 
file (rubber feet prevent marring The nickel plated 
drawer pull and label holder is in complete harmony with 
either the attractive gray or green finishes. The Univer 
sal Card Cabinet is certain to boost your sales, profits 


and your goodwill too 




























UNIVERSAL LETTER FILE 


With the Universal Letter File your sales can be aimed 


in numerous directions. The Universal Letter File can 

Se perform functions as a personal drawer, reference file, 
ee sa—ai , or four combined can serve as a file cabinet. The con- 

» ae struction of the Universal Letter File far exceeds it's 


s requirements. Fabricated from cold rolled furniture steel, 
the Universal Letter File, like other Weis products is com- 
pletely electrically welded. The drawer operates freely 
on bakelite rollers and is complete with adjustable follow 
block. The nickel plated drawer pull and card holder 
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offer a striking contrast to either the olive green or gray 
finish. Drawer lock, matching steel legs, guides and 


{ 


folders must be ordered separately. 
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410 NOTE CASE 


Banker, Lawyer, Businessman, Merchant; only a few of the 
people who will find the Weis 410 Note Case useful. 
The compactness of the 410 Note Case allows it to be 
carried anywhere. The nickel plated handle and lock 
make it as portable as a woman's handbag. Being all 
electrically welded there are no protruding nuts or bolts. 
nothing on which to snag clothes. The cover is completely 
removable, no hinges. The cover when removed becomes 
the base and is completely out of the way. The gray 
boked enamel finish blends with any surroundings. 
The 410 Note Case is complete with an adjustable follow 





block and is equipped with Cell-U-Seal pressboard indexes 
Alphabetical A-Z, Months and Daily (1-31). Specify, 
when ordering, if preferred without indexes: 


Dimensions 1753/4” front to back, 52” high and 1054” wide 
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the QUALITY LINE 





BOX FILE LETTER TRAY 





The Weis Box File is made to order for all around protection Here is an item you can’t afford to miss, the Weis Letter Tray 

of letters and records Available in “Standard” and “Giant’ Available in Letter and Cap sizes, the Letter Tray is electrically Gr 

sizes with Alphabetical A-Z, Monthly or Daily (1-31) indexes welded to eliminate any possibility of hands being scratched on push 

Full length flush hinge assures complete ease in filing The Easy nuts or bolts Available in two colors, green and gray Steel with 

Clasp, large label holder and pull apply the finishing touches posts may also be ordered for building trays two or more high ~~ 

to a very profitable item for you Also available in wood in three finishes volly 
eye | 
A me 
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TO COMPLETE THE LINE sista 


DRAWER TRAYS MIDGET CARD TRAYS Here 
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PENPENCILCLIP TRAYS STANDARD CARD TRAYS 


REFERENCE FILES STATIONERY CABINETS 


Natio 

fully | 

time-f 
The Weis Manufacturing Company 


oe s 
1892 | AY’ 1953 } 


Monroe, Michigan 


NEW YORK 13: The Weis Mfg. Co., 54-56 Franklin St. CHICAGO 6: Associated Stationers Supply Co. 
BOSTON 10 Adams, Cushing & Foster, Incorporated NEW ORLEANS 12: J. A. Hoerner Company 
Carpenter Paper Company 
OKLAHOMA CITY 1 FORT WORTH 1 HOUSTON 2 
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**Easy View’ curved 
window shows each 
amount rung up. 


New ribbon printing me- 
chanism provides single 
and double cash receipts: 
one for your customer, 
one for your records. 


‘*Greased Lightning’ 
push button operation 
with keys scientifically 
designed and numbered 
for minimum finger and 
eye fatigue. 


A masterpiece of stream- 
lined design with gleam- 
ing enamel finish, 
chrome plated rust-re- 
sistant trim. 


THE REGNA 
IS THE MOST 
BEAUTIFULLY DESIGNED 
CASH REGISTER TODAY! 


Here at last is the all-purpose 

machine specifically designed for 

those small and average-size merchants 
who comprise the bulk of your volume market! 

A machine so versatile, so magnificently engineered and designed, it's destined to tally up the 
biggest sales record in your experience! Exaggeration? Just compare Regna feature for feature, 
price for price with any other similar machine on the market today. You'll be convinced that 
with Regna you have the trump card, the shot-in-the-arm your business needs! 


Nationally advertised to millions of retailers in every field ... 
fully backed with dealer promotional material. Easy 
time-payment plan for your customers. 







THE FACTS AB 
felt) 2°), | 


Regna Cash Registers, Inc. 
175 Fifth Avenue New York 10, N. Y. 





Gentlemen: 
| Please rush more information on the new Regna and tell me 
how | can become a Regna dealer. 


| 

| 

REGNA CASH REGISTERS, Inc.|] 1. Cd 
| 

ail 
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175 Fifth Avenue | Address__ 


‘ New York 10, N. Y. City______ Zone State__ 
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MEETINGS 





INDUS WIRY 


DINNERS 





CONVENTIONS 

















Attend Four-Day Conference at G/W's Executive Offices in Cincinnati... 


FRONT ROW: W. C. Aylward, mgr., systems div.; P. H. Leonard, H. J 
Warnock, C. Hoover, A. C. Howard, president; E. G. Rahe, vice 
president, sales; H. B. Elmer, S. Wright and W. K. Downing, sales 
gg eee mgr. CENTER ROW: L. Tracy, F. Austin, K. Sutherland 
. Carlson, Hansen, C. O. Rumph, B. Johnson, E. Howard, L 


G/W Holds Annual Sales Conference 

All branch managers and district sales representa- 
tives of The Globe-Wernicke Co. met at the company’s 
executive offices in Cincinnati, October 19 through 22 
for the annual four-day sales conference. Alfred C. 
Howard, president, opened the conference with a talk 
on current industry conditions and company plans 
for the ensuing year. 

Major emphasis of the conference was placed on 
merchandising of office equipment and supplies with 


Johnson, L. Schneider, R. McConnaughy, M. Derry and G. Handort 
BACK ROW: F. Foster, C. McWilliams, H. Fuller, C. Guion, J. Radway 
J. Somol, Larry Rice, mgr. contract div.; W. Herndon, B. Garlinghouse 
M. Geyer, W. Armstrong, W. A. Taylor and R. Blackburn 


special emphasis on steel Techniplan modular office 
furniture and the two new color tones—sea green 
and copper tan—just introduced for steel office furni- 
ture. The entire sales conference was under the direc- 
tion of Elmer G. Rahe, vice-president and director of 
sales. Other home office executives actively partici- 
pating in the meeting were: Robert W. Sprott, as- 
sistant director of sales; William C. Aylward, manager, 
systems division; Larry Rice, manager, contract divi- 
sion; and W. Kesley Downing, sales promotion man- 
ager 








Wood Office Furniture Institute Meets In Chicago During NSOEA Convention .. . 


Preceding the NSOEA sessions, the WOFI held a meeting of 
members’ sales representatives in the upper Tower, Conrad Hilton 
Hotel, Chicago, September 25. At this meeting, plans for installing 
the Certified Office Planning Service program in stores across the 
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country were presented by Robert Spelman. With the aid of ¢ 
COPS unit on the stage, he demonstrated the functions of this 
model office center. (A story on this meeting appeared on page 5S 
of the November issue.) 
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for greater POSTURE CHAIR PROFITS 


sell the popular line 
Better Built for Better Business 










The leading all-purpose posture chair is ASE No. 
1023. It has more exclusive practical advantages 
that mean more sales for you. 


All ASE chairs come in ASE green, Dawn Gray, 
Stylice Tan, Mist Green and Brown finishes. Posture 
chair fabrics are Elastic Naugahyde, Goodall Clare- 


mont and Perfection in a fine selection of colors. 
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office budget. You can compete in every ! % 
price range and still have confidence that every chair 
will have full measure of traditional Harter quality. 
: , . » . oreo 
Basically, the line consists of five seats, two backs LI D oo D 
and five bases. You can specify the combinations to rl ri n Cc rn 
fit exactly the needs of your customers. 
POSTURE CHAIRS 
: STURGIS, MICHIGAN 
f 
: HARTER CORPORATION, 1225 PRAIRIE, STURGIS, MICH. 
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Guild Luncheon ... Held during 
NSOEA convention. 


F. Way of the Marking Device Association, Chicago. 
Registration began at 10:00, with a luncheon following. 

Wednesday opened with committee meetings and 
was highlighted in the evening by the president’s 
reception. Thursday started with the general business 
meeting at 9:30, called to order by President Bitter 
Most of the morning session was devoted to the re- 
ports of officers. A luncheon with the ladies, fea- 
turing Tom Collins, noted convention speaker from 
Kansas City, followed at noon. At 2:00 the meeting 
resumed with more committee reports 


Friday’s program began early at 8:30 am. with a 
breakfast for past presidents. Donn Mason, author, 
analyst, trainer and counselor in sales and human 
relations, spoke at the morning session on “Sales 
Training—Is It Essential, Needful or Desirable?’ Com- 
mittee reports and a talk by A. W. Hackmeister, pub- 
lisher of “Marking Industry’ followed. A luncheon 
at 12:30 featured William Hodge, director of employee 
relations, Bell and Howell Company, speaking on “Are 
Your Poor Relations Showing?”’ 

Friday night was the social highlight of the week, 
starting with a cocktail party in the West Lounge and 
proceeding to the Ballroom for banquet, floor show 
and dancing. 

Governors and secretaries breakfasted on Saturday 
morning preceding the business meeting. John C. 
Mock, noted moderator, led the panel discussion, “Tak- 
ing the Mystery Out of Merchandising,” at this session 
The panel included such prominent businessmen as 
C. C. Choyce, retail sales manager, Sears, Roebuck & 
Company; Gordon Fyfe, vice-president and sales man- 
ager, Dartnell Corporation, and Lynn Stockman, pro- 
fessor of marketing at Northwestern University. Asso- 
ciation business and introduction of the new officers 
followed. 

The convention ended with a 12:30 luncheon on the 
South Terrace. Featured on the program was Ravel, 
entertainer. 
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McCormick Reports on Stationers’ Guild 


Stationers from 12 different states and representing 
more than 30 firms were guests at a Stationers’ Guild 
of America luncheon held at the Conrad Hilton Hotel 
during the annual NSOEA convention. 

Remarks by several of the directors and an open 
forum discussion on merchandising plans were part 
of the program. J. W. McCormick, Jr., general man- 
ager, reported a growth in membership and sales 
and called special attention to the new looseleaf items 
which have just been made available under the Guild 
trademark. 





New York Office Machine Dealers 
Hold Dinner Dance and Revue 


The Office Machine Dealers Association of New York, 
Inc., held its 16th annual dinner dance and revue on 
Saturday evening, October 31, in the Governor Room 
of the Hotel Governor Clinton, New York, N. Y. This 
year the affair was dedicated to President David C 
Silvers, American Business Machines, Inc., New York 
B. ¥. 

More than 200 members, their wives and guests as- 
sembled to attend this gala affair. Refreshments were 
served in the Florentine Room before dinner permit- 
ting guests to spend an enjoyable hour of sociability 
and good fellowship before the banquet. Following 
the singing of our National Anthem everyone was in 
a fine mood to enjoy a delicious roast beef dinner. 

Chairman of the entertainment committee, William 
B. Kerzner, Pear] Typewriter Corporation, New York 
City, extended greetings. He then introduced President 
David C. Silvers and presented him with a handsome 
leather brief case on behalf of the association as a to- 
ken of appreciation for his past services. 

President Silvers after expressing his appreciation 
extended greetings to all including delegations from 
the Long Island and Pennsylvania, New Jersey, and 
Delaware associations. He then announced the birth- 
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6 6Columbia Sales Cooperation has been remark- 
ably effective for us. It has demonstrated a po- 
tential in ribbon and carbon volume greater 
than anything we had anticipated. It’s a real 
pleasure to represent a company with such a 
practical and aggressive program of sales help. 99 


F. W. (Bill) FALES, Sales Mgr. 
National Office Supply Co. 
Waukegan, IIl. 


Columbia Typewriter 
Ribbons and Carbon 
Papers are nationally ad- 
vertised in The Saturday 
Evening Post, Business 
Week, The Office and 
Purchasing. 
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day of Mrs. Irving I. Ritchie. After thanking Chair- 
man William B. Kerzner and his committee who had 
spared no effort to make the evening a complete suc- 
cess, he announced that the evening would be devoted 
entirely to sociability and no speeches would be made 

An excellent show followed consisting of a variety 
of first class acts from stage, night clubs and television 
It was presented under the direction of Dude Kimball, 
master of ceremonies, who contributed both talent 
and wit. Excellent music was provided by Billy Schu- 
back and his orchestra with the result that the dance 
floor was crowded continuously for the balance of 
the evening. 





N. Y. Stationers Golf Association 
Re-Elects Kahn at Final 1953 Outing 


The Stationers Golf Association of New York held 
its 37th annual meeting and final tournament of the 
1953 season on Tuesday, October 6, at the Hackensack 
Golf Club, Oradell, N. J. Attendance totaled more 
than 60 members and guests. 

Despite cloudy ‘skies and light drizzle a goodly 
number of hardy golfers teed off early after lunch 
Most of the players went nine holes before the rain, 
while a few returned wet, but satisfied. after finish 
ing all 18 holes. 





37th Annual Meeting and Golf Tournament of 
Stationers Golf Assn. of N. Y., October 6 at 
Hackensack Golf Club, Oradell, N. J. 


1. Nat Kremer, The Kremer Co., New York City; M. H. Blake, Stuart- 
Hall Co., Inc.; R. Benet, Robel Press, New York City; G. E. Shaw 
guest. 

2. Jim Ryan, Manhattan’ Stationery Co., New York City; Philip G 
Tagley, Consolidated Loose Leaf, Inc.; Jon Kirkpatrick, Prudential 
Insurance Co.; Charles H. Kuehne, S. E. & M. Vernon, Inc 

3. Mortimer H. Chute, Jr., Bainbridge, Kimpton & Haupt, Inc.; Wm 
Hamill, guest; G. Fred Griffiths, Noesting Pin Ticket Co.; Wm 
Popper, Popper & Popper. 

4. G. Mein, guest; P. Schwartz, Pemier Supply Co.; R. Creede, guest 
Irving Myers, Business Furniture Co., Long Island City, N. Y 
E. T. Macintyre, Defiance Calendar & Staty. Corp.; Frank Craig 
and Harold Seelig, Eagle Pencil Co.; Mike M. Gentile, A. I. Gold 
berg, New York City. 

6. Martin M. Moldow, mfrs. rep.; D. R. H. Capell, guest; B. H. Nem 

lich, Regan Furniture Corp., New York City; David Fisch, David S. 

Fisch & Co. 

Joe Cohen, Alpha Office Supply Co., Inc., New York City; Cappy 

Thomas, Wilson Jones Co.; John Schneider, Beekman Paper Co., Inc 

George Nicklaus, National Blank Book Co.; Henry Levy, Siiver 

Staty. Co., New York City; E. G. Gehring, American Paper Goods 

Co.; Howard S. Sanders, Stationers & Publishers Board of Trade. 

3. John Rochow, W. S. Ponton; Leonard J. Messina; Herbert Hein, Sea 
board Pencil Co.; Louis H. Tavernier, Jr 

10. Edw. J. McDonough, Jr., E. J. McDonough Co., Brooklyn, N. Y.; John 
B. Kemp, Jr., Ever Ready Calendar Mfg. Co.; Ray A. Weissenborn 
National Pencil Co.; Robert B. Sainberg, Sainberg & Co., Inc. 

ll. Louis Polonsky, Atlas Stationers, Los Angeles, Calif.; Harry Yager 
and Samuel Kahn, David Kahn, Inc.; Joseph Schlanger, West Shore 
Envelope Co 


After a hearty roast beef dinner, Chairman of the 
Board Louis H. Tavernier extended a cordial welcome 
and remarked that the association’s 37th year has 
been a successful one. He expressed the thanks of 
the group to Host R. A. Weissenborn, National Pencil 
Company, for arranging a successful day’s outing 

In the absence of President Julius M. Kahn, David 
Kahn, Inc., who was out of town, Vice-President R. A 
Weissenborn welcomed members and guests. In speak- 
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ing of the success of the club during the past 37 years 
he pointed out that it was built on good fellowship 
which is responsible for its growth through the years. 
He concluded with the hope that continued success 
would prevail for many more years. He then read 
a telegram from President Julius M. Kahn contain- 
ing his best wishes for a successful meeting. 

Chairman of the nominating committee, Joseph 
Schlanger, West Shore Envelope Company, placed 
in nomination the following slate of officers for re- 
election: President, Julius M. Kahn; Vice-President, 
R. A. Weissenborn; Treasurer, John B. Kemp, Jr., 
Ever Ready Calendar Manufacturing Company; Sec- 
retary, Howard S. Sanders, Stationers & Publishers 
Board of Trade. All were elected to office by unani- 
mous vote. 

Winners of the season’s trophies were: Louis Taver- 
nier Cup to winner of Class A—Joseph Schlanger; 
Julius M. Kahn Cup to winner of Class B—Michael 
Kreps, Greenville Merchandise Company, Jersey City, 
N. J.; R. A. Weissenborn Cup to runner-up Class A— 
Edward J. McDonough, Jr., E. J. McDonough Company, 
Brooklyn, N. Y.; Harry Levy Memorial Cup to runner- 
up Class B—Bernard H. Nemlich, Regan Furniture 
Corporation, New York, N. Y.; Herman Price Trophy 
(greatest percentage of improvement) to Herbert Hein, 
Seaboard Pencil Company. 
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Winners of awards for the final tournament who 
completed 18 holes were: John B. Kemp, Jr., Philip} 
G. Tagley, Consolidated Loose Leaf Inc.; James Ryan,} 
Manhattan Stationery Company, New York, N. Yu) 
Robert B. Sainberg, Sainberg & Company, Inc.; M. H. 
Blake, Stuart-Hall Company, Inc.; Ray A. Weissen- 
born; R. W. Mueller, Esterbrook Pen Company; Robert 
Benet, Robel Press, New York, N. Y.; Jon Kirkpatrick, 
Prudential Insurance Company; B. Smith, Beekman 
Paper Company, Inc. 

Winners of awards for those who went nine holes: 
Samuel Kahn, David Kahn, Inc.; Irving Myers, Busi- 
ness Furniture Company, Long Island City, N. Yu 
Fred Steinhilber, Geyer Publications; R. S. Meyers 
Binney & Smith Company. Winner of award for near- 
est to the pin was Herbert Hein 





Penn-Mar-Va Joins Baltimore & Washington 
Stationers for Outing in Maryland 

The weather was discouraging to the group as- 
sembled for the annual outing of the Baltimore and 
Washington Stationers and the Penn-Mar-Va Trav- 
elers Club at the Rolling Road Golf & Country Club, 
Catonsville, Md. on October 6. But undaunted, the boys 
turned out, about 100 of them. Some came early and 
some for dinner. 

Although the scheduled soft ball game just didn’t} 








OF MERE CORTINA MR = em corner ere 


a ae ee 


Personalities at Baltimore and Washington Stationers, Penn-Mar-Va Outing... 


1. Joe Carr, Geo. W. Allen Co., Washington, D. C.; C. P. Warfield 
Andrews Office Supply & Equipment Co., Washington, D. C.; B. B 
Germann, Lowthorp Office Specialties; E. A. Tomalovitz, Stationers 
Inc., Baltimore, Md. 

2. Woody Moffitt, Westland Stationery Co., Silver Springs, Md.; Don 
Shearman, Robinson Reminders; E. Wade Land, Chas. G. Stott & Co 
Inc., Washington, D. C.; W. P. Corbett, mfrs. rep.; Jimmy Walker 
E. Morrison Paper Co., Washington, D. C 

3. Gene Rosenberry, Koh-I-Noor Pencil Co.; Edwin Hoffmaster, Edwin 
Hoffmaster Co., Balitmore, Md.; Pete Carlson, Minnesota Mining & 
Mfg. Co.; John J. Kerns, Stationers Loose Leaf Co.; Ed McLaughlin 
Stationers, Inc., Baltimore, Md.; Howard Bishop, H. M. Biden Co 
Baltimore, Md. 

4. Richard Widmyer, Koch Office Supply Co., Baltimore, Md.; Judd 
Rawding, The Carter's Ink Co.; George W. Allen, Geo. W. Allen Co 
Washington, D. C.; Roy Sohn, Genera! Index Mfg. Co.; Ray Williams 
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mfrs. rep.; Ray Trautfelter, Griffith-Koch & Co., Inc., Baltimore, Md 
Seated: Alonzo P. Learnard, Northwest Office Supply Co., Inc 
Washington, D. C.; R. Lewis Watkins, Victor Safe & Equipment Co 
Jack O'Hare, Cook & Cobb Co.; Don Endo, The Carter’s Ink Co 
Steve Warken, Koch Office Supply Co., Baltimore, Md.; Standing 
George Teass, Texcel; Maxton Lee, Eagle Pencil Co 


6. Charles V. Sinisgalli, Andrews Office Supply & Equipment Co 


Washington, D. C.; Fred U. Haines, mfrs. rep.; W. T. Woodhouse 
Woodhouse Staty. Co., Washington, D. C 

Gordon Merritt, General Index Mfg. C« John A. Busch, Baltimore 
Md.; E. G. Kilfeather, Boorum & Pease C: /. Wardman, Bates 
Mig. Co.; Steve Morrison, E. Morrison Paper Co., Washington, D. Cc 


8. Chuck Bonney, W. A. Sheaffer Pen Co.; Chas. Miller, Security Steel 


Equipment Corp.; Jimmy James, Tawson Stationers, Tawson, Md. 
Harry Summers, Summers Staty. Supply, Inc., Baltimore, Md.; Em 
mett E. Cosgrove, Dennison Mfg. Co 
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happen, eight intrepid souls played golf. Mostly, the 
afternoon was given over to cards and elbow-bending, 
the gang showing an aptitude for both. 

After dinner Dick Graff, The Esterbrook Pen Com- 
pany, endeavored to act as toastmaster but his efforts 
were so vociferously augmented by the group that a 
man with less stamina might have given it up for a 
lost cause. Through the din he managed to make 
appropriate introductions of the following: governor 
of District No. 3, Thomas M. Stout, E. W. Curry Com- 
pany, Pittsburgh, Pa.; president of the Baltimore Sta- 
tioners Association, John A. Busch, The Baltimore 
Stationery Company, Baltimore, Md.; and president 
of the Washington Stationers Association, M. S. 
“Marsh” Marshall, M. S. Ginn & Company, Washing- 
ton, D. C. To Ed Kilfeather, Boorum & Pease Com- 
pany, the group was exceptionally indebted for his 
hard and successful work in the promotion of the 
affair. 

The golf trophy was won by Otts Thorpe, Lucas Bros., 
Baltimore, Md. for low gross. Joe Yenni, also Lucas 
Bros., received second best honors 





South Carolina Stationers Elect 

John E. Huguley, Legerton & Company, Inc., Charles- 
ton, S. C., has been re-elected as the lieutenant gov- 
ernor of District 4 NSOEA, representing South Caro- 
lina. This honor came at the recent convention of 
the South Carolina Stationery Association (dealers 
only), held at the Sarsfield Hotel, Camden, S. C. 





T. S. Moran Cc. M. Ford 


Elected with Mr. Huguley were Taylor S. Moran, 
R. M. McGillibary, Inc., Charleston, S. C., secretary; 
and Clarence M. Ford, Glake & Ford, Inc., Camden, 
S. C., treasurer. 

Guests from out of the state included Zac Smith 
of Birmingham, Ala., past president of NSOEA: Allen 
Cammack of Burlington, N. C., past governor of Dis- 


J. E. Huguley 





Seen at S.C.S.A. Session in Camden... 


Jimmie Holmer, Columbia Office Supply Co., Columbia, S. C.; John E 
Huguley, Legerton & Co., Inc., Charleston, S. C., lieutenant governor 
District 4 NSOEA: Bob Sanford, Sanford & Hall Co., Jacksonville, Fla. 
governor District 4 NSOEA: Zac Smith, Zac Smith Staty. Co., Birming 
wy Ala.; Allen Cammack, Cammack’s Office Supply Co., Burlington 


trict 4 NSOEA, and Bob Sanford of Jacksonville, Fla.. 
governor District 4 NSOEA. 

These guests together with James G. Holmes, Jr.. 
Columbia Office Supply Company, Columbia, S. C.. 
addressed the convention. Mr. Holmes gave such a 
fine talk that Governor Sanford asked him to repeat 
his address in St. Petersburg, Fla., at the regional 
next spring. 

It is planned to meet in 1954 in Myrtle Beach, S. C 
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Gussco Celebrates 35th Year 

Guide System & Supply Company, celebrated its 
35th anniversary September 16, with a beefsteak din- 
ner for its employees. The festivities, held in the 
Florentine Room of the Governor Clinton Hotel, New 
York City, also marked the 10th anniversary of the 
Gussco employees profit-sharing fund. 

A highlight of the evening was the award of gold 
watches to employees who had been with Gussco for 


Irving Kremsdori! 





25 years or more. Among those receiving watches 
were Nathan Yanowitz, treasurer; Barney Meltzer, 
George Meltzer, Harry Lefkowitz, Philip Beame and 
many others. 

In presenting the timepieces, Irving Kremsdorf, 
president and founder of the company, lauded the 
fine spirit and loyalty of the Gussco family. Other 
speakers included Charles Lefkowitz, who served as 
toastmaster; Barney Meltzer, Phil Lehrman and Sol 
Fishko, union president. 

Another welcome feature of the evening was the 
distribution of the first checks from the profit-sharing 
fund. In token of their appreciation and esteem, the 
employees presented Mr. Kremsdorf with fine luggage. 

Concluding with entertainment and music, the 
evening was a most memorable one in the history 
of the company. 





Wood-Cased Pencil Shipments Show Increase 


Manufacturers’ shipments of wood-cased lead pen- 
cils during 1953 will be 8% above those of last year, 
according to an analysis of preliminary figures for 
the year, Clyde T. Nissen, executive vice-president, 
reported to the annual meeting of the Lead Pencil 
Manufacturers Association. 

The sessions were held October 14-15 in Shawnee- 
on-Delaware, Pa. 

Louis M. Brown, president of Eberhard Faber Pencil 
Company, was re-elected president of the association. 

Mr. Nissen pointed out that 90% of all writing 
instruments manufactured in the United States are 
wood-cased pencils and added that domestic con- 
sumption appears to be near its all-time peak. He 
reported that more than 350 styles and types of wood- 
cased pencils are currently being manufactured. 

His statement also revealed that a survey showed 
dealer and distributor inventories had returned to 
normal after their highs during the latter part of 
1950 and 1951. 





Meilink Distributors and Representatives Meet 


Sales and distribution plans for the new Hercules 
multi-lox fire resistive office files were outlined by 
Meilink Steel Safe Company officials at a meeting of 
distributors and sales representatives. The meeting was 
held recently in Chicago in connection with introduc- 
tion of the files at the NSOEA convention. 

S. R. Akers, president of the firm, reported that 
preliminary surveys indicate a huge potential market 
for the revolutionary files. 

“The files have been created to meet the demand for 
a product to protect records, plans and other valuable 
papers from destruction by fire or from prying eyes 
and hands,” he said. Mr. Akers described the new 
product as having the utility value of a file and the 
properties of a safe. 
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Wholesale Stationers Meet At Buck Hill Falls Inn, Pa. 


The Inn, at Buck Hill Falls, Pa., located high in the held Friday, October 23, through Sunday, October 25. 
Pocono Mountains, was the scene of this year’s annual Many members, their wives and guests arrived on 
eastern district regional meeting and outing of the Thursday, the day preceding the date of the meeting, 
Wholesale Stationers Association. The sessions were in order to enjoy a long week-end and take advantage 
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Seen at Wholesale Stationers Assn. Eastern District Meeting .. . 


1. H. Fensterheim, S. E. & M. Vernon, Inc.; Mrs. J. Wexelbaum; Cooke & Cobb Co.; Samuel Hyman, Prudential Paper Products Co. 
Mrs. L. Madans; Mrs. S. Simon; S. Simon, S.N.A. Staty. Co., Inc R. J. Urmston, J. S. Staedtler, Inc.; Henry Levy, Silver Staty. Co., 
New York City. New York City. 

Mortimer H. Chute, Jr., Bainbridge, Kimpton & Haupt, Inc., New . Mrs. & Mr. M. H. Chute, Jr., Bainbridge, Kimpton & Haupt, Inc., 
York City. New York City 

. Mesdames J. H. Shoemaker, E. W. Blevins, M. H. Chute, M. A. 2. L. Oelwang, Scranton’s Book & Staty. Co., Inc., Rochester, N.Y.; 
Goldstein, R. T. Gemmell, H. C. Hooks; Miss Eleanor Hummel, Mrs. J. P. Moriarty, Mrs. J. W. Henn, J. P. “Steve” Moriarty, 
Wholesale Stations Assn. E. Morrison Paper Co., Washington, D.C. 

Mesdames R. F. Shearman, H. S. Sanders, B. Tripp and E. Bell, . A. L. Naismith, Buntin, Gillies & Co., Ltd., Hamilton, Ontario 
the latter of Prudential Paper Products Co. Canada; J. E. Sullivan, Warwick Bros. & Rutter, Ltd., Toronto 
George F. Griffiths, Sr., Noesting Pin Ticket Co.; Mortimer H. Ontario, Canada; Mrs. A. L. Naismith, Mrs. J. E. Sullivan; Mrs 
Chute, Jr., Bainbridge, Kimpton & Haupt, Inc., New York City; J. H. Shoemaker 

Henry Levy, Silver Staty. Co., New York City; Mrs. & Mr. John W. Mrs. E. Bell, Prudential Paper Products Co.; Miss Eleanor Hummel, 
Henn, Joseph Dixon Crucible Co. Wholesale Stationers Assn.; Mr. & Mrs. H. C. Hooks, Moore Push 
A. L. Naismith, Buntin, Gillies & Co., Ltd., Hamilton, Ontario, Pin Co. 

Canada; B. Tripp, American Crayon Co.; Mr. & Mrs. H. E. Gorton J]. Howard Shoemaker, Eberhard Faber Pencil Co.; Eugene L. 
Dennison Mfg. Co.; R. S. Meyers, Binney & Smith Co.; Mrs. R. S Rosenberry, Koh-I-Noor Pencil Co.; John G. Kolb, C. Howard Hunt 
Meyers; Mrs. A. L. Naismith. Pen Co.; Edward W. Blevins, Caldwell-Sites Co., Ronaoke, Va.; 

. Mr. & Mrs. J. W. McCormick, Jr., ioners Guild of America; Robert T. Gemmell, Binney & Smith Co.; Herbert C. Hooks, Moore 
Mrs. M. L. Alderman, Rochester Staty. Co., Rochester, N.Y.; Mr. & Push Pin Co.; Harry Fensterheim, S. E. & M. Vernon c 
Mrs. B. D. Tripp, American Crayon Co M. H. Jackson, Mrs. & Mr. John W. Henn, all Joseph Dixon Crucible 
Mrs. & Mr. H. E. Gorton, Dennison Mfg. Co.; H. C. Hooks, Moore Co.; J. Howard Shoemaker, Eberhard Faber Pencil Co. 

Push Pin Co.; Mrs. R. S. Meyers; R. T. Gemmell (Standing), Binney 1. Mrs. M. Davidson; Mrs. M. Moldow; Mrs. H. Levy; B. H. Nemlich, 

& Smith Co.; Mrs. E. W. Blevens, Mrs. R. T. Gemmell, Mrs. H. C. Regan Furniture Corp., New York City; Mrs. B. H. Nemlich; Mrs. 

Hooks; Ed. W. Blevins, Caldwell-Sites Co., Roanoke, Va M. Weinstein; M. Davidson, Perfect Rubber Seat Cushion Co. For comp 
Lester Madans, Standard Diary Co.; Joseph Wexelbaum, The 18. Edward W. Blevins, Caldwell-Sites Co., Roanoke, Va. 


94 OFFICE APPLIANCES, December, 1953 OFFI 





On uneven floors 


D 


——~ a a 


am nbelievable. No amount of office abuse will 


ee 
of 


YG 
\ fh 
Q 


<= 


~~“ 


No refinishing—ever! 


Let the janitor 
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nothing will d or dent 
or deform this fiber glass base 
and a wipe with a cloth will 


always make it look like new. 
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THE STURGIS POSTURE CHAIR COMPANY 
Write to The Sturgis Posture Chair Company, General Sales Office, 154 East Erie Street, Chicago 11, IMinois 


For complete information and the name of your nearest dealer, 
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of the fair weather which prevailed on Thursday and 
Friday and then became cloudy ending with rain in 
the evening. 

An elaborate program planned by the committee in- 
cluded such recreational activities as a golf tourna- 
ment, putting contest, croquet, shuffle board, horseshoe 
pitching contest, horse racing and bingo games. 

Friday morning was devoted to registration, fol- 
lowed by a social informal get-together luncheon in 
the main dining room after which the business con- 
ference was held in the South Lounge room. 

In the absence of Secretary H. C. Whittemore, who 
was recuperating from his recent illness, President 
Edward W. Blevins, Caldwell-Sites Company, Roanoke, 
Va., extended a cordial welcome. He expressed the 
regrets of the association at the absence of Mr. Whitte- 
more and reminded all present to sign the huge get- 
well card to be sent to him. The meeting then took 
the form of an informal round-table discussion of 
topics of importance and interest to the wholesalers 
assembled. 

Chute Sounds Keynote 


Mortimer H. Chute Jr., Bainbridge, Kimpton & Haupt, 
Inc., New York City, acting as moderator, sounded the 
keynote—“The Association’s Marketing Research Pro- 
gram.” He read a report prepared by secretary Whitte- 
more reviewing the reasons for the program and prog- 
ress made by the marketing committee thus far. It 
covered the interest and concern of wholesalers at the 
intense business challenges that have cut across every 
segment of distribution such as taxes, manpower short- 
ages, high freight rates, increased office costs and other 
costs effecting suppliers at one end and retailers at the 
other end of the distribution beltline. 

The report told of the preliminary investigation of 
the marketing committee and the difficulty in getting 
sufficient data to develop a program designed to over- 
come peak difficulties. The present aim of the com- 
mittee is to continue a general study of operating 
costs and to gather statistics as to the actual distri- 
bution of the industry’s products through wholesalers 
and to analyze ways and means to greatly effect an 
increase in that direction. 

Mr. Chute then pointed out that there is a diversified 
group of wholesale firms with various methods of oper- 
ation. He called for opinions on the subject of estab- 
lishing a uniform systematic method of operation for 
all stationery wholesalers to reduce costs of operation 

In the lengthy discussion which followed every phase 
of the wholesalers’ operations dealing with distribution 
was considered. 

Blevins Tells of Travels 


President Blevins then informed the group of his 
travels about the country attending regional meetings 
and visiting wholesalers, all of whom are seriously 
interested in reducing distribution costs. Other speak- 
ers who addressed the meeting were Max A. Goldstein, 
Rachester Stationery Company, Rochester, N. Y.; A. L 
Naismith, Buntin, Gillies & Company, Ltd., Hamilton, 
Ontario, Canada; Henry Levy, Silver Stationery Com- 
pany, New York City; Herbert C. Hooks, Moore Push 
Pin Company, and W. Brooks, Scripto, Inc 

After the officers’ reception and cocktail party in the 
Camp Club building, dinner was served in the main 
dining room. Later, the Camp Club building was the 
scene of the eastern district Harvest Festival which 
consisted of social pastimes and included dancing 

On Saturday morning the outdoor contests were held. 
with the golf tournament starting at 9:00 a. m., fol- 
lowed by croquet, putting, shuffleboard and horseshoe 
contests for both ladies and men 

After luncheon a committee conference was held 
during which plans were discussed for the 1954 annual 
convention and trade show of the Wholesale Sta- 
tioners Association to be held on March 1-5 at the 
Hotel New Yorker, New York City 
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At 5:30 p.m. the eastern district cocktail party was 
held in the Camp Club building which was followed 
by dinner in the main dining room. 

After dinner all adjourned to the South Lounge room 
to attend the “Heap Big” Prize Party during which 
time awards were made to winners of the golf tourna- 
ment and other contests and the balance of the evening 
was devoted to dancing. 

Sunday was devoted to relaxation, some departing 
early while others played golf, hiked through the woods 
and trails, or participated in other outdoor sports. 

Committees responsible for one of the associations’ 
most enjoyable affairs included the group on arrange- 
ments which had the following members: Chairman, 
Herb Hooks, Moore Push Pin Co.; co-chairman, Gene 
Rosenberry, Koh-I-Noor Pencil Co.; Bob Gammell, 
Binney & Smith Co.; Harry Fensterheim, S. E. & M. 
Vernon, Inc.; Howard Shoemaker, Eberhard Faber 
Pencil Co.; John Henn, Joseph Dixon Crucible Co.; 
John Kolb, C. Howard Hunt Pen Co.; Joe Strauss, Vail 
Mfg. Co.; Fred Steinhilber, Geyer Publications; Bob 
Shearman, Modern Stationer, and John Gallup, OFFICE 
APPLIANCES. 

Members of the golf committee were George F. Grif- 
fiths, Sr., Noesting Pin Ticket Co., and Henry Levy, 
Silver Stationery Co. 

Serving on the ladies’ committees were Mrs. E. W. 
Blevins, Mrs. Gene Rosenberry, Mrs. Herb Hooks, Mrs. 
Howard Shoemaker, Mrs. M. H. Chute and Mrs. M. A. 
Goldstein. 





Boston Stationers Hear Asthalter 

J. H. “Jack” Asthalter, eastern sales manager of 
the W. A. Sheaffer Pen Company, was the guest 
speaker at the October 19 meeting of the Boston 
Stationers Association held at the Hotel Kenmore. 
Sixty-one members and guests attended. 

The subject of Mr. Asthlater’s informative address 
was, “Sell Up or Sell Out.” His talk was filled with 
ideas on selling, training salespeople, merchandising 
and the importance of knowing the product you have 
to sell. So reports Harley J. Lewis, secretary of the 
stationers’ group, to OFFICE APPLIANCES: 

Another feature of the meeting was a report on 
the NSOEA convention from all angles. Speaking 
from the travelers’ viewpoint was John B. Dwyer, 
manufacturers’ representative. President Bob Slate, 
Cambridge, Mass., reported for the dealers, and How- 
ard E. Gorton of Dennison Manufacturing Company 
for the manufacturers. 

Other events on the Boston Stationers Association 
calendar are the “Gay Nineties Night,” held November 
16; the address by Elmer G. Rahe of The Globe- 
Wernicke Co. on January 18 and the annual banquet 


in Hotel Statler ballroom February 27. Other meetings | 


are at Hotel Kenmore. 





OEA of N.Y. Discuss Methods and Systems 


“Outmoded methods in American offices, and 4a | 


growing resistance to office employment in contrast 
with other lines of work are posing a serious problem 
to American industry,” according to Walter H. Wheeler, 
Jr., president of Pitney-Bowes, Inc. The occasion was 
a dinner meeting of the Office Executives Association 
of New York, held at the Belmont Plaza Hotel on 
October 14. 

Discussing the “Coming Revolution in the Office,” 
Mr. Wheeler said he was convinced the next 25 years 
must bring radical changes in the methods and sys- 
tems of American offices. 

“I believe these changes are inevitable because the 
conditions we now have in our offices are already 
unsatisfactory, and will rapidly become intolerable.” 

Unless American businessmen recognize “the brake 
that office operations are applying” to American in- 
dustry and remedy the situation it will be impossible 

Turn to page 201, please 
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Taper Tip Staples 
now added to WJ’s Tatum Line 


Talk about sales points! This new 3-color Taper Tip package is full of 
them! 10,000 points that make Taper Tip today’s sharpest buy in staples... 
for both you and your customers. 

Taper Tip’s chisel-like ends drive through more than 40 sheets 
of tough bond paper. They dig into wood, plastic and even light gauge metal. 
Chey deliver full-leg penetration and tight, permanent grip every time. 
[heir unique Golden Tone finish retards rust...keeps them bright and 


clean-looking long after they’ve been put to use. 
You'll profit two ways by selling your customers Taper Tip Staples. First, they <—— ~ 
are priced to put full mark-up back into your staple sales...and keep it there. " = a 
Second, Taper Tip Staples build repeat sales because your customers remember Cc ; ip % 


their trouble-free performance, golden finish and distinctive package. 


Stock the complete line of Tatum Staples and Staplers 
Both TAPER TIP Staples and steel finish staples are available 
in strips of 105 and 210, packed 5,000 to a box. TAPER TIPS 
ire also packed 2,500 to a box. All are 100% round steel wire. 
Fit all Tatum Machines and all staplers that use 

standard size staples. Order today. 





WILSON JONES COMPANY Pe 
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Ellis G. Bishop Heads Old Town Promotion 


In another step in the assembling of a new man- 
agement team at Old Town Corporation, James H. 
McGraw, Jr., president, has announced the appoint- 


Ellis G. Bishop 





ment of Ellis G. Bishop to the post of manager of 
sales promotion. Mr. Bishop will have charge of the 
company’s growing activity in the areas of market 
research, sales training, promotion and advertising. 

Mr. Bishop brings to his new assignment a wealth 
of experience in sales and advertising, much of it 
acquired at Royal Typewriter Company. His first ob- 
jective will be to provide vastly increased promotion 
help to Old Town’s branch and dealer sales organ- 
ization. 





Underwood Makes Three Appointments 


Recently announced from the Underwood Corpora- 
tion were three appointments. Jamie G. Romero was 
appointed as the firm’s New York regional manager, 
with headquarters at 1 Park Ave. and Charles Hem- 
merle was named to succeed Mr. Romero as manager 
of the New York typewriter division. Also announced 
was the appointment of Alfred D. Roberts as regional 
manager of the Brooklyn, N. Y., office, with head- 
quarters at 124-38 Clinton St. 

A graduate of Columbia University, Mr. Romero 
joined Underwood as an adding machine salesman 


J]. G. Romero Cc. Hemmerle A. D. Roberts 


in 1936 and became assistant purchasing agent at the 
company’s Bridgeport Works in 1942. He served as 
adding machine division manager of the New York 
regional office from 1944 to 1950, when he was ap- 
pointed manager of the typewriter and adding ma- 
chine division. He is a member of the Office Executives 
Association of New York and the Sales Executives 
Club of New York. Mr. Hemmerle, formerly assistant 
typewriter division manager, joined the firm in 1945 
as a typewriter and business machine salesman. A 
native of Brooklyn, he attended New York University. 

Alfred D. Roberts, regional manager of the Brook- 
lyn office, formerly served as a sales agent for the 
Mercedes Bueromachinen Works in Germany and as 
a salesman in the supply, adding machine and type- 
writer divisions prior to his promotion to branch man- 
ager of the Wilkes-Barre, Pa., office 
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J. Edgar Glass Promoted by Colson 

The Colson Corporation has announced the pro- 
motion of J. Edgar Glass to position of president and 
general manager. He succeeds Neely Powers who 
remains a director of the company serving in an 
advisory capacity. 

Mr. Glass joined the Elyria, Ohio, firm about two 
years after graduation from Ohio State University and 


J. Edgar Glass 


served for several years as eastern and southwestern 
sales representative. Later, he became assistant to 
the president, then successively executive vice-presi- 
dent, general manager and executive vice-president. 





Guardsman Appoints Representatives 

John Robertson of Guardsman Safe Company has 
announced the appointment of a number of sales 
representatives throughout the country. Barrett K. 
Mitchell will cover Missouri, Kansas, Nebraska, Iowa 
and Southern Illinois. 

Frank G. Mock and Dave Morris of Hess & Asso- 
ciates will represent Guardsman in Indiana, Kentucky, 
Michigan and a portion of West Virginia. Sam Challis 
is to cover New York, the New England states and 
part of Pennsylvania. Georgia, Tennessee, North and 
South Carolina, Florida, Alabama, Mississippi and 
Louisiana has been assigned to T. R. Unsworth, an 
associate of Ralph A. Bender. Len C. Jacobs will cover 
California, Arizona and Nevada. 


Excuse Us, Pleas 





In our pictures of the NSOEA Product Exhibits ap- 
pearing on page 46 of the November issue, picture 
number 12 showing the new Modulette was errone- 
ously credited to All Steel Equipment, Inc. The manu- 
facturer of the Modulette is Art Steel Sales Corpora- 
tion. Our error is sincerely regretted. 

NSOEA’S treasurer Charles Sinisgalli is with An- 
drews Office Supply & Equipment Company, not R. P. 
Andrews Paper Company. We're sorry this November 
issue error was made. 
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1954 is the 50th year of Office Appliances, your business journal of the 
office equipment industry. It's the golden anniversary year—a half-century 
of progress. A new typographical dress beginning in the January 
issue will herald this exciting year. Here's what we have 


in store for readers and advertisers: 






ii-wa design in cover and monthly departments 


ica body type...easy on the eyes 





nea headlines to compliment a new format 









ita digest of pertinent articles from other publications 


iia feature presentation—"The American Way” 


Office Appliances has continually marched ahead with the industry it has 
represented for fifty years. It has been a half-century of progress. 


Join us in preparing for a great future. 
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Royal Names Portable Representatives 

W. H. Beckwith, portable sales manager for Royal 
Typewriter Company, Inc., has announced the addi- 
tion of nine new representatives to his staff 

S. W. Mazur, formerly Detroit portable district rep- 
resentative, assumes the post of Southern portable 





Ss. W. Mazur W. R. Miller W. T. DeGroff 


regional manager, with headquarters in Atlanta, Ga. 
He will supervise the portable representatives covering 
the Washington, D. C., Cincinnati, Columbia, S. C., 
and Jacksonville territories and will personally contact 
the dealers in the Atlanta area. He has been with 
Royal since 1948. 

W. R. Miller, formerly portable representative at 
Cincinnati, has been named to succeed S. W. Mazur 
in the Detroit territory. In 1952 Mr. Miller joined 
Royal in Pittsburgh, transferring to Cincinnati in 
May, 1953. 

W. T. DeGroff, who formerly contacted portable deal- 
ers in the Philadelphia area, Nas been assigned to the 
Portland, Ore., territory vacated by Jesse Vanland- 





J. W. Eastwood D.H.Coleman OD. R. Hoffhouse 


ingham, recently appointed assistant to the European 
director for Royal’s newly-formed subsidiary in Leiden, 
Holland. Mr. DeGroff has been with the company 
since 1952 as a representative for the New Jersey 
territory. 

Succeeding Mr. DeGroff in Philadelphia is J. W 
Eastwood who has had a number of years selling 
experience with a carpet manufacturer in Bridgeport, 
Pa. 
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D. H. Coleman, formerly Atlanta representative, will 
cover the Florida territory with headquarters in Jack- 
sonville. 

A newcomer to Royal, D. R. Hoffhouse, replaces 
W. R. Miller as representative headquartered in Cin- 
cinnati. A native of Cincinnati, he was formerly a 
regional representative for the Baldwin Piano Com- 
pany. In his new capacity he will contact portable 
dealers in southern Ohio, parts of West Virginia, Ten- 
nessee, parts of Virginia, southern Indiana and part 
of Illinois. 

As district representative, W. E. Bell will be con- 
tacting Royal portable dealers in eastern Missouri, 
southern Illinois, western Tennessee, Arkansas and 
northern Mississippi, with headquarters in St. Louis. 
Mr. Bell also is a new member of the Royal organiza- 
tion. He had previously been affiliated with a firm of 
commercial printers in St. Louis as a salesman. 

W. D. Kennedy, formerly a New York junior sales- 





W. D. Kennedy 


man for the company, has been appointed representa- 
tive in Newark 

In the territory headquartered in Boston, J. V. 
Sweeney will be calling on Royal portable dealers. 
Mr. Sweeney, who has had several years of portable 
typewriter selling experience with a competitive firm 
in that area, will cover the eastern half of New 
Hampshire, the eastern half of Massachusetts and 
Maine. 


W. E. Bell J. V. Sweeney 





Name Winners in Tufide Display Contest 

The winner of the $100 first prize in Stein Brothers 
Manufacturing Company’s recent Tufide photo display 
contest was the House of Wren in Oklahoma City, 
Okla. Second prize of $50 went to Horder’s Inc., of } 
Chicago. The following received 17-jewel wrist watches | 
as prize winners in their districts: 

Regal Stationery Store, York, Pa.; Blied, Inc., Madi- 
son, Wis.; J. C. Bair Company, Austin, Tex.; Elmira } 
Leather & Luggage Company, Elmira, N. Y.; Farnham | 
Stationery & School Supply Company, Minneapolis, | 
Minn.; King Trunk & Lather Works, Fort Wayne, 
Ind.; Pound & Moore Company, 
Charlotte, N. C., and Student Union 
Book Store, Lawrence, Kans. 

The House of Wren display tied | 
in with a current horse show inf 
Oklahoma City. The window is lo- 
cated on a busy thoroughfare in 
downtown Oklahoma City. The sign 
material was done in harmonizing 
shades of brown. Green sawdust 
was used for the floor. 

Judges in the contest were Miss 
Lee Phillip of the Columbia Broad- 
casting System; Frank A. Lederle of 
Luggage & Leather Goods Associa- 
tion and John A. Gilbert, Orrice} 
APPLIANCES 





Stein Winner This window display 
by the House of Wren, Oklahoma City 
Okla., won first prize in recent Stein Bros 
Mfg. Co. contest 
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For Easier Selection .. . Joe Doman- 
ski (left) and Matt Dillon look over display 
of Smead products in Chicago warehouse. 


Smead Chicago Warehouse 
Serves Midwest Customers 


Hundreds of Smead Manufactur- 
ing Company products have been 
placed on effective display for 
quick inspection by customers at 
the new Chicago warehouse, 208 
S. Jefferson St. 

As pictured the colorful packag- 
ing and variety of expanding files, 
brief covers, filing supplies, filing 
folders, file pockets, index guides 
and other Smead products is on parade. 

“We have in stock and on display a representative 
line of items for immediate delivery,” declare Matt 
Dillon, Chicago representative, and Joe Domanski, 
branch manager. The staff is augmented by one 
helper in the warehouse. 

More than 5,000 square feet 
for stock purposes. 

From this warehouse is serviced the Midwest includ- 
ing Illinois, Indiana, part of Wisconsin, part of Mich- 
igan, Tennessee, Kentucky, and St. Louis, Mo. 

Both Mr. Domanski and Mr. Dillon have had long 
experience in the industry and are acquainted with 
the needs of dealers. 

Telephone number of the warehouse is State 2-9415 


of space is available 





Representatives Named for Bristol 


Now representing Bristol Manufacturing Company 
in luggage and leather goods are the following new 
salesmen: Lloyd Taylor, 1941 Hertel Ave., Buffalo 14, 
N. Y.; Jack Parfitt, Box 157, Mandan, N. D.; Harvey 
Schade, 226 Isanti St., Duluth, Minn.; Armine West, 
P. O. Box 5930, Westport Station, Kansas City 11, Mo.; 
Edward M. Cato, P. O. Box 9555, Dallas 14, Tex.; and 
Samuel Singer, 358 Fifth Ave., New York 1, N. Y. 








Charles C. Smith Revises Policies 

Announcement is made by William H. Cravens of 
Charles C. Smith, Inc., that the firm has adopted a 
new sales policy that is said to be a simplified arrange- 
ment which is more understandable, satisfactory and 
profitable to the dealer. 





Another new policy will be the attempt to channel | 


all business through stationers. The new owners of 


the Smith company have announced that these re- | 


vised policies are to become effective immediately. 
Details are being relayed to the trade by mail and 
through factory salesmen. 





Precision Names Representatives 

Precision Manufacturing Company has announced 
the placing of three new men to represent the com- 
pany. They are: 

C. Russell Spets of Worcester, Mass., who will cover 
the New England territory of Massachusetts, Connecti- 
cut, Rhode Island, Maine, New Hampshire and Ver- 
mont. 

Jack Street of Nashville, Tenn. 

D. W. Alexander of Palo Alto, Calif., who will repre- 
sent Precision in the eleven western states. 
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Office Equipment Co., Compton, Calif. 
uses display cards and several pieces of 
Victor Safe & Equipment Co. reference 
equipment to make an eye-catching wit 
dow that highlights Victor Visible products. 


Features Victor Visible ... Comptes | 
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| No, he doesn't know 
| them all like a book... 


but ... there’s one phase of virtually every business 
which Lyon Steel Equipment Dealers know “from 
cover to cover.’’ That phase has to do with helping 
their customers make the most out of steel equipment 
in terms of savings in time, labor and money. 

A highly diversified line of more than 1500 stand- 
ard Lyon items enables Lyon Dealers to meet the 
varying needs of business, industry and institutions 
—better. A very few typical products are shown below. 































This and similar ads appear each month in News- 
week, Business Week and leading trade publications. 
Many products, plus many markets, plus consistent 
advertising support, equal volume steel equipment 
sales every month of the year. 


FACTORIES IN... AURORA, ILL., AND YORK, PA. 


LYON METAL PRODUCTS, INCORPORATED 


General Offices: 1228 Monroe Avenue, Aurora, Illinois 





| for BUSINESS- INDUSTRY INSTITUTIONS 
==} _ STEEL KITCHENS for THE HOME 






































A aati LIST OF LYON STANDARD PRODUCTS 


* Shelving Kitchen Cabinets °¢ T 
* Lockers Cabinet Benches 

* Stools Storage Cabinets 

* Bin Units Drawing Tables 


E y ker KOCKS Display Equipment « F 
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Southern Florida Business Show 


Beach Typewriter Co. 7. The show’s planners: Helen 
Bruce Equip. Co. Gregory, publicity chairman 
Mr. Foster's Store. of the Nat. Sec. Assn.; C. 


Long Office Supply Co. Maurice Long, president of 
Chas. S. Meyers, Inc. S. Fla. OED; and Charles S. 


General view of exhibits. Meyers, show chairman. 


Southern Florida Holds Business Show 


Miami’s second annual Business Show, sponsored 
by South Florida office supply and equipment dealers, 
was held October 19 through 21. There was a total of 
80 booths this year, an increase over last January’s 
show. Attendance was approximately 10,000, with more 
local visitors than last year when a large number of 
out-of-town guests were present 

The Miami Chapter of the National Secretaries 
Association celebrated their second anniversary by 
participating in the three-day activities of the show 
Queen of the show was Mrs. Charlotte McAllister, a 
secretary for the International Petroleum Company 
of Coral Gables, Fla., was chosen as the “Ideal Sec- 
retary.” The Office Equipment Dealers Association 
awarded Mrs. McAllister a deluxe portable typewriter 
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as a token of appreciation for her help on behalf of 
the secretaries association. 

A highlight of the show was an invitation to visitors 
to try their hand at opening an ordinary office safe 
Charles S. Meyers, chairman of the three-day event, 
promised $200 to anyone whose sensitve fingers could 
discover the combination of the safe 

Participating in the show with a booth was the 
Office Management Association. Exhibitors expressed 
complete satisfaction with the results and many have 
already indicated that they would participate next 
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' @ 177 different styles and 
———SF colors. @ Single or double tops. 
@ All top corners rounded. @ Manila in 8, 

94%, 11,14 and 17 pt. @ Letter, Legal and Invoice sizes. 

® Kraft in 8 and 11 pt. @ Red Fibre in 11 pt. ® Pressboard in 
2 grades. @ Colored folders. @ Packed 100 to a box, 500 to a carton. 


Write for catalog and prices today. 


AMBERG FILE & INDEX CO. « Filing Specialists Since 1868 « Kankakee, Ill. 





year. Plans are already under way for a bigger 
and better show to be held in late October or early 
November, 1954. 


Among the exhibitors at the show, held at the Bay- 
front Auditorium were the following: 


Addressograph-Multigraph, Inc. Marchant Calculating Machine Co. 
Barnett’s, Inc. George L. May Co. 
Beach Typewriter Co., Inc. Chas. S. Meyers, Inc. 


Bruce —. Co. Miami Staty. Co 
Bryant Supply Monfoe Calculating Machine Co. 
Siaonk Machi gency 





J. E. Neohr 
Central Stationers Remington Rand Inc. 
Dade Typewriter Co. Royal Typewriter Co., Inc. 


Eugene Schwerz 
Seminole Prtg. & Staty. Co. 


Dictaphone Corp. 
Elliott Addressing Machine Co 
Skagseth Staty. Co 


Mr. Foster's Store 


Hill Co. of Fia. The Pavlow Co 
Jackson Camera Stores Pitney-Bowes, Inc 
The Lanier Co. Technical Tape Co 


Long Office Supply Co. 





Open New Firm in Brownwood, Tex. 

Two pioneer typewriter and office supply dealers in 
Brownwood, Tex., recently combined and held formal 
opening of their business, Collins & Griffin Typewriter 
Company, 200 E. Anderson. 

The new firm is owned by John A. Collins and Lewis 
A. Griffin. 

Collins & Griffin handle the Underwood line of 
typewriters and adding machines. The firm has a 
complete line of filing cabinets, chairs and other 
office supplies. 

Mr. Collins formerly operated the J. A. Collins Type- 
writer Company in Brownwood. More recently he 
operated the Merchandise Mart. Mr. Griffin has been 
in the business in Brownwood since 1929 and operated 
from 2014 Austin Ave. 


NEW APPOINTMENTS 





Appointed By American Pencil... 


Frank Boyce was recently appointed by the 
American Pencil Co. as mid-west sales repre 
sentative. Mr. Boyce, whose headquarters are 
in Kansas City, was previously a Mid-West 
sales representative for the Modglin Company, 
Inc., Los Angeles 





Heads Diebold Buffalo Office ... 


Diebold, Inc., recently announced the appoint 
ment of Francis J. Chute to the post of branch 
manager in its Buffalo, N. Y., office. Mr. Chute 
joined the firm as a systems salesman in 
October, 1947. During each of the past four 
years he has gained membership in Diebold’s 
exclusive 100% Club for the company’s sales 
leaders. In his new position he will supervise 
the branch operations and the sales activities 
of the company’s salesmen in the city of 
Buffalo and the neighboring counties 





Joins Gunlocke Chair Co. ... 


Gordon E. Lipscomb of Birmingham, Ala., re- 
cently joined W. H. Gunlocke Chair Co. as a 
representative in the Southeastern territory 
Mr. Lipscomb is well acquainted in this area, 
having previously traveled it for another firm 





Named Addo Manager... 


George Agrell, president of the Addo Ma 
chine Co. announces the recent appointment 
of J. N. Williams as dealer sales manager 
for the firm. Mr. Williams was formerly 
dealer sales manager of the Allen Wales 
Adding Machine Co. 
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New Appointments Continued 





New Representatives .. . Russel! Spets, William P. Corbet, 
Sr., and W. P. Corbett, Jr., are now representing Columbian Ar 
Works. Mr. Spets is covering New England and the two Corbetts 
are selling in Pennsylvania, Southern New Jersey and so forth 


A. W. Seaver Sells for Amberg .., 


Betrand Amberg, president of Amberg File § 
Index Co., has announced the appointment of 
Arthur W. Seaver as sales representative 
Mr. Seaver will reside in a suburb of Phila 
delphia and cover eastern Pennsylvania 
southern New Jersey and eastern New York 
State. Mr. Seaver is a son of O. L. Seaver, 
who has represented Amberg in New England 
for more than 20 years. 





To Represent Guniocke... 


William F. Back was recently appointed sales 
man for the Midwest territory of the W. H. 
Gunlocke Chair Co. Mr. Back resides in 
Kansas City, Mo., and is well-known to many 
dealers from his previous business connections 
there 





me 2 


Joins Marble Chair Staff... 


James A. Wallace, Jr., has been named sales 
representative for the states of Kentucky and 
Tennessee by The B. L. Marble Chair Com 
any. Educated at Indiana University, Mr. 

allace has a well-rounded background. He 
is headquartering in Indianapolis, Ind., and 
will travel his territory from there. 





Represents McDonald Products... 


]. W. Frazier has been appointed by the Mc 
Donald Products Corp. to represent the firm in 
selling the Duk-it line of “everything for the 
smoker” through the states of Illinois, Indiana 
and parts of Wisconsin. His headquarters will 
be in room 1535 of the Merchandise Mart, 
Chicago, where the company has a complete 
display. Mr. Frazier was formerly with Car 
son Pirie & Scott as a buyer of luggage and 
men's leather line 





FE Manages Clary Branch... 


Promotion of George D. McCafferty as mane 

ger of the Pittsburgh branch of the Clary 

Multiplier Corp. in Allegheny. Beaver, West 

| moreiand and Washington counties has bees 
' announced by Joseph W. Stallings, generd 
manager of distribution. Mr. McCafferty suc 
ceeds Ben Sweeney. Since joining the branch 
office in 1950, Mr. McCafferty has been one a 

its leading salesmen, earning membership last 

> year in the Producers’ Club, national honor 


group. 





Appointed by Paper-Mate... 


F. Stanton Webb has been appointed to the 
position of vice-president in charge of Mid 
West sales for Paper-Mate Eastern, Inc., it 
was announced by T. J. Welch, executive vice- 
president of that firm. Mr. Webb most recently 
was vice-presdient in charge of sales for Re- 
cordit Corp. and prior to that was associated 
with the Research Institute of America and 
with the Speed Products Co. A native of Chi- 
cago, Mr. Webb's headquarters will be in that 
city. 
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Skeptical Sam . . . you know him all too well. He’s 
the hardest guy in town to separate from a purchase 
order. Undoubtedly born in Missouri . . . for he 
wants you to prove your desk is the best. . . and then 
he wants the lowest price in town. 











. moh. There’s only one way to handle Sam .. . and that's to carry a desk : 
. Loe 7 A 4, that actually does give him top quality at an economy price. And 
ey 7 the Steel Age “1000” Line Desk is your answer. Every inch of it 
y U~'/ is constructed to traditional Corry-Jamestown standards of finest 












= ¥, / materials and craftsmanship. All-welded, heavy-gauge steel con- 
struction assures permanent durability. The corroleum top and 
ball bearing suspended filing drawer guarantee more working 
comfort. And there’s a “1000” Line model for every office job. 
If you're not already profiting from this popular, fast selling 
STEEL AGE Desk, why not write for full particulars today. 
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The Quality Choice of Modern Offices 
CORRY-JAMESTOWN MFG. CORP., CORRY, PA. 


Off - New York + Philadelphia + Atlanta + Detroit + Chicago + Dallas + Los Angeles + San Francisco 
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Two New Crocker Stores 


A completely open display for self-service was the goal achieved by H. S. Crocker 


Co., Inc., California printers and stationers, in the newly-remodeled stores in 
Fresno and Sacramento. 


Three types of fixtures were chosen: a free-standing wall fixture and two types 
of gondola fixtures, one 42 inches and the other 32 inches. All units are made in 
the 30-inch length, two units to the fixture. Nothing is screwed, bolted or nailed 
to the floor. Shelves are flexible so that they may be either slanting or straight. 
Glass partitions also can be inserted as well as glass holding parts 

The first two pictures are of the Fresno store, while the remaining five were 


taken at the Sacramento store 
Charles E. Ruffner, vice-president and general manager, has offered to supply 


information concerning this method of open display selling to any dealers who 


write to him. 
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Stone Appoined by J. K. Gill Company, 
Succeeds Weaver Upon His Retirement 

George Halling, general manager of the J. K. Gill 
Company of Portland, Ore., has announced the ap- 
pointment of Woodrow E. Stone as manager of the 
commercial stationery and office supply department. 





A. Weaver 


Mr. Stone is a native Portlander and became associated 
with Gill’s in 1947, spending a year in the wholesale 
division before transferring to commercial stationery. 

Mr. Stone succeeds Arthur Weaver who announced 
his retirement recently. 

Sixty friends and co-workers in the Gill organization 
honored Mr. Weaver with a dinner in the Tyrolean 
Room of the Benson Hotel Thursday evening, October 8. 
Announcing his retirement Mr. Weaver said he would 
travel in the East, visiting relatives and friends. He is 
well known in the office supply business on the Pacific 
Coast and has been with Gill’s for more than 45 years 
Mr. Weaver was presented with a gold watch. 





California Firms Figure in Changes 

Sale of the California Typewriter Exchange and 
Lightning Adding Machine Company, two Los Angeles 
companies owned and operated by E. E. Thornton, took 
place recently. Mr. Thornton has been a leading figure 
for more than 40 years in the typewriter and adding 
machine business on the West Coast 

California Typewriter Exchange, established by Mr. 
Thornton in 1923 and expanded into one of the largest 
wholesale and retail firms in the west, has been sold to 
Max Dworsky and Martin Waisbren, who will continue 
its operation under the same name. 

The new owners will enlarge the wholesale phase of 
the business by a consolidation with the Los Angeles 
Adding Machine Company, acquired by them about a 
year ago. This merger brings the two leading firms in 
their respective fields under one management. Mr. 
Dworsky and Mr. Waisbren, formerly from Michigan 
and Ohio respectively, have had many years of expe- 
rience in the wholesale manufacturing and retail mer- 
cantile fields. 

H. L. Pettit will continue as general sales manager of 
the firm. He is widely known in the industry through 
his long association with Mr. Thornton and for his 
active interest, in both the local and national Office 
Machine Dealers Associations. He is the past president 
of the Southern California organization and is now 
serving as head of the All-State Association. 

Mr. Thornton will henceforth devote his attention 
solely to the distribution of the Addo-X and Totalia 
line of adding machines, maintaining an office for this 
purpose in the building occupied by the California 
Typewriter Exchange at 1260 W. Second St., Los 
Angeles. Mr. Thornton began his career in the type- 
writer business in 1909. 

Announcement is also made by Mr. Thornton that, 
under a lease arrangement, the Lightning adding 
machine which he has manufactured and distributed 
Since 1944, when. .the company was purchased by him 
and moved from Grand Rapids, Mich., has been taken 
over by the Lightning Adding Machine Sales Company, 
whose new factory and offices are at 234 W. 37th Place, 
Los Angeles. Ear] Coffin is president of the new firm of 
which Paul Jensen is sales manager 
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Wood Sells Control of Hale 





Control of the F. E. Hale Manufacturing Company, 
Herkimer, N. Y., was recently sold to John A. Benson,| 
and his son John A. Benson, Jr., by Clayton A. Wood, 
president and majority stockholder of the firm. Mr} 
Wood announced he has disposed of his interest in 
the firm in order to retire. 

His wife, Mrs. Anna M. Wood, secretary and treas- 
urer; Stanley S. Moon, vice-president and Lindley 
Hubbard, superintendent, also sold their holdings to 
the Bensons. 

Mr. Wood, a native of Stratford, came to Herkimer) 
in 1908 to become cost accountant and factory man-| 
ager for the Hale Company. He became president} 
in 1918, succeeding the late Fred S. Munger and even-! 
tually secured the controlling interest. 

Many changes have been made in the company’s) 
products in Mr. Wood’s 45-year association with the 
firm. In addition to regularly restyled sectional book- 
cases, since 1936 the firm has made machinists’ wood 
tool chests. The present company line will be con- 
tinued with the addition of another wood product used 
in the piano industry. 





Roy L. Shelby Company Expands in Dallas 
Expanding business of the Roy L. Shelby Company, 
complete office outfitters of 2024 Commerce St., Dallas, 
Tex., has resulted in plans to move into larger quar- 
ters on January 2. This will be the firm’s third loca- 





Cc. W. Boyd 


H. H. Allen 


tion in eight years, each time into a larger building | 

The new structure will be several times as large as} 
the present location and will be air-conditioned. The} 
entire second floor is to be devoted to an enlarged 
office furniture department. 

Two new salesmen have been added to the Shelby] 
organization. Horace H. Allen, formerly with Lake 
Charles Office Supply Company, Lake Charles, La.,| 
has joined the city sales staff. 

Clarence W. Boyd, a former department head of} 
Clarke & Courts, one of Texas’ oldest stationers, has} 
been added to the store sales organization 





H. A. Tippins Opens Savannah Office 

H. A. Tippins of Reliable Business Machines, who 
has been in the business machine business since 1918, 
has opened an office at 115 Fortieth St., E., Savannah, 
Ga., for the sale and service of nationally-known office 
machines. 

In opening the new office in Savannah, Mr. Tippins 
announced that he will still maintain his store in 
Claxton, Ga., where he also has a service department 
and will continue serving his customers in that sec- 
tion.—EEG 





Warehouse Space Added by Dolin Metal 


The pressure of demands for its products has made 
necessary the recent acquisition of additional ware-} 
house facilities by the Dolin Metal Products, Inc. 

A company spokesman stated that with these new 
facilities at the firm’s command in Brooklyn, N. Y. 
most orders can now be filled with dispatch directly 
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| 3 New Cocco Features 


iey widen your Cosco sales potential—step up turnover 














. bed i 
in. help you sell STILL MORE of ALL office equipment: 
= 
ly’s 
the 
ok- 
0d 
n- 
sed 

Im NEW UPHOLSTERY FABRICS! © @ NEW CUSHIONING! 

High fabric inter the new De Luxe line: exclusive All Cosco chairs are now available with 2 full inches 
ny textured pincheck pattern . . . smart, rugged, faster sell- of foam rubber on the seat. The De Luxe line also has 
las ing! New wide range of colors includes Green and ] inch on both backrest and arms. Twice the comfort 
aa Brown. Red, Persimmon, Gold and 4 other colors on . .. much easier selling! Be first to display these new 


Cosco chairs! 


te them now! 








ng 
as 
The 
red 
Iby EXECUTIVE $47 5( 
ake s ($49.50 in Zone 2 
: Model 15-F retail 
La. SECRETARIAL $29.95 
$31.00 in Zone 2) 
, retail Model 20-LA 
of SIDE CHAIR $27.50 
has $28.50 in Zone 2) 
retail 
, HIGH MARGINS! DOMINANT ADVERTISING 
3 TOUGH NEW FINISHES SUPPORT! FASTER TURNOVER! 
vhe 


When you sell Cosco, you're guaranteed full margins 


at ata! ee always. This year Cosco will run the biggest ad pro- 


gram in office chair history ...to assure you even faster 





Prepay s Bonderized baked-on turnover, still more profits! What's more, Cosco’s 
ins Cnamne: ¥ te! lip or crack—even when sub- posture-perfect design and other exclusive features 
in ected | tensive “torture” tests! Sell lasting beauty. bring you more satisfied customers, more repeat busi- 
Sell 7 i r nm tr new reer nt new 2 
ent Sell ¢ he new Green Tint, new Tan and ness, more store traffic . . . so you can sell more of ail 
2 -n) } ) 
ec. 3 colors alread lable—Grey, Brown, Olive Green. office equipment! 
= Hamilton Manufacturing Corporation 
4 Columbus, Indiana 
It pays to give th tomer wh 
ade g omer what he wants 


\re- 


:e — Nationally Advertised $05CO Tice 


tly hairs 
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Y and E Changes Field Organization 

Announcement has been made by H. P. Rockwell, 
vice-president in charge of wholesale, Yawman and 
Erbe Manufacturing Company, of the creation of a 
new district managership in the Southern States ter- 
ritory. 

The company’s policy for the future entails a 
planned program of expansion of sales activity 
throughout the South. To better achieve this goal and 





° 


R. L. Howarth L. N. Friend 


to render its agents and dealers closer co-operation 
and more efficient service, Y and E has divided the 
former territory, comprising seven states, into two 
districts. The company, therefore, has created a new 
district managership to represent its interests in the 
newly created district. 

Donald C. Swan, former district manager for this 
territory, was recently appointed to the home office 
sales staff in Rochester, N. Y. 

Appointed to fill the two district managerships are 
Robert W. Howarth, a member of the main office 
sales staff, and L. Neil Friend, a newcomer to the 
organization’s sales force. Mr. Howarth’s territory will 
include Alabama, Florida, Georgia and South Carolina 
Mr. Friend will cover Arkansas, Louisiana, Mississippi 
and Tennessee. 

For two years after completing his college course, 
Mr. Howarth served on the sales force of Procter & 
Gamble Company, working in Kentucky and the 
Southern Tier counties of New York State. He will 
make his home and business headquarters in Atlanta, 
Ga. 

Previous to joining Y and E, Mr. Friend was con- 
nected with the Joseph Dixon Crucible Company, 
covering the states of Mississippi, Louisiana, Arkansas, 
and Western Tennessee. His home is in Jackson, Miss., 
where he will also have his business headquarters 





Name New Peerless Photo Distributor 

George B. Crouse, president of Peerless Photo Prod- 
ucts, Inc., has announced the appointment of the 
Wenzel Equipment Company, 810 Baltimore St., Kan- 
sas City, Mo., as distributor for the complete line of 
this company’s products in Missouri and northern 
Kansas. 

Fhe appointment of Wenzel Equipment Company 
increases to nine the number of Peerless distributors 
Others are Fairfax Photo Products, Inc., West Engle- 
wood, N. J.; Industrial Photo Products Company, De- 
troit; C. B. Collins Supply Company, Pittsburgh; Mi- 
crocopy Sales Company, Los Angeles; Georgia Blue 
Print Company, Atlanta; Lew Wenzel & Company, 
Tulsa, Okla., with branches in Houston and Dallas, 
Tex.; Salt Lake Blue Print & Supply Company, Salt 
Lake City, Utah; and Hughes Owens Company, Ltd., 
Montreal. 





Wong Opens Store in Honolulu 

T. C. Wong, formerly with The National Cash Reg- 
ister Company for over 35 years, recently organized 
the Business Appliance Company, Ltd., in Hawaii. Lo- 
cated at 1128 Smith St., Honolulu, the firm is the 
local dealer for Burroughs products and also handles 
new and rebuilt typewriters 
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Haygood Office Supply Locates 
in New Lubbock, Tex., Quarters 


Reported by Art Carrow 

The Haygood Office Supply Company is now located 
in its new home at 1413 Texas Ave., Lubbock, Tex, 
where facilities are provided for one of the most 
modern, complete and attractive office supply houses 
in west Texas. The firm held a formal opening after 
moving from 1309 Texas Ave 

The new location is 52 x 120 feet in over-all space 
with most of the room being devoted to a complete 





hee =i 


New Quarters of Haygood Office Supply... 


UPPER LEFT-—Exterior of store; UPPER RIGHT—sales force including 
Charles Lewis, Bob Brown, Eddie Kissinger, James Lilly, Bonnie Hay 
good, Johnny Haygood, Paul Shelton and Lester White; CENTER 
furniture display in north half of store; BOTTOM--South side of store 
showing arrangement of office supplies 


departmentalization of merchandise and _ services 
These departments include office supplies, office furnij 
ture, desks, chairs, files and safes. Toward the re 

is a section for all types of office machines and behin 
is a complete repair department 








His wife, Bonnie, is associated with John D. Hay 
good, the owner, in the operation of the firm. Pa 
G. Shelton is manager. 

All the interior decoration of the new quarters wa 
under the supervision of Rowle Stirman Company 
Hollywood studio props are used for individual offic 
displays. There is tasteful use of planter boxes ang 
pastel shades complement the color scheme 
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wrong way right way transfer to pronto 


Records thrown on shelves are Records in Prontos can be located Save money, transfer into low cost Prontos 
hard to find, collect dust and ina jiffy. .. Stay neat and orderly and use your expensive cabinets over again. 
take up 50% more room. Doubles your filing space. 





SANITARY BASES 
for all size files $360 








There is a size made for every office record. These Pronto files 
are sturdily built of 275-lb. test fibre board, reinforced with 
steel on the shell and the four corners of the drawers as well. 
They cost no more than ordinary files! Can be interlocked into 
solid units and stacked to the ceiling. Beautiful in appearance, 
finished in olive green to match your regular office files. Will 
last a lifetime. 


STORAGE FILES 






FOLLOW 
BLOCKS 
90¢ ADDITIONAL 


Made for any size file 








LeTTeR size $355 
tecaL size $435 


CHECK size $240 


higher in Texas 











t of the Rockies 








PRONTO FILE CORPORATION 285 Madison Ave., N. Y. 17, N. Y. 





STEEL STORAGE CABINETS 


Will keep your office supplies and printed matter clean and orderly. As a storage 
cabinet for hand tools and other valuables, will pay for itself over and over again 
by preventing pilferage. Doors are equipped with a two-way locking device con 


trolled by a paracentric lock. Olive green or Cole gray baked enamel finish. 


TWO DOOR CABINETS 
deep $45.00 


\ 


\ 


(IMustrated) No. 349L — Two adjustable shelves, Size: 37!2’high, 30!2"wide, 17 
No. 471 —Two welded shelves. Size: 37" high, 24’‘wide, 17""deep $34.50 
COUNTER HEIGHT CABINET 
No. 400 — Three adjustable shelves. Size: 40”high, 14%'wide, 265s"deep. $42.50 
DESK HEIGHT CABINET 
No. 200 —Two adjustable shelves. Size: 30'"high, 14%’'wide, 24deep. $24.00 
EXTRA SHELVES for any of the above $4.95 additional 

Above cabinets available in Grained Walnut, Mahogany or Knotty Pine Finish $12.50 add'l. ee 


STEEL STORAGE CABINET} 








instead of key lock. No. 349Y $54, 





Will pay for themselves many times 
over as valuable money savers in 
locating and safeguarding impor. 
tant matter. For cancelled checks, 
drafts, catalogues, hardware, office 
forms, printed matter, artwork, cuts, 
photographs, tools, etc. Olive green 
or Cole gray baked enamel finish, 


LTD 


No. 2712 


$3995 





mn 0) § - 


























STEEL 


CUTS OR PHOTOGRAPHS OF ALL COLE PRODUCTS AVAILABLE ON 


DRAWER PARTITIONS 
LE AP LS VW 
A 4 “s yw 
No 55 for 27 No. 66 for 2712 
No. 2414 No. 655 for 2716 No. 666 for 2716 
PRICE: 85c PERSET Order by Number 
Inside Drawer Outside Cabinet 
No. Consists of Size Wide High Deep Wide High Deep 
2712 27 drawers Letter Size o 32 12 305s 372 «13% 
2716 27 drawers Legal size 9 3% 16 305 37% 17 
2414 14 drawers Cancelled Check 10% 4\2 24 2312 37%2 925 
2773 27 drawers Tabulating Card 78 338 24 26> 37% 25 
OCK which will lock all drawers of any of above cabinets . $10.00 additiona 
Cabinets listed above are available in Grained Walnut, Mahogany or Knotty Pine Finish at $12.50 addition 





EQUIPMENT COMPANY 


285 Madison Avenue, 


New York 17, N. Y. 





COLE safe-type STEEL CABINET 


Built for a life-time! 


Will keep your office supplies and printed matter clean and orderly. As a 
storage cabinet for hand tools, or valuables, will pay for itself by preventing 
pilferage. Used in many factories to minimize the loss of raw materials such 
as silk, rayon or leather. Doors are equipped with a two-way locking device 
controlled by a paracentric lock. Five adjustable compartments. Size 76" 
high, 36" wide, 181°’ 


Extra shelves for above $5.95 additional $5995 
No. 7600 


WARDROBE iat 
» tat etal ots Combination WARDROBE 


lor cant henmets Bae} and STORAGE CABINET 
36 w., 18%" d. at | 76" h., 36” w., 18%" d. 
1600R aa 4 No. 7600C 


$7 450 


deep. Olive green or Cole gray baked enamel. 


The “MODERN” File 


with the SECRET vault/ 


Just right for the small office. A filing cabinet, a storage 


cabinet and a concealed secret vault all in one. The latest 
design in office cabinets. Contains four ball-bearing letter 
files plus three adjustable storage compartments under 
lock and key. Only YOU know the combination of the 
secret vault protected by a 4” Dial Lock. Will pay for itself 
by preventing petty pilferage. Heavy gauge steel, 5112” 
high, 30%" wide, 17" deep. Olive green or Cole gray. 


No.990 LETTER SIZE $7750 


No. 1090 LEGAL SIZE 52:4” high, 33%” wide, 17” deep 
With legal size instead of letter size drawers $82.50 


No. 991 — Similar to above No. 990 
but with two double index drawers 
added, replacing the top letter file 
drawer. Index drawers are designed 
for 3x5 or 4x6 cards (6400 capacity). 
Can also be used for cancelled checks. 


$72.50 


All the above cabinets are available with plunger 
type locks that automatically lock all drawers 
$8.50 additional. 











The above “Modern” files are available in Grained Walnut, Mahogany or Knotty Pine finish $12.50 additional 


SEND FOR OUR LATEST CATALOG 


oe) & = ee Oe ae ee ee eee ee ee ee On ee a 
285 Madison Avenue, New York 17, N. Y. 












COLE’S Quality Files 
at New Low Prices 







Sturdy, heavy gauge steel filing cabinets for every filing need. Drawers 


glide smoothly on all four ball-bearing rollers. Spring compressors 






guarantee extra protection for records. Guide rods at no extra cost 






for eyeleted guide operation. Can also be used with hanging folders 








Olive green or Cole gray baked enamel! finish 






The “PERSONAL” 


A handy two drawer steel desk companion. Will 


File ——~> 







keep your letter size records convenient and orderly. 
302" high, 14%4"' wide, 24" deep 


No. 1202 $2795 


With key lock that locks both drawers, No. 12021 $32.20 













No. 1502 LEGAL SIZE same as above but with two I gal 
size drawers, 30'2" high, 1734" wide, 24” deep $37.95 






With key lock that locks both drawers, No. 15021 $42.20 


























q@ No. 1221 — Consists of one letter size No. 120) 
drawer and two double drawers for 
3x5 or 4x6 cards (6400 capacity), by 
removing the drawer dividers they car 
also be used for INCE d heck 
Plus a sliding writing shelf. 30'2” high ve on ‘ 
14%” wide, 24” deep The “STANDARD” File 
$4950 Used by thousands of discriminating offices. Four ball-bearig 
letter size drawers. Size, 52%" high, 1434" wide, 2658" deg 
With plunger-typs xck that tomat 





cally locks all drawer 95 
No. 12211 $51.00 No. 1204 $39 hem: aed, ae 


With plunger-type lock that automatically locks all drawers, No. 1204L $488 


No. 1504 LEGAL SIZE 5214" high, 17%" wide, 26%” deep $498 
With plunger-type lock that automatically locks all drawers, No. 15041 $588 







No. 1223 — Contains three letter size 
file drawers and two double drawer 
for 3x5 or 4xé ds (64 ipa 

Card drawers an also be used for 
cancelled heck 2 high, 1434 






wide, 2656" deep 


$5750 


With plunger-type lock that automati- 






FILING STOOL 






Makes filing easy, ends fatigue. Smo 
rolling castors, steel legs. Green, @ 
or red fabricoid top. 


No. 750 $8 






cally locks all drawers 


No. 12231 $67.50 

























STEEL EQUIPMENT COMPANY se 
285 Madison Avenue, New York 17, New York 






SPEED-O-PRINT ek 


DEPENDABILITY 


Welds Finest Duplicators PERFORMANCE 


AT THE 


Wolds Lowest Prices 








Liberator 300 
Electric 


STENCIL DUPLICATOR 


$549°° 


(PLUS EXCISE TAX) 


Truly the finest in Duplicating equipment. A SAVES TIME— SAVES MONEY 


machine for hairline registration—with heavy- Reproduces forms, letters, bulletins, 


duty standards. Inspect its operation and you'll memos, post cards, manuals. In faet, 


find itis truly the World's Finest Duplicator. Avail- 
able in futuramic grey or black wrinkle finish 
with open cylinder automatic dual brush inking. 


Post CARD TO LEGAL SIZE 
















NEW 193534 MODEL 


Liberator 200 


AUTOMATIC FEED 
#77950 


(PLUS EXCISE TAX) 


New and greater engineering developments 
to an already famous model. The quietness 


$48 


$49 and ease of operation gives this hairline 
ass registration duplicator a newer high in stand- 
? ards to be found only in the Liberator 200. 


NEW 1954 MODEL 
Liberator 100 
VWanuatl 


AUTOMATIC FEED 
$75 950 


(PLUS EXCISE TAX) 


SPEED-O-PRINT 
Corporation 1801 Ww. LARCHMONT avenve—cHicage” 13 
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Canadian Firm To Distribute SoundScriber 


R. W. Davidson, vice-president and general sales 
manager of The SoundScriber Corporation, has an- 
nounced the appointment of Blair-Behnsen, Ltd., as 
distributor for the company’s products in British 
Columbia. 

Blair-Behnsen’s main office is located in Vancouver, 
B. C. 

Frank W. Behnsen will be sales manager in charge 
of the SoundScriber operation. Mr. Behnsen has been 


Frank W. Behnsen 





active in the office equipment business in Vancouver 
for several years, and prior to his association with 
the firm of Blair-Behnsen, Ltd., was in Vancouver 
city government. During World War II he served as 
a lieutenant in the Royal Canadian Artillery & Infan- 
try Corps. He is vice-president of the Vancouver 
Junior Chamber of Commerce, a member of the Na- 
tional Office Management Association, and Past 
Chancellor of the Knights of Pythias 





Special Section Tells Georgia Growth 


OFFICE APPLIANCES has received a special industrial 
Georgia section of the October 25 Atlanta Journal- 
Constitution Magazine from Ivan Allen, Jr., president 
of Ivan Allen Company. 

A full-page ad tells of Ivan Allen Company “for 
more than 50 years serving Southeastern industry and 
commerce.” Location of the seven Allen stores is 
shown on a map. 

The section depicts industrial, 
transportation growth of Georgia 


farm, textile and 





Set New Date for Brand Names Day 


A new date has been selected for Brand Names Day 
of 1954, according to Henry E. Abt, president of Brand 
Names Foundation, Inc. It is April 28, 1954. 

The original date for this annual conference was set 
for the second week in April. Mr. Abt said the change 
was made to avoid conflict with retailing and business 
activities planned during Easter week. 

The 1953 Brand Name Retailer-of-the-Year awards 
will be presented to 125 of the country’s outstanding 
retailers on Brand Names Day at a dinner to be held in 
the Grand Ballroom of the Waldorf-Astoria Hotel in 
New York City. 





Shreveport Firm Changes Name 


Sib Harris Sales Agency, Shreveport, La., has 
changed its name to the Biggs & Guidry Typewriter 
Company. C. F. Biggs and G. W. Guidry are the 
owners.—EEG 





New York Firm Takes New Location 


Waterman Office Supply Company of New York 
City has announced that it is now located at 1047 
Sixth Ave., near 40th St. The same telephone number, 
Longacre 4-3747, is maintained at the new location 
for a modern retail store. 
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Toney of El Dorado, Ark., Opens 
New Office Furniture Department 


Reported by Art Carrow 

Toney Printing & Stationery Company, El Doradg 
Ark., held a formal opening of the office furniture 
display room on October 20 and 21. The public was 
presented one of the finest displays in the state of 
Arkansas. 

The department is on the 
location at 305 N. Washington. 


second floor of the 
The room covers a 


In El Dorado, Ark... . Typical displays of steel and wood 
furniture at Toney Ptg. & Staty. Co., El Dorado, Ark. 


space of 48 feet wide by 88 feet deep, without a post 
Carpeting is wall to wall. Fluorescent lighting has 


been provided and arrangements are made for air 


conditioning next year. 

Walls and ceiling have been finished in tones t 
make a favorable contrast to the furniture and files 
on display. 

Morgan Toney is the owner of the business and 
Francis Martin is manager. Toney has been a General 
Fireproofing dealer for 35 years, featuring desks, files 
and chairs. Represented are Stow-Davis and Hoosiet 
desks together with B. L. Marble chairs. 





Marchant Promotes G. H. Meacham 


Edgar B. Jessup, president of Marchant Calculators 
Inc., has announced the promotion of Gilbert # 
Meacham to the position of agency manager of tht 
Phoenix, Ariz., district office. 

Service for the Phoenix district, according to M 
Jessup, continues under the direction of Emanuel 8 
Kielman, service manager. The Marchant offices ar 
at 210-C E. Taylor St., Phoenix 


' 
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Sler 


Vault Door. 
Underwriters’ 
Inc. for 4-hour 


Mosler 


Insulated 





Mosler Armored Steel Money 
Chest. Anchored in steel clad 
concrete block for complete 
burglary protection. 


“@ 
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Mosler Record Safe. World’s finest and most modern protection for 
business records. Bears the Underwriters’ Laboratories, Inc. famous 


**A”’ LABEL. 
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Which influences yout protective equijpinent customers most... 
Product or Promotion? 


Actually, it doesn't matter when you're handling the world’s 
best protective equipment . . . for Mosler has a reputation for 
doing the most outstanding job in the industry—on both. 


\ ne n vou 


equipment, hi 


prospect in front of Mosler protective 


rt only looking al the world’s finest—he 


He know Mosler’s extensive national advertising 

nd freque il promotions have told him so, time 
again 

And, the | kes in your show room can only confirm 

this impress r whether he’s looking at a safe, money 

est. vault d r any Mosler product, there’s a powerful 

s talk ’ there in the Mosler nameplate. For the 
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name, Mosler, has stood for over a century for the kind of 
quality that earns and maintains world leadership. 


(nd that is an important asset to any protective equipment 
dealer. It has cash value. It means easier sales. Easier 
profits. A better outlook for future protective equipment 
business. Like to know more ways the name, Mosler, helps 
you build sales? Write or wire The Mosler Safe Company, 


Hamilton, Ohio. 


IF IT'S MOSLER ,. . IT'S SAFE 


* Mosler Safe “” 


t the U.S. Gold Storage Vaults at Fort Knox and the famous bank vaults that withstood the Atamic Bomb at Hiroshima 
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EVERYONE 


NEEDS A 
TOPFLIGHT... 


FOR YEAR END INVENTORIES, federal and state 
income tax returns, and the numerous reports that will 
multiply figurework during the next few months. Now 
is the time to be certain that each of your customers 
has a Remington Rand TOPfight ... the adding machine 
best suited to his figurework requirements. The balanced 
TOPflight line includes both hand and electric models 
(some with direct subtraction and/or credit balance ) 
in a wide range of listing and totaling capacities. Write 





us today for complete information 





Flemington. B€and 
DEALER SALES DIVISION 
315 Fourth Avenue - New York 10,N.Y. 
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Clary Inaugurates Clinic Series 


A series of “Branch Management Clinics” has just 
been inaugurated by the Clary Multiplier Corporation 
as part of its long-term manpower development pro- 
gram, it was announced by J. W. Stallings, general 
manager of distribution. 

Designed to “increase the effectiveness of managers 
in working through men,” the first of the “Clinics” 
was held in Chicago November 9 through 13, and the 
second in Newark, November 16 through 20. A third 





such meeting will be held in San Francisco’s Bay 
area in December. f 

The “clinics” lay particular emphasis on how to: | 
a. Obtain new sales personnel of outstanding ability; 
b. Train and indoctrinate them; c. Supervise and 
stimulate them. 

Agenda for the “Clinics” includes four subjects 
related specifically to the manpower program, with 
all branch managers themselves demonstrating their 
knowledge and proficiency in: 

1. Field work, including actual selling of adding 

machines and cash registers. 

2. Actual demonstration of machines. 

3. Actual application of interviewing techniques and 

actual hiring of salesmen. 

4. Actual training of new salesmen. 

Present at the Chicago conference were Mr. Stal- 
lings; his home office assistant, Richard D. Dodge; 
regional sales managers Robert T. Pratt, eastern, and 
J. L. Jackson, western; and 10 branch managers from 
the central United States. 

Clary branch managers participating in the initial 
“Clinic” included Paul Reichle, Chicago; James Funke, 
Milwaukee; Wilbur L. Long, Minneapolis; Jay C. Jones, 
Kansas City; L. J. Wood, Dallas; Edward Newton, 
Houston; Ralph Blanchard, Cincinnati; Ray Alpert, 
Cleveland; George Reight, Columbus; George McCaf- 
ferty, Pittsburgh. 

Clary branch managers in attendance in Newark 
included S. J. Belle Isle, New York; W. F. Larkin, Jr., 
Boston; J. B. Collins, Newark; W. P. Lamb, Jr., Phil- 
adelphia; R. W. Beers, Washington, D. C.; Ray Terrell 
Atlanta; J. W. Clauss, Buffalo; W. J. Boylan, Detroit. 

The third “Clinic” will have the following branch 
managers attending: B. J. Leavitt, Oakland: W. S. 
Watkins, San Francisco; J. J. Blum, Sacramento; 
R. F. Wayland, Phoenix; R. A. Kinsman, Portland; 
J. J. Blum, Jr., Seattle; Lionel Somreis, Salem; C. L. 
Coburn, Jr., Denver; Lynn Coleman, St. Louis; George 
Alton, Los Angeles. 





Dennison Sells Chicago Retail Store 


The directors of Dennison Manufacturing Company 
recently announced that they have sold the company’s 
retail store at 62 E. Randolph St., Chicago, to Kroch’s 
& Brentano’s who own and operate six book and sta- 
tionery stores in the Chicago area. 

For years Dennison has operated company owned 
retail stores in Chicago, New York and Boston for 
purposes of developing, testing, advertising and pro- 
moting Dennison goods. They were in effect mer- 
chandise laboratories. They were also used to develop 
new and better methods of displaying and selling 
Dennison merchandise on store counters and in win- 
dows. The knowledge thus gained was passed along 
to Dennison dealers. 

The directors have concluded that the purposes for 
which the Chicago store has been operated can now 
be achieved in other and more productive ways, hence 
the decision to retire from the retail business in 
Chicago. 

Kroch’s & Brentano’s will carry a complete stock of 
Dennison goods in the Randolph St. Chicago store 

The Chicago district sales offices of Dennison Manu- 
facturing Company will continue to occupy the second 
floor at 62 E. Randolph St. 
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Boe ss, 


FILE CABINETS STEEL TABLES STEEL OFFICE DESKS TRANSFER CASES 


Only 


can offer YOU .... 

Grade “A” Files 
ata 

Grade “B” price ! 


@ 28-1/2" DEEP 
@ FULL CRADLE SUSPENSION 
@ THUMB LATCHES 
@ HEAVY FURNITURE STEEL 





Steel used in the progressive slide mechanism 
is 14 gauge and of a Rockwell hardness which 
assures aminimum of 50,000 drawer operating 
cycles with drawer FULLY LOADED! 











Inerease your profit 


 —,iaT —— 








. with our complete line of low-cost, high quality steel 
office furniture, including desks, tables and file cabinets. 





SEND TODAY for literature and sensational new price 
structure that will assure you additional profit and sales!!! 














. 
~—< mmceata SAtaetiont — STEEL CABINET COMPANY 


4718 WEST FIFTH AVENUE * CHICAGO 44 ILLINOIS 
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EXCLUSIVE 
CARBON GRIPPER 
included FREE 


with each 
Box of 
‘““Super- 
Treated,”’ 
‘““Super- 
Kote” and 
**“Keen- 
Rite’ (Not 
for sale). 











CARBON 
PAPERS 


TYPEWRITER, BILLING, FAN- 
FOLD, PENCIL, CARBON JACK- 
ETS, REGISTER ROLLS. 

INKED RIBBONS: Typewriter, 
Tabulating, Addressograph, 
Time-Stamp, Bookkeeping Ma- 
chine, Adding Machine. 
HECTOGRAPH SUPPLIES: Car- 
bons, Master Units, Ribbons, 
Duplicating Supplies. 


We Invite Your Inquiries 


cil ™"" MANUFACTURING CORP. 


40 E. 40th St. 
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401 Wood St. 
New York 16,N. Y. © Pittsburgh 22, Po. ® 


Factory: Coraopolis, Pa. 
564 W. Monroe St. 
Chicago 6, Ill. 
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Discover 72-Year-Old Typewriter 


A 72-year-old typewriter has made its appearance in 
Utica, N.Y. 

Contained in a wooden box, the comparatively small 
machine designed to provide typewritten script more 
than seven decades ago was discovered by Tom Vinson, 
president of the Boyd General Tire Company, in an 
obscure cupboard at the establishment of the company 
in Oriskany Plaza. 

The ancient gadget compares to the modern type- 
writer in about the same fashion that an old log-burn- 
ing locomotive would compare to a diesel. 

Despite its age, it represents a considerable amount 
of ingenuity. It has a keyboard with capital and smal] 
letters, numbers and characters; it has spacers, a roll 





for the paper, metal rules to guide the writer, and } 


ratchets and bars. It once had an ink pad and probably 
a set of type to correspond with the keyboard figures 
and letters but these have disappeared. 

In form, it is oblong and almost flat. The rear of the 
machine can be raised and held in place by a series of 
racks which are part of the apparatus. 

A clear name-plate shows it is the product of Hall 
Typewriter Company, Salem, Mass., under patent 6702, 
Mar. 1. 1881. How long it has reposed in the cupboard 
of the building now occupied by Boyd is not known 
but the ancient typewriter is well preserved. 

Holes for the keyboard letters are slightly larger 
than those of the current punchboards. The operation 


apparently was effected by using the small hand lever | 


which has a small perpendicular bar with a nub at the | 


end to push down the letter wanted, a method that 
hardly seems speedy. To move on to each succeeding 
letter or space, a space bar at the right had to be 
pushed down after each impression. It has a small 
brass bell to mark the end of each line with a ring. 
A handy lever does the spacing between lines. 

While the Hall typewriter once could have been 
considered quite a marvelous bit of mechanism, in the 
face of today’s standards, even if placed in A-1 condi- 
tion, it could be of little practical use. It is an interest- 
ing relic of a noble attempt at writing progress—GET 





© 


General Lamps Builds New Offices .. . 


Features of the new office quarters under construction by General 
Lamps Mfg. Corp. in Elwood, Ind., are pointed out by O. Sacksteder, 
Jr., president, to W. P. Cannon, sales manager. The new structure will 
be air-conditioned and add almost 10,000 square feet to present facili 
ties. The present expansion program of General Lamps has made the 
additional office space necessary. General recently acquired the Faries 
Lamp Mfg. Co. of Decatur, Ill., and the Van Dyke Lamp Co. of Chicago. 
Both companies are now operated as lamp divisions of General, along 
with its main division. Portable lamps for the office supply field have 
made the Elwood concern nationally prominent. 


OFFICE APPLIANCES, December, 1953 

















in 


on 
an 
ny 


int 
all 
oll 
nd 
Dly 
res 


he 
of 


all 
02, 
ird 
wn 


yer 
on 
yer 
he 
lat 
ng 
be 
all 
ng 


en 


erdi 
der 


cili 
the 
ries 
1g0 

ong 


ave 


953 





reater Filing Capacity helps se 
nvincible Metal Filing cabinets 








Invincible file drawers are fitted with a new type com- 
pressor. Pulls up tight, locks securely, holds firmly. Provides 
maximum filing space in drawer. Drawer rolls in and out 
effortiessly on roller bearing suspension, 


ERE’S a quick, easy way to prove why Invincible Metal Fil- 
ing cabinets are better. Show the feature that easily packs 
more folders and papers into the drawer . . . provides maximum 
use of filing space . . . cuts “cost per filing inch.” More, durable 
Invincible cabinets are reinforced with case channels to provide 
maximum strength and rigidity. They last longer! 
Here’s the line packed with selling power. Stock and display 
these filing cabinets. It means more sales for you! Write for details. 
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Sell the complete line; desk high, counter high, standard 
four-drawer or five-drawer cabinets. Letter or legal size 
drawer types — with or without lock. Exclusive concealed 
safe unit also available. 





OFFICE EQUIPMENT FOR BETTER BUSINESS LIVING 
Invincible Metal Furniture Co. © Manitowoc, Wisconsin 
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RAQCODERM™M AS A JET 
AND SELLS JUST AS 


FAST 









Model No. 463-A 
Arm Swivel Chair 





Model No. 461-A 
Companion Arm Chair 





Here’s modern comfort for the modern day execu- 
tive ... ata price all yo customers can afford. 
Gregson’s new 400 series of fine off hairs was 
designed to meet any executive requirement. Finest 
hardwood construction, plus 2” ball bearing casters, 
guarantee long, trouble-free service ... and there’s 
a finish to suit even the fussiest executive. 

So for complete customer satisfaction, make sure 
you sell office chairs by Gregson. 


Available in all oak finishes, and walnut or 
mahogany on pecan. Upholstered in elastic 
Naugahyde, top grain leather or buff 
leather. Also available with all wood arms. 


DEALER INQUIRIES INVITED 





GREGSON MANUFACTURING COMPANY 
Manufacturers of Office and School Chairs 
LIBERTY, NORTH CAROLINA 
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Clark & Gibby Launches Planning Service 


“The most comprehensive start-to-finish office plan- 
ning service ever priced within the reach of any 
business contemplating modernization,” is the way 
James H. Kahlert, vice-president and general man- 
ager of Clark & Gibby, Inc., 20 East 4lst St., New 
York, N. Y., describes his firm’s new certified office 
planning service. 

A three-fold service, COPS includes certified decorat- 
ing counsel, layout counselling service, and modern- 
design general and private office furniture in co-ordi- 
nated wood finishes. 

The plan is co-ordinated and sponsored by the Wood 
Office Furniture Institute on a nation-wide basis, 
passing along to the consumer the economy of mod- 
ern production methods. The new decorating service 
is based on layout techniques and co-ordinated 
schemes worked out by nationally recognized experts 
in the fields of office architecture, lighting and office 
furnishings. 

The complete plan, which displays samples of all 
co-ordinated materials, is on exhibition in Clark & 
Gibby’s new model office center. Demonstrations in 
full-color may be arranged in the consumer’s own 
office to show how tangible results in better human 
efficiency, reduced visual and physical fatigue, and 
increased office output can be accomplished through 
the new plan. 





UNITED STATES EXPORTS OF OFFICE 
MACHINES, EQUIPMENT AND SUPPLIES 


Figures for July, 1953, Released in October, 
1953, by the U. S. Department of Commerce 


(A breakdown by countries is available from the Foreign 
Trade Division of the Bureau of the Census, United States 
Department of Commerce, Washington 25, D. C.) 








Quantity Dollars 
Net Value 
Machines Accounting Nondescriptive except 
Punched card New 576 579604 
Machines Accounting Descriptive except 
Punched card New 409 867989 
Machines Listing—Adding except Punched card 
New 3121 415712 
Machines Calculating Non-Listing except 
Punched card New 1830 640272 
Machines Accounting Etc. except Punched card 
New, Nes. 196 26150 | 
Machines Card Punching and auxiliary New 145 339181 
Machines Accounting Etc. Used and Rebuilt 950 94136 
Parts for Accounting Etc. Machines 1222602 | 
Addressing Machines 109 92772 
Accessories & Parts for Addressing Machines 44276 
Machines Duplicating Ex Lithographic Offset 231 43671 
Machines Duplicating Lithographic Offset 31 53144 
Parts for Duplicating Machines 103404 
Cash Registers New 1245 223967 
Cash Registers Used Rebuilt 248 43765 
Parts for Cash Registers 266575 
Typewriters Standard New Except Electric 4181 481865 
Typewriters Standard Electric except Automatic 
New 541 141143 
Typewriters Portable New 4902 282973 
Typewriters Used Rebuilt except Automatic 2080 92923 
Typewriters Nes. 70 47360 
Parts & Accessories for Typewriters 302901 
Staplers for Office 30468 55850 
Dictating Machines 512 82450 
Mail Handling Machines & Parts 127880 
Check Handling Machines & Parts 48314 
Office Machines & Parts Nes. 116425 
Mechanical Pencils All Materials (Doz. 10777 96128 
Mechanical Pencil Parts 21217 
Pencils Ex Mechanical Black Lead (Gr 42694 139751 
Pencils Ex Mechanical Nes. (Gr.) 10959 52436 
Pencil Leads 51165 
Crayons 42577 
Fountain Pens Ball Type (Doz.) 82598 296650 
Fountain Pens Ex Ball Type (Doz. 66088 579283 
Ball Pen Refill Ink Cartridges (Doz. 43310 71123 
Fountain Pen & Ball Pen Points Nes. 118262 
Fountain Pen Points (Gr.) 13507 82532 
Carbon Stee! Pen Points (Gr.) 1163 3657 
Desk Pen Sets 5756 10383 
Ink Writing 71384 
Ink Nes. 124819 
Carbon Paper (Lb. 108770 120553 
Ribbons Cloth Inked Office Machines 50338 
278065 


Office Supplies Nes. ‘ i. 
Nes.—Not elsewhere specified 
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locks. 
everything 








R = o| Yi SIR, it seems like this idea is just 
NZ what my customers are looking for. This 
SS one key idea—the H-O-N Unilock—has 
successfully unlocked a lot of sales volume for my 
store. 

Today, H-O-N is dealers’ choice. Stores that dis- 
play and sell the H-O-N line with Unilock are mak- 
ing sales as their frequent reorders testify. You, too, 
can profit with H-O-N. We are ready to ship the units 
you choose from the models shown here. Good solid 


construction and excellent finish make the reasonable 


--O-NI / 
- _ 
OFFICE EQUIPMENT 


— — 






price a most attractive val- 
ve. The H-O-N Co., Mus- 


catine, lowa 
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The H-O-N Unifile with Dial Lock | | 


to your volume. Two letter file drawers and 1 
card file drawer on ball bearing rollers. Stor 


age section hos adjustable shelves with secu 


This is the 32AU with Unilock in handle. Vertical Z-bar stiffen- 
ers—welded steel torque plates—all drawers on roller bearings 
—correspondence drawers with guide rods—adjustable storage 
shelves—handsome lasting baked enamel over bonderized steel. 
32 inches high. (See below for models 38 inches high which in- 

















clude a legal size unit.) List $49.95 
pers — ~ ST 
Ir oO ; — 
=| 
be Bose 
Oo es. 
1| 
—Fz =] | 
oo & | 4 
— ||? Baw , 
lf |} 
| | 
-_| cI 
« , \ - : | ae |] 
i ecole ala 
‘ (drawing s drawer 
(drawing shows drawer arrangement) 
arrangement) 38DU with Unilock $53.25 
38AU with Unilock $58.95 38DD with diol lock. 53.25 
38AD with dial lock 58.95 38D with door lock 
38A with door lock only 47.25 
only 52.95 38DCU legal, with 
Unilock 56.25 





This Unifile, Model 32AD, has a special secu- 
rity compartment with a 3-inch dial lock on it 
This, in addition to a door cylinder lock (locks 
door only), has a strong appeal to mony in 


dividuals. A floor display of this unit will add 


Model 38F closed storage 


rity compartment at top. 32H by 29W by 16D unit with two doors and ad- 
, justable shelves. Poaracentric 
Green or grey baked enamel finish — $49.95 Locks. 38H x 29W x 16D. 


Same quality and construc- 
tion as other H-O-N units. 


List $39.50. 
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There are a dozen prospects OPENER 
for a Scottie Letter Opener for 


every single one who can use one 
of the larger, more expensive Only $] 05 





machines. Thousands of smaller F.0.B. FACTORY 
businesses, as well as lots of tech 
pilus excise tax. tacker 
large offices, offer an untapped , a A nominal price 
. (Prices subject to change 
market for this speedy, low cost at = diya sang 
time-saver. 


@ Opens 200 to 300 


Retail stores . . . insurance and uisats Gar eliniae 
real estate offices . . . banks and 
factories . . . all will be inter- @ Opens all sizes of 
ested on sight. Wherever time is envelopes. 
one ia the place for a © Weighs only 9 Ibs. 

The Scottie will open 200 to e tg 0 and priced 
300 letters a minute—30 times 200 te Seen lemere 
faster than by hand. Gets the per day. 


mail open and the office off to 
a fast start. Clips a clean slice 
from all sizes of envelopes with- 


@ Thousands of small 
and medium sized 
businesses offer a 





out cutting corners or damaging lerge market. 

mail. Weighing only 9 pounds, 

—you can carry it anywhere. @ If you are experi- 

There’s nothing like the Scottie ot Pl 

Letter Opener for steady, per- coupen—come 

manent profits. territories are open. 
oh 


ARNOLD MAC KENZIE, INC. 


3133 OVERLOOK DRIVE, MINNEAPOLIS 20, MINN. 





@ ARNOLD MacKENZIE, INC. 
3133 Overlook Drive, Minneapolis 20, Minn. 


2 I am experienced in sales of specialty office equipme nt. Send 
full information on Scottie Letter Opener. My territory is 
D cece essesedeccoscececs a 
e TEND si wecsercesqeccces e 
Street Address ......... 
s * 


Carlton-Surrey, Inc., Takes New 
Quarters in Grand Rapids, Mich. 


Carlton-Surrey, Inc., Grand Rapids, Mich., manufac- 
turer of high-grade executive and reception room 
furniture, has moved to much larger quarters to facili- 
tate production. General offices and sales headquarters 
are now located on the sixth floor of the Exhibition 
Building where approximately 6,000 square feet of floor 
space has been remodeled, redecorated and laid out in 
14 separate display rooms. Each of these rooms is radi- 
cally different from the others in furnishings and 
decor. 

A front section is the “Franchise Room,” where a 
dealer may visualize an ideal set-up for his own store 


windows. Here is shown the typical assortment of furn- | 





iture which Carlton-Surrey requires for purchase by | 
any dealer desiring to handle the line exclusively in 


his particular area. 

Hundreds of different furniture units are shown in 
the general exhibit, enabling a dealer to send his own 
customers there to see the complete line in appropriate 
settings. The walls have been beautifully paneled, some 
in oak, others in African mahogany and still others 
in adaptations of ribbon-striped mahogany known as 
“Tropic Blox.”’ 

President Arthur A. Liberman’s own offices are 
unique in that the two-fold room is divided by dra- 
peries which open automatically by a push button 
This allows a visiting customer to sit at ease at a 
distance from the desk during conferences and remain 
secluded against interruptions 

The new Carlton-Surrey factories are the upholstery 
division located at 116 Commerce St. and the case 
goods division on Hoyt St. 





Victor Adds Two to Champion Organization 


The addition of two Champion district managers, 
Lou Bonace and Milo Brandmeyer, to Victor’s growing 
Champion dealer organization was announced recently 
by A. F. Bakewell, vice-president and general sales 
manager of the Victor Adding Machine Company. 
Mr. Bonace will work with Champion dealers in the 
New England states and Mr. Brandmeyer’s operation 
will cover the West Coast states 

Both men have had a broad sales experience with 
Victor. Mr. Bonace joined the organization in 1947 
and since then he has served not only as a salesman 
but as a national accounts man and branch manager 
Mr. Brandmeyer has twice been a winner in Victor's 





year-long Sterling Star contests. His steady perform- | 


ance in the Los Angeles area has regularly made him 
a sales leader. 





Best Heads Copyflex Advertising 


Charles Bruning Company, Inc., manufacturer of 
Copyflex copying machines for business and drafting 
room use, has announced the appointment of Emil 
G. Best as advertising manager. Mr. Best was for- 
merly national advertising manager of Thor Cor- 
poration and advertising manager of special accounts 
division, Ekco Products Company, both of Chicago. 


OL Doc Stork 





The first family addition—Judith Nan weighing six | 
pounds and seven ounces—was born to Mr. and MTFs. | 


Leo Miller October 21 at the St. Johns Hospital in 
Santa Monica, Calif. The father is general manager 
of the Miller Desk & Safe Company, a firm established 
for 35 years in California with offices in Studio City, 
Los Angeles and Beverly Hills 
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* ® Point-of-purchase three color display for anc 

eo} ¢. BU counters or windows. i will 

= N 

@ Two color circulars with your imprint to 191' 

mail to customers and prospects. cha 

Mi 4 — me] 

on : , @ Miniature demonstrator box. Easy to carry I 

‘res r e repeal bus ess to é » cash : ] 

@ There's nothing lik pea in to make vour cas/ —helpes close enlet. fr 

register ring up real sales. Many of our 90,000 users have a | 

; ' e 

purchased LIBERTY STORAGE BOXES again and again . . © Newspaper ad mats. tur 

continuously for over 30 years proof of economy and @ Consumer Booklet—"Manual of Record F : add 

satisfaction. Made of moisture-resistant high test cor- Storage Practice” containing valuable in- me! 

rugated fibre-board ... with secure closures for dust- formation and record retention chart. ' N 

roof ytectior ) Car 

PeOes PeOLeC TION. ® Prepared ads for your catalogs or direct tior 

Liberty advertising. a potent dealer sales help, reaches mail pieces. assi 

> 000.000 siness exer *s 10 . . . pro 

ove r 1,000, busin xecutives who influence buy a ee a eS ae oe 

ing every month. Add these factors to the reputation of advertising will help you sell Liberty Products igal 
quality and low cost and the sum total is more sales for you. 


Ho 





H 

BOX COMPANY - 

Ole: 

Write for catalog on all Liberty Record Retention—Our Business Since 1918 f T 
Record Storage Products, prices and orc 
discounts. Plan with Liberty and you 720 South Dearborn Street Mrs 
plan for bigger profits. Chicago 5, Illinois & E 
age 
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Extend Fold-A-Way Table Cover Offer 
Extension until December 31 of its special premium 
fer of a $4.98 reversible quilted plastic cover for $1, 
with the purchase of a Fold-A-Way Aluminum Table 
at the regular price, has been announced by All- ; E 
Luminum Products, Philadelphia. ad 
The offer, backed by a heavy schedule of advertising 


Good Housekeeping, House & Garden and House S are ¥ 
tI , A.\J | 


extra thinking 


IN ALL BUSINESS FIGURE-WORK... 














subtracts costs 








multiplies savings 





Beautiful magazines, has been the most successful 
promotion in the firm’s history, according to Bob 
Cohen, sales manager for All-Luminum. 

The cover for the Fold-A-Way Table is made in 
sturdy quilted vinyl, in famous House & Garden colors 
Reversible, it is green on one side, red on the other 
The special price of $1.00, pegged below manufacturing 
cost, will apply to sizes to fit all models of the Fold- 
A-Way Table 





Incorporate A. & E. Supply in Duluth 
Incorporation of the A. E. Supply Company in Du- 
luth, Minn., and purchase of a substantial interest 
by George R. Celusta, assistant manager, was an- 
nounced recently ti 
Mr. Celusta has been elected executive vice-president “oe Ate 
and general manager. A. B. Gustafson, former owner, “Ad: “2. THE THINKING MACHING 
, OF AMERICAN BUSINESS 


will serve as president 
Mr. Gustafson founded the A. & E. Company in 
1917. In the last 36 years, he added lines of mer- 





® Exclusive features enable the Friden fully 


handise and services necessitating several enlarge 

ments of quarters and location changes. automatic Calculator to perform more steps in 
1 1947 tl ompany > 3 i . : = 

In 194 ne pany moved to the present location figure-work without operator decisions than 


at 212 W. Superior St. It now employes 28 people in 


five major departments: office supplies, office furni- any other calculating machine. Watch Friden 


ture, business machines, gifts and reproductions. In figure-thinking save for your business . . . save 
idit 7. amr , » «¢ ‘ : ‘ ° . . . 
addition th mpany operates a furniture and equip- so much in human time that this Calculator’s 
ment warehouse at 116 W. Michigan St. " Sally weiss ff! Frid al 
Mr. Celusta is a graduate of the University of South Coe CU Ee eR eee oe 
Carolina, where he majored in business administra- instruction and service available throughout the 
ion. He joined A. & E. in 1946, later being named the U.S. and the world. FRIDEN CALCULATING 


assistant manager. He announced that policies and 
programs of the firm will continue in effect. A. and E 
services the northern Minnesota, Wisconsin and Mich- 


‘ 


igan trade fie 


MACHINE CO., INC., San Leandro, California. 


Gmmouncement For scientists, research workers and 
Hoelscher’s Opens New Retail Store technicians in certain specialized fields, the Friden or- 
ganization has now created a unique calculator that pro- 


Hoelsche1 In statio r ¢ 1 . : : iti 
nenad al “pgp ecegy and office equipment, vides fully automatic extraction of square root in addition 
has opened a retail store at 245 North Union St.. peepee ie ane 
Olean. NY. Presic _ to all the other “decision-making” features of the Friden. 

lean, N. Y., President Louis H. Hoelscher announced ‘ ‘eal ith th “a ew tl hi 

Thomas McCraith of the company’s Buffalo sales utomatically, with the touch of one Key, Unis mareane 
force has been appointed Olean district manager, and extracts the square root of any number up to 10 digits. 
Mrs June Cipot, formerly with the Business Machines Up to 100 operations formerly required on any desk 
& Equipment Store in Olean. has been appointed man- calculator are eliminated. 
ger of the Olean sto J 

store.—GET © Friden Calculating Machine Co., Inc. 
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COMFORT- 
CONTROLLED 
MOTION 





“Free and easy” is one way to 
describe the feeling Collier-Keyworth Chair 
Controls give through their patented “Equi- 
Balanced” action. An exclusive, outstanding 
Collier-Keyworth feature, it always assures 
smooth-tilting, comfort-controlled motion. 
For all-steel, revolving chair controls . . . 
carefully constructed for long-wearing 
satisfaction . . . ultra modern in design... 


buy Collier-Keyworth! 





COLLIER-KEYWORTH CO. 
MENENENEEEEEOE  \CHUSERES 
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Dunwoody Observes Dual Celebration 


Genial Ed Dunwoody of the Reyburn Manufacturing 
Company, Inc., celebrated a dual anniversary in Octo- 
ber—his 83rd birthday and 62 years of continuous 
service in the tag industry. 

Since beginning his business career in 1891 as a 
tag salesman, after completing his education at the 





Ed Dunwoody 


University of Pennsylvania, Mr. Dunwoody has been 
actively engaged in the tag field, becoming well known 
and esteemed throughout the industry. 

A staunch Rotarian, he was elected to the Phila- 
delphia Rotary Club in 1927 and for many years has 
been chairman of the Handicapped Children’s Com- 
mittee. During these years, he and his committee have 
brought immeasurable happiness to hundreds of han- 
dicapped children by procuring radio and television 


sets for their institutions, and providing parties, the- | 
atrical entertainment, annual trips to major league | 
baseball and football games, the Zoological Gardens | 


and other outings. 

An ardent athlete and oarsman in his younger days, 
Mr. Dunwoody was a winner in 32 races in single 
sculls and sweeps while a member of the West Phila- 
delphia Boat Club. He is also a member of the Phila- 
delphia Country Club, University Club and the Penn 
Athletic Club. But his greatest pride is his grand- 
daughter and two lovely great-grandchildren. 





Ackerman Joins McClain & Hedman Company 


Robert S. Jerue of the McClain & Hedman Company, 
large St. Paul, Minn., firm dealing in office furniture, 
supplies and business systems, has announced that 
Phil Ackerman has joined that organization 

Mr. Ackerman has been elected vice-president of 
the company and will be general merchandise man- 
ager, states the announcement. 

The new vice-president has had 29 years of experi- 
ence in the stationery business and was formerly man- 


ager of the stationery department of the Farnham 


Stationery & School Supply Company of Minneapolis, 
Minn. 


Riactar Votes : 








Burroughs Corporation, Detroit 32, Mich.—B8urroughs rporat and its 
t yiarie M hi } n the United Stat | naga ea j ef pr fits 
$ sre the se tigures 
J fr B 3 in othe 
“ $5 764 2 e period 
\ e thre 30 were 
& 84 w 3 Ww Revenue 
w w eriog 
er ar p B taled 
S i 8 ? ey tota 
was $ 420. TI ness 
JT e w ngs 
s ra 
Clary Multiplier Corporation, San Gabriel, Calif le f § 66,000 and 
+ ear ’ f $339.00 72 cents a f i. rod =~ ane 
Dw m 
with sales of $10,976,000 and earnings of $310,000 2 cents @ 
2 have 
per 
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FOR YOU THIS EMBLEM MEANS EASIER SELLING 


FOR CONSUMERS IT MEANS GREATER VALUE 





/0 " 
a resistant » 


‘Tn FOSBOND emblem on a metal 
product shows that the article has been 
processed with Pennsalt Fosbond. 

This protective undercoating locks 
finish to metal... resists corrosion. 
You can be assured that the new look 
will last. 

When a manufacturer offers you a 
product bearing this emblem, you can feel 
confident that he has made every effort to 
make his product top quality—as proved 
by his desire to give it a better finish. 

In selling such an article, you gain 
two outstanding sales features: (1) 





customer service dept. 


432 Widener Building 
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FOSBOND 





PENNSYLVANIA SALT MANUFACTURING COMPANY 





> 


S) 
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Fosbond-treated products keep a like- 
new finish for years, and (2) the Fosbond 
emblem carries the famous Good House- 
keeping Guaranty Seal—recognized 
by consumers as a dependable buy- 
ing guide. 

The Fosbond story is being advertised 
in The Saturday Evening Post, Good 
Housekeeping, and other publications. 
The colorful Fosbond emblem will soon 
be seen on thousands of metal products 
in stores throughout the nation. 

Keep it in mind—it can help make 
your selling job easier! 


Pennsalt 





Philadelphia 7, Pa. 
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Extra Profits For You in Private Label Packing... 


Te ee ee 


D © 519 N. HALSTED STREET @ CHICAGO 22, ILLINOIS 
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EASE OF USE, 
CLEAN, SHARP 
;REPRODUCTION ¥ 


S 
fp a 





NEW DRI-RITE 100 


@ NO offset, smudge, slip- 
sheeting. Dries as it stacks 
on mimeo (and some rag 
stocks.) NEW formula 
and processing give sharp 
BLACKER work. Posi- 
tively will not harden on 
pad in any climate. 


PREMIUM BLACK 


@ Maximum sharpness 
with minimum penetra- 
tion and offset. Premium 
workability without price 
premium. 


332 BLACK 


@ Very black, all-purpose 
ink. Your economy lead- 
er for office bulletins, 
forms, memos, mimeo 
and sulphite stocks. 


GESTETNER TUBE PAKT 
for GESTETNER MACHINES 
@ Gives 15 to 20% more 
copies than any previous 
inks. Tube makes _per- 
fect connection with ink 
pump. No drip from silk 
screen. Washes off hands 
with soap and water. 12- 
oz. tubes. BLACK AND 
8 COLORS. 


Ask about the 














News Notes from the Maritime Provinces 
W. J. McNULTY, CORRESPONDENT 
116 PRINCE EDWARD ST., ST. JOHN, N. B., CANADA 


Office Machines, Ltd., St. John’s, is now sponsoring a 
Sunday night radio program. The firm distributes office 
equipment throughout Newfoundland. W. R. Green, 
managing director, is planning to form a subsidiary 
company to handle lines that depart from standard 
office equipment 

* + + 

Adding Machine Service Company, Inc., Montreal, 
Que., is offering new portable typewriters, equipped 
with office keyboards and controls and a carrying case. 
No cash deposit is required. The weekly payment rate 
is $1.25. The firm gives, free of charge, a metal type- 
writer stand, valued at $14.50, to each purchaser. If the 
portable is a Royal, the customer also is entitled to a 
free bilingual typing course. Pat Bermingham, director 
of typewriter sales, reports that free home and office 
demonstrations also are being given 

* * + 

The New Waterford town council, N.S., has approved 
the awarding of tenders for supplying local schools and 
town offices with office appliances, desks and chairs. 
Two of the successful bidders were Globe Furnishing 
Company and Baldwin-Beckwith Company, Halifax. 
A total of 1,060 desks and 2,050 chairs were required 

- . . 

Fred Mark Company, Montreal, is offering new 
Smith-Corona, Underwood and Royal portable type- 
writers for rental at $5.00 per month which may be 
applied toward the purchase of the machine 


* * * 


John T. McGarry, St. George, N.B., is now covering 
not only the mainland of New Brunswick province but 
the islands of Charlotte County, N.B., which adjoins 
Washington County, Me. Coverage from St. George is 
by motorboat. Mr. McGarry handles typewriters, add- 
ing machines, files, duplicators and cash registers, both 
new and used 

~ * * 

Typewriter & Appliance Company, Ltd., Montreal, 
recently sponsored a special sale of reconditioned type- 
writers by various manufacturers. Each was sold under 
a guarantee, with the purchaser entitled to select his 
own budget plan of payment. E. D. Twite, manager of 
the firm, claims it is one of the oldest typewriter busi- 
nesses in Canada, having been established in 1854 

. - © 


Walter E. Logan, St. John, N.B., is concentrating on 
the sale of new and used safes priced from $100.00 up. 
Mr. Logan, who has his base in a residential section in 
the south end of St. John, is a dealer in new and used 
adding machines, typewriters, files, cash and accounting 
machines as well as safes. He also services the machines. 





Establish New Carlisle Division Headquarters 

The pioneer San Francisco firm of A. Carlisle & Com- 
pany has moved its office and school supplies division 
to new and larger quarters at 198 First St. in San Fran- 
cisco. The general offices, printing and lithographing 
plant remain at 645 Harrison St 

Some of the features of Carlisle’s new office supply 
headquarters are: 

1. 35,000 square feet of warehousing space 

2. Mechanized internal system of handling flow of 

orders. 

3. Ample parking space for out-of-town customers. 

4. Large display room with off-the-street entrance. 

Management of this expanded merchandising opera- 
tion continues under the direction of Rolly Mann, vice- 
president. L. Hay Chapman will continue to head the 
carbon and duplicating supplies department and Cliff 
Riley the furniture and filing department 
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A Half Century of Progress 





he June 1954 issue of OFFICE APPLIANCES will be the outstanding publishing 


















effort in the history of the office supply and equipment industry. It will record 
the rise of this great industry from a meager beginning to its present-day im por- 
tance. It will review the changes in merchandising methods and dealer operations 
during the past 50 years. In addition, it will describe developments that may 
affect the future of the entire office supply and equipment industry eee particularly 


in the distribution of its products. 


he Editors of OFFICE APPLIANCES have been at work on this great issue 
for many months. The staff has been augmented specifically to provide the 
necessary research and background material. We hope the extra effort, time and 
expense put into this commemorative edition will produce a product that will be 


a tribute to the industry and everyone in it. 





A Half Century of Progress 


to be recorded in the 
1004 JUN 1D | 0th Anniversary Issue of 
| | 
| OFFICE APPLIANCES 








Watch for further news 
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. for prompl shipment 


IV DTANA 


MODEL V-I 

eoeeeeee 

UNDER-COUNTER 
woopD 


CASH DRAWER 





REGULAR 
DEALER 
DISCOUNT 


Here’s a real high grade product made of kiln-dried Indiana 
Hardwoods. Easily installed. High-grade lock. Easy Action 
drawer. Warning bell rings when drawer is opened. 

Size 18%6x14-11/16"x4%2" high. 5 coin tills. 5 currency com- 
partments equipped with hinged bill weights. 2 finishes—Office 
Gray or Natural (Basswood). Interior smooth high grade lac- 
quer. Packed individually. Approx. Ship Wt. 19 Ibs. 





Order a sample today and display for quick turnover. 


USE THIS HANDY ORDER BLANK 


FOR ORDERING SAMPLE 





INDIANA CASH DRAWER CO. 
SHELBYVILLE, IND. 


Please ship .......... Indiana Model VI —"Under-Counter” Cash 
Drawers, @ $26.50 less dealer discount, f.o.b. Shelbyville, Ind. 


I sibcielinsineivcinusceteiners “nat 
STREET ADDRESS ............... ea ee 
cITv..... icaaihsiptiasainiasinaen 


SUEENCMIEN : chscditsiaiianaenictescnssoeswretnes 


Open account to rated firms only—send references if not rated. 


poo --------------- 













POTLATCHING itt 
y EGON HRAILHRAVELERS 


KEN DICKENSHEET, CORRESPONDENT 
1020 Y STREET, VANCOUVER, WASHINGTON 


Department of Vital Statistics: The stork was very 
busy in the Portland area the past month. Proud par- 
ents are Mr. & Mrs. Francis Fowlks who have a girl 
named Clarice; Mr. & Mrs. Art (W. J.) Joy who greeted 
Barbara Ann, their firstborn; and Mr. & Mrs. Erling 
Ericksen, who have three boys and were expecting a 
girl, but welcomed another boy, named Jon Dale. Con- 
gratulations to these happy people. One thing sure, 
these kids will never lack for school supplies as long as 
their dads stay in the same employment. 


7 aa ” 


It was old home week in Portland the last of Octo- 
ber for the Oregon Trail Travelers. In town and work- 
ing were the following members: Bob (Dixon) McCul- 
loch; Clint (mfrs. rep.) Martin; Earl (Speed) Howe; 
George (Eberhard Faber) Simmons, otherwise known 
as “old moneybags”; Ray (Westab) Fay; Bill (mfrs, 
rep.) Joost, sporting a new Mercury hardtop converti- 
ble that he calls his “loveboat’; Bob (Eagle Pencil) 
Anderson and Bob (Oxford-Inv.) Davis. So you can see 
how easy it was to place a factory order on almost any- 
thing. 

* r * 

Joe (Apsco) Dwyer, the very eligible bachelor of the 
O. T. T., has been doing some extensive traveling. Joe 
was seen in Portland around September 1 on his way 
to a sales meeting in Beverly Hills (a nice place to 
go) and recently was seen at Shaw & Borden in Spo- 
kane holding a sales meeting for Bill Goss’ crew. Joe 
is about due for some kind of an award from General 
Motors as he is still driving his 1941 Buick and I be- 
lieve he has something like 200,000 miles on it by now. 
Joe intends to drive it until] it becomes a collectors’ 
item (which should be almost any day now) and then 
trade it even up for a new Buick. 

* * . 

We are very sorry to report that Herb (G. F.) Peter- 
son is in the hospital in Seattle recuperating from a 
heart attack. Certainly hope it is not too serious, Herb, 
and that you will soon be up and around. But please 
take care of yourself. Your dealers will keep those 
orders coming in while you get well 


” ~ + 


Ernie (Bushong’s) Markewitz is completely recovered 
from his session with the doctors and looks fit as the 
proverbial fiddle. Ernie says he feels wonderful and he 
certainly looks it. After the NSOEA show I feel like I 
should check in with Ernie’s doctor 

” ” ” 

The Metal Office Furniture Company (Steelcase) re- 
cently held a sales meeting in Portland for their deal- 
ers and dealers’ salesmen. It was quite a show and 
they hired professional actors to carry out the roles of 
buyers, salesmen, and so forth. I’m really quite dis- 
appointed that a firm like this would go outside the 
industry to get this talent when we have so much of it 
available. 

Anyone that has watched the annual Oregon Trail 
Travelers skit at the regionals can vouch for the fact 
that we have all kinds of acting ability ready for such 
use. Perhaps we should advertise this in the next 
roster and list those available like they do in Billboard: 
“Have tuxedo—will travel... .” 

Incidentally, at this Steelcase meeting they showed 
what they called an ideal furniture set-up for their 
dealers. If you want to see what it looks like, drop 
1953 
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New B.C. 


with 


Exclusive 


VISOMATIC 
MARGIN 


Visomatic Margin 


“VisOmatic”’ eans what it 
says visible and automatic. 
Permits fast 
margin setting 
Simply posit 


rec ise, even 
both sides. 
the carriage 
set keys and 
nto place au- 
indicators on 


and touch margi! 
margins spring 
tomatically 
easy-to-read scale show exact 


position. Permits neater letter 


appearance 





New Line Space Mechanism 


Line spacing as simple as 1-2- 


3. Change f: ngle to double 
to triple space with instant 
adjustment 





Full-View Tab Control Panel 


set and tab 
t your finger- 
tips. You can clear all or any 
touch. 


Easy-to-reach tal 


selected tabs at ne 
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isOmali 
TYPEWRITER 






















More Value, More Advanced 
Features, More Typing Ease 






Feature for feature, the All-New R. C. Allen VisOmatic gives 
you more than ever before ... more output... more typing ease 






... more efficiency. And this highly versatile deluxe machine 
costs no more than ordinary standard typewriters. Try the 
All-New R. C. Allen VisOmatic typewriter first — See how 
quickly it proves itself in your office. The beautiful Mist Gray 







color styling harmonizes with every office color scheme. 







In less than ten seconds you can 
change from the standard platen to a 
platen for stencil cutting, or to one 
for making multiple-copy manifests, 
or for any other specialized job. A 
touch of your hand on the release 
lever and out comes the cylinder . . 

in seconds! No inky fingers, no lost 
time, no complicated procedure. And 
the new platen snaps into position 
just as fast. This sensational, work- 
speeding feature — the Quick-Switch 
Platen — is found only on R, C. Allen 
VisOmatic Typewriters. 





QUICK-SWITCH PLATEN 
































Write for full details in colorful FREE literature today! 


R.C.Allen Business Machines, Inc. 


680 Front Avenue, N.W., Grand Rapids, Mich. 





K.C.Allen 


CASH REGISTERS... 





best choice for 


in value - security - 


me NRL ini aks 
Provide Cash Registers 
For Every Need 


Supermarkets, service stations, barbers, bakers 
—no matter what the business — R. C. Allen 
Cash Registers are designed to meet specific 
business requirements. You’]] find more out- 
standing features, more security, and more 
genuine value per dollar in the R. C. Allen 
machine than any similar models on the mar- 
ket. Low in cost, high in utility! 


MODEL 210 


All purpose electric 
store model 







addition to their cash register function, they 
can be used as an adding machine. All models 
feature department, commodity, or clerk desig- 
nation, changeable department or clerk name 
strips, locked in daily totals, locked in auto- 
graphic detail strip, removable plastic money 
till, emergency drawer release, plus other out- 
R. C. Allen offers the most complete line of spe- standing features. Most models feature all-steel 
cash drawers. 





cialized cash registers available to the business 
machine dealer. 












MANUFACTURERS OF ADDING MACHINES, 


H.C.Allen Business Machines. Inc. BOOKKEEPING MACHINES, CASH REGISTERS 
679 Front Avenue, N.W., Grand Rapids, Mich. TYPEWRITERS. 
















All R. C. Allen machines are double duty. In} 





over 


Th 
held 
Club. 
Who! 
Fowl 
are i 


Dall 


Val 
equip 
enlar 
firm 
displ: 

The 
Nove! 
owne: 
locati 
only ' 
move 
next | 


OFFI 











in Need! n Salem, Ore., as Bob Needham 
bought it—desk, file and ashtray. 
os a. > 
Ruggles, In Seattle recently held its annual 


football party all male employees and it was a 
great party. Even the weatherman co-operated to give 
them ideal weather for the game 

Mrs. Lew Hilton outdid herself in cooking the turkey 


dinner and then retired to leave the house to the 
boys. No comment on who won the money but you can 
guess that Lew wasn’t in the losing column and that 
George Ruggles 1 even more in the way of contrib- 
uting to the success of the party than buying the 
ootball ticket 

* * * 


Governor Bob 
NSOEA conventi 


Strawn told your reporter at the 
that he had received a total of 


220 reservations the regional at Sun Valley next 
May. So, as a word of advice, if you plan to go and 
aven’t made reservations yet, better get them 
in. It looks sell-out for 1954. 


* * * 


Bob & Lovice (Oxford-Invincible) Davis have sold 


heir house and are apartment dwellers once more. 

temporal! though, as they are house hunting 

idly. For the laugh of the week, get Bob to relate 

h series of misadventures in renting his current 

abode. The ry should be entitled: “Wife’s Only 
jOnT) 

Our good Henry Rasmussen of Rasmussen 

Stationery in Vancouver, Wash., entered the Charles 


itest this year and in our humble 
have won. However, we are proud of 
aler from this part of the country 
entered and He did receive some very good com- 
ment on his entry from President Pembroke. 

Speaking of Rasmussen’s, Henry has recently hired 
Mrs. Bess Zeisler to help out in the store. Guess this 
is one account t will really be a 100% B. & P 
kidding, Dick. 


Garvin award 
opinion should 


the fact that a 


account. I’m 
oo * 


Norm Lincoln has acquired a new DeSoto Firedome 
Eight and this uld cut down about an hour a day 
travel time between accounts. Norm gets a lot of 


niles out of his cars as the DeSoto he traded in 


iad 110,000 miles on it. Norm gets attached to his 
ars and hates to part with them but he is not quite 

bad about Joe Dwyer. My trouble is that 
I can’t get these buckets to stay together 
vel 1) OOU 


* + 


h incheons in Portland are still being 
eld on Wednesdays. Present dining spot is the Elks 
lu Jsually gang meets at the Northwest 
Wholesale Stat ers at 333 N. W. 5th St. Call Francis 
Fowlks and let know if you can attend when you 
ire in towl 


OUT WHERE THE HANDCLASP IS A 
LITTLE STRONGER” 





Dallas Firm Remodels and Enlarges 


Vance K. Miller Company, Inc. retail dealer in office 
equipment, recently announced the remodeling and 
enlarging of its store at 1916 Main St., Dallas, Tex. The 
adjoining building, doubling the 


play and floor space 


firm has lease 


The com st opened its doors for business on 
Novembe1 6, and has operated under the same 
wnership unagement for 37 years. The first 
cation of ( n was on Poydras St., Dallas, with 
nly 750 sq et of floor space. The company later 


ved to 1917 Main St., and after five years relocated 
t tl resent address 
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This year, sell 
STEEL transfer files 







re ee ee ek ek ee ee 





ae 
H. H. M. Rigid-Stak tabu- 
lating files prove ideal for 
this user—a division of a 
state government. Pic- 
tured is one half of the 
installation. 


Filing room of this same 
state division before in- 
stallation of H. H. M. 
Rigid-Staks. 


Steel transfer files will actually save money for your 
customers by doing away with frequent replacement 
of old-fashioned wood or fibre containers. They save 


space wasted by shelving. And they save lots of time. 


HM RIGID*STAK 


STEEL TRANSFER FILES 


lock together, stack safely. They have smooth sliding 





drawers (follower block optional). They keep records 
clean, safe from vermin and mold, reduce fire hazards. 


They are available in 11 sizes. 







Inquiries are invited from dealers in 
unassigned territories who may be in- 
terested in securing an exclusive fran- 
chise for sale of H.H.M. equipment. 


Herring-Hall-Marvin Safe Co. 


HAMILTON, OHIO 


BUILDERS OF THE LVER T RAGE VAULT 
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Above desk No. e e 
Sel ob Yois A quality line of Desks, Gen- 


66"'x42" uine Leather Chairs and 
witli Suites with warmth, loveli- 
ness and serviceability. 








Our Secra Type typewriter 
desks do not restrict use to 
large size desks. 


For particulars or literature, 
write .. . Ask for new 


Sa catalog. 


Worden Company 


P.O. Box 805 . Holland, Michigan 
| 
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Pacific Northwest Notes 


C. M. LITTELJOHN, CORRESPONDENT 
918 12TH AVE. N., SEATTLE 2, WASH. 


A splendid preview was arranged recently at Port- 
land, Ore., by the Dictaphone Corporation for its 
latest model dictating machine, the Dictaphone Time- 
master 5. Full demonstration as well as display of 
the new and improved machine was featured at the 
October sales meeting in district headquarters in 
Portland, under the direction of V. C. Miller, district 
manager. 


* * * 


John L. Taylor, Sr., operating Taylor’s Office Ma- 
chine Company, 2614 Sixth Ave., Tacoma, Wash., was 
recently elected to the Tacoma Chamber of Commerce, 


a“ * % 


The E. W. Hall Company, Inc., 1111 Second Ave. 
Seattle, typewriter and business machine dealer, re- 
cently staged demonstrations and five-day free trials 
of the Facit 10-key calculator. On hand for the dem- 
onstrations and trials were a group of the compact 
and fully automatic machines in hand model, semi- 
automatic electric and fully automatic electric. 


* ot % 


Capitalized at $50,000, Good Business Forms Com- 
pany has been formed and incorporated at Spokane, 
Wash., by F. P. & Jane King, 1119 Bernard St. and 
Jacob Van der Wal, 2427 W. Gordon Ave., all of 
Spokane. 

oe * - 

The Stationers Inc., 926 Pacific Ave. and 927 Com- 
merce St., Tacoma, Wash., has announced the recent 
purchase of the entire office supply stock of the Harold 
E. Dahl Company in Tacoma. 


> * . 


The J. K. Gill Company, Fifth and Stark St., Port- 
land, Ore., recently created a Toy Wonderland on the 
third floor of this stationery and book emporium, as 
Santa Claus Headquarters. Games, dolls, space hel- 
mets, toy TV sets and other modern toys are being 
featured for the Christmas trade. 

- + + 

Stocked with physicians’ office supplies, as well as 
office equipment for doctors, the Shipman Surgical 
Company of Seattle and Tacoma has opened a new 
store handling complete lines for physicians’ offices, 
hospitals and nursing homes at 741 St. Helens Ave., 
Tacoma. 

* * * 

Executive assistant to Congressman Thomas B. Pelly, 
Frank W. Hull, prominent Republican state leader, has 
recently been appointed federal collector of customs 
at Seattle, succeeding Howard MacGowan, the state 
collector since 1946. 

. * - 

Prominently featured at the recent 54th annual 
convention of the Washington State Retail Grocers 
& Meat Dealers Association at Seattle, were new ma- 
chines of the National Cash Register Company. This 
parade of late model business equipment was featured 
in the Spanish lounge of the Hotel Olympic for hun- 
dreds of retailers to view during the day-to-day ses- 
sions. 





Name New Members of NSOEA Group 


The National Stationery & Office Equipment Asso- 
ciation announces the new members of its conciliation 
committee. These men are Howard Gunlocke, chair- 
man, Gunlocke Chair Company, Wayland, N. Y.; Rus- 
sell W. Davis, Alhambra Office Supply, Inc., Alhambra, 
Calif.; Harold Hampton, Indianapolis Office Supply 
Company, Inc., Indianapolis, Ind.; John Horne, Eber- 
hard Faber Pencil Company, Brooklyn, N. Y.; and 
Fred E. Pfaff, Omaha Printing Company, Omaha, Neb. 
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Why Take 
Less... 


When You Buy 
Upholstered Furniture? 


Extra Strength of 


Wire | Insulators 


GUARANTEE Against “Come-Backs F. 
Due Coil Feel ” _ Lumping . . . Sagging! 


It’s doubly important on 
plastic covered office furniture . .. and all uphol- 
stered furniture ...to ask your supplier for products 
built with Perm-A-Lator Wire Insulators. Stronger 
spring steel wires keep padding permanently out 
of spring openings. Covering materials look neater 













couses “‘coil-feel” . . . 
ion and “come-backs.” 







aunt O84 PiFuNS a 


S" Guaranteed by 
Good Housekeeping 









“ 
45 aoveariseo WES 





because they’re properly supported and furniture 

stays neat and smooth with never any wrinkling, 

sagging or “coil-feel”. Fe ,” 

It costs no more to get this extra value that adds ®eeees om 

longer life to upholstered products, so “why take 

less?” Specify Perm-A-Lator Wire Insulators and y 

get the strongest insulator used for upholstered Ask Your Supplier for these 

esecasta Nationally Advertised Sales Tags! 
Continuous national advertising . . . plus Good 


NEW! 24-page Illustrated 
Catalog. WRITE TODAY! 


Gives the ‘inside’ information on furni- 
ture and mattress construction ... 
shows how Perm-A-Lator Wire Insu- 
lators keep padding permanently out 
- of springs and prevent “coil-feel.” 





Perm-A-Lator Wire Insulators are Manufactured by 


FLEX-O-LATORS, Ime. carthage, Mo. 


Plants in Carthage, Mo. and New Castle, Pa. 


Housekeeping Seal of Approval make Perm-A- 
Lators a quality feature that helps you sell. Ask 
your supplier for Perm-A-Lator tags and other free 
sales aids. 





“Not one single ‘come-back’ since using Perm-A- 
Lator Wire Insulators in our line,” says Stanley W. 


Sse eee3e3e3e7ee ee & &€ C&S Se Se eS S Lind, Pres., Columbus Chair Co., Columbus, Ohio. 
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EXCLUSIVE INTENSITY CONTROL 
---Felease and re-set roll pressure 
at will without changing intensity 
or pressure setting previously 
selected. 


POSITIVE MARGIN ADJUSTMENT 
-+-exactly positions copy on each 
sheet or postcard for faster, neater 
work. 


$188 


(PLUS F.E.T.) 


COMPLETE ROLLER RELEASE 


-.-relaxes pressure on all rollers. 


Prevents “flat spots’ —reduces 


replacements. 


NEW FLUID CONTAINER 


-.-all aluminum—contour design. 


Easy measurement, faster flow, 


economical draining. 


Write today for the full story on this newest Copy-rite. 


WOLBER DUPLICATOR & SUPPLY CO. 
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1203 CORTLAND STREET, CHICAGO 14, ILLINOIS 
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Texas Travelers News Notes 


ART CARROW, CORRESPONDENT 
4423 N. ROSENEATH DR., HOUSTON 21, TEX. 


I wish to thank George Tarrant, The Carter’s Ink 
Company, for the notes he continues to send me. He 
is now the ONLY traveler who has co-operated in the 
last two month 

a * am 

The Texas Travelers’ Wives Club of Dallas met at the 

home of Mrs. Gene Collins in September for a picnic 


with good food and an afternoon of card playing and 
relaxation enjoyed by all. 
~ * ~ 


Joe Sager ha 
Houston bran 
Vibbard will cove: 
Ralph Kettler, w!) 
new Stationery 
in Minneapolis 


taken over the buying desk at the 
Carpenter Paper Company. Calvin 
he Houston and Austin territory of 
is leaving shortly to manage the 

ivision of Carpenter Paper Company 

Marlow Gates will assist Mr. Sager. 


* > 


J. C. Welsh is the new buyer at Caddo Office Supply 

in Shreveport Paul Marlar is back at the buyer’s 

desk at Branham’s in Oklahoma City after two years 

away from the industry ... The C. L. (Bill) Schefflers 

are now in their new home on Horseshoe Trail in Dallas. 
. . . 

Forrest Jones, Dennison Manufacturing Company, is 
recuperating from surgery and is now back in 
his territory Forrest Ferrell is associated with his 
brother Charli Ferrell Office Supply in Dallas... 
Mike Potenza has joined the sales force of Paul Ander- 
on Company San Antonio. 

* ” + 

Mrs. Christine Nielsen, Nielsen’s Stationery & Gift 
Shop in Port Arthur, Tex., died recently and H. V. 
Bowman, Bown Stationery in Muskogee, Okla., also 
passed away 

> os . 

Mrs. Al Marschall was recently confined to the hospi- 
talin Tyler, Tex i Harvey Rivera, Dameron-Pierson, 
has been reported ailing 

> * o 

Mike Holberg is going out on his own as a manufac- 
tures’ agent John Richardson, Jr., is the new buyer 
for Don Edwards Company in Blytheville, Ark. 
Cotton Levery ha ined the sales force of the Hurley 
Company in Camden, Ark. . William T. Baker, Jr., is 
selling for Story-Wright in Lufkin, leaving Clarke & 
Courts in Harlingen 

. - * 

Doby Bartling, coach and professor for 
Vanderbilt and Mill 
f all Jackson oper: 
pany. Ed Redding 


15 years at 
5 apps, has been appointed manager 
itions of the Office Supply Com- 
assistant manager 
+* * . 
Openings, Moves and Changes 


pany has announced the opening of 
building at Cedar and N. Fifth in 


The Pender C 
the store in a nev 
Abilene, Tex 


> . * 


Ferrell Office Furniture and Ferrell Office Supply 


have opened at 2401 Main St., Dallas, Tex 
* . * 
Harris Stationers at 420 Milam, Shreveport, La., 


efurbishing the store with a new 
and departmental rearrangement. 


> 7 « 


has completed 
lront, new sh¢ 
20 at 950 


Hensen’'s hel formal opening on Oct. 


Austin in Waco, Tex Sam Pitner has moved his 
New Albany Office Supply to the main drag in New 
Albany Miss 


* * 


Equipment in Forth Worth, Tex.., 
expand by taking over the building 
1103 Commerce for an office furniture dis- 


Standard Of 
has continue 
adjoining 
play room 


* a > 


Whitley Office Supply has opened at 109 W. Walnut, 
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WITH STATE FORM COMBINATIONS 


@ One typing takes care of oll the work for oli filing requirements 
@ One operation snaps out the corbon from all copies 
ey’ 
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11.00 
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16.90 
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LIBERAL DEALER DISCOUNTS 
These Proven Sellers Give You Profits Too! 












NDARD FORMS 


BILLS OF LADING 
REPLY MESSAGES 









(repifixt Eo 


INVOICES 
PURCHASE ORDERS 


PRICED FOR PROFITS 
4 5 





QUAN | 2 3 





Carbon Interleaved 
With Your Customers’ Imprints 


LIBERAL DEALER DISCOUNTS 








GISTERS 







STANDARD 
CONTINUOUS 
FORMS 






REGISTERS 
All Types 
from $8.25 list 







For Every Business Need 
“\ 






2, 3 or 4 parts 





With Your 





Imprints 





Customers’ 








Manufacturers of custom-printed and standard, 
continuous forms, including IBM, N.C.R. and other bookkeeping forms. 


WRITE FOR CATALOG D12 


snap-out and 


Cosssehibited ya Systems. . 


30 Vesey Street BArclay 7-3687 New York 7, N. Y. 
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Mabler (haga 
SIGHT SAVER 
COLUMNAR FORMS 


...Mean Faster Sales 








ONE OF 138 PADS IN MASTER-CRAFT’S SIGHT-SAVER LINE 
Why Dealers Like to Sell 
Sight Saver Columnar Forms 


@ FINEST RULING COLORS 
@ HIGHEST VISUAL EFFICIENCY 
@ COMPETITIVELY PRICED 
@ 100% REORDER PROTECTION 


Master-Craft products are available through 
no one other than our exclusive franchised 
dealers. It may be available in your city. 


Write today for free catalog. 


MASTER-CRAFT 
CORPORATION 


LOOSE-LEAF DIVISION OF SHAW-WALKER 
KALAMAZOO, MICHIGAN 
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Blytheville, Ark. .. . Gressman’s has moved to 709 § 
Husband St. in Stillwater, Okla., where 8,000 squar 
feet of floor space is available. 


. » * 


Fred Kimbrell of Capitol Printing & Stationery ang 
Dorsey Barefield of Barefield’s in Jackson, Miss., have 
merged into Barefield-Capitol Printing & Stationery 
retaining the 116 N. Congress address. 


* > . 


December 1 is the date for the completion of the 
new building for Ragland Office Equipment Company 
at 311-313 Main St., Texarkana, U. S. A. It is a one. 
story building 48 x 150 feet with a rear balcony 
covering one half of the space. The partnership of 
the firm is Add Atkins, Bill R. Atkins, Jerry L. Atkins 
and Sam McAdoo. 

- * . 

The Office Supply Company of Jackson, Vicksburg 
Greenville, Greenwood and Laurel, Miss., is erecting 
a new building at Clarksdale, Miss., which will be 
completed about the middle of December. The build- 
ing will house the printing plant, office machines 
modern library, office supplies and stationery divisions 
Two units in Clarksdale have been purchased, making 
the new store there the iargest in N. Mississippi 
for Office Supply Company. Hank McGarity will be 
in charge of the Clarksdale operation, moving from 
the Vicksburg branch. 

7 ~ - 


Bunkan Dine 


When you are in Little Rock, Ark., do not fail to 
visit Hank’s Dog House. There are two locations— 
1714 Main St., North Little Rock, and the other at 
3614 Roosevelt Rd., Little Rock. 

Good steaks and sea food are featured, especially 
Maine lobster. The unusual name for the restaurants 
came many years ago when Hank made a trip to 
Hot Springs with some friends. On the way back 
it was discovered that one of the party had left a 
hat back in Hot Springs. They all returned for the 
hat and the delay put them back in Little Rock in 
the early hours. 

“Mrs. Hank” was furious and her husband was 
definitely in the dog house. To carry the “rib” toa 
hilarious climax, one of the friends, unbeknown to 
Hank, called the Coca Cola Company and told the 
firm to change the sign on the restaurant to Hank’s 
Dog House. Hank, being a good-natured guy, let the 
new sign stay put and the best eating place in the 
Little Rock area continues to operate under that name 





Marchant Expands Offices and Makes 
Appointments of Managers 


Marchant Calculators, Inc., recently expanded of- 
fices in Philadelphia, Pa., Tacoma, Wash. and Paducah, 
Ky. and appointed new agency managers for district 
offices. 

New and enlarged quarters were recently announced 
for the Philadelphia district office at the new address 
of 4308 N. Broad St., Philadelphia 40, Pa. Harris J 
Koberle, agency manager, continues, as does Robert 
G. Watson, service manager. 

The Richmond, Va. district office now has P. K 
Deverell as agency manager with Richard M. Martin 
continuing as service manager 

The firm’s Tacoma, Wash. sales and service office 
is now in full district status and is located at 2330 E. 
Eleventh St., in Tacoma. Seymour Johnson has been 
promoted to agency manager while William H. Dillman 
has been appointed service manager. 

Now in full district status also, is the Paducah, 
Ky. sales and service office. Promoted to agency man- 
ager was Charles W. Wiggers. William F. Holt was 
promoted to service manager at the 2501 Jackson St, 
location. 
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The B D C mimeograph produces the kind of copies often referred to as printing press 
quality. Each character is clean and sharp. There are no ragged, feathery outlines that 
typify ordinary mimeograph work. The secret is the unique B D C design that has revolu- 
tionized mimeograph standards. Similar to a printing press, the B D C uses the same 
kind of ink printers use—a heavy paste that cannot flow or spread or feather. Because this 
quality result is inherent in the machine and ink, any office worker gets printing press 
quality routinely—and because the machine can’t leak she always stays clean. Write for 
complete dealer information. Bohn Duplicator Corporation, 260 Fifth Ave., New York 1, N.Y. 
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BE SURE YOU GET YOUR SHARE 
OF THIS CHRISTMAS BUSINESS 


Tie-in with 


CHRISTMAS PROMOTIONS 


@ Full color, 2-page spread in LIFE 





@ Full color pages in the Post, 
Collier’s and National Geographic 


Yours for the Biggest Christmas Ever 


BE PREPARED... 


for after-Christmas business in 
Esterbrook pens, pencils, desk pen 
sets. Replenish short items now. 


THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY” 


THE ESTERBROOK PEN COMPANY OF CANADA, LTD., 92 FLEET ST., EAST; TORONTO, ONTARIO 
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Golden Nuggets from the Rockies 


EDWARD L. ROBINSON, CORRESPONDENT 
4272 KING ST., DENVER, COLO. 


0. W. Pechman of Denver Stationery Company, Den- 
yer, suffered a fall while walking in Grant Park during 
the NSOEA convention in Chicago. We all wish him 
a speeay recover'\ 

al al > 

There is a home out in Wheatridge, Colo. that is 
becoming known as the Langfield Home for Chil- 
dren. Al Langfield of Kistler’s, Denver, is a father- 
to-be again 

* * > 

Gus Lipp of Kistler’s seems to be his old self again 
and his many friends are happy to know that he is 
on the way to health again. 


> * * 


Word has reached the writer that Art Carlson of 
Chas. R. Barry Company is much improved in health. 
> ” * 


Mike Grissam of Strong’s Book Store and Mrs. 
Ruth Edwards pulled a fast one on their many friends. 
They quietly were married on August 17 at Albu- 
querque. Not even their son and daughter knew that 
it had happened. I know that Mike’s many friends 
wish him happiness and the best of everything. 

* * 


= 


The writer has been working with Elmer Pearce and 
talking with him about the entertainment for the 
coming convention in May at the Broadmoor. The 
convention is shaping up very well from what I can 
see at this point. Nope, I won’t let you in the details 
but it is going to be good. 


7 > . 
Several discussions have come up about presenting 
an amendment to by-laws of the travelers club at 


the coming convention. The question pertains to elec- 
tion of officers. I have been advised that the thought 
is to elect only one officer each year, that of sergeant- 
at-arms, and each higher office holder to step up 
,utomatically This amendment will be carefully 
irawn up and presented to each member before the 
onvention and open discussions will be had on the 
floor. We ask you to think this over carefully. This 


is being done with the idea of eliminating politics from 
the club 
7 - * 

Business throughout the New Mexico and El Paso 
area is as good or better than last year. Supply lines 
are way ahead although their is a little slackening in 
the steel line However, all dealers seem to feel 
that by the end of the year that sales and volume 
vill be somewhat ahead of last year. This will, and 

es, make a healthy situation in our area. 

a 7 = 


Attendance at the weekly meetings on Friday has 
been good and a number of the boys from the Coast 
his past mor have been seen around Denver. 

. . -_ 

Ernie Sawyer, Binney & Smith, was seen in Albu- 
lerque worki hard. Dick Youngstrom of Mittag 
& Volger wa around the same area. 

> > . 

Christmas will be here again by the time you all 
ee this monthly letter from the Rockies. I would 
like to expr my appreciation and thanks to all of 
you for the news items that you have contributed this 
past year. And ask that you continue to do so for 
44. So to each and every one, a Happy Christmas 
ind the best f the coming year 





Oakville Moves New York City Office 


Effective November 2, the Oakville Company Divi- 
sion of Scovill Manufacturing Company moved to 161 
E. 42nd St., Chrysler Building East, New York 17, N. Y. 
The firm formerly was located at 42nd St. and Lex- 
ington Ave he Chrysler Building 
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Hottest Machine in the Spirit Duplicating Field 


Oly *//9z 


Plus F.E.T. 





iS) Hand Feed 
up 1c Op y = 
o/ 
It’s Years Ahead — Easy to Sell 
Designed for the efficient, modern office . . . engineered 


for years of continuous trouble-free service . . . the 
Duplicopy H-44 sells on sight. It’s so easy to demon- 
strate, so attractively priced. 


No Service Problems 
No mess, no fuss, no wicks to clean. Magic Fluid Flow, 
a patented moistening system assures bright, sharp cop- 
ies and even distribution. There is nothing to go wrong. 


Profit on Machines — Profit on Supplies 
Duplicopy’s special dealer franchise assures you not 
only profits on machines — both hand and automatic 
feed — but on the complete, integrated line of supplies 
and school work books. Turnover is fast, and supply 
profits are exceptional. 





Complete Dealer Promotion Plan 


We'll furnish you with a com- 
plete kit of sales aids, such as 
ad mats, folders, window post- 
ers ... all designed to make 
your selling job easier. 


For complete details mail Coupon today - No obligation 


ae eee etait aa eaneanae 4 
. 1 

; Duplicopy Company, Dept. OA i 
1 224 W. Illinois Street + Chicago 10, Illinois i 
1 Please send me complete information about the Duplicopy dealer - 
: franchise, your machines and supplies. i 
I 

: Name i 
; Company 
: Address 
: City Zone State 
Laas ewaeeeeeeeoeeee eee eeeeesoeeenoe= d 


SEEN AND HEARD IN 
SOUTHERN CALIFORNIA 


by J. Edward Tufft 
2012 Huntington Dr., South Pasadena, Calif. 


Six individual awards were given in the Nationa] 
Clary Crusade Contest, sponsored by the Clary Mul- 
tiplier Corporation, which closed September 30. The 
winners included three salesmen and three servicemen 
(the latter also being salesmen in a sense, as part of 
their duties is to sell parts). 

An award was based on the individual exceeding 
his August quota by more than 250%, the contest 
period covering the month of September. 

Winning salesmen were W. T. Phillips, Jr. of the 
Detroit branch, Francis Manning of the Philadelphia 
branch and Harold Drew of the Minneapolis branch. 
Winning service men were W. W. Roberts of the Los 
Angeles branch, Al Dugan of the Los Angeles branch, 
and Weldon Borlace of the Detroit branch. 

To give a touch of glamor and added interest to 
the contest the contestants were called Knights. 

The award of a plaque was also given to the win- 
ning Clary branch. The Salem, Oregon, group walked 
off with this honor. In addition to the plaque a 
banquet was also tendered members of this branch 
headed by Lionel Domreise, manager, with J. W, 
Stallings, general manager of distribution at the head- 
quarters office in San Gabriel, Calif., as the host. 

* * * 

Returning from a trip covering the period from 
October 3 to October 20, Harold Mann, executive sec- 
retary of the National Office Machine Dealers Asso- 
ciation, reports that he visited eight Midwest local 
associations, those at Minneapolis, St. Louis, Mil- 
waukee, Chicago, Dayton, Pittsburgh, Cleveland, and 
Shelbyville, Ind. 

At each place Mr. Mann gave a complete run-down 
of the work of NOMDA. Each talk was followed by a 
question and answer period, a method which helped 
greatly in putting the complete story before the mem- 
bership. Attendance was very Satisfactory in every 
city, according to Mr. Mann. He brought home several 
new memberships, while 12 members placed orders for 
the NOMDA exclusive nation-wide guarantee policy 
on new portable typewriters. He also found a keen 
demand every place for the general publicity material 
made available to local associations by the national 
office. 

Mr. Mann makes the general statement that he 
found the local associations well staffed, generally en- 
thusiastic about the work, and they had a good out- 
look for continued growth. He feels a trip like this is 
beneficial in many ways, but most particularly in the 
fact that it gives the national office closer insight 
into local problems and gives the local associations a 
better understanding of the over-all work of the na- 
tional association. 

John Romano, Fresno, Calif.. now NOMDA president, 
was accompanied by Mr. Mann in a trip to Phoenix, 
Ariz., on Monday, November 2, where they both 
attended a meeting of the Arizona OMDA. 


* oe a 

Mike McMahan, one of the proprietors of the 
McMahan Desk Company, Inc., 2220 S. Hoover Street, 
Los Angeles, was married September 20 at the First 
Congregationalist Church to Miss Reba Kirk, Dr 
James W. Fifield, Jr., pastor of the church, officiating 
Five hundred guests were present. As a wedding trip 
the couple flew to San Francisco and then went by 
train to Chicago. They attended the NSOEA con- 
vention and purchased a new car for the trip back 
to Los Angeles. 

Mr. and Mrs. McMahan left on Wednesday, October 
28, for a tour of South America. They flew to New 
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THE FINEST DICTATING 
MACHINE MADE TODAY! 


ORTON, president of the Norton Dictating Machine Co., 1695 West 25th St., 


LIONEL J. N 
e business for 12 yeors- Shown 


13, Ohio, hes been in the dictating machin 


Cleveland 
os handled and sold all types of 


above using the REX RECORDER, Mr. Norton h 


w practice ab 
lifetime of free uSCer*? dictating machines. 


© - ea miracle 
engineer ine 


«ee? .*?* *e a = . o 6a 


Norton Dietanng Machine Company, Inc. 


Y) 
Ouality Reb I ' 


,. magic 
perm) ts iV» 
52 ear e | 
uses per disc. 
: while selling the 
machines» l realize { 
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Time after time, our dealers have 
sent us letters like the one reproduced 
here..- Yes we said it 

now everyone's saying it. 

REX RECORDER iS THE FINEST 


DICTATING MACHINE MADE TODAY! 


Write for the name of your 
nearest dealer - - for a 


free demonstration ot your offices. 


EX 
CLUSIVE NATIONAL DISTRIBUTORS 


AMERICAN D 
ICTATING M 
ACHINE CO 
ey INC. 


| 65 Madis 
° 
| n Avenue, New York 16, N 
33 | OFFICE APPLIANCES ESTABLISHED 1923 , New York 
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CONTINUOUS FORMS 
Lithographed for top efficien” 
cy and appearance for any 


machine billing. 


CONTINY 

OUS Cap 

One ime RtEAVED sets 
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vous fore Carbon with contin. 
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w or 
riter or billing ae type- 
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ic REGISTERS 


FORMS 
efolder and 
d forms 


cords. 


H 
UTOGRAP 
. AND 
Complete line of R 


Portable Registers 
for hand-written Fre 


an 





For accurate and efficient records, many types of 
modern Hano forms are available to your customers. 


For customers’ satisfaction and your profit, sell what's 
right (not one “just as good”) .. . sell the Best... Sell 
Hano ... Tops in appearance, competitively priced, 
shipped under your label, imprinted with your name, 
billed to you. 


i PHILIP 





HOLYOKE, MASSACHUSETTS 


Some dealerships open in the South, Southwest 
and Midwest for Established Stationers 
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York City and went by boat to Buenos Aires. They are 
members of a group from the Los Angeles Breakfast 


Mr. & Mrs. Mike McMahan. 


Newlyweds... 


Club, about 100 altogether, who are making the trip 
They will be gone about seven weeks and will fly 
back to Los Angeles. 

Mr. McMahan is well known in business circles in 
Southern California, Mrs. McMahan is also widely 
known as an organist. 

Walter McMahan, one of the proprietors of the 
McMahan Desk Company, Inc., brother of Mike Me- 
Mahan (mentioned above) is completing a 7-room 
adobe home on his ranch near Escondido, Calif. 

* * * 

E. C. Strandine, branch manager of the Interna- 
tional Business Machines Corporation, 1670 Wilshire 
Blvd., announces the promotion of T. J. Lowther to 
the position of assistant branch manager. Mr. Lowther 
is a veteran employee of IBM celebrating his 25th year 
with the company last January. He has had wide 
experience in customer relations and sales work. 

* * * 

A. E. Lacy, proprietor of the Western Typewriter 
Company, 6424 Rugby Ave., Huntington Park, reports 
that increased sales have made it necessary to add an 











extra man to the sales force and also an extra member | 


to the office force. 


In August Mr. Lacy was appointed a Royal type- | 


writer dealer. He now carries a complete line of 
office equipment and furniture 
” * * 

Mary Jane Davis, interior designer, has recently 
joined the staff of Leekley & Booz, which permits | 
them to offer their dealers a complete office decorat- | 
ing service. Mrs. Davis has had many years’ experi- | 
ence in the field of interior decoration in the metro- | 
politan New York area and is well qualified to assist | 
dealers with furniture selection and placement, color 
schemes, draperies, floor coverings and accessories 
to complement the furniture manufactured by Shelby- 
ville Desk Company, Invincible Metal Furniture Com- 
pany, Gregson Manufacturing Company, Schwab Safe 
Company and Riteform Chair Company 

Leeley and Booz are prepared to take charge of the 
entire job or to submit “package” plans consisting of 
suggested office layout, samples of paint, wallpaper, 
drapery and upholstery fabrics, floor coverings and 
accessories, according to Frank Booz, firm member. 


* os 


Howard Mackin of the American Calculating & 
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or Basic alphabetical index 
— in the 1st position —Blue. 


When cards increase in 
quantity and a finer distrib- 


























ution is necessary—the 


2nd STEP—Auxiliary 
guides, dividing the main al- 
phabetical sub-divisions are 





placed in the 2nd position— 


















































The BASIC index 























Or primary guides 








‘| (} The SECOND step 





















































Orange. They maintain con- 
trol of the number of cards 
behind each guide. 





3d STEP—Common or 
Surname guides, 3d cut, last 
position—Black, are inserted 
to index like names when 
they occur in large numbers. 
These may be broken down 
into smaller groups by using 
Christian name initial guides 
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— Orange, in last position. 
End guides show the term- 


ination of Common name 
groups. 
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J. K. LASSER’S 


“Business and 
Tax Record” 


A complete b ok keeping 
set-up for a small business 
plus expert help and proof 
to substantiate tax deduc- 
tions... 


@ General Business Record 
of Income and Expenditures. 











J. K. LASSER’S 


“Individual Income 
and Tax Record” 


Helps lower personal taxes 
by providing record keep- 
ing forms designed by the , 
man who “‘wrote the book’’ | 
about Tax Form 1040. 
Also provides needed proof | 
for Internal Revenue ge arv- | 
ice inspection. In addition: 


e@ J. K. Lasser’s complete, 





J. K. LASSER'S 


“Payroll and Em- 

ployee Tax Record” 
For the small business- 
man: 
@ Complete 52-weeks’ rec- 
ords for 40 employees. 
@ Weekly summary of em- 
ployees pay and the in- 
dividual records are both 
visible at the same time. 
@ Flap out for monthly 
payroll summary. 





J. K. LASSER’S 


“Tax Diary and 
Appointment Book” 


A beautifully bound ap- 
pointment calendar plusa 
complete checklist of pos- 
sible business expense de- 
ductions with space for 
names, place, amount etc. 
In addition: 

e@ A concise text showing 
how to get maximum al- 
lowable deductions— what 
home costs are deductible, 








e@ Nine detachable sum- 10-page Tax Saving Guide. , @Individualrecordsloose- best way to handle travel 
mary forms to attach to !' @ Post card that brings 16- ' leafed. Weekly payroll | and auto expense, what 
eax return. : page 1954 tax fact Supple- forms wire bound. , can be deducted by sal- 
e J. K. Lasser’s complete, |! ment plus filled-in sample e AJ. K. Lasser TaxSav- | aried employee orself-em- 
10-page Tax Sa Guide. , forms. ing Guide giving facts on , Ployed professional, etc. 
@ Post card brings '‘ @ Tax return schedules on payroll taxes, deduction ' @ Section for deductible 
32-page 1954 tax fact Sup- , detachablesheetstobetorn | tables, government re- | personal expenses —con- 
plement plus filled-in sam- ; out and attached to a tax ,_ port filing instructions. 1 tributions, medical, sales 
ple forms. ust $g@95 ' return. ust $@95 | ust $=9795 ' tax, etc. ust $@95 

price rice price 2 ; rice SD 
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BACKED BY THESE SALES AIDS: 
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WINDOW STREAMERS 


NATIONAL 


BLANK BOOK CoO. 


i 
! 
j HOLYOKE, MASS. 
i 
i 
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= Arar 


Please send Sales Display Kit LA-54 
and the following items 


Quantity 








AND 
COUNTER | 
DISPLAYS 


Business and Tax Record No. 34-251 ecccce 


Individual Tax Record No. 34-252 


DIRECT MAIL FOLDER Payroll and Tax Record No. 34-250 


| 7-4 | i Tox Diary No. 03-100 seman 

| Nome.....+ cccces eccccccccsoce cocccccceece 

= PLUS i Compony..... PYTTTTTTITT TTT TTT TITTTiT TTT 
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Built to 
Win Friends 


a nd No. 1666-86F4 No. 1663-76F4 


86 x 45 76 x 42 


TT if e : 4 Drawer Executive Conference Top 
Available in Genuine Walnut or 


Softone on Rift Oak 
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It’s New! It’s Right!—the Conference Top 4 Drawer Executive Desk in 


Series, designed to provide a new concept of beauty, utility and value. 
It’s in production now and shipments will soon be rolling to dealers 


who are on the alert. Mail your order today! 





























No. 1666-F4 No. 1663-F4 
66 x 36 60 x 34 
4 Drawer Executive 
Available in Genuine Walnut 


or Softone on Rift Oak 


Back View of 1666-F4 or 1663-F4 
showing new streamlining and 


spacious convenience slide. 


BETTER DESKS ARE MADE OF WOOD 





ALMA DESK COMPANY 


HIGH POINT, NORTH CAROLINA 
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Typing Service, 122 East Seventh Street, Los Angeles, 
announces the opening early in October of an office at 
915 Fourth Ave., New York City. Other American Cal- 
culating and Typing Service offices are located in 
Milwaukee and Chicago. 


jis in charge of the New York office in which 25 
people are employed. Mr. Mackin reports that three 
accounts were established the first week the new 
service was set | 

The company was organized in Chicago in February, 
1940. Later the Milwaukee and Los Angeles services 
were established and Joseph Cotteleer, who heads the 
Chicago office, became a partner with Mr. Mackin. 
The Milwaukee service is in charge of Robert Darling. 

. 


* * 


y George Wyatt, long experienced in this type of work, 


The California Typewriter Exchange, 1260 W. Second 
St., was recently purchased by the Los Angeles Adding 
Machine Company, 312 W. Olympic Blvd. Max Dworsky 





and Martin Weisbren, the proprietors, are merging the 
two companies thus offering one source of supply for 
adding machines, calculators and typewriters. 

Mr. Dworsky has been a resident of California the 
past three years coming from Iron Mountain, Mich., 
where he was in the soft goods business for 30 years. 

Mr. Weisbren was formerly president of the Buckeye 
Electrical Manufacturing Company of Crestline, Ohio, 
and prior to that he was sales manager for the Ad- 
vance Aluminum Casting Corporation of Chicago. 
The two men established the Los Angeles Adding 


—j Machine Company a little over 18 months ago. 
* 


Past presidents of the Southern California Office 
Furniture Association were honor guests at the Octo- 
ber meeting of the association held at the Rodger 
Young Auditorium in Los Angeles. Those honored 
were Ben Tufeld, Sam Yocum, Art Willis, Sid Holtby 
and Herman Klein. 

About 50 members were in attendance, according to 
the president, Dennis E. O’Hern, proprietor of the 
Hollywood Office Furniture Company. Each of the 
past presidents gave brief talks on possible ways of 
improving the organization. 

Sam Yocum, program chairman, presented Mr. 
Samuels, a representative of the Abbott Distributing 
Company, and Herman Klein of Office Interiors, who 
talked on their respective products. Reports were 
also given by members who attended the 1953 Na- 
tional Office Furniture Association Convention. Plans 
for the annual party to be held in December at Ciro’s 
were discussed 

* * . 

The General Typewriter Company, located for the 

past five years at 1105 N. Vermont Ave., moved October 


fir 
‘ary 1 to 5554 Santa Monica Blvd. The new and larger 


quarters have been remodeled and modernized. New 





t 1G fixtures, asphalt tile flooring and indirect lighting 


tM have been installed. Two front windows afford ex- 
hei} cellent display space. The color scheme is green. 
t An additional man has been added to the service 
"“ department and one new salesman has also been 
| added, according to Kurt Fischer, the proprietor who 
| is exclusive Smith-Corona representative for Holly- 
wood 
> o o 
Richard (Dick) Ingersoll, proprietor of the Precision 
Typewriter Company, 158 West 12th St., is improving 
hicely after his recent illness and at this writing plans 
oF io be back at work in two or three weeks. 
sks * *¢ * 
al Bob Picou, proprietor of the California Inked Rib- 
roe} 00 Supply, 4556 East Slauson Ave., Maywood, visited 
northern California dealers during October. He re- 
dorts business very satisfactory in that area. On Octo- 
ver 24 Mr. Picou attended the wedding of Joyce Ro- 











Mano, daughter of Johnny Romano, president of the 
ational Office Machine Dealers Association. 


. > . 


Norbert Mayer of the West Coast Platen Company, 
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BIQ2E Electric Printing Calculator 


barrett 


TEN-KEY PRINTING CALCULATORS 





ADDING AND LISTING 
DIRECT SUBTRACTION 
MULTIPLICATION 
DIRECT DIVISION 


The two models shown here, the Barrett Electric B1g2E and 
the Barrett Hand Model B12, are designed to save machine 
hours continuously —/or years to come. Both have many 


exclusive features, precisioned by Monoty pe. 


Dials visible at all times and all calculations are shown on 
4 printed proof, Special Multiply Key, as easy 
and simple as adding. Transparent paper 
cutter for complete visibility. Items and totals 


Up CO 9,999,999-99- 


BARRETT ADDING MACHINE DIVISION 
———__ Lanston Monotype Machine Company 





Twenty fourth at Locust St > Philadelphia ty Pa. 


B192 Hand-Operated Printing Calculator 
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BRUSHMAKERS 


BY 





STENO-BRUSH-KIT combines three attractive brushes for the office 
secretary. These brushes are made with long-lasting NYLON bristles, 
colorful plastic handles, and are guaranteed to outlast other brushes 
better than 10 times. 


No solvents are necessary in cleaning type and 
the brushes wash easily in soap 
and water or solvent. Order 
today from Brushmakers, Inc., 
529 So. 7th St., Minneapolis, 
Minn. 























STENOMASTER ADJUST- 
ABLE ERASER for typewriter 


or for pencil has been newly 
designed in a very attractive 
and colorful unit combining 


bright plastic with shiny alumi- 
num and NYLON 
bristles for dusting the crumbs 
from the type- 
writer. dozen on 
colorful counter cards. Order 
today from Brushmakers, Inc., 
529 So. 7th St., Minneapolis, 
. Minn. 


“‘whiskie” 


out and away 


Carded one 








wasted. 


in offices today is 


One-third of all wood pencils used 
SCOTCHIE PENCIL SAVER will economize by savin 
stubs of wood pencils. It fits all tops, is comfortably 
and well balanced. This colorful unit has an adjustable 2%” eraser. 
Carded 8 dozen on attractive counter display cards. Order today 
from Brushmakers, Inc., 529 So. Seventh Street, Minneapolis 15, Minn. 


these unused 
ight in weight | 
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643 S. San Pedro St., Los Angeles, reports the recent 
opening of the Hanford Typewriter Service, Hanford 
Calif. This new store has an excellent location in the 
center of the main business district. The proprietor 
is Russell A. Hendricks. 
- > ” 

Hal Pettit of the California Typewriter Exchange 
543 S. Spring St., former vice president of the All- 
State OMDA, is filling out the term of Johnny Romano, 
the president, who was recently elected head of 
NOMDA. The regular election will be held in the 
spring at a joint meeting of the California Associa- 
tions. 
Mr. Romano is scheduled to be a special guest at 
the November meeting of the Southern California 
group in Los Angeles. 
The regular monthly bulletins sent members of the 
Southern California OMDA by the president, David A, 
Hendler, carry important announcements, news of the 


association meetings, news of member activities, a 
message from the president, and ads from local 
dealers. 


* » * 


Southern California OMDA friends of Mr. and Mrs, 
Edward Eugene Peck received invitations to the mar- 
riage of Mr. and Mrs. Peck’s daughter, Betty Laverne, 
to Richard Warren Storey on Sunday, November 8, at 
the Chapel of the Chimes in Oakland. 

Mr. Peck, who is proprietor of Peck’s Office Appli- 
ance Company, Oakland, is president of the Northern 
California OMDA. 

* ” + 

Thefts of office machines have been reported lately 
by several dealers in the Los Angeles area. Serial 
numbers and makes of stolen machines have been 
listed in recent SCOMDA bulletins with the hope af 
tracing them. 





Jones Named GBC Representative 


GBC Sales and Service, Inc., sales branch of General 
Binding Corporation, has recently appointed J. R. 
“Casey” Jones as Milwaukee, Wis., representative. Mr. 
Jones is a graduate of Akron University. He was form- 
erly associated with the S. C. Johnson Company in 
Akron, Ohio, and previously was field executive officer 
of the Milwaukee council of Boy Scouts. 

In his new capacity, Mr. Jones will devote his efforts 
to accelerating the sale of plastic binding equipment 
and supplies in the greater Milwaukee area. He wil 
maintain an office at 312 E. Wisconsin Ave., telephone 
Broadway 2-6730, Milwaukee 2, Wis. 
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Unusual Application of Steelmaster Storagers..: 


Art Steel Sales Corp.'s Steelmaster No.’s 1620 and 1630 Storages 
are shown in a versatile application for a rug manufacturer's col 
sample displays. Tke unit employs a working counter system. 
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MANUFACTURED IN THE UNITED STATES—Cormac 


“= gives perfect, DRY, inexpensive facsimiles of anything! 
“a That’s why dealers who realize that the photocopy machine 


has become accepted standard business equipment should 
investigate Cormac first. 

Photocopier sales opportunities are limitless. There’s a 
ready market just waiting to be sold. And you can do no 
better than to sell Cormac! 

Check for yourself why Cormac is far and away the most 
modern, advance-design copy equipment available today! 


Then write immediately for information on how you can 
become a Cormac dealer. 


15 REASONS WHY Cormac IS BEST- 


e 19 SECOND COPIES! Photo exact, brilliant black and © No experience required to operate. 
white, legally acceptable copies of anything written, © No installation charge. Fully automatic; just plug in. 


printed, typed, drawn or photographed. e@ No wet hands, splashing, messy darkroom fixing, etc. 
e Copies from letters, manuscripts, blueprints, colored Occupies about the space of a typewriter. Lightweight, 
art, complete books, even textile patterns. compact. Easily moved, designed to fit anywhere. 
e Copies on both sides of ordinary weight paper; alsO | advance-design keeps moving parts covered, ejects 
copies on airmail weight, double-weight card stock and finished copies conveniently. 
special Wrensiacent weg ; e Ventilated, fan-cooled motor prevents time-delaying 
e Economy facsimiles at a fraction of typed copy or com- overheat problems. 
mercial fepreseTton come. , , e@ Removable tray permits easy cleaning. 
e Makes positives, error-proof copies. Can't be altered. © Sturdy, corrosion-proof construction 


r t j i 
e Permits completely confidential copies to be made in © Attractively finished in business equipment gray. 
privacy of your own office. 







PHOTOCOPIES 
INSTANTLY! 























. ——§ = 
Coun ae is Profitable €) ways! a \ 
—_—-—-—= TR S, 9-59 
O You make money on the equipment sale! | CORMAC NDUS rray Hill 
| 
¢) You make more money on the repeat 4) Eas 
sale of paper and supplies! \ New York 1's 
€) You make still more money with Cormac \ Gentleme™ 
as your calling card to new accounts! : 8 
1 
1 
! 
FREE! FOR YOU! 
—when you mail this coupon— : 
Copies As A Shortcut In Public Relations \ 
Cormac’s public-service booklet : 
* Explores many NEW fields of use for Cormac i 
Copies 1 
® Opens a whole new market of potential cus- 1 
mers for YOU! 1 
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TRANSFER TO PARKER... 


PARKER all steel TRANSFER CASES 





TRANSFER FILES Ves, Now is the time to 


| THESE STURDY transfer records...from 

| bay valuable filing space to 
ie LOW-COST STORAGE 
| DESIRABLE TRANSFER FILES 


Investigate Today ... Remember 





Parker also offers Life-Long 








LEGAL AND LETTER SIZE all steel office equipment. 
SPECIAL SIZES MADE 
ON REQUEST 














DOUBLE DOOR 
COUNTER HIGH CABINETS 


SIZE 42"" x 36"' x 18" and 
42"' x 3%"' x 24 


The all new IM- 
PROVED Parker Steel 
Cabinet featuring 
baked-on enamel 
finish in Green-Gray 
or Grained Walnut 
and Mahogany. 


All cabinets are made of 
heavy gauge steel .. . 
electrically welded con- 

struction and completely 

reinforced throughout... 

shelves adjustable every 
two inches . . . depend- 
able three way locking 
device. Storage cabinets 
measure 72" x 36" x 18" 
and 72" x 36" x 24". Ward- 
robe and combination 
cabinets also available. 

















po---=--==-- )PARKER SALES REPRESENTATIVES (----------—- ) 


AL MARSCHALL—New Orleans, La.—Southern Representative 
JOHN J. SCHULDA—West Hartford, Conn.—New England States 
| ORVILLE CRISMAN—Pittsburgh, Pa.—Upper New York, Pennsylvania & Ohio [ 
| OTTO J. HOFFMAN—Chicago, I!.—i/linois, Wisconsin, Michigan & Minnesota | 
| LEN C. JACOBS—L. A., Calif.—Calif., Arizona & Nevada 


“Write For Our 
Latest CATALOG 
and Dealer Price 
/ List” 
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STEEL PRODUCTS INCORPORATED 


56 COLUMBIA STREET BROOKLYN 2, NEW YORK 


———— 
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On the Canadian News Front 


Our Industry Across the Border 
BY SPECIAL CORRESPONDENCE 


Leaders in the stationery and office equipment trade 
in Canada are continuing their battle to have the 
Canadian government revise existing regulations con- 
cerning retail price maintenance. The current law, 
they claim, is injurious to the industry and to the con- 
sumer, and dangerous to the country’s future pros- 
perity 
' Said Lawrence Ritchie, Ottawa Typewriter Co., Ltd., 
Ottawa, recently: “The law as it stands definitely 
leaves the door open to unscrupulous competitors to 
provide unfair competition against established and 
reputable dealers. . . . It encourages price-cutting by 
the setting up of fly-by-night firms which are estab- 
lished solely for the purpose of selling on a get-rich- 
while-it-lasts program. These firms have no intention 
of staying in a legitimate business. The recognized 
dealer is striving to build a profitable business; he has 
to work on a definite percentage of profit and retail 
prices on today’s goods should allow that. However, 
as there is no fixing of that price, it encourages so- 
called business firms to sell at a much lower price. 
This means lower profit, that the staff is poorly paid 
and that the customer suffers through lack of proper 
service. The result means the firm must eventually 
close its doors 

Another Ottawa office equipment dealer, John C. 
Preston, asserted that “we, in our business from coast 
to coast, both in Canada and the United States, are 


all too ready to drop our price and work for nothing 
whenever there is a large tender for any large com- 
pany, industry, or government department. ... The 


only person who pays the list price is the one who 
walks in off the street and purchases one or two 
items. The time has come to take stock of ourselves, 
as a group and individually. . . . Sales, on the whole, 
are today greater than in other years but most firms’ 
net profits are lower owing to the small mark-up and 
also higher operating costs. It is time our trade took 
a lesson from the insurance salesman and went by the 
price in the price book; then we would all have a 
successful office equipment business. As a group of 
retailers, we should go out and try to sell at a higher 
price, without being afraid of losing an order to our 
competitors. They will soon realize that they cannot 
stay in business by taking orders at a lower price. We 
are all in business to make a profit; why intentionally 
defeat this purpose?” 

Hugh W. Moore, president, T. J. Moore & Co. Ltd., 
Quebec City, Que., said it was his opinion that any 
legislation on pricing should be fair to all parties in- 
volved, “which certainly does not appear to be the case 
now that retail price maintenance in Canada has been 
declared illegal... . From my own more than 30 years 
experience in business, the present legislation appears 
harmful in results to both businessman and consumer.” 

Commented R. A. Hopkinson, general manager, James 
A. Cook & Son, Ltd., Toronto: “The abolishing of estab- 
lished retail prices in Canada has done little, if any- 
thing, to bring down the cost of living. .. . One thing 
is certain, however, and that is without established re- 
tail prices, inferior and unbranded goods are finding 


their way into our markets and, in many instances, 
posing as quality merchandise at low prices. This 
brings pressure to bear on many manufacturers of 
name brand goods to cheapen their products in order 
to compete. This can be disastrous to these manufac- 
turers. In the long run, no one profits. The consumer 


pays less but gets inferior products; the retailer makes 
a smaller profit on goods of which he is not proud; the 
manufacturer stands to lose the good name which has 


taken him years to establish.” 
= . > 
Decisions on a number of important trade matters 
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MARSH 77 








MORE THAN 
$200 PROFIT 


SIMPLY BY DISPLAYING 
THEM ON THE COUNTER 


From an enthusiastic dealer who also 
says: 












“Marsh Felt-Point Pens are one of the 
fastest counter items we have, with the 
77 Pen, Ink, and extra Felt-Points sell- 
ing complete for $3.25. 





“The new display carton comes free with 
each dozen No. 1 sets, and, of course, the 
77 Pen is known for its firm, rigid Felt- 
Point which marks FINE or BOLD lines 
with the same point.” 


Bah enn, Nie 
by. tore of pan D 





FREE TO DEALERS 


Free sample 77 Pen and retailer's discount sheet 
mailed promptly if you write on your business letter 
head. 


Felt-Point Pen Div., MARSH CO. 
83 Marsh Bldg., Belleville, II!., U.S. A. 
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CHBCK here and be : 


ready for “< 
Make sure you are all set for ‘54 with complete 


catalogs and prices from THE C. E. SHEPPARD CO., 


manufacturers of loose-leaf at its best, since 1900. 
To obtain the catalogs you need, simply check the 


appropriate sections listed below and return this ad 


today. We'll rush the catalogs by return mail. 


POST BINDERS 


PRONG BINDERS 


= 
CJ 
[] RING BINDERS 
[] AUTOMATIC TRANSFER BINDERS 
CO 


BINDERS FOR MARGINAL PUNCHED 


FORMS 

[] CATALOG AND ADVERTISING 
COVERS 

[] VISIBLE RECORD KEEPING 
EQUIPMENT 


STOCK ACCOUNTING FORMS 
PLANNED PRINTING 
MACHINE POSTING EQUIPMENT 


PEG BOARD ACCOUNTING SYSTEMS 


Le OG 


eee 


CT 


Street & No.......... 


City & State 








C ein C0, 


Long oe City 1 


44-07 Twenty-First St. 
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were discussed at Chateau Lac Beauport, Lac Beauport, 
Que., when directors of the Stationers’ Guild of Canada, 
Inc. held a conference there, November 1. Considered 
were details of the forthcoming annual meeting and 
product exhibition of the Guild, scheduled for Toronto 
next May; supermarket promotion of stationery trade 
lines; the Guild’s plan to extend its group insurance 
program; the current price maintenance law problem 
in Canada; the Guild’s public and trade relations pro- 
gram, and other matters. 

Directors attending included the president, Lordly 
Jones, Hamilton; vice-presidents, Bob. Denver and 
Hugh L. Kennedy, both of Montreal; Art Lancaster, 
Toronto; George Basil and Armand Toupin, Montreal; 
“Tack” Tackaberry, Windsor; Gage Love, Toronto; 
Arthur Careau, Quebec City; Fred R. Smart, associa- 
tion secretary-manager. 


- * * 


The first session of the Eastern Ontario division of 
the Stationers’ Guild of Canada, Inc., was held at King- 
ston, Ont., November 4. Retailers held a closed meeting 
in the afternoon. This was followed by a dinner meet- 
ing to which suppliers and their representatives were 
invited. 

Arranged by the Guild head office in Toronto, the 
function was expected to renew trade interest in the 
organization in that section of the province. Special 
guests included a number of directors of the national 
Guild group. 

” * bal 

A bookkeeper in a West Vancouver, B. C. business 
firm, Woldermar Janz, has a simple adding machine 
device which is not conducive to gaining the favor of 
the adding machine salesman. In fact, Janz recently 
demonstrated that the modern adding machine is no 
match for his ancient Russian abacus which consists 
of seven horizontal rows of 10 beads. 

With the aid of his manual calculator, Janz de- 
feated an adding machine in a straight test for speed 
and accuracy. He at one time used his abacus (pro- 
nounced “schteta” in Russian) to compute the payroll 
for 600 employees in a west coast logging camp. He 
claims his Russian abacus is much simpler than the 
more famous Chinese model since it requires almost no 
mental effort to operate it and reports that “anyone 
with common sense can soon learn how to use it with 
speed.” He has no intention of entering the office sup- 
ply trade in competition with modern equipment, he 
said. 

+ YY * 

The appointment of H. W. Goddard as sales manager 
of the typewriter and duplicating division of A. Whitley, 
Ltd., Windsor and Chatham, Ont. has been announced 
by A. Whitley, president. Mr. Goddard has returned to 
the firm’s staff after two years’ absence. He has 20 
years’ experience in the office machine business. 


- » * 


Bob Neal has been appointed manager of the Mod- 
ern Stationery & Office Equipment Co., in Saint John, 
N. B. He has had over seven years in the trade. The 
firm recently opened a new store. Two leading brands 
of office furniture will be handled and special atten- 
tion given to steel furniture for office, reception room, 
factory, restaurant and school use. Another section of 
the company will cater to the street trade. 

A complete display of social stationery, greeting 
cards, school] supplies and writing equipment gets up- 
front attention. Head clerk in the store is Nellie Jones. 
She has been active in the stationery field for 30 years 
locally. 


Toronto Commercial Stationers’ Association have re- 
cently been giving a lot of attention at their meetings 
to supermarket promotion of stationery trade lines. 
View held by Bill Grand, association president, is that 
the merchandising activities of chain stores actually 
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... and a world of STYLES to please every customer, 
in smart Jasper Chair Co. Chairs 





When buying Jasper Chairs, be sure 
they are made by the Jasper Chair 


Company the oldest chair com- 


pany in Jasper, Indiana. 


0 





er Chair 


INDIANA 


REPRESENTATIVES: Geo. A. Litchfield, Sales Mar. 
Fred & George C. Deutch 


Just two of many reasons why it pays you 
to push Jasper Chair Co. Chairs are: (1) 
outstanding style that opens buyers’ 
purse-strings everywhere, and (2) a 
world of styles to meet your customer's 
every need—“The Right Chair at the 
Right Price.” Quality-crafted Jasper Chair 
Co. Chairs are offered in select Oak and 
solid Walnut —plain or upholstered in 
genuine Leather or elastic Naugahyde in 
many colors. If you are not now display- 
ing and selling this pre-eminent chair 
line, write today for information and 


prices! 


"The Right Chair 
at the Right Price” 


ff 
G 
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Modern Sectional Group, showing styles No. 870-R, 873-C and 871-1. 





W. H. Brown, (Chicago-Midwest) 


(Southwest) 7207 Nerthaven Rd. 666 Lake Shore Dr. 


Dallas, Texas 


R. J. Freeman, (Eastern) 
385 Madison Ave. 
New York, N. Y. 


Chicago, Ill. Space 844 
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James S. Fowls, (Southern) R. A. Browne, (West) 
327 Sunset Drive, North 2925 Revere Ave. 
St. Petersburg, Florida Oakland, Calif. 
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Why successful buyers 


prefer Jasper Desks 


Worthy of the finest exec- 
utive office. A beautiful 
George III reproduction in 
matched American Walnut. 


WIDE SELECTION 


Created by master crafts- 
men for executives who de- 
mand the best. A fine chip- 
pendale Reproduction. 


FINE CONSTRUCTION 


Designed for modern in- 
teriors and functional effi- 
ciency. Available in Walnut 
or Softone Oak. 


PRICED RIGHT 


An early American style in 
genuine Walnut. A popu- 
lar choice for professional 


and general office use. 


For further information and liter- 
ature, write to Department A-153, 
Jasper Desk Co., Jasper, Indiana, 

















THE JASPER DESK CO., JASPER, IND. 
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makes little difference to the commercial stationer’s 
operations. 

He told the group’s members that although a leading 
variety store chain had recently opened a big new 
branch near one of his own store locations the result, 
if anything, had been more traffic into his own prem- 
ises. The customer who wanted to know something 
about the product he bought still came to the expert, 
the stationer, he said. This aspect was further empha- 
sized by Al. Hopkinson of James A. Cook & Son, Ltd., 
Toronto, who told the gathering: “There are so many 
items available to the stationer on which he must ad- 
vise the buyer that we've little to worry about from the 
supermarket or chain variety store. The stationer or 
office supply dealer’s position in the market is based on 
product knowledge and the service he provides.” 

J. J. Evans, sales manager, APSCO Products of Can- 
ada, Ltd., Toronto, said that a recent supermarket pro- 
motion test his firm had made in the Toronto area had 
resulted in a sharp upswing in pencil sharpener sales 
by commercial stationers. He agreed there was no 
place in the supermarket for commercial stationery 
lines and said the model promoted through the chains 
had been one designed especially for home use, and 
even this model had subsequently been withdrawn 
from such outlets. 

J. S. (Jim) Luckett, Luckett Loose Leaf, Ltd., To- 
ronto, expressed hope that supermarkets in Canada 
would not follow the trend evident in the U. S. There, 
he said, the supermarket had already gone much fur- 
ther into the matter of selling stationery products, in- 
cluding bound books and other commercial stationery 
items. : 2 

Stationers’ Guild of Western Ontario mid-October 
meeting, held in London, Ont., also discussed at con- 
siderable length supermarket promotion of stationery 
trade lines. Members agreed manufacturers had the 
privilege of increasing their turnover in whatever man- 
ner they deemed necessary; that retailers had a simi- 


lar right to refuse to push chain-promoted items if 
they wished 
Stationers were urged to go after home and ‘special’ 


business, at the same time taking whatever steps were 
deemed necessary to combat the “supermarket in- 
vasion of the stationery field,” particularly where 
commercial or office supply products were involved. 


. * sl 


Roy O. Pennington, president of the Canadian branch 
of Parker Pen Co., Ltd., Toronto, reported that net sales 
of the firm were up 22% in the six-month period end- 
ing August 31. He said operations of the parent or- 
ganization, Parker Pen Co., including the Canadian 
firm, resulted in a net profit for the period of $891,076, 
or 96 cents a share, as compared with $568,764, or 61 
cents a share for the 1952 period. Sales of the U. S. 
company were 6% higher for the period and those of 
the English subsidiary, which are not consolidated, 
were 43% heavier. 

> = * 

Hans R. Kruse, regional sales promotion represen- 
tative of the Burroughs Corp. in Regina, Sask., since 
1951, has been named manager of the organization’s 
recently opened branch in that city, it was announced 
by general sales manager, Noel L. Mudd. A native of 
Calgary, Alta., Mr. Kruse started with the firm’s Win- 
nipeg branch as a junior salesman, successively hold- 
ing positions of senior salesman, specialist and zone 
Sales manager 

. . = 

President of the British Stationers’ Association, H. S. 
Spurgeon, sales manager of the Dennison Mfg. Co. in 
England, was a recent visitor to several Canadian cities 
while enroute home after attending the recent NSOEA 
convention in Chicago. 


> o e 


J. E. Reynolds, president, Remington Rand Ltd., To- 
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OLDEST... and still the FASTEST! 


Piaget ty 





Devised by the mathematical wizardry 
of ancient Egypt . . . used today by 
millions throughout China, Japan, Rus- 
sia, India, Indo-China, Malaya—and 
even in America! 


fantastic calculating speed! 
Adds, subtracts, multiplies, divides—with the flip of 
a bead! Can actually outrace many modern calcu- 
lating machines costing almost 100 times as muchl 


TITT1 11111111 


WLI LLL 


Lasts a lifetime! Nothing to break .. . 
no delicate mechanism to get out of 
order. 








Simple to Use! Totals always visible! 


13 column listings—13 column totals. Computes any 
total up to $99,999,999,999.99! 


More abacuses in use today than all other types of 
adding machines combined! 


Complete with 
operating ow $ "ated 
RETAIL 


instructions 





A really unique Christmas gift! 
4 .. . and a terrific traffic builder! Order NOW 
for the holiday rush! 
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SHIPMAN-WARD MFG. CO. 


325 N. Wells « Chicago 10, Ill. 
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OPPOGE .. .. 





/ HELPS YOU 
MAKE THE SALE 








Myrtle offers you far more than an all-from- 
one-source buying plan for a complete office. 
An expert planning’ and decorator department 
stands ready to help you from the moment of 
your initial contact with a prospect. Working with 
your floor plan, the Myrtle staff lays out every 
detail of the installation and provides you with a 
finished plan complete with necessary samples. 

We invite you to use this service any time. 
We believe you will find it an important factor in 
increasing your sales and profits. 


: | yl 


DESKS 


BETTER DESKS 
ARE MADE OF WOOD 





MYRTLE DESK COMPANY 


HIGH POINT, NORTH CAROLINA 
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ronto, has announced the appointment of R. L. Steven- 
son as vice-president in charge of sales. He will act as 
executive assistant to the president in addition to be- 
ing responsible for sales volume through Remington 
Rand’s several product sales divisions. Also announced 
was the appointment of E. E. White as national sales 
manager of the accounting and tabulating machines 
division. Both men have more than a quarter century 
of service with the company to their credit. 


Hugh L. Kennedy has been appointed vice-president 
and general manager of L. E. Waterman Co., Ltd., 
Montreal. Mr. Kennedy is prominent in Canadian trade 
circles, and is currently a vice-president of the Sta- 
tioners’ Guild of Canada, Inc. 


4 + * 


Organizer of world championship typing contests 
and one-time manager for Underwood Typewriter Co. 
for Canada, and advertising and sales manager for the 
United Typewriter Co., and later export manager, 
Canada Carbon & Ribbon Co., Toronto, A. M. Kennedy, 
76, died in Toronto recently. Author of several text- 
books on business subjects, in his early years he was 
also noted as a swimmer and musician. 


Paul B. Pratt has been appointed sales manager of 
the newly created Samas punched card division of 
Underwood Ltd., Toronto, according to J. L. Seitz, pres- 
ident of the Canadian company, who termed the new 
department an important stage in Underwood’s broad 
office machine expansion program. 

He said Mr. Pratt brought to his new post a wide and 
successful background of 20 years in the business ma- 
chines field as well as invaluable experience in man- 
agement consulting, banking, newsprint manufactur- 
ing, mail order merchandising, chain store manage- 
ment and textiles. 


* * * 


Little of Everything: Bruce Wright’s Ontario Office 
Outfitters, Ltd., Kitchener, Ont. now have an attractive 
new storefront. ...In Omemee, Ont., Regal Stationery 
Co., Toronto, has purchased a building for the pro- 
duction of greeting cards, specialized printing, etc.... 
In the Toronto suburb of Scarborough, Victoria Paper 
Co. Ltd., Toronto, is erecting a new office building and 
warehouse. .. . In Montreal, Standard Desk Mfrs., Ltd. 
is building an addition to their existing plant... . A.B. 
Dick & Co. of Canada, Ltd., Toronto, is now located in 
new premises at 355 King St. W. in that city. ... Port 
Arthur, Ont. now has a new variety bar featuring sta- 
tionery, greeting card lines, etc... . Clarence Kennedy 
is manager of the Lewis gift and stationery shop in 
Brampton, Ont. ...On Lakeshore Rd. in New Toronto, 
Ont., C. Courier & Son have opened a new stationery 
and school supplies outlet. .. . Exhibitors in the recent 
Ottawa Exhibition included the following: Office Ap- 
pliances Ltd.; Roneo Co. of Canada, Ltd.; Rotaprint 
Co. of Canada, Ltd.; Ottawa Typewriter Co. Ltd., all of 
Ottawa. ... In Montreal, Harold S. Saltzman recently 
gave a talk on the marking device industry before 
Montreal Stationers’ Association. . . . William Gibbs, 
with the Underwood Co. in Edmonton for 18 years, re- 
cently joined the staff of the Red Deer (Alta.) Type- 
writer & Office Supplies organization. His wife is in 
charge of the firm’s office machine service department. 


* . * 


The traditional annual Oyster Party conducted by 
the Quebec Stationers’ Association, held in Quebec City, 
November 3, attracted nearly 200 members of the trade 
from Ontario, Quebec and the Maritime Provinces. 

Considered the “event of the year” by most trade 
personalities, participants consumed huge but unre- 
corded quantities of oysters. The program also fea- 
tured a social half-hour and special entertainment. 


OFFICE APPLIANCES, December, 1953 














OF 











Each carton of 6 files, letter size, a a 
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See these dramatic new 





“Sectionals 


The trend is toward “modern.” 


And here's a dramatic new design that is going to help you win 
a lot of this profitable business. 


It's the attractive new Johnson “SECTIONALS’—a practical idea 
in seating for offices and reception rooms. “Sectionals” lend 
themselves to an infinite variety of arrangements—an 

easy way to solve any room layout problem. 


And for comfort . . . well, they’re just as comfortable as 
they look. Their deep spring cushions and a wide choice of 
leathers make the “Sectionals” a rare combination of beauty, 


good taste and perfect comfort. 


@ Ask for the complete details of this 
exciting new pattern, Write today for 
the big new Johnson Business Chair 
Catalog. 


JOHNSON CHAIR 


4401 W. North Ave. 
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Chicago 39, Ill. 
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News Notes from NSOEA District No. 6 


C. O. SCHLAVER, CORRESPONDENT 
OFFICE APPLIANCES, 600 W. JACKSON BLVD., CHICAGO, ILL. 

Yule Party ... The Great Lakes Travelers Club 
annual Christmas party is the upcoming No. 1 event 
for December, headed up by Ken Henderson, The 
Carter’s Ink Co., and Roscoe Benge, Codo Manufac- 
turing Corporation. 

It is planned to have the dinner at noon and the 
afternoon devoted to good fellowship on Thursday, 
December 10, in the Cotillion Room of the Morrison 
Hotel, Chicago 

Travelers, dealers and manufacturers are welcome 
to attend. Not only will the Christmas gayety theme 
prevail but there will be a special feature—a “Jesse 
Peck Day” in honor of the former governor of District 
6, NSOEA 

Tickets will be $4.00 each. Each person attending 
is asked to bring a toy marked for a boy or girl. These 
will be given to a worthy charity to gladden hearts 
at Christmas time. 

On the committee with Co-Chairmen Henderson 
and Benge are Jim Lynch, Imperial Desk Company 
and New Indiana Chair Company; Walter Lennartson, 
OFFICE APPLIANCES; Tom Gillice, Rockwell Barnes Com- 
pany; B. J. Powell, A. W. Faber-Castell Pencil Com- 
pany; Ray J. Eichenlaub, Service Steel Products 
Company; Harry Hoffman, Joseph Dixon Crucible 
Company, and Gordon Kickels, C. L. Barkley & Com- 
_— YY oe 

It was a happy day for Henry Brandt on Friday, 
October 30, when he held a grand opening of the May- 
wood Typewriter & Office Supply at the new location, 
14 N. Fifth Ave., Maywood, Ill. The public was intro- 
duced to an array of products for the office well dis- 
played in efficient fixtures which were personally de- 
signed by Mr. Brandt. 

Moving from 108 S. Fifth Ave., the firm now has 
available around 5,000 square feet of merchandising 





Maywood Firm Opens in New Location .. . 


P—The sales e of Maywood Typewriter & Office Supply: Henry 
Brandt, the proprietor and his wife; Don Mueller and Mrs. Mueller; 
iony lz F : 1, office machine service man, was absent 
when picture w en. BELOW—A view of the flower-bedecked 
space. Here is additional room for a business which 
in 84 years has expanded under the diligent direction 
of Mr. Brandt, who started out in the typewriter 
Ousiness and in addition worked three years at night at 
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aluminum 
chairs 


Aluminum chairs are constantly increasing in pop- 
ularity because of their obvious advantage. It is 
important to you, as a dealer, to include an Alu- 
minum chair in your top lines. 

If you do not have the right Aluminum chair 
line, why not investigate the best—why not in- 
vestigate Fine-Rest? 

Fine-Rest franchises are still available in many 
territories. Your inquiry will bring a prompt reply. 


ALUMINUM SEATING 


17 8. CHERRY STREET = AKRON 8,OHIO 


Dishibuler AETNA SAFE CO., 46-50 W. 29th St., MN. Y 


METROPOLITAN N. Y. & EXPORT DISTRIBUTOR: 


GAPE & EQUIPMENT WHOLESALERS, 260 S. FIFTH ST., PHILADELPHI PA. 
EASTERN PA. DISTRIBUTOR —— 
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the Mars Candy Company “in order to pay the rent 
while plowing profits back into stock and business 
expansion.” Mrs. Brandt has worked side by side 
with her husband in these busy years. 
Globe-Wernicke office furniture is featured but the 
stock is a “who’s who” of name brands including 
Nieman, Clemco, Sturgis and Corry-Jamestown. Mr. 
Brandt is a franchised dealer for Smith-Corona and 
has a Burroughs machine dealership. He conducts 
a well-equipped office machine service department 
and carries on a vigorous outside selling campaign 
with industrial firms in the Maywood area. 
Presence of suppliers and business friends, many 
beautiful bouquets, souvenirs and serving of refresh- 
ments were part and parcel of the grand opening day. 


- + + 


Looking Ahead ... Governor Bert Hallin, B. H. 
Hallin & Associates, Chicago, suggests that reserva- 
tions be made now for the Sixth District regional of 
May 6 and 7, 1954 (Thursday and Friday) at the 
Moraine Hotel, Highland Park, Ill. This is a suburb 
of Chicago. 

Our “guv” says that those interested should write 
to Larry Boyle (an “Irishman with a southern ac- 
cent”) in care of the hotel. 

Inasmuch as the convention will end on Friday 
night, Governor Hallin predicts that many will wish 
to remain for the weekend as a spring vacation at 
this enjoyable resort hotel which is now going in 
strong for conventions. 


New Members .. . Added to the roles of the Great 
Lakes Travelers Club are Gerald H. Olsen; Tom Phil- 
lips, Minnesota Mining & Mfg. Company; Thomas E., 
Adams, Sengbusch Self-Closing Inkstand Company; 
J. Harvey Bond, Dennison Manufacturing Company, 
and Sigurd R. Hammarborg, Dennison Manufacturing 
Company. 

* . * 

Rambling Around ... Harry Nichols, Weis Manu- 
facturing Company veteran salesman, sent his re- 
grets by Mrs. Nichols to GLTC for missing the pre- 
convention luncheon. His illness forced him to forego 
the NSOEA conclave, the first non-appearance since 
about 1925. Harry is showing daily improvement and 
will welcome letters and visitors at 172 N. Harding 
Rd., Columbus 9, Ohio. . . . Wes Wilson, formerly with 
Permacel Tape, is now representing Joseph Dixon 
Crucible Company. . . . Dick Singer, formerly with 
Cooke & Cobb, is about to announce his manufac- 
turers’ representative plans. ... GLTC treasurer Al F. 
Cote, Reyburn Manufacturing Company, was golfing 
champion last summer of the Chicago Display Club, 
winning the White Pines C.C. tournament. He’ll dis- 
play the trophy to prove it.... 


* * * 


On the Mend ... Mrs. Rus (American Pad & Paper) 
Ragan has been recovering from an illness at Evan- 
ston Hospital. ... Mrs. Mat Dillon is now home and 
improving following her recent operation. This is 
good news to her many friends who met her when 
she traveled with Matt (Smead Mfg. Co.) around the 
territory. . . . George Schumacher, Siekert & Baum, 
Milwaukee, is taking it easy after a hospital stay in- 
duced by a sudden illness... . Clark Roland, Marshall- 
Jackson Company, Chicago, is reported improving at 
Kellogg Sanitarium, Battle Creek, Mich... . Bill Boyd, 
popular Art Steel and Acco Products salesman, suf- 
fered a painful back injury while installing storm 
windows at his home in Downers Grove, Ill... . 


* * * 


Custodian . . . Gordon Kickels, C. L. Barkley & Co., 
has been appointed custodian of the Great Lakes 
Travelers Club trophy, won for the second time at the 
recent NSOEA convention. The trophy is too big for 
the Kickels mantelpiece (or the new recreation room 
which Gordie is fixing up in his LaGrange Park home), 
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THE HOME OF QUALITY PARK ENVELOPES 


FACTS ano FANCIES 


By McGillicudy 
61,631,971,200 


large number to you? It’s only a little over 

sixty billion — which isn’t great when you speak 

of national debts, foreign aid, and appropria- 

tions for this and that. But make no mistake 
. it’s a whale of a lot! 


does that seem like a 


This month we observe one of our finest 

holidays .. . Christmas .. . com- 

memorating one of the greatest events 

in history. That was 1,953 years ago. 

A little figuring with a pencil (and don’t 

forget leap years) and you'll find that 

the total seconds that have elapsed in 

those 1,953 years amount to 61,631,- 

971,200! 
Now, from billions, let's switch to hundreds... 
400 to be exact! By comparison the number 
itself isn’t very impressive — but when we say 
that Quality Park offers over 400 styles, stocks, 
sizes, and weights of envelopes for every pur- 
pose, you should be extremely impressed. As 
a matter of fact, you should immediately get 
out your Quality Park catalog and check your 
stocks, then order what you’re going to need 
for the first of the year demand for filing 
supplies. 

Recent successes of British and American 

tests of planes flying faster than the 

speed of sound has brought out the 

news that the Russians are now working 

on producing a sound faster than air- 

planes. 
In the meantime, we are busy producing Quality 
Envelopes that are Quality Packaged to keep 
your customers happy and keep your business 
brisk. And in this grand month at the end of a 
grand year, we say to all of you . 


MERRY CHRISTMAS! 


Quality Rr 








——————EEee ——————— 


Your Customers 
will want to know 
about the new 


FERLULEG, 
MEILING BUILT 


MULTI-LOX 
INSULATED FILES 


Approved by Underwriters’ Laboratorie:: and 
Safe Monufacturers’ National Association 


After over a half century of fine safe-making, 
Meilink now brings you the ultimate development 
in insulated steel files. Consider: 


TWO CLASSES OF FIRE PROTECTION 


Underwriters’ Laboratories approved Class D or 
Underwriters’ Laboratories approved Class C. 
Furnace-tested one hour 1700° including drop test 
for Class C. Also carry Safe Manufacturers’ Na- 
tional Association Labels. Highest Underwriters’ 
rating for insulated record containers. 


MULTIPLE PROTECTION AGAINST PILFERAGE 


The New Hercules Multi-Lox feature offers a choice 
of various locking arrangements on any or all 
drawers of each file as each risk requires. 


The new Hercules insulated files come in letter 
and legal sizes in two, three and four-drawer 
models. Our Bulletin IF-53 gives complete in- 
formation; you should write for it without delay. 
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so he will pi n display at various dealers’ stores 
in District N First stop is at Ollie Stevens’ Loop 
stationery emporium 
* > . 
Nimrods Art Olsen, Olsen Office Supply Com- 
nany. Fore Ill., and Harry Hofherr, Kendrick 
Furniture ¢ Chicago, have returned from a 


hunting expedition in South Da- 





. . > 


Maynard Westring, proprietor of the 
ers, Rockford, Ill., former District No. 
impressario at golf tournaments, has 
Ambassador of Good Will” by Lions 
39 in the world were so honored. 


Milwaukee N .. Helper Art Finger reports from 
the Land of the Free and the Home of the Braves: 
Mr. & Mrs. E. W. Doepke, S. J. Olsen Co., took a cruise 
of the Mississippi floating hotels, “The Delta 


T one 


Queen,” in September . The Bill Courtneys wel- 

omed a blessed event September 14. Name—William 

Girard Courtney Mr. & Mrs. S. J. Olsen left for 

| Sarasota, Fla October 27 to spend the winter sea- 

Death Frank Costello of City-Wide Office Supply, 
Chicago, ale re ntly 


* * * 


Southern (¢ 
vith Weis Mi 


Glenn Chambers, formerly 
now representative of the Ameri- 


' can Pad & P Company in eastern and southern 
states. Thi bachelor who probably has the 
Virginia gals a ning, served as general chairman 
| of the recent NSOEA convention 


> a2 « 


Welcome Guest Frank De Yoe, brother-in-law 
f GLTC prexy Ken (3-M) Reister, was a guest of the 
lub recently ivenile court officer in Michigan he 
answer to juvenile crime is “re- 
t ir family principles.” 


" vroctan + ‘ 
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POSTMASTERS 
AND FRIENDS 


WRITE 









Fle-Ball at Postmasters’ Convention .. . 
Postal employes as prolific correspondents, according to 
And proving that 
Pauline Allison of 
courtesy pen bar 


r 
letter-writing habits 
wn best customers 

ick home at the Flo-Ball 


' f y Room while attending the 29th annual 
f Association of Postmasters of the United 
OFFICE APPLIANCES, December, 1953 





Class ““A’’ 


Certified 
FOUR-HOUR 


SINGLE AND 
DOUBLE-DOOR 


SAFES 


No better safes ore 
made for the protection 
of valuables in case of 
severe risks. Built for 
great strength and life- 
time service, they meet 
moximum requirements 
of Safe Manufacturer's 
National Association, 
Underwriters’ Labora- 
tories, and United States 
Federal Specifications 
AA-S-81-a. 


















Class “BY” 


Certified 
TWO-HOUR 


SINGLE AND 
DOUBLE-DOOR 


SAFES 


Better protection ...a 
fact proven in scores of 
catastrophes since ovr 
founding in 1899! Meilink 
B" Label Safes carry 
the Underwriters’ Labo- 
ratory and S.M.N.A, “B” 
labels, also conform with 
the Federal Specifica- 
tions AA-S-81-a, 


{ 
STEEL SAFE COMPANY 
» ‘TOLEDO 6, OHIO 
ME VAULTS, INSULATE 
, TYPEWRITER STAN 
& iit 
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If you hear 4 squeak when you 
sit in a Flo-Tilt chair... 
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hom FT5-TiTF controlled 
chairs just don't squeak! 


@ Tilting or swiveling, Bassick’s Flo-Tilt chair 
control simply can’t squeak. 

The tilting action is handled by a rubber tor- 
sion unit encased under 40,000 lb. pressure in a 
steel sleeve. There is no metal-to-metal contact 
to cause squeaking; no lubrication is needed. 

Swiveling loads are absorbed through powder 
metal bearings impregnated with oil to make 
them self-lubricating. This permanent lubrication 
virtually eliminates wear. 

Just one good reason why chairs with Flo-Tilt 
controls are easier to sell, give greater customer 
satisfaction. THE BASSICK COMPANY, Bridge- 
port 2, Conn. Jn Canada: Belleville, Ont. 
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MAKING MORE KINDS OF CASTERS. .. MAKING CASTERS DO MORE 
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News Notes from NSOEA District No. 7 
ARNOLD E. BERGLUND, CORRESPONDENT 
4415 CHOWDEN AVE. SO., MINNEAPOLIS, MINN. 

Bredesen Bros., Beloit, Wis., long-time friends of 
all of us in the office supply business, have retired 
from the industry and the firm is now conducted 
by W. R. Guelzow and E. F. Schoof. A salute should be 
given to the Bredesens for all of the years that they 
have given the stationery business and another salute 
to Messrs. Guelzow and Schoof with a wish for con- 
tinual success in Beloit as Bredesen’s, Inc., a slight 
change in name. 

* ” - 

Willmar Office Supply is doing nicely at a new 

location in Willmar, Minn. 


* * . 


Frant Statz of Thomas & Graystone Company, 
Minneapolis, spent his vacation at Grand Lake in 
northern Minnesota and hooked some nice ones. 


a * = 


Jack Eastman, formerly of Eastman’s in Yankton, 
S. Dak., is now selling for Western Stationers of Rapid 
City. We all wish him luck in his new endeavor. 


- . * 


Northwest Travelers Club meetings are held every 
final Saturday of the month at the Commerce Club, 
Minneapolis, at noon. 

7 - + 

Stuebe Binding & Printing Company, Green Bay, 
Wis., is in the midst of a big remodeling program 
including a new front and new quarters. In spite of 
the mess, two from the firm took time to profitably 
attend the NSOEA convention. 

- > . 

Ed Napp, Napp School & Office Supply, Manitowoc, 
Wis., former governor of District No. 6, was in the 
hospital for a check-up but showed up at the con- 
vention his usual genial self. 

7 . . 


Rev. C. H. Berry, a former traveler and president 
of Northwest Travelers Club, still enjoys visits from 
his former colleagues and customers. He and Mfrs. 
Berry recently had a visit from the Wm. Hoefs, Jr, 
of Beaver Dam, Wis. 

* . * 

Robert Davis of Miller Davis Company, Minneapolis, 
Minn., is back on the job after his illness. Robert 
Valleau of Milwaukee Chair and Leopold desk selling 
is back in circulation, too, after an illness but his 
brother, Claude, is still ill. 

. > * 

Ed Hansen of Miller Davis Company is a grandpa of 
some six months standing and is very proud of the 
boy. Ed has served 44 years with the firm and is now 
vice-president, quite a record in all departments. 

x * + 

The Northwest Travelers Club Christmas party 
is set for Culbertsons’ on Excelsior Blvd. in St. Louis 
Park, Minn. The date is December 5. Merry Christmas! 

* ” . 

The last Northwest Travelers Club meeting had a 
poor turnout because everyone up here thinks he is @ 
hunter and that season is in full blast. Our president, 
Mel Sowell, was out somewhere trying to bag a pheas- 
ant dinner. 

= . * 

A very sad happening at the NSOEA convention was 
the death of Arthur Walker, president of Farnham 
Stationery School Supply Company, Minneapolis, for- 
mer governor of this district and former president of 
the association. We are all most distressed about it 
and we salute Mr. Walker for his great contributions to 
the industry. 

7 oe * 

S. A. Christiansen, Sioux Falls Book & Stationery 

Company, Sioux Falls, S.D., has returned from a three- 
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display studios 
Offers to a selected clientele, its unparalleled facilities in connection with 


industrial , promotion or convention — and public service display creations. 


Inquiries are invited from well rated important industrial concerns in America. 
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help wanted 








Dealers, manufacturers, representatives, wholesalers wanted 

to contribute historical material for the big 50th Anniversary 
Issue of OFFICE APPLIANCES. Chance to take part in 

the greatest publishing effort in the history of the 

office supply and equipment industry. Write OA today. 











—_——=O000 WEST JACKSON BLVD., CHICAGO 6, ILL. 








Yes, we do need help. 


Specifically we need historical data on all firms . . . retail, wholesale, 

manufacturers . . . which have been in business since 1904 or earlier. 
Photographs of the original store, plant, or product are desired also. Much of 

this data is already in our files but we want to be sure that we know of every 


eligible firm. Special editorial mention will be made of each company qualifying. 


In addition we want to recognize every individual who has been a member 

of the office supply and equipment industry for 50 years or more. Anyone with 
such a splendid record should not feel reticent about sending this information to us. 
Readers knowing of anyone eligible are encouraged to send us the name so that 


the necessary data can be obtained. 


This Commemorative Issue will mark A Half-Century of Progress—a record of the 
rise of a great industry. We hope our friends throughout the trade will contribute 


to this record by sending us whatever historical data is available. 


write us today 
The Editors 


office appliances 
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month tour of Sweden and Norway. He enjoyed the trip 
yery much and in fact looks 10 years younger. 


> . . 
Phil Ackerman, with Farnham’s for many years, has 
taken a position with McClain & Hedman, St. Paul, as 
vice-president and director of purchasing. We all wish 


him well in his new endeavor. 





News from Our Roving Reporter 
By MERRILL D. HASTY 


The bit of news I have for you will have to come 
from outside the Seventh District but I think it will 
prove interesting 

The Tribune Printing & Supply Company at Great 
Falls, Mont., managed by Robert Slye has just re- 
modeled its store and an announcement will be com- 
ing before long. The location is the same but it is all 
new for stationery supplies. The ceiling has been low- 
ered and it has a very fine second floor that is very 
colorfully carpeted. A modern display of furniture and 
accessories is always in evidence. 


* * = 


The hunters in our stationery industry are tops. 
Fred Naegle of Naegle Printing Company in Helena, 
Mont., has had good luck getting his deer and elk. 
His father, now retired and living in Kalispell, Mont., 
m the Flathe Lake, has a grand time hunting as 
well as fishing in a spot famous for all sports and 
especially big trout 

The Flathead Lake and the town of Kalispell have 
even attracted our own dealer Bob Dollohan, now 
operating the Central Office Supply. Bob sold his 
interest in the Hegstrom store at Grand Forks and has 
bought this store in the heart of the mountains. He 
will meet a new force of salesmen from the Rocky 
Mountain Travelers Club as well as the Oregon Trail 
Travelers Club on the coast. They are equally fine 
fellows and he will enjoy them. 

* « . 

The Interstate Stationery at Williston, N. D., will 
soon announce a new furniture department. Ben 
Westdal has always sold furniture but has lacked the 
space to display it. His announcement will be in the 
next issue 

* * 7. 

The McKee Printing Company of Butte, Mont., man- 
aged by Bill Chase, is doing a fine job. Our good friend 
Ellis Comliffe is looking out for the trade and doing 
a grand job in keeping up the store and meeting all 
travelers from the coast, Rocky Mountains, and east 
Congratulations to all the McKee boys. 

= > om 

The Kellner Typewriter & Supply at Sheridan, Wyo., 
has been sol nd an announcement will be along 
soon. Vern Tucker is the new member of the firm 
and will change the name to “Tucker’s.” 

- * . 

Hunters and more hunters! Ken Higgins and Wes 
Clark, the owners of Typewriter Service & Supply at 
Missoula, Mont., don’t turn the key in the store—they 
make it a business trip and each come back with elk. 


They get their share of ducks and deer too. A grand 
place to live and do business. 
> 7 7 


Philips Book Store at Bozeman, Mont., and “Farmer” 


Anderson, its owner, as we travelers know him, have 
ist been gifted with a new crew of store designers and 
layout men. Wh Why? Mr. Lambert and Mr. Pat- 
terson of Minnesota Mining. They have the very 
latest ideas of store arrangement when it comes to 
getting in that famous silent salesman—Scotch tape 
rack. It is very attractive and does everything but 
repeat Bill Gove’s original stories. 
e o > 
How do the io it—well, they do. John Mills and 
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Something NEW 
ina 


BINDER FOLDER 


¢ Your customers will be quick to recognize 
the advantages of the new revolutionary 
“Punchless” Binder. It’s more flexible—saves 
time (actually 80% by test). No holes to 
punch. Papers are bound or released by merely 
pushing two slides. Zip! it's open—Zip! it's 
closed. Saves money, too—unpunched papers 


are much less expensive. 


The cover, thin enough to be used as a file 
folder, is made of genuine pressboard in a 
choice of red, black or grey. “Punchless” clip 
at top or side. Feature the “Punchless” Binder 


for quick sales and steady repeats. 


CUSHMAN & DENISON MFG. CO. 
DEPT. H-20 
153 West 23rd Street, New York 11, N. Y. 





173 

































" ACCESSORIES — 


. . » excellent craftsman-hip 

— three sales-winning features 
Jasper “Trimline” Accessories! Write 
ng the complete line. Irll be one 
of the year! 


in Genuine W al- 
mut or Rift White 
ik avy,” high, 
Se. wide and 
82” deep. No. 
x ~~ BC.630. 





@ TELEPHONE CABINET 


In Genuine Walnut or 
Rift White Oak. 29” high, 
20” wide and 16” deep. 
No. TC-620. 











NEW! NEW! NEW! 


Watch for our exciting new line of Adjustable 
Typewriter Tables and of Maple Student Tables. 
They'll be shown Nov. 30 through Dec. 5 at the 
re National School Service Exhibit. Look for us in 


~ ROOM 799 @PALMER HOUSE © CHICAGO, ILL. 


Ne 





WRITE FOR CATALOG! 


Del raBie co. 





Bill Tate of The Mills Company at Sheridan, Wyo. 
both came out with new cars. John not only sells 
merchandise in “desert sage” but he comes along with 
a Mercury station wagon in desert sage—a grand west- 
ern job and the interior color is out of this world. 
Yes, and Bill is driving a new Dodge—a Ram—in 
maroon. It’s a real Ram too, as it stands its pace in 
the mountain curves even against Bob Davis’ Cadillac. 


* > + 


When you are talking to “Glip” Laurence Gillispie— 
of Sheridan Stationery, he will favor you with a pic- 
ture of his new mansion, “The Glip House,” up in 
the hills of the Big Horn. Truly it is a building of fair 
size and it has all the proper identification of a 
hunter’s lodge—a stream with those famous pan trout 
will be under the front porch. It’s a treat to behold.— 
Ask “Glip”! 

*” - . 

Dick Ziesler of B & P, Jerry Witcomb of American, 
John Heinshaw of Automatic and yours truly have 
just enjoyed receiving all the hospitality from these 
grand western “folk.” 





American Lead Pencil Publishes Prize Drawings 


The American Lead Pencil Company has published 
the 26th Annual portfolio of pencil drawings which 
won national honors in the 1953 VENUS-Scholasti¢ 
Art Awards contest. For the past 21 years the firm 
has been an ardent supporter of the Art Awards 
program, in which over 25,000 art students participate. 

Each year the company sponsors 20 National awards 
in the pencil drawing classification to encourage and 
stimulate student achievement in creative art work. 
All drawings that won national honors were exhibited 
at the National High School Art Exhibition held at 
the Fine Arts Galleries of Carnegie Institute in Pitts- 
burgh. 

The portfolio is distributed to art teachers and stu- 
dents for classroom use by the Scholastic Educa- 
tional Division of The American Lead Pencil Com- 
pany, Hoboken, N. J. 








Reminder of Needs for the New Year... 


This clever display card begins reminding customers of the need for 
New Year's office supplies almost as soon as the Christmas season 
rolls around at Kendrick-Bellamy Co., Denver, Colo. As pictured, the 
poster shows a typical New Year baby making an entry on a first-ol- 
the-year inventory tag. Copy points out, ‘Ready for Your New Year 
Office Supplies—Come In or Call Up—We’ll Deliver Them Quickly.” 
Because the poster is displayed alongside the cash register in the ger 
eral office supply department, frequently visited during the Christmas 
gift-buying rushes, it has become a potent selling force according to 
Jack Kendrick, head of the firm.—RAL 
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628RUA 
The Champion Adjustable Chair, 


628RUA, featuring working 
comfort through four-way 


adjustability 


a ee 


COMPLETE LINE of Office Chairs’ 


Can Increase Your Profits — 1959 


And here’s how: The Gunlocke Champion Family enables you ' office 


to help the executive plan his entire office. There’s a Champion | 19598 pion a's first 
for every office function—from the stenographic to the executive | The ae nation 
adjustable chair. And all are made to match in terms of style, \ Chairs modern _ 
design and rugged quality. complete J ffice chairs 

It’s wise to sell a family of chairs like Champion. The executive . all-we ” 
will return again and again for matching pieces. Your profits 
swell as his office needs increase. 

Write today. Ask for more information about the famous 
Champion Family. 


Abr GUNLOCKE CHAIR COMPANY 
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Merry Ohristnas 


AND A PROSPEROUS 1954 
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Have you joined COPS? 


a fal wo 
BER gD eG aenaD 
3 MEMBER WOOD OFFICE FURNITURE INSTITUTE 
desk company 


SeVANSVELELE 7, |'NODBILEANA 
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In and Around Eighth Region 
With Midwest Travelers 


BY E. J. MITCHELL, CORRESPONDENT 
329 BELT AVE., ST. LOUIS 12, MO. 





KANSAS CITY STATIONERS—MIDWEST TRAVELERS 
CHRISTMAS PARTY 
Friday Night, December 11 

Santa Fe Hills Golf & Country Club 

86th & Holmes St., Kansas City, Mo. 
Everyone Cordially Invited—Bring the Ladies 
Their Employees—Midwest Travelers 

INFORMAL 


6:00- 7:30 PM—House of Friendship. 
7:30- 8:30 PM—Dinner, $4.50 per person. 
8:30- 8:45 PM—Presentation of Guests. 
8:45- 9:00 PM—Prizes. 
9:00-12:00 PM—Dancing. 

Everyone Bring a Toy for Some Child’s Christmas 


Stationers 











In looking over the registration list of the 1953 
NSOEA convention, it appears that our 8th Region was 
very well represented by dealers from both the larger 
and smaller cities. Any who were unable to attend 
missed seeing an unusually large and interesting ex- 
hibition of merchandise of all kinds stocked and sold 
by dealers of our industry. Also, they missed many 
instructional features presented at the business ses- 
sions by speakers of wide prominence, as well as failing 
to meet the many fine business men of our industry 
who were in attendance. 





Midwest Travelers Officers .. . 


peared at the club’s fall golf outing (pix by Dave 
Neuhaus): Fred D. Pitt, mfrs. rep., auditor; Wm. A. Froehle, Boorum 


Shown as they apy 


§ Pease ¢ second vice-president; W. Lee ‘Gabby’ Gamel, Bates 
Mig. C< first e-president; Clint J. Cooper, Esterbrook Pen Co., 
secretary-treasurer; Tom J. Seward, Speed Products Co., Inc., president. 


Governor John Brain of the 8th Region held a meet- 
ing of his area at which details of the 1954 Tulsa, Okla., 
convention were discussed and committee appoint- 
ments announced 

Extremely sad news made its way around the con- 
vention on the last day, when word came through of 
the sudden passing of Arthur J. Walker, president of 
Farnham Stationery & School Supply Company, of 
Minneapolis. Art expired Wednesday morning in his 
quarters at the Blackstone Hotel in the presence of 
Mrs. Walker and their son and daughter-in-law, Mr. 
& Mrs. Clark D. Walker. 

Art had suffered a heart attack about a year ago, 
but was thought to have fully regained his health and 
strength and his improved appearance the past months 
gave that impression. 

Our industry and this writer in particular will miss 
Art’s sound counsel and loyal friendship very greatly. 
We extend our sincere sympathies to the bereaved 
family and the Farnham organization. 


The October monthly luncheon meeting of the St. 
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the world’s most wanted office chair 


EXECUTIVE POSTURE CHAIR 


Proudest office possession of top management 
throughout American business...the 
MILWAUKEE Executive Posture Chair... 

a triumph in custom-quality, healthful 
posture seating, unsurpassed for luxury and 
distinction ...a gilt-edge investment 

in lifetime, fatigue-proof, individualized 
comfort and well-being 


For a full description of the 
Executive Posture Chair ond for 
4 hundreds of other distinguished 
wood choirs, see the complete 
MILWAUKEE Catalog 


& 





THE MILWAUKEE CHAIR COMPANY, Milwaukee, Wisconsin 
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TCrlina 


THE REVOLUTIONARY CIRCLINE 
FLUORESCENT DESK LAMP 












retails at — 


“39° 


brown or grey, 
including tube 


The wonderful new Catalina desk lamp is totally 
unlike any on the market...the only one designed 
for lighting modern work-across executive desks. 
Also perfect for stenos and receptionists. Adjusts 
to dozens of practical positions. 





SPECIFICATIONS — Shade is 1012” dia.; bottom edge 15” 
from desk top at max. height. Felt covered base, 82” dia. 
Swivels at base, arm juncture and shade for multiple adjust- 
ment. Big 22-watt Circline fluorescent tube operates on 
110/120 volt, 60 cycle A.C. Instant starting switch; 8’ 
molded rubber cord. All metal construction with Bonderized 
baked enamel finishes and brass trim. Weight, 13 Ibs. 









DIRECTOR 


Fluorescent metal desk lamp 
10” high, 20” wide. Genuine 
| Sessions electric clock. Brown 
| or grey, gold finished trim. 
Underwriters’ approved. 
Weight, 9 Ibs. 





MODEL 201 — Single tube style with clock, RETAIL 
en... eee 
DEL 202 — Two tube style with clock, 
= tubes ee ivwes eee ey $22.95 
STANDARD 


High quality metal 
desk lamp finished in 
brown or grey. Uses 
15-watt fluorescent 
tubes. Underwriters’ 
approved. 

Weight, 8 Ibs. 


= RETAIL 
MODEL 4900 — Single tube style, less tube. $ 8.95 
MODEL 4902 — Two tube style, less tubes. .$14.95 
ORDER DIRECT FROM FACTORY 
TOP DEALER DISCOUNTS 


INDUSTRIAL LAMP CORP., ELKHART 4, INDIANA 
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Louis Office Furniture Association held at the Mayfair 
Hotel in St. Louis was featured by the address give by 
Robert Spellman, assistant secretary of Wood Office 
Furniture Institute. About 20 representatives of loca] 
member firms were in attendance and following the 
meeting, Mr. Spellman was successful in adding a few 
more dealers to the membership of “COPS”, the WOFI 
Certified Office Planning Service for progressive office 
furniture dealers everywhere. 

The membership is growing daily and those not yet 
signed up for their locality, should further investigate 
this opportunity and affiliate with these outstanding 
dealers without further delay. Any firm in our industry 
should be proud to be in the company of the “COPS” 
membership. 





* 


Recognizing Dan's Long Service .. . 


Leonard Wilcox, Roberts Ptg. & Staty. Co., Hutchinson, Kans., 
new vice-president of distributors’ division NSOEA, presents a 
plaque to Dan A. Mac Dougall, former secretary and treasurer 
of Midwest Travelers Club. This appreciation, at the fall golf 
outing of the club, was made in recognition of the fine services 
Dan devoted to the club for the past seven years. (Dave 
Neuhaus Photo) 


* * faa 


Smead Manufacturing Company, with headquarters 
in Hastings, Minn., headed by Midwest Travelers past- 
president Harola J. Hoffman, has been in the midst of 
quite an expansion program these past months. It has 
stocked and opened a warehouse and distributing point 
in Chicago, a new manufacturing plant in Montreal, 
Canada, and built an expanded sales force. 

This outstanding firm has been experiencing rapid 
growth until it has become one of the leading manu- 
facturers of filing supplies in the United States. 

Which brings to mind a visit this writer enjoyed at 
the NSOEA convention with a lovable old -friend, Milt 
Shuster of Smead Manufacturing Company, now repre- 
senting that firm in Ohio, Michigan and surrounding 
territory. Milt has been for many years one of the most 
popular travelers of our industry and is still the same 
genial and interesting personality of years ago. His 
many friends in the 8th Region who will be happy to 
learn that he is in fine health, prospering and changed 
little from the time he formerly traveled this area. It 
was surely good to see Milt again and to visit with him. 


. * om 


The many friends of Art Pfister, also a Smead repre- 
sentative, may have read of his election at the 1953 
NSOEA convention to the post of vice-chairman of the 
Field Division, which, under normal procedure will lead 
to the vice-presidency in the near future. Art is an- 
other of the Smead organization who is doing all right 
for himself and, of course it follows, doing all right for 
Smead. Our congratulations to you, Art. Remember, 
there are those of us “who knew you ‘when’.” 


. * > 
The Hazel County Record Manufacturing Company 
of St. Louis, headed by Ernest Hazel, Jr., announces its 
removal to larger and more modern quarters. Mr. Hazel 
invites all friends and customers to drop in for an in- 
spection of his expanded plant and new office quarters. 
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Metal Office Furniture’s “Posture Chair” 





cushioned with 


US.IO) vion 
cet 


Home comfort was the “uppermost consideration” 4 
Metal Office Furniture Company when they combined the 
deep-seated luxury of U. S. Koylon Foam Cushioning 
with full posture control in this executive chair. 

And U. S. Koylon Foam Cushioning automatically adds 
long-lasting economy and durability to office furniture. It’s the 
modern way of bringing full comfort to busy office living! No. C-191 Chair by 
Metal Office Furniture 
Company of Grand Rapids, 
Michigan. 


a STATES RUBBER COMPANY Rockefeller Center « New York 
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Available in 2,3, 4, and 5 drawer 
units. Letter and legal sizes and 
3 x 5 and 4 x 6 card index drawer 


combinations. 













INCLUDING: 
Full cradle suspension 


10 heavy duty rollers to 
each drawer 


Positive locking follower 


blocks 
Thumb latches 
28” depth 








Smooth réction * 
FULL DEPTH DRAWERS 


%& Cradle Type 
FULL SUSPENSION 













Full depth, wide, work- 
able drawers are designed 
for servicibility on the 10 
roller cradle suspension. 
Equipped with positive lock- 
ing follower blocks and 
Other famous SPACE SAVERS include cate thumb latches. Drawer backs 
STORAGE CABINETS DESK HIGHS an ae have convenient handle hold 


WARDROBES COUNTER HIGHS (cut-out). 
COMBINATIONS FILE HIGHS 


KEYSTONE STEEL EQUIPMENT COMPANY, INC. 
1914 S. WATER ST., PHILA. 48, PA. 


180 OFFICE APPLIANCES, December, 1953 


Perfectly timed, progressive 
suspension sustained with 
specially designed cradle. Tri- 

ple bracing assures perfect 
alignment at all times. 


















UPON REQUEST 











Charle 
for Mc 
manag 
Nation 
(left), 

manag 
Franci: 
Sproul 


Sworn t 


OFFI. 











The new address is 1601-03-05 Delmar Blvd., in St. Louis. 
Ernest is widely known in county officers’ circles as 

the designer i long the manufacturer of Hazel’s 

County Record Books, having started in this business 


ant 


while making his home in Atchison, Kans., when a very 
young man. (He still has the energy and ambitions of 
a very young man with the experience of one many 
years his senior 
7 s > 

It was way back on September 14 that our old friend 
George Wall passed away in his sleep at Long Beach, 
Calif., while on a business trip representing Smead 


Company, Mrs. Wall was accompanying 
trip and was at his bedside at the time 


Manufacturing 
George on that 


of his death. Services were held a few days later in 
Rye, N. Y 

George, it will be remembered, traveled this Mid- 
West area for Art Metal Construction Company before 
going to the western territory for Smead Manufactur- 


ing Company 


* * 


ls Company of Chicago, manufacturers 


* 


Photo Materia 


of “Premier” Cutting Boards, filed application during 
the 1953 convention for NSOEA membership. Another 
good manufac 


urer 


seeking good companions! 











harles C. Gadsby (left), ma anager of public relations and advertising 
for Marchant Ca Inc., greets William C. Sproull, advertising 
manager for Bu Adding Machine Co. and president of the 
National Industr tisers Assn. Looking on are Blaine Wiley 
left), N.IL.A.A. exe secretary, and Robert G. Hill, advertising 
manager for ( seneva Steel Co. and president of the San 
Fr s N.LA The scene is at San Francisco while 
Sr id W a nationwide tour of N.I.A.A. chapters. 





STATEMENT OF THE OWNERSHIP, MANAGEMENT, AND CIR- 





CULATION REQUIRED BY THE ACT OF CONGRESS OF 
AUGUST 24, 1912, AS AMENDED BY THE ACTS OF MARCH 
s, 1933, AND JULY 2, 1946 (Title 39, United States Code, Sec- 
tion 233) 
\ shed monthly at Chicago, Illinois, for 
sses of the ewe sher, editor, managing 
s are: Publishe The Office Appliance 
Bivd., Chicags Ill Editor—Walter 
y Ave., Chicag: Ill. Managing Editor 
8 S. Oakley Ave., Chicago, Ill. Busi- 
bert, 252 Ann St., Clarendon Hills, Ill 
i by a corporation, its name and ad- 
s mmediately thereunder the names 
s owning or holding one per cent or 
Nh If not owned by a corporation, the 
ndividual owners must be given If 
ther unincorporated firm, its name and 
s h individual member, must be given.) 
A 600 West Jackson Bivd., Chicago 6 
\ t Ave., Glen Ellyn, Ill.; Jeannette J. 
en Ellyn, Ill; Walter 8S. Lennartson, 
Ill George C. Wheeler, 146 Locust 
n C. Wallisten, 4641 North Keating 
Sime, 10025 S. Oakley Ave., Chicago 
AY Des Plaines, Ill.; Charles W. Gilbert, 
Tl! 
iortgagees, and other security holders 
more of total amount of bonds, 
are (If there ire none, so state.) 
ude n cases where the stockholder 
! books of the company as trustee 
n, the name of the person or cor- 
s s acting also the statements in 
affiant’s ful nowledge and belief 
on ions ur which stockholders 
} not appear I the books of the 
kK and secur s in a capacity other 
S W. GILBERT, Business Manager. 
S me this 13th day of October, 1953 
E. M. F. RUH, Notary Public. 
1955.) 
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MASO’S NEW 


STEEL CHAIR SUITE 





Has all Those 

Sure-Fire Sales Features 
Your Customer Wants! 
* 
Durability 


* Looks »* Comfort 
Efficiency * 









No. 1000 
Matching Swivel 
Arm Chair For No. 1005 
Executives Matching 
Secretarial 


Meets Every Demand! re 
The streamlined beauty of the Swivel 

Arm Chair meets the most exacting de- 

mands of the working executive. Denotes the executive status 
and blends in with any modern office setting. Adjustments 
of the chair to the individual are made quick and easy. 
Open arms and backrest assure cooler seating comfort. 
Scientifically padded spring cushion seat assures less seating 
fatigue, day long working efficiency. Wide choice of fabrics 
for seat and backrest. Desk Side Arm Chair and Secretarial 
Posture Chair are perfect matches. All are top quality 


throughout built of top quality materials. 


WRITE FOR LITERATURE — DEALER SET-UP _ 


53 W. Jackson Bivd. 
Chicago 4, Illinois 
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“JUSTRITE” ENVELOPE LINE 


. is based on quality—the best workmanship and 
materials go into all Justrite products. When you fill 
envelope orders with Justrite — you can be assured 
of “REPEAT” business. When you want QUALITY... 
VARIETY — you want JUSTRITE, 


“America’s Finest Line!” 


SERVICE 





Sold thru dealers only. 


. . + from Air Mail envelopes to X-Ray envelopes— 
* 85 types with variations of each—JUSTRITE can serve 
you better. Thirty-five years in the envelope field is 


evidence of dealer confidence. 


Your orders are handled faithfully and quickly— 
Two modern factories to serve you. Justrite products 


are sold through dealers only! We invite your inquiries. 


WRITE FOR PRICE LIST 


For AkS SELES Service 
In Atlanta It's 


JUSTRITE ENVELOPE MFG. CO. 


58-60 Gilmer St., S. E. Atlanta, Ga. 
In St. Paul It’s 


NORTHERN STATES ENVELOPE CO. 


300 E. 4th Set. St. Paul, Minn 
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Alma Hucke Receives Gold Card 
From Southern Travelers Club 


As an expression of appreciation for her many 
activities on behalf of the Southern Travelers Club, 
the organization awarded her a gold card which carries 
this sentiment of the club: 

“In appreciation of the many hours of work she hag 
contributed for the benefit and interest of the South- 
ern Travelers Club for her 16 years of service, the 


~— 


. 
~~ 
. i 


= ’ 


Club Sweetheart . . Glen Moak, former president of 
Southern Travelers Club, is shown presenting Mrs. Charles 
(Alma) Hucke with gold card pictured at right. 





members of Southern Travelers Club voted unani- 
mously to honor Mrs. Charles (Alma) Hucke as the 
‘Sweetheart’ of this Club.” 

Charles Hucke has been secretary of the Southern 
Travelers for many years. Alma handles the registra- 
tions at all regional meetings in the district in a most 
efficient manner and at no delay, although District 4, 
in which the Southern Travelers Club operates, holds 
the largest conventions in the country. She has two 
assistants, those in recent years being Mrs. Jess Haral- 
son and Mrs. Al Lampkin. 

At the Atlanta meeting last April, Mrs. Hucke cre- 
ated an interesting display by having cutouts made 
for every member of the Southern Travelers, each 
with the name of a member. When several new ones 
joined during the convention she was quick to have 
cutouts ready bearing the names of the new members. 
A complete account of her services to the club would 
require a page or more. 





News Notes from NSOEA District No. 4 


R. E. HILBURN, CORRESPONDENT 
P.O. BOX 2835, GREENSBORO, N. C. 

Congratulations are in order to the following gentle- 
man of that hard-hitting new dealer organization 
down Florida way called Florida Offiee Equipment 
Dealers Association: 

President—Joe Alvarez, Gainesville. 

Vice President—Tom Simons, Miami. 

Secretary—George Chapman, St. Petersburg. 

Treasurer—Jack Kline, Orlando. 

Directors are: 

George Marton—Jacksonville. 

Fred Griffith—W. Palm Beach 

Marcus Stallings—Tampa. 

Murray Joiner—Ft. Lauderdale 


+ * * 


Comes now Clearwater, Fla. with another new store 
going under the handle of Ideal Stationers, Inc., 38 
N. Forth Harrison Street. The “head man” is Alan R. 
Carlson, formerly with Jack Carlson Company, as sales 
manager. “Ideal” expected to have its formal opening 
about November 15. Welcome to the fold, Alan, and 
may your years as a “prop” be many, pleasant and 
lucrative. 

> 7 * 

Although Clearwater gained a new member in the 
store field it actually remained stationery due to the 
fact one of its oldest stationers closed its doors. 
Clearwater Book Store, owned by Mr. Purviance, lost 
its lease so he decided to let the younger crowd have 
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WY 7-14 2 ee BUS/NESS — 


THERES 








are world-famous for fast. accurate. dependable 


. o Burroughs adding and cash registering machines 


in the business machine field, and the demand for 
them yearly grows bigger. Dealers who handle 
the Burroughs line find that filling the demand is 
profitable month in, month out. 


~\ = performance. They bear the most respected name 
“ > 
; 


Burroughs dealer the added advantage of a consistent 
program of nator 
handising kits and 


radio and televisior mmercials ... direct mail pieces ...and 
m-the -spot sales 


ind trade advertising timely mer- 


play material... newspaper mats... . 


tance through local Burroughs branches. 
ili help to make | roughs the best line for you. 

Get in touch with r nearest Burroughs factory branch for all 
the facts about the Burroughs dealer plan, or write Burroughs 


{ Orpor ition. De trot oo Mic higan. 
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WHEREVER THERE'S BUSINESS THERE'S 


Burroughs 
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YOUR LIFETIME OPPORTUNITY ® The most valuable 


business asset in this industry —the Shaw-Walker franchise —is available _ 
y th 


de alm 


in a few cities. Perhaps you qualify for it. Inquire! Shaw-Waiker, Muske- 
and to 





gon, Michigan. This may lead you to the greatest profit move you ever 


made. My n 
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it and retired. Mr. Purviance was one of the most 
pleasant men in the business and, naturally, one of 
the best liked so he will be sorely missed. 


+ * + 


Hear where Tommy Charlton, new manager at Office 
Equipment Company, Tampa, has done wonders with 
the old store—new fixtures, new decor, and so forth. 


> * * 


Hook & Holtsinger recently held formal opening of 
the beautiful new store out on Dale Mabry Blvd. in 
Tampa and thin literally “took off” with a flying 
start 

> . o 

George Chapman, formerly with P. K. Smith in 
St. Pete is the ew Wilson-Jones representative in 
Florida and S. Georgia. He replaces George Drane, 
who resigned ently to go with his old “running 
mate,” Clark Evans, at Office Equipment Company in 
Tampa 


> > > 


That man with the “knife” has been awfully busy 


working over our boys the past few months. M. A. 
Hooper, Hooper B: in Elizabeth City, N. C., under- 
went a very serious operation recently and is slowly 
getting back in the swing of things. He comes down 
to the store three or four hours a day 

+ * 

Mrs. Holloway, Office Supply Store, Ahoskie, N. C., 
was to undergo an operation on October 14. Haven't 
been able to get a progress report on her but trust 
everything is goi well 

> > . 

Alvin Bowen, instigator of Office Supply Stores in 
Ahoskie, Willia ton and Kinston, N. C., came up 
with top prize i y new “hernia” club by having a 
double heade! ist a couple of weeks before the 
Chicago fracas Alvin well knew the “Bowen Tribe” 

ildn’t be wv full representation at the con- 
vention so hernias not withstanding he hied himself 
ff to it along with Herbert of Sanford, N. C., and 
Matt of Plant City, Fla. Their respective wives and 
Louise Jones, with the Ahoskie store, completed the 

Bowen Task Force” and once they all landed the 
situation was well in hand. Louise even walked off 
with a nice Zenith radio for being an “early bird” 
t one of the meetings. Her first convention, too. 

> . > 

Even the “bare etails are almost missing on this 
ne but one of my “undercover” boys tells me that 
Jim Scott, the lanufacturers’ representative, took 
September 17 off i: rder to pass out cigars and to 
announce the arrival of a new daughter to the Scott 
household. Co! itulations ‘’n all that stuff, Jim. 
Wanna send me the complete details? 

> > . 

For one of the most attractive, as well as serviceable, 

home-made fixture layouts I’ve ever seen Shoemaker’s 


f Wilmington, N comes up with first prize. It’s 
lone in the nev self-service” trend too. It seems 
that one of Mr. Winkel’s salesmen, Jerry Lambert, 


is a wood-worki hobbyist so he brought his ma- 
thinery down ; turned out a very professional- 
looking job. Just in time to show off all the new 
Christmas stuff, | 
> > > 
Was very sorry learn that our ole fren Lou Lyons, 
with Paul Barnett Miami, was confined to Mt. Sinai 
hospital in Miami due to a heart attack with compli- 
ations. Have n te report but our prayers and best 
Wishes are with you, Lou 
> > 
By the time this stuff hits the streets Christmas will 
be almost upon ‘A Merry Christmas to All, 
and to Alla M Happy and Prosperous New Year.” 
> * . 
My news hou this past month just plain quit 
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THE LINE OF 


“MARKING DEVICES" 


y 


AROUND 


—_¥_THE 








— PLUS — 
A NEW ITEM that is in great demand 


by GROCERS-CHAIN STORES-SUPER MARKETS . . . 
THE NEW “CROWN HERCULES” 
PRICE MARKING KIT and PRICE MARKERS 


Available in two sizes of type and Four 
different band arrangements. 








FOR FURTHER INFORMATION 
WRITE DEPT. PM 





R. A. STEWART: CO. INC. 


80 DUANE STREET 


NEW YORK 7, N. Y. 
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Speed up 


LEGAL and ACCOUNTING 


act finding 





with this new 


IDEAL LEGAL STAND 


e versatile 
e flexible 
e mobile 


A vital contri- 
bution to business 
efficiency 


Illustration to right shows 
IDEAL Legal Stand in use. 





The IDEAL Legal Stand will find daily use in Accounting, C.P.A., 
and Attorney Offices. The stand is mounted on large rubber 
casters, two of which are brake type. The bottom tubular section 
of the stand is finished in Brown while the upper tubular section 
and the book ledge are chrome plated. The height of the top 
will tilt 90° from horizontal in either direction. The top is avail- 
able in a choice of the finest quality walnut, mahogany or oak 
finish, five ply built up wood panel. This panel is banded at both 
ends to prevent warping and increase strength. Steel tubing is 
heavy gage 1”, 1-1/8” and 5/16”. Write for new Catalog show- 
ing complete line of Ideal Tubular Stee! Stands and Stools. 


Standard of Quality in Business Machine Stands for over 50 years 


— 
—— 


SHERMAN- TARANSON 


ion of Mississippi Aluminum Corp 


CELINA ROAD - - ST. MARYS, OHIO 
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“hounding” so that accounts for the shortness of the 
column. Lots of news—big column; little news—little 
column; NO news—NO column. We missed the “No” 
stage this month due to just guys to-wit: Jack “Inky 
Sanford” Lydiard and Tommy “grocery man’s delight” 
Tompkins. Nobody knows wha hoppen to Jack Miller, 
Joe Maura, Johnny Floyd and Bill Boyd. Al, you better 
get on Bill Boyd—he ain’t sent in the first line yet. 


“Huncan Dines Again” 


“Inky” comes up with the place to dine this time and 
although he didn’t come right out and tell me all the 
details of the cuisine, he did say that it left absolutely 
nothing to be desired in that category. The principal 
attraction to our “place to dine” is its uniqueness, 
its atmosphere and its authentic historical back- 
ground. 

It is the Pirates’ House, 20 E. Broad St. in, Savannah, 
Ga. The Pirate’s House was a rendezvous in days 
gone by of sailors from the seven seas. It was a favorite 
drinking spot of the sailor folk and has witnessed many 
a “shanghaing” in its day. We “men of the road” 
come into contact with so many of the ordinary 
variety of restaurants that when one comes along 
such as The Pirates’ House, I am quite certain you 
will welcome, and enjoy, the change of pace. Try it 
and lemme know what you think. 





Julius Bandes Reincorporates 

Julius and Joseph Bandes have recently reincor- 
porated under their original firm name of Julius 
Bandes & Company, Inc. The firm founded back in 
the early 1900’s some 49 years ago. Of late the name 
was changed to the Jaybee Tray Company, Inc. Julius 
and Joe Bandes were indentified with the latter firm 
until a short time ago when the company went out of 
business. 

The new firm has established executive offices at 
3 Cedar Lane, New Hyde Park, Long Island, N. Y. 
The phone number is PRimrose 5-4800. From the 
warehouse, maintained elsewhere on Long Island, the 
company is in a position to make immediate ship- 
ments to dealers throughout the country, with daily 
deliveries to New York City. 

As in the past the Bandes line consists of wooden 
desk trays, tray supports, wooden card cabinets, card 
files, masonite floor mats and other office specialties 
The re-entry into business also involved a complete 
redesigning and modernization of the line, and ac- 
cording to Joe Bandes, head of the firm, 
line is the best in Bandes history. 


this new 








Structural Strength Demonstrated .. . Balanced on to 
of a standard filing cabinet made by Invincible Metal Furnitust 
Co. is a 4,800-pound Cadillac automobile, showing that structurd 
engineering is evident even in steel office equipment. Althou@ 
the full weight of the car is carried by the cabinet, all four rollet 
bearing drawers open and close freely without binding or d# 
tortion. 
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010 Town 


Fine Non-curl Carbons 


Dawn ® Stratosphere © Sable 
Eighty and others 


inked Ribbons 


Dawn ® Pure Silk © Nylon + AF 
Hermetic * Old Town © Typal 


& 
Duplicating Machines 
Electric and Hand operated 
* 


Duplicating Supplies 


Super Kleen Spirit Carbon 
Master Units * Fluid 
Copy Paper ® Dupli-forms, etc. 


Old Town 


CORPORATION 



















y 


\ 
y 





ld Tow [| ) OLD TOWN CORPORATION pept, OA-12 

“E , yf 345 Madison Ave., New York 17, N. Y. 
=~ — 

Gentlemen: 


Send me full particulars on the New OLD TOWN Dealership Plan and 
how OLD TOWN products con assure me of a bigger shore of sales and 
profits on Corbons, Ribbons, and Duplicator Machines and Supplies. 


Company Naeme_ 





Your Name 





Address _ 














is 


..efor YOUR Share in the Biggest 
6-WAY PROFIT DEAL in the Office 


} Supplies and Equipment Field 


An OLD TOWN DEALERSHIP Is Worth More 6 Ways Because You 


NET MORE with a higher margin of profit on every sale, with no increase 
in cost to consumer. 


CONTROL MORE with full Dealer Protection. 


SELL MORE with hard-hitting promotions and cooperative assistance of 
trained Sales Engineers. 


OFFER MORE with products and quality developments that have kept 
OLD TOWN in the lead for over 40 years. 


PROSPER MORE with a Repeat Business Formula that works like an 
annuity policy. 


GAIN MORE in every way with a company you can count on to be 
FIRST with the latest and FIRST with the best. 


Now is the time to join OLD TOWN’S world-wide family of dealers. This op- 
portunity may never present itself again. We urge you to get the complete 
profit facts . . . fill in and mail coupon TODAY! 


OLD TOWN CORPORATION 


345 MADISON AVE NEW YOROR fe, ee 


Manufacturers of OLD TOWN Carbons and Ribbons for every purpose 


Duplicating Machines and Duplicating Supplies 
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1 can see why those dealers want more Boling chairs for 
Christmas ... this chair sells itself! It’s unbelievably comfortable, 
even for an overstuffed walrus like me. | like its design, 
too...of course my office is a wee bit old fashioned, but 

this smartly designed Boling chair seems to fit in anywhere... 
gives a touch of elegance to the old place. Strangely enough, 

it doesn’t cost much ... suits any office budget large or small. 

1 can see a big future for those fortunate dealers 


who get Boling chairs for 1954 sales! 
No. 4858 









mbites sto"S) HIGH POINT BENDING & CHAIR CO., SILER CITY, N. ¢ 
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Walter B. Wallace, 
a New York City sales representative of the F. S. 
Webster Company for 33 years, succumbed to a heart 
condition October 23 in a Brooklyn hospital. He was 
in his 67th year 

Mr. Wallace began his successful sales career with 
the Webster Company in March, 1920, shortly after 
his service in World War I. “Wally,” as his friends 
and associates affectionately called him, won love 
and respect gentleman. He was a member of 
Metropolitan Lodge, F. & A. M., Amity Chapter of 
Palestine Commandery, Knights Templar, Kismet 
Shrine, the Kismet Temple Honor Legion, and the 
American Legion 

Surviving are his widow, Flora Sytz Wallace; three 
brothers, Alec, James and Harry Wallace, and a sister, 


Mrs. Jennie Meye! 
+; - |& 


H. C. Converse, 

the story of whose 
on page 244 of the 
Converse Company 


death on September 21 appeared 
November issue, established The 
Inc., in Seattle, Wash., in 1910. 
Until 1931 he dealt primarily in office appliances. At 
that time he moved to new offices in the Exchange 
Building and went into the intercommunication and 
protective signaling end of the business almost exclu- 
sively 

Mr. Converse promoted the sale and took care of 
all the service and installations of intercommunica- 
tion for 25 years, activing as the sole agent in the 
Northwest the Dictograph Products Company. 
A few of the major installations included the Wash- 


fo! 


ington State Capital Building, Oregon State Capital 
Building and the administrative offices of Frederick 
& Nelson’s, Seattle largest department store. Overall 
there were nearly 800 installations old in Washington 


ana Oregon 


At this time 
Shelby 


also represented the Autocall Com- 
t Ohio. Mr. Converse made a large 
number of installations of paging, firm alarm, water- 
flow alarm and sprinkler supervisory equipment. 

A distributor the Elliott addressing machine for 


any ofl 


some years, he also represented the Cincinnati Time 
Recorder Company, Calculagraph and Detex watch- 
man’s clocks. He pioneered the Telecron clocks in the 
Washington and Oregon. During the war years when 
was impossible to obtain telephone equipment he 
took on the ributorship of SoundScriber dictating 
A membe! 1e Washington Athletic Club of Seat- 
tle chart ember of the Broadmoor Golf Club of 
Seattle and ember of the Phoenix Country Club, 
Mr. Converse divided his time between Seattle and 
Phoenix, Ari: rating his business from both. 


rt & & 


Dies in Detroit, Mich... . 


Alfred J. Mayer, 83, president of Gregory 
Mayer & Thom Company and the National 
Lithograph Company, died in Detroit, Mich., 
September 19. Details of his career 
were carried in this column in the No- 
ember issue of OFFICE APPLIANCES. 








Beaudin Appointed by Miles Fox Company 


The Miles Fox Company, Detroit, Mich., has an- 
nounced the appointment of Harvey J. Beaudin as 
assistant manager and purchasing agent. 

1953 
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CONSTRUCTION 
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== 


=== 
% Built For Long Lasting Service 
sk Rugged Construction Of Heavy Gauge Steel 
*k Welded Throughout, With Safety Angle Drawer Stop 
*& Drawers Move With Ease On Four Ball Bearing Rollers 
¥& Unusual Rigidity and Interlocking Feature For Stability 
%&e Drawer Handle Welded, With Label Holder Embossed 
ve Durable Olive Green Baked On Enamel Finish To Last 
goo 
TT ed bee 
hy 
Ly | 
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SOLE DISTRIBUTOR 





5631 W. MADISON STREET .... CHICAGO 44, ILLINOTS 
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SERVICE ) 
No. 2-6 
The Fulton line is precision 


made .. . using the finest 
high-grade rubber, deeply 
moulded to give clear, con- 
stant impressions... 
GEARED DRUMS PROVIDE 
POSITIVE ACTION IN TURN- 
ING OF BANDS. High quali- 
ty at low prices assures you 


of customer satisfaction. 


FULTON NUMBERERS... 


Consisting of endless rubber type bands, solid frame 










with durable handle. Features uniform dependable 


performance. 
FULTON DATERS... 


Four endless bands turn independently by 
means of cogged wheels. The first type 
band contains the twelve months of the 
year, the two central bands bear 
numerals 1 to O inclusive and the last 
band bears year legends and mis- 


cellaneous office terms. 


FULTON 
MARKING 
EQUIPMENT 
COMPANY 


82 Fulton Street 
Elizabeth 1, N. J. 


1954 DATERS...Now Ready 
for delivery ... Write for Catalog No. 52 
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In Other Lands 


(Continued from page 72) 


flat, clear surface, which can be used as a table, there 
being no handles. When open, the lids on all three 
cabinets can be supported by strong steel rods to form 
tables—a feature previously common only to the old 
style Vetro Major. 

These tables are useful for resting papers on for ref- 
erence or filing, or, if necessary, much heavier articles. 
If tables are not required the lids drop down unob- 
trusively at each end of the cabinet. 

The files are suspended on nickel-plated brass run- 
ners and they slide backwards and forwards with ease 
as they hang clear of the cabinet. 





At Cardiff Exhibit .. . A view of the Business Efficiency 
Exhibition, held on September 14 at Cardiff. (Story appeared on 
page 118 of the November issue.) 


* o * 


I have received the latest catalog of D. Matthews & 
Son Limited, Liverpool, and the latest price list of 
typewriter parts and workshop equipment of London 
Typewriter Company, Ltd. Both these catalogs will 
well merit perusal. 

In the one from Messrs. Matthews, there is a descrip- 
tion of the ‘Uniformity’ desking, which is, in fact, a 
desk available in any length. The desk is actually 
sold by the yard. Originally designed in 1935, the 
demand has increased rapidly in recent years and 
today the growing interest from industry is an indi- 
cation of the need which exists. The desk may be used 
as a “general staff desk” from 8 to 20 feet in length, 
and also may be made to odd sizes to fit an awkward 
recess. Pedestals are available in three designs and 
legs are supplied for intermediate use. 

All ‘Uniformity’ tops consist of hard-wearing green 
linoleum, scientifically laid between oak edges, which 
is claimed to be “the most permanent and durable 
form of desk top.” 

Continued development by companies from the US 
of factories and assembly plants in Europe, lends 
ground to the belief that it will still be some time 
before sterling is freely convertible. Although many 
in the industry in Britain would like to see a free dis- 
tribution in Britain of American-made and American- 
assembled typewriters, it would appear to be some 
while yet before this is possible 





Texas Firm Signs 10-Year Lease 

Shelby Office Supply Company, Dallas, Tex., has 
leased a building, containing 9,000 square feet of floor 
space, at 2026-28 Commerce St. The lease is to run for 
10 years. Charles P. Shelby and Roy L. Shelby are 
partners in the business which is expanding its opera- 
tions.—_EEG 
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The quick step to PROFITS 


Step out to greater profits with Victor Visible Equipment now! 
Your first sale of Victor Visible can start you on a profitable 
repeat business. As your customer’s business and records 
grow—your sales of accessories and added equipment will 
also increase. Many Victor Dealers have successfully turned 
an initial sale of only a single piece of visible equipment 
into a complete Victor Visible System Installation. You 
can, too, with these profit-building products . . . 













> ry 


EP VA a 


Victor 
Sectional Visible—A Victor 
*texclusive’’ available in 


Victor Book Visible — Efficient, 
compact, low-cost portable 
means of record-keeping. Popu- 
lar for home use, too! 


three card sizes. High repeat 
business value because it 
brings ‘em back for more 
sections and effectively in- 
the 7 
~n gamle aaa FREE SALES AID—To help you 
do a more profitable sales pro- 
motion job, Victor supplies you 
with powerful display and ad- 
vertising pieces free of all cost. 
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TAKE THE FIRST STEP TODAY AND GET THE PROFIT-BUILDING STORY FROM... 














THE VICTOR SAFE & EQUIPMENT COMPANY, INC. 
North Tonawande > New York 
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The Mur-Mill Executive posture, solid walnut, Gros- 
point seat chair shown, No. 241GP, is equipped with 
Seng’s Synchro-tilt mechanism, rubberized hair pad- 
ding in the back, and luxurious foam rubber in the 
seat. Has plastic scuff plates and 2” ball bearing 
casters (specify hard or soft). Width between arms 
19%", sitting depth 1812", width of seat at front 21”, 
shipping weight 50 Ibs. Height of seat, back, and 
back tension fully adustable. Retails at approximately 
$90.00. 


INCORPORATED 


OWENSBORO, KENTUCKY 


Send today 
for your 
free copy 
of Catalog 
No. 530 








L Executive Luxury 


...at a practical cost 


You can really invite volume 


sales on this executive posture 
chair . . . simply “put a bug” 
in the receptionist’s ear: here’s 
the ideal Christmas idea for the 
boss! 


Featuring genuine walnut 
construction with Grospoint seat, 
complemented with other uphol- 
stered sections in ELASTIC NAU- 
GAHYDE—here’s a Murphy-Miller 
contribution to proper seating 
and comfort—appreciated at 
once by the busy executive as an 
aid to maximum efficiency. 


Flowing clean-swept lines pro- 
vide ease in care. The finest of 
solid walnut provides lasting 
beauty. This Murphy-Miller 
standout represents a modest in- 
vestment in good health, good 
looks and long life . . . a real 
profits-builder for you. 
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Puerto Rican Firm Grows 
Continued from page 74) 


business is now carried on by his son, Waldemar F. Lee 
and grandson, Richard Lee, with Waldemar president 
of an organization of 52 employees. 

The list of accounts for which Lee’s holds the ex- 


clusive franchise reads like a glossary of leading 
American makes including: Royal Typewriter Com- 
pany, Addressograph-Multigraph Corp., Remington 
Rand Inc., Marchant Calculating Machine Company, 
A. B. Dick Company, Ditto, Inc., Dictaphone Corpora- 


tion, Detex Watchclock Corporation, Ralph C. Coxhead 
Corporation, General Fireproofing Company, Victor 
Adding Machine Company, Commercial Controls Cor- 
poration and General Time Corporation. Only Ameri- 
can lines are handled. 

Wholesale & Retail Operations 

Operating from its warehouse and office building, 
direct sales are made to large commercial accounts 
and in fulfilment of government contracts. Other 
retail sales are handled through sub-dealers of whom 
there are 10 throughout the island including three in 
San Juan. These outlets are sold on a consignment 
basis with the exception of one who buys everything 
outright 

Under this system, the sub-dealers buy on a loan 
basis as their own customers send in orders. Lee’s 
sends them models for display and takes care of the 
financing, so that it is not necessary for the smaller 
sellers to build up big inventories. They are bonded, 
however, by this wholesaler but must carry their own 
fire and theft insurance. 

Because of the distance from the source of supply, 
it is necessary to hold large reserves in stock at the 
warehouses. The dock warehouse, occupying 5,000 
square feet, is well stocked with current needs such 
as chairs and adding machines which go out on im- 
mediate delivery. The main two-story building con- 
sists of a warehouse for the bulk of the stock plus the 
accessory supplies and parts required, together with 
the company offices 

Since no office machinery is made locally, all of it 
must be imported from the States. While there is no 
competition from foreign lines, nevertheless the path 
to sales is not altogether rosy since there are several 
other competing dealers. 

The American manufacturers have no representa- 
tives on the island from their own staff, although 
visitors from the factories do make calls there occa- 
sionally to renew contacts and try to get a closer 
understanding of what is needed. Practically all in- 
coming shipments come via water although for rush 
deliveries planes are occasionally used. This depend- 
ence on marine transport incidentally was mentioned 
in the historical brochure which revealed that before 
the turn of the century Lee’s owned a four-masted 
schooner, the “Springfield” to bring in merchandise. 


Large Service Department 

Because of the distance from the source of the 
supply, a well-equipped service department is a must. 
Parts for machines, even eight to 10 years old, working 


equipment and the service staff are maintained in still 
another warehouse across the street from the main 
building 


The entire second floor there is used for me- 
chanic’s shops. Working are 15 men of whom one is 
on trial, and a service manager. Since skilled labor 
is at a premium in Puerto Rico, workers must be 
trained there. The vocational school conducts classes 
in machine repair and the most promising graduates 
are employed and trained in their specialized duties. 
The smartest ones are sent to the States for factory 
instruction 

Because of these special facilities the company can 
do on-location servicing, sending mechanics anywhere 
on the island. Service calls are also made for the retail 
outlets. Lee’s is prepared to service any machine it 
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Write for full information con- 
cerning the new Victor desk stapler 
—teday’s best valve in stapling 
machines. 


IMMEDIATE SERVICE 
AT ATTRACTIVE PRICES 


VAIL 
MANUFACTURING 


{Oo 


COMPANY 
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YOU CAN DO AN 
ESPECIALLY GOOD JOB 
ON CHAIR SALES 
WORKING WITH 
CHAIR SPECIALISTS 


No. 900—ALUMINUM 
POSTURE CHAIR 


IF REST-ALL office and 
institutional aluminum 
chairs ever slip from 
their front-running posi- 
tion in the matter of 
structural and design 
improvements, it won't 
be because the manu- 








sells, a very important factor in getting orders as 
everyone in the industry realizes. 

The sales organization is headed by a staff of seven 
men who operate from the San Juan office. They 
spend most of their time in the metropolitan area 
where the bulk of the business is concentrated, but 
make occasional calls to the interior visiting purchas- 
ing agents and large users. 

The fastest selling item is the special standard type- 
writer which has a combination keyboard in both 
English and Spanish. 

The government, which is the biggest customer, in- 
sists on quality merchandise and low price is not the 
only consideration, although minimum standards must 
be met. 

Under the installment sales contract, Lee’s holds 
what is virtually a chattel mortgage on the merchan- 
dise until it is all paid for. The company, however, 
does its own financing, carrying all notes outstanding. 

The greatest sales aid is the elimination of the excise 
tax on American-made products. Even the large 
branch offices of States companies on the island find 
it more to their advantage to buy locally rather than 
order from the mainland. 

Another important factor in building up locally 
placed orders is the service facilities. Lee’s warrants 
delivery in good condition with a one-year guarantee 
plus the advantage of offering service on any machine 


62; 
facturer was caught y i, it sells. 
looking the other way. 
There is only one inter- 
est, one line of effort at Ohio Chair—and that 
is building constantly improved chairs. 

By the same token, Rest-All Dealers are 
finding, more and more, that it pays to work 
with chair specialists. Getting exactly what 
is needed, when it is needed, often means 
; the difference between a closed order and a 
| lost order. No, Ohio Chair can't promise the 
impossible. But, if complete cooperation and 
singleness of purpose 
can accomplish the pos- 
sible, in the shortest 
time, the Rest-All Dealer 
is at a real advantage. 
No request is too spe- 
cial for Ohio Chair, as 
long as it concerns 


Benefits from Industry 








Like other suppliers in the island, Lee’s is also bene- 
fitting by the rapid industrial development under way. 
The insular government’s current “Operation Boot- 
strap” program, beginning with the opening of 30 fac- 
tories in 1947, has thus far brought nearly 200 plants 
into being, and the increase ratio is steadily expand- 
ing. Thus a large potential source of new business is 
being gradually built up. 

Because of the widespread reputation, little of the 
formal promotion practices are carried out with the 
exception of occasional newspaper advertising and 
the insertion of manufacturers’ literature in state- 
ments mailed. 

Instead, efforts are made to impress potential buyers 
with the widespread resources and facilities of the 
company, the anniversary brochures mentioned being 
an example. Personalized exhibits also help to adver- 
tise products. The most recent of these was held at 
the Condado Beach Hotel, where models of all lines 
were displayed. This started off with a cocktail party 
preview at which heavy users and government officials 
were invited. Girl students from the University of 
Puerto Rico were trained to demonstrate the machines. a 
For the following nine days the exhibit was open with- 
out charge to the general public. Four thousand per- 
sons saw it. In addition, news reels of the event shows 
in all Puerto Rico movie houses, enabled another 
100,000 to see it on the screen. 











chairs. 


Use Mechanical Recorders 


No. 550—ALUMINUM 


STRAIGHT CHAIR Another feather in the cap of the House of Lee 


which attracted international attention as well as 
local interest was the installation of mechanical re- 
corders in the 55 district courts in Puerto Rico. 

They soon proved their usefulness for streamlining 
judicial procedure, making it difficult to tamper with 
witnesses or testimony and insuring a permanent re- 
port on all basic facts. 

The courts in which minor crimes are heard and 
where civil cases involving up to $2,500 are tried, 
started using the mechanical recorders when Puerto 
Rico’s new judiciary rules went into effect last Octo- 
ber. The recorder makes it possible to dispense with 
a court stenographer and for the presiding judge to 
review the evidence at his leisure without taking 
written notes, and insures presentation of all the 
facts to the higher courts if appeal in any case is 
taken. 





WRITE FOR NEW LITERATURE, 
IN NATURAL COLORS, ON THE 
REST-ALL CHAIR LINE 








28 W. MADISON AVE., YOUNGSTOWN, OHIO 
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NEW “Stace Saving” STEEL DESKS 
HILLSIDE’S / ‘WITH OPTIONAL EQUIPMENT 


weans Sales, More Sales, and STILL MORE SALES! 


Hillside ‘‘Utility All Steel Rolled Top" convertible desks with optional 
equipment, designed to fit the customer's particular need. Available 
in various combinations including letter, legal, storage and or combi- 
nation cabinet pedestals with stationary drawer and card drawer files 
plus the optional equipment of kneehole drawer and slides, permits the 
customer to select exactly what he requires as to price, size and use. 


EXECUTIVE SERIES 


The Executive Series is the perfect double size 
pedestal desk for the medium or small office; 
scales down to a recessed desk top ranging in 
size from 57” x 2544”, 51” x 252” depending 
on the pedestals selected. 


@r2.x21 $5920 















SINGLE PEDESTAL SERIES 


The Single Pedestal Series with full skirt and all the convertible and optional 
equipment features of the Executive Series is the perfect unit for the home, 
salesman, clerk, small businessman, student, etc. 


No. Z-4DA 











Hillside’s program of unusual value to the consumer plus maximum dealer mark- 
up in America's broadest line of steel office equipment, with 

Three complete lines of quality suspension equipment, plus 

Two lines of non-suspension files, plus 

Three lines of quality desks, plus 


Several \ines of utility steel cabinets, designed, priced and developed to open 
up new dealer markets; means that wot 
5. One progressive, alert dealer interested in ‘value and mark-up" can fail to 


SEND FOR COMPLETE CATALOG TO “CHECK and COMPARE” 


> ON = 








THILLSIO ET 


H-MP 
Sp t 
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ft Oprice eur 


HILLSIDE Wt./ Prectucts Ine Muh" 5 
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fom NATIONAL LOCK 


quality items for every possible use 


NATIONAL LOCK COMPANY has made a box locks, combination safe cabinet locks, drawer 


broad line of high-quality locks for more than 48 and door locks and still other locks. Available 
years. Shown below are typical examples of com- are lever tumbler, plate tumbler and pin tumbler 
bination shackle locks, surface mounted and built- types, designed for specific applications. Write 
in locker locks, filing cabinet drawer locks, cash for complete information and installation data. 


PO oe 
| a 
~~ / 


No. 68-053C 


~~. 





No. 68-065 


~ 


No. 68-4847 
 — | 


No. 68-2435 No. 68-3700 





If you are an original Distinctive Hardware... All From j Source 





Sgeapwent wene- HANDLES, LOCKS, LABEL HOLDERS, CASTERS, LOCKER HOOKS, 
facturer or jobber, HINGES, LIFT HANDLES... EVERYTHING FOR OFFICE APPLIANCES 
write us. If you are a 
dealer, see your jobber. NATIONAL LOCK COMPANY 
f, ROCKFORD ° ILLINOIS 
xkkx 
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The Brisbois Success Story 


Continued from page 76 

out by choic¢ remote control. We found we were 
doing business from coast-to-coast though our sales- 
men were con trated in the Toronto area only. It 
was a very heartening experience. s 


By 1950 operat 
the brothers 
St We st the 


starting days 


ns had again outgrown premises so 
over a two-floor location on King 
esent establishment. Back in the 
had been content with 800 square 


feet; now they and needed 7,000, with one-third 
devoted to administration and sales activities; the 
rest for warehousing 
Says Ed There was need for further staff expan- 
sion, too. Most were senior men in the industry who 
turned to us because they wanted a better deal. They 
wanted securit n opportunity to progress with 
1 first grade products. We wanted to do every- 
thing in our to provide exactly that. 
Two Reasons for Growth 
Today th of the policy we set for ourselves 
have become more than merely apparent. Our business 
had mult ipli and increased beyond our wildest 
dreams. Th: re now the nation’s largest distribu- 
tors of rib rbons, duplicating and manifold 


be 
supplies is be 


yuestion. We think there are two 

reasons, bastoail for this happy state of affairs: 

(1) We offe1 but the finest products to our 

customers; (2) We try to beat everybody to the punch 
on that vital element known as service.” 

Continues E We shop the world for the finest 

merchandise. At the moment ships are en route from 


England and North Africa with shipments for us; 
transport trucks are on their way from California with 
goods we need. But the bulk of our products are of 
Canadian origin, of course. For example, one Canadian 
plant is now turning out a special sheet of paper 
made to our particular formula, water-marked, 
grade-marked trade-marked to our own speci- 


fications 
do continue to buy 


uplicating paper. Those lines we 
utside the country are specialties 


a oi 


internationally known for their quality and ability 
to perform 

‘If you art ver-lightly salesman today, you 
can sell anythi it a price. But we believe that if 
you want peopl ‘continue to buy from you then 
you must sell top quality goods at reasonable 
prices. In fact, we are personally interested only in 
the customer! eeks that kind of relationship be- 
cause the end ! are good service, continued sales 
and no complali handle. 

“That was ou licy as we laid it down for our- 
selves when wi in business and it has never 
been changed 

Find Glamour Pays 

They had f good business, Ed. said, to make 
their products le more glamorous than competi- 
tors. “On many of our lines there appears an impor- 
tant slogan By Appointment to Her Majesty, the 
Sec y TI intended as flattery; it is sin- 
cere. We believs it if we can make her work a little 
more easant she will be a better employee, a better 
frie to her | our customer) the purchasing 
age We art rimarily concerned with assisting 


timate user because it is at that 
r-satisfaction is proven.” 
maintaining good telephone rela- 
contacts is also stressed. “Not 
by meone doesn’t make a point of 
sing appreciation of the assistance provided by 
rder girls. Too, there isn’t a person 
m office boy to president, who 
of the day or night, personally 
made a rush ery to a customer when circum- 


tnat reali ] me 
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An entirely new concept in 


Wood Office Chair design.. 








contempore 


Sculptured grace and beauty combined 
with lifetime craftsmanship 


@ Here, at last, is the perfect 
meeting of rugged structural 
design and the clean lines of 
the popular “hand-made” look. 
It is a chair to live in contem- 
porary surroundings and give 
generations of service, too. Only 
Taylor offers the contempora 
line of all-wood office chairs. 


we laylor CHAIR COMPANY « Bedford, Ohie 
a «= 
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Even file clerks with 


20-20 Vision appreciate 








Patent No. 2248355—-D128118 


‘ 
Never has there been a more pressing need for stepped 
up office efficiency. For this reason, Barkley Plastic Tab 
should be demonstrated to every office manager. Barkley 
Plastic Tab file guides and card guides bring greater 
ease . . . speed . . . efficiency to filing routine. The 
crystal clear plastic tab angled for greater visibility helps 
to make “filing and finding” effortless. If the value of 


a product is proven through performance, Barkley Plastic 
Tab deserves special mention. Make it “your business” 
and “good business” to see that every company in your 


community knows about Barkley Plastic Tab. 





Established 1921 


[.. F BARKLEY & CU. 


‘eeiaaam?) i Filing Suppl ses 


1220 W. Van Buren St}. Chicago 7, II! 


198 











stances so required such rush service. 

“One interesting fact is that in our office one can 
buy merchandise in seven languages. In our company 
we have no language or color bars to new personnel; 
anybody who can do a job better is considered for 
hiring—and our business turnover is such that this 
attitude presents no hazards for the existing staff, 
many of whom have been with us almost from the 
In fact, six of our men have a combined 120 


start. 
years’ experience in the industry, though the eldest 
is only 55.” 


About a year ago the Brisbois brothers found that 
work normally handed out to trade channels could not 
be completed as rapidly or as exactingly as they de- 
sired. As a result they set up a division known as 
CPS Challenger Press, Ltd. Its sole purpose is for the 
production of systems forms, printed master units, 
pre-printed stencils and specialty printing. They are 
rapidly establishing a reputation for turning out in 
one-day work that elsewhere requires a two-week 
waiting period, it is claimed. 


Don’t Abuse Service 


“The customers know that if the chips are down we 
will go to work for them but they have never abused 
such special service. This is one of the beauties of 
selecting the accounts you will do business with. The 
only reason this division exists is, peculiarly, not for 
profit but to help us do a better all-round job for 
our clients.” 

Most recent development of the Brisbois’ enterprise 
was when the firm’s management took over operation 
of Peerless Distributors, Ltd. This new subsidiary now 
presents to the public Peerless carbons and ribbons 
which for over a half-century, says Ed., “have been 
the hallmark of quality on the Canadian market.” 

This development has meant the transfer of sales 
personnel involving in some instances men who have 
had over 30 years’ service in the carbon and ribbon 
industry. “It means, simply, combining the high 
quality of Peerless products with the modern mer- 
chandising methods of the Challenger organization. 
We plan to offer service generally regarded as perfec- 
tion in the manifolds supplies’ field.” 

Now, the firm’s legal advisors are engaged in apply- 
ing to Parliament for letter patent to incorporate all 
Brisbois’ endeavors under the name of Challenger 
Corporation, Ltd., though each will continue to retain 
its separate identity, pursuing the specific tasks for 
which it was originally organized. The three divisions 
of this Canadian-owned corporation are, of course: 
Carbon Paper Service Bureau, (the original Brisbois 
company), CPS Challenger Press, Ltd., and Peerless 
Distributors, Ltd. Edward J. Brisbois is president of 
the corporation; Dorion J. Brisbois is vice-president, 
and Wilfred (Bill) Brisbois, secretary. (Recently two 
employees were made directors and shareholders in the 


firm.) 
Sees Trend to Dealer 


President Brisbois is convinced the trend in the 
market today is back to the dealer—‘but only to the 
dealer who is prepared to sacrifice his time, talents 
and money to benefit his customer. If it is as inter- 
national as believed, this is a very healthy trend 
because it means that ownership is being distributed 
to a wider group of people. 

“In 1953 there are more people operating their own 
businesses than ever before in the history of this 
continent’s business life. This belies the merger and 
consolidation theories so prevalent. In the case of our 
own corporation, each division, with one exception, 
is a new business that has been created—not a case 
of one firm simply consuming another. 

“Selling carbons and ribbons is no longer a peddler’s 
occupation; it is a profession. We feel somehow that 
the efforts of our own organization have perhaps done 
much to bring about this improved state of affairs.” 
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We thaule You! 


“Mr. DEALER 


aor your overwhelming acceplance of the most advanced 
and modecn chair ever crealid in the qualily furniture field, 


THE “CONVERTIBLE” 
Add, cheek Falltina: | 


@ MODERN DESIGN 
@ CLEVER STYLING 
@ MAXIMUM STURDINESS 





@ COMPLETE FLEXIBILITY 
@ LIMITLESS VERSATILITY 
@ SUPERIOR QUALITY 


@ COMPETITIVELY PRICED 


the most talked about chair line 





in the industry ... the 2040 P-w 
“CONVERTIBLE” ! 1!!! . 
Dhe interchangeability of seats and backs allows you, Mle. Dealer, to 
have an unlimited selection of chairs with « minimum of stock. Jeuly 
standard’, for now this chair can be supplied to fil any need | ! | 


ERE ORES GT 


Tif RRS 
4 


THE B. L. MARBLE CHAIR COMPANY « BEDFORD, OHIO 
VY » {dante wate Ls important, only WOOD well suffice | 
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Here’s one of the secrets of PEERLESS’ 
Outstanding Performance 

















The small fitting pictured above weighs only a 
few ounces, yet it plays a most vital role in 
Peerless filing equipment. 


Torsion plates, such as this are welded into 
each corner of all drawer openings to eliminate 
‘any possibility of sway or drawer binding. It is 





Bes os 
eG 
= 
— 

your ... and your customer’s . . . assurance me 
— 


that Peerless equipment will last—really last, 
even after years of rough continual use. 


It is only one of the exclusive features of design 
Peerless Filing Cabinets in 


and manufacture which makes Peerless filing the famed series “6600” line 
cabinets known throughout the country as ae Wide fo te 


Peerless Catalog. 


dependable grade “‘A”’ equipment. 





PEERLESS steer EquipMENT Co. 


6602 Hasbrook Avenue, Philadelphia 11, Pa. New York Chicago Dallas Los Angeles 
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Meetings—Dinners—Conventions 


Continued fre page 96) 
for productivity in the nation to continue increasing 
at its present rate, he warned the audience. 

Mr. Wheels tributed the bottleneck in office oper- 
ations to a tremendous increase in the amount of 
paper work carried by the average business, requiring 
a correspondil increase in the number of workers 
needed to staff the nation’s offices. Between 1940 
and 1950, he reported, clerical and kindred workers 
increased i tal numbers—the largest percent- 
age increast f any major occupation. Today, over 
12% of all work in the country are office workers. 

A shrinki total labor pocl because of the low 


birth rate of 
erence for w 
today. he st 


30’s, and a growing employee pref- 
ther fields aggravate the situation 


Office work: are not too happy with their lot 
and are a source of increasing human relations prob- 
lems,” he re] ‘There are many reasons for this, 


but not the that most paper work is wearing, 
tiresome, and repetitive, even more so than factory 
work. Consequently, the treadmill of office routine 
ttractive to a younger generation 
proportion of high school and col- 


is less and 
which has a 
lege graduate 


Factory Salaries Up 


Mr. Wheels ted out that during the immediate 


post-war pel factory salaries forged ahead of 
clerical salari I discrepancy has now been ad- 
justed, but thi ffice has no great competitive advan- 


tage in pay ffer workers, he said, and in the 
handling of | n relations problems it has fallen 
far behind int 

I believe employees are too much ignored by 
top management he stated. “They need to know 
more about siness they work in, more about 


the relation jobs to the whole prosperity and 


function of mpany, more about the economics 

business life. They need recognition, just as the 
factory works é 

Office supe! rs also need training in human 
relations and ychology and leadership every bit as 
much as factory foremen need it. In many cases, I 

believe 1 et all these things.” 

The neces evolution” in office procedures to 

bring them u the level of efficiency common 


hases of production would involve 
phasis on mechanization of routine 


throughout 
a much heaviés 


iffice tasks, ps ting a smaller work force with in- 
reased job re ibilities, job interest, and job earn- 
ings, and a { atic approach to the streamlining 
und reducti ffice paper work, Mr. Wheeler de- 


Others Are Heard 


Other speal it the special dinner, held as the 
rst of a seri f events scheduled to take place in 
nection wi e National Business Show, which 
t place at Central Palace, from October 19 
igh 24 Lee Thompson Smith, president 
he Commi r the 300th Anniversary Celebra- 
ion of the Cit New York. Mr. Smith presented a 
proclamation | Mayor Impelliteri designating the 
week of the e3 tion as Business Week in New York 
City, to George W. Oliver, Jr., president of the Office 
Executive \ n 
David E. G chairman of the National Busi- 
ne Show C tee, turned over a check repre- 
senting proces m sales of exhibition space at the 
show to the 1 ciation, which sponsors the an- 
display of business machinery and equipment, 
and reported re manufacturers will be repre- 
sented at thi how than at any previous exhibi- 
The proce ised by the Research and Study 
Committees of 1 Office Executives Association in 
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Leaders in 
AMCO's complete 
line of carbons 
relate Mals)elelar 

for the office— 
leaders in sales 


and profits for you! 
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AMCO Catalog 
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AMERICAN CARBON PAPER MFG. CO. 


t Ef Texa Chatham, Virg 


Warehouses and Offices at Houston, Dallas, New Orleans, 
Birmingham, St. Louis, Denver, Los Angeles. 
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ROWLES is the 
dependable source for all your 


SCHOOL EQUIPMENT 


& Classroom Seating *& Chalkboards 

& Primary Furniture *® Bulletin Boards 

& Tables & Chairs *& Aluminum Chalkboard Trim 
& Library Equipment & Framed Blackboards 

& Playground Equipment *& Blackboard Erasers 

& Vocational Furniture * Window Shades 

& Teacher's Desks %& Darkening Shades 

%& Miso. Classroom Equipment *& Darkening Channels 


Rowles offers you a complete line of high quality School 
Furniture and Equipment—everything you need to provide 
your customers with the specialized kind of service they need. 


Rowles School Equipment has been a favorite for more than 
50 years. Make Rowles your headquarters for all your school 
equipment needs. Enjoy the benefits of the Rowles trade- 
mark, the convenience of one centrally located source .. . 
and the profits on every sale you make. 


White for the latest Rowles School Equipment 


cataleg and complete information on the Rowles 
Dealership program. 


E. W. A. ROWLES COMPANY 
ARLINGTON HEIGHTS, ILL. 
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continuous surveys and analyses of modern manage- 
ment technique and to the end that the modern 
business office be brought to its highest peak in effi- 
ciency and production,” Mr. Griesemer said. 





Victor Sales Staff Host to McCaskey 


How can the sales activities of two newly merged 
companies best be co-ordinated? The Victor Adding 
Machine Company, which acquired the assets of The 
McCaskey Register Company, Alliance, Ohio, on Sep- 
tember 21, answered this question with a two-day 
shirtsleeve session. 

On October 5 and 6, Vice-president A. F. Bakewell 
and members of his Victor sales staff were hosts to a 
group of key McCaskey men. Included were the 10 
McCaskey division managers, General Manager Lowell 
West, Sales Manager A. E. Noelk and Sales Promotion 
Manager S. L. Banks. 

“Emphasis throughout the two-day meeting,” states 
Mr. Bakewell, “was placed on learning what the Mc- 
Caskey men expected of their new relationship with 
Victor. Our discussions covered all phases of the 
McCaskey sales program; sales training, manpower, 
development of new products, procedures and policies.” 

The men expressed the opinion that this get- 
together promised effective co-ordination of the two 
sales teams right from the start. Policies formulated 
at this meeting will be announced to McCaskey men 
in the field by Sales Manager Noelk shortly. 





Siedband Heads Horder Veterans 


At a dinner meeting at the Chicago Real Estate 
Board rooms on Thursday, October 29, the 20-Year 
Club of Horder’s, Inc., Chicago office supply firm, 
elected Sam Siedband to head the group for the 
coming year. 

Sam, or “Murphy” as he is known to his intimates, 
was already a 20-year man at Horder’s when many 
of his colleagues in the club were just starting, for 
Sam entered the employ of the firm on November 1, 
1911, and has been on the staff ever since. At that, his 
length of service is exceeded by that of six other mem- 
bers of the club, including Harry Horder, recently re- 
tired president and son of the founder, and Harry 
Shaffer, who joined George E. Cole, a predecessor 
company, on September 1, 1889. 

About 40 members of the club and guests enjoyed a 
turkey dinner with all the trimmings and made the 
most of the opportunity to swap reminiscences with 
friends of the long standing but infrequent contact 
because of duties in widely-separated units of the 
business. 


N.Y. NOFA Re-Elects Waldner 


More than 60 members and guests attended the first 
fall meeting of the New York Chapter of the National 
Office Furniture Association. President Dan Waldner, 
D. Waldner Company, Mineola, Long Island, N.Y. pre- 
sided at the meeting held on October 5, in the Baroque 
room of the Brass Rail Restaurant, New York City. 

As dinner drew to a close, President Waldner intro- 
duced the following guests: Howard S. Sanders, Sta- 
tioners & Publishers Board of Trade; Donald Hewing, 
All-Steel Equipment, Inc.; Monroe Wexler, Itkin Bros., 
Inc., New York City, and Moe Turman, Metwood Office 
Equipment Corp., New York City. He then welcomed 
back Mr. and Mrs. H. A. Clemetsen, Office Furniture 
Warehouse Company, who recently returned from their 
European tour, and Guy Rentsler, Remington Rand 
Inc., after an absence of some months. 

He went on to review the groups summer activities 
consisting of three successful golf outings and thanked 
co-chairman Bernard H. Nemlich, Regan Furniture 
Corporation, New York City, and John E. Mossman, 
Desks, Inc., New York City, for doing a splendid job. 
In discussing meetings and their benefits to dealers 
he told of a recent management clinic luncheon meet- 
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Model F575 
75” x 40” —Regal Walnut 









the distinguished new 


of furniture for the executive and general offices 





So flexible in the many drawer arrangements made 


. possible, so easy to work with day after day — mane Gees Giteme senate 


that’s the new Hoosier Flex-Eze Series! Each desk 





@ New, exclusive INTERCHANGEABLE File Drawer — 


| and auxiliary piece in this new Hoosier Series is de- : 
readily transferred to either side, top or bottom, to 


signed for the prestige of the office. Each com- suit the user's convenience. Can be used with hanging 
bines quality appearance and maximum utility, at or suspended files, or with partitions. 
reasonable cost. That's why the outstanding @ Positive-action ‘“‘EASY-PULL” Drawers operate on metal 


runners with NYLON ROLLER and buttons—open and 


Flex-Eze Series is a must to round-out a complete 
close with “‘finger-tip” ease. 


stock of office furniture . . . to sell the entire market! 
@ Tops and corners ROUNDED for added safety. 











WRITE TODAY for Free Literature on the complete FLEX-EZE SERIES 
of distinctive office furniture. 
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ing, held in the Hotel Commodore, which proved to be 
very informative, with all dealers present participating 
in the discussion. He then announced that because of 
the success of that meeting, the next regular meeting 
to be held on Monday, November 2, would also be de- 
voted to the topic of management and be confined to 
office furniture dealers only. 

President Waldner informed his listeners that Vice- 
President Charles S. Nathan, Charles S. Nathan, Inc., | 
New York City, is rapidly recuperating from his recent 
Liness 

The following slate was placed in nomination for re- 
election by the committee headed by George B. Wray, 
manufacturers’ representative: President, Dan Wald- | 
ner; First Vice-President, Charles S. Nathan; Second 
Vice-President, Robert Gibby, Desks, Inc.; Recording | 
Secretary, Paul Dancker Jr., Dancker & Sellow, Inc., 
New York City; Activities Secretary, Seymour L. Na- 
than, Charles S. Nathan Inc.; Treasurer, James Glen, 
Manhattan Desk Company, New York City; Executive 
Secretary, Mildred S. Zich, The Westcort Company, 
New York City. All were duly elected. 

John H. Munro, Jr. NOFA insurance director, spoke 
briefly on the benefits of the new hospital and surgical 
insurance plan which also covers the doctor’s visits in 
the home, call t his office or hospital. 

Activities Chairman Seymour L. Nathan introduced 





Kip Homer, C.P.A., who gave a short talk on the sub- 
ject of “Inventory Turnover.” Considerable interest 
was shown 1 numerous phases were discussed in 


the question 1 answer period which followed. 





Rem-Rand Holds Dealer Sales Schools 


The 11th and 12th in the new series of sales schools 
sponsored by the dealer sales division of Remington 
Rand Inc. were held recently in Kansas City, Mo. and 








Rem-Rand Schools .. . Dealer sales division meetings in 
St. Louis (top) and Kansas City. 


St. Louis. Sh 
which were 
Sales education 


n here are views of the two meetings 
lucted by H. W. Barnes, director of 
lealer sales division. 


At Kansas City, Mr. Barnes was assisted by C. W. 
Barsh, D. S. D. branch supervisor, and by J. R. Roche, 
Victor district sales manager. This meeting was held | 


between October 1 and 7 at the Hotel President. At the 


St. Louis Sales Sch 
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«++ SEATING 





Hew” Thrift Series” kt POPULAR PRICES 


Compare! 
$3295 | $3995 
No. 125 | No. 424 
“Spring Sack” , 
Never Before 
Such Quality 


At New Lower Prices! 










Dealers “do better” with the Complete Fiteform Line 
ONE STOP e ONE FREIGHT COST @ SAVES MONEY 


Brushed Satin 








Deeply Cushioned 






Foam Rubber Topper 


Quality... 


in good measure 







No. 1616 Side Arm No. 1646 “THE WORKMASTER” 


No. 1621 Side 
900 Line Aluminum 


Baked Enamel 
Grey 










No. 945 
“THE PAYMASTER” 





No. 915 
No. 920 Side (no orm) 


MR. DEALER: If you've been losing sales, try this complete line. It meets the demand 
for deluxe Aluminum seating down thru the price conscious bracket, with a one stop, 


one freight invoice, that saves you money with increased profits. 


Pileform ay \| aeower 


205 


























eres 4 Present, 


me 


“3 


we 


5D 






ys Tips! 


Sell Weldon Roberts Jet Erasers by the 

handfull to your Christmas trade! Use this 
Jet display card with your display of greeting cards as a 
powerful reminder that Weldon Roberts Erasers will cor- 


rect the mistakes people always make in addressing greet- 
ing cards—and in all kinds of writing all year ‘round. 


| TIP 2 | Sell Jets and all other Weldon Roberts Eras- 
ers as ideal gifts to put into Christmas stock- 
ings—to tie onto Christmas trees. School students, artists, 


office workers, will welcome Weldon Roberts Erasers as 
thoughtful remembrances for year ‘round use! 


JET ERASER 


Convenient cylindrical 
stick eraser in attrac- 
tive transparent plastic 
holder. Top unscrews 
so eraser can be moved 
outward. Red rubber 
for pencil erasing, gray 
rubber for ink. Pocket 
clip style for general 
use. Brush whisk style 
for typists. Refills. 
Tops for typing, ac- 
counting, drafting, 
professional and stu- 
dent use. 











400 ARTEX 

Soft, smooth, white rubber 
eraser for pencil work, draw- 
ing, drafting. Handy, bias- 
beveled shape. Sharp edges 
and ends for erasing fine line 
work; broad sides for clean- 
ing. 





Write now for Illustrated Price List. 


WELDON ROBERTS RUBBER CO. 


365 Sixth Avenue Newark 7, N. J. 
World's Foremost Eraser Specialists 
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i Big Profit 








D. S. D. branch supervisor E. A. Bulger was present in 
addition to Mr. Barnes and Mr. Roche. 

Attendance by dealers and their salesmen at these 
educational meetings has been consistently good. Their 
enthusiastic response to the meetings held in many 
different parts of the country indicates a definite de- 
sire on the part of retailers of office equipment for 
more detailed merchandising information from manu- 
facturers on their products, says Rem-Rand. 





Chicago NOFA Hears Panel Debate 


“Shall Manufacturers Establish a Standard Price 
Sheet?” was the topic of an interesting panel dis- 
cussion at the November 2 meeting of the Office Furni- 
ture Association of Chicago. Forty attended the ses- 
sion presided over by President Henry Otto. 

John R. Gray, executive director of NOFA, served 
as moderator for the discussion which was arranged 
by Hal Johnson, activities chairman. Panel members 
were Charles Goodman, Al Levinthal, William Riley 
and Vern Schuenemann. 

These gentlemen presented pro and con opinions 
on the subjects, discussing net prices F.O.B. destina- 
tion, net prices F.O.B. factory, and list prices with 
standardized discounts. 

Previous to the panel part of the program, members 
engaged in a spirited debate regarding procedure for 
promoting the NOFA Office Furniture Week. The prop- 
osition of having an outside agency correlate and set 
the tempo of the project was under consideration and 
definite conclusions are to be reached at the December 
meeting. 

Norman Ginsberg furnished an enlighting report 
on the recent NOFA officers’ conference held in Boston. 

Mr. Gray reported that he would assist in the instal- 
lation of new NOFA chapters in Columbus, Ohio, 
and St. Louis, Mo. 





Philadelphia NOFA Chapter in Session 


The October meeting of the Philadelphia Chapter of 
NOFA was held at the 2-4 Club on October 12 with 30 
present. 

Sidney Weiss, instructor of the office furniture sales 
training course, gave a resume of this continuous ses- 
sion each Tuesday from October 13 to December 15. A 
graduation ceremony will be sponsored by the board of 
education, adult education division. Andrew Nelson, 
Gunlocke Chair Company, discussed chair selling tech- 
niques at the opening session on October 13. 

President Larry Caldwell spoke briefly on NOFA na- 
tionwide activities. 

Election of officers resulted in the following being 
chosen: 

President, Leonard La Fair, Frank Wolf Company. 

Vice-president, dealers—Morris Kretchmar. 

Vice-president, manufacturers—Henry Clark, Corry- 
Jamestown Corporation. 

Treasurer—Jack Pinkerton, Hoskin’s. 

Recording Secretary—Horace Laurence. 

Financial Secretary—Seymour Golden, 
Furniture Company. 

Legal Counsel—Joe Jaffe, Shoemakers’. 


Business 





District No. 9 Plans Regional 


Reported by Art Carrow 

A pre-planning meeting of the Texas Travelers and 
District No. 9 NSOEA was held at the Buena Vista 
Hotel in Biloxi, Miss., on October 24 with Tom Ketch- 
ings, Tom Ketchings Company, Natchez, district gov- 
ernor, in charge of the session. 

Present for the meeting were Bill Kimbrell, Office 
Supply Compagy, Greenville, Miss., lieutenant governor 
for Mississippi; Jack Perdue, The Perdue Company, 
Pine Bluff, Ark., lieutenant governor for Arkansas; 
Edgar Jordan, Jr., Standard Printing Company, Alex- 
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the beauty type...calls for Nylon 


PEERLESS-IMPERIAL Empress Nylon 


—the best for those who want the BEST 


til 


Nylon is truly a wonderful fabric—to wear or to type with. 
Combined with our superior inking formula, which gives greater ink 
dispersion and retention, EMPRESS is a longer-lasting, more economical 
ribbon. Letters typed with EMPRESS Ribbons come out of the machine 


with a clean, clear, executive look. 


In its new modern packaging, 
Empress Ribbon is a real beauty to 


sell—a friend-maker and a_ profit- PEERLESS- IMPERIAL CO INC. 
producer for you oF 


Ask us to send you samples and eerless Place, Newark 5, New Je 
prices. Today, please. 





“A Great Name MM CALbONS ” vivvons, carbons, spirit and gelatin duplicating 


carbons, master units, carbon ribbons, carbon rolls for every business need. 
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Two files—full suspension and 
non-suspension—to give you 
GREATER VALUE for 
LOWER PRICE. By the 
makers of the famous Hi-Lo 
Typewriter Stand. 




















‘ 


rf 
| 
| 
i 
4 


> 







NON-SUSPENSION FILE 


A good grade non-sus- 
pension file that gives 
maximum efficiency for 
price. Metalstand finger- 
tip engineering features 
same “Click out — Snap 
in” follower rod knob as 
in the Harper, to make 
filing easier. Legal or let- 
ter size—2, 3 or 4 draw- 
er. Gray, green, mahog- 
any or walnut grain 
finishes. 


Write for complete cata- 
log and net price list of 


files, storage cabinets 


and typewriter stands. 


METALSTAND COMPANY 


THE HARPER 
FULL SUSPENSION 


Eight roller bearings to 
each drawer give you 
fingertip control. Heavy 
gauge furniture steel 
plus handsome cast alu- 
minum hardware as- 
sures long service and 
lasting beauty. Legal or 
letter size — 2, 3, 4 or 5 
drawer. Gray, green, ma- 
hogany or walnut grain. 
























>. 


7516-24 STATE ROAD, PHILADELPHIA 36, PENNSYLVANIA 
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andria, La., lieutenant governor for Louisiana; George 
Tarrant, The Carter’s Ink Company, president of the 
Texas Travelers; Marvin Fortner, Office Supply Com- 
pany, Gulfport, Miss.; Norman Landry, Standard 
Printing Co., Alexandria, and Art Carrow, Speed 
Products Company. 

Preliminary plans were made for the regional meet- 
ing of District No. 9 to be held at the Buena Vista 
Hotel on Wednesday, Thursday and Friday, April 28, 
29 and 30, with registration fee to be $15.00 for men 
and $12.50 for ladies. The Buena Vista Hotel will 
accept reservations now and advance registrations can 
be sent along to the attention of Miss Juanita Balter, 
Buena Vista Hotel, Biloxi, Miss. 

A golf tournament is planned for Wednesday, April 


28, and very probably will be held at the Gulf Hills 
Country Club, one of the sportiest golf courses in the 
South. Also on Wednesday evening the Travelers’ 


kick-off party will be held and this will be a “honey.” 

A special feature will be an excursion boat trip for 
three hours on the Pan American Clipper from Biloxi 
to Ship Island, with a visit to Fort Massachusetts. 
There will be dancing aboard ship. This will be held 
on Thursday afternoon. 

Several special attractions have been already 
planned for the ladies during the meeting and it is 
suggested that reservations and advance registrations 
be rushed. Remember the dates: April 28, 29, 30. 





Bank Vault Expert Is Honored 

George Whippen, a leading New England authority 
on bank vault installations, has completed 50 years of 
service with the Mosler Safe Company, it was revealed 
November 4 by Ernest Parker, New England bank de- 
partment manager at Mosler’s Boston office, 375 Boyl- 
ston St 

To mark the occasion, President Edwin H. Mosler Jr. 
made a special trip to Boston to honor the 68-year-old 
bank vault expert, and presented Mr. Wippen with an 
engraved silver bowl and a $500 U. S. savings bond. 

A resident of Neponset, Mass., Whippen has oper- 
ated out of Mosler’s Boston office for the past half cen- 
tury. During most of that period he was in charge of 
bank vault installations throughout New England. 

One of the largest, most difficult bank jobs he super- 
vised was the installation of two massive 40-ton vault 
doors at the First National Bank of Boston. Because of 
his experience and skill in handling heavy vault pro- 
jects, he frequently is called on to act in an advisory 
capacity in many of Mosler’s major bank installations 
across the nation 





NSOEA Releases New Product Manual 


“How to Sell Office Planning” is the new product 
training manual, No. 16, issued by the National Sta- 
tionery & Office Equipment Association. There is, in 
addition, a second guide, “How to Plan Your Office 
Layout.” This book does not carry a number, it is ex- 
plained, as do others in the series of sales training. 

The number has been purposely omitted because 
many will want to buy additional copies of this manual 
for presentation to prospective customers. “It is a book 
that merits thorough study on the part of salesmen,” 
says NSOEA, “and is, in addition, packed with appeal 
for customers.” Of Manual No. 16, NSOEA says, “One 
of the greatest sales potentials of this industry is to 
have every salesman so thoroughly informed in the 
field of office planning that he can impress his cus- 
tomers with his knowledge and develop complete mod- 
ernization of the prospects’ offices.” 

The price of each of these manuals is $1.00. They are 
available only through members of the association. 
Those who wish to buy quantities in excess of 100 of 
“How to Plan Your Office Layout,” can have imprinted 
on the book cover the name and address of the store 
without charge 
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AMERICAN VISIBLE —> 


Knowing the next number to 
print is important. It enables 
the operator to eliminate dupli- 
cate or missing numbers. Avail- 
able with consecutive, duplicate 
and repeat action, or with tripli- 
cate or quadruplicate action in 
place of duplicate. 














123456 
<= CARBON COPY 


Up to 12 legible car- 
bons can made 
with this — 
visible machine. 
Sharp faced figures 
on steel wheels 
provide constantly 
clear impressions. 
Platform available 
for convenient han- 
dling of forms. 


654321 


LEVER ACTION —=> 


For irregular numbering, your best 
buy is an American Visible Lever Ac- 
tion maehine. Can be furnished in up 
to 15 wheel capacity. 


MODEL 
71 





<— 5-1 MACHINE 


Most economical of all multiple 
movement machines. y con- 
structed for long accurate service. 
Made with the American unparal- 
leled high standards of construc- 
tion. 


Write for descriptive litera- 
ture and prices. 





AMERICAN NUMBERING MACHINE CO. 


BROOKLYN 8, N.Y 
WEST MADISON STREET, CHICAGO 2, ILI 


ATLANTIC AND SHEPHERD AVES 
BRANCH 
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PLUS EXCISE TAX 


Mechanical Features. . . 


Front Paper Stop assures accurate registration. 
Automatic Roller Release eliminates smudged sheets. 
Automatic Counter counts only printed sheets. 

Open Drum—self-contained, internal brush inking. 
Automatic Feed — positive action. 

Selective inking by means of our ink dispenser. 


Paper Pusher is automatically lifted and carried back 
to feeding position. Eliminates lint on the stencil. 





HNYGRAPH CO. 


ILLINOIS 
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National Business Show 
(Continued from page 49) 
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ungquist, service manager, and the sales staff 

Ferris Business Equipment, Inc., Seottord, Conn, The new Master Rotar 
File with a capacity up to 186,000 i ems was ¢ of x Als 

wn was an electrically operated r rotary etter s 

rotary files f stom-designed cards sr andard 
rd sizes for varying capacities. Sta ” -d by 
>. T. Bruen, Edward Ochman and Williar r 

Friden peer Machine Co., Inc., San Leandro, Cali ; i here 
was the fully aut atic square root and i t nodé mplet 
siculator line With just the touch of a n ? mode 
xtracts the root of any number. The gra ) 3 ally ac 
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General Binding Corp., Chicago /4, Ill.—f here w f s line 
f equipment including GBC Plastic Binding ent x ast ind- 

3, GBC covers miscellaneous supplies M, k was 

harge. 

Richard Gibian Business Machines, New York 13, N. Y.—Feat 1 at this 
sxhibit was the Multimat, a convers unit transforming semi-automatic cal 

ators into fu mat The Multimat lication 

cluding automatic ovement of the R was 
harge of the exhibit 

Graphic atleretion Corp., Now York, N.Y Jw Verifex ma 
hine for cc 3 typed, writte jrawr > BAx II 

hes. 

Charlies R. Hadley Co., Los Angeles !2, Calif. j W rite-It 
Ynce accounting systems, ac unts re n payro 
window posting apr ations on the sf Sort edge 

hed cards JniSpred for mparat M New York 
h manager, wa ; harge 

Hamilton Manufacturing Corp., Columbus, Ind.—Displayed were Cosco 
retarial, executive rm-fit side chair e chairs 
Tw new ename! fir were als show k fabric and 
the model 18-STA tive posture * A Bassett. ¢ $s manager 
furniture wa hara 5 W F R H. Car 

jton, Miltc ; Newman and 

Hamilton ladustries, Los petra Calif t t at this 
booth was the : Spil-Pruf desk set, wit Wa h in charge 

Philip Hano Co., Inc., Holyoke, Mass t th were litho 
yraphed busine forr autographic reg t f $s, con 
tinuous carbon nd Snap-a-part f F. Me sd th 
booth. 

Harris-Seybold Co., New York 10, N. Y.- shown a th were 
The Macey Collat presensitized plates ankets th hemicals 

J press supr J equipment. In ct Th ne and 

3D. Erde f the New York office. 

Henko Supply Co., Elizabeth I, N. J.- n display at this booth 

Kleen-A 3 cream, Dandy d and clea Juplicat- 
: k P r and Knoth, secre- 

» treasurer ? the tirr ytte jeg *t r 

Heyer Corp., Chicago 23, Ill.—Visitors at sw a demonstration 
£ the "Caters of Th sutomatic electric sr ws the firm fea 


s+ its 
wing 
ating were 
Heyer Eastern 
srters in Ct j 
Hush-A-Phone OP. 
ncer which safeaq 
y places wa 
nhane 
F 


- 


farry C. Tu 


++ 


on hand to de 


nes on @ per 


International Busines | Moechines Corp., New Vor’ 22, N : 


+ 


ersary showing. De 
pie meyer supply r 
Reeves Heyer, Arthu 

~laude Booth, sales 


New York 16, N. Y¥.—Th 
phone privacy and 
ted, along with the 

nachines to 


>| 
har 
arge. 


Hyprents tiie Service, Inc., New York, N.Y 


the e 


q s 


the new duplicator 
rit, stencil and gelatin 

srt Benson of the 
from Heyer head- 


A-Phone, a telephone 
juiet and hearing in 
sn attachment for the 
reporting. 


>resentatives 
ffice tele- 





tror and electr punched card a : 
writers, electr an electric time re signa j 
Q ifield of the | ‘ show orter n+ » ++ the | 
itkin Bros., Inc., New York, N. Y. syed by firm was 
A + Jamest a) -e-standing + > n A c+ 
Securit fF ent Cor - © - s ; 
Co n rt ‘ Chair Co.: - k Cc r 
zis P - Harter Cha ro Desk 
tkin brot . pe 
Korda Industries, New York 19, N. ¥.—C “ 2g f varic 
x . jaro r + ¢ av 3 turn shea un + Pa ++ ° e nteg a 
L-desk, file bookcase, all forming one at e. Als 
jed in the exhibit was the space planning w ff juidance 
the best utilizat of space and manpow with ture 
Korda and E. Lora Jamison were present ¢ et v 


Lathem Time Recorder Co 


yht watchman clock 

f the booth. 
Linguaphone Institu 
rmation concerr 
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, Atlanta, Ga.- n 
s and program clock 


te, New York 20, N. Y.—Vi: 


the Linguaphone me 


time recorders 
stham, Jr. was in charge 


sy were 


tors at this booth received 
f foreign language in 
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Quality + Fhiee - Sales | 


more dollar volume for 
YOU with WESTERN’S 
NEW all purpose desks! 


Here is product eye appeal at its very best! 
Beauty is only skin deep however, and 
Wesco engineering has gone far beyond to 
build veritable “battleship” construction into 
these brand new models. Give your buyers 
MORE desk for LESS money and you'll start 
that sales chart on the way up! 

Write today for addi- 


= — ; ; 
, Jastermhs ashton — Ihe 
tional data on the new 


holds its own in any company eco Wisien' "fre 


file and cabinet line 












+ eos 
Fashi ir f i when you are inquiring. 
oshign-Aire Secreioriol  wre@gardless of price! 
x fF WESTERN MFG. co 
Aerorg, iinelt 
Fashion-Aire Clerical Fashion-Aire Interviewer Fashion-Aire Executive 
Style No. 3047 Style No. 3062 Table - Style No. 3050 





































Ideal onristmas Gift 


For every home 


N For any office 

Sell SENTRY SAFES for Christmas. An unusual gift that 
fills a need in virtually every home or office in your com- 
munity. As a gift suggestion it will be welcomed by your 
customers. You're not only selling priceless protection for 
valuables, papers and cash, but a gift that will save the 
inconvenience of safe deposit boxes and possible tragic 
loss from fire or theft. Every home or office needs this pro- 
tection. Capitalize on selling SENTRY SAFES as gifts and 
reap amazing profits. 








No enn Line 
In This Price Range 
Supplements Other Lines 


| BRUSH-PUNNETT CO. 
ORDER NOW FOR CHRISTMAS SALES ow 


wie’ 545 WEST AVE.- ROCHESTER 11, N 
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. NOW...the makers of [gANeiug- world-famous 10-key 
| touch calculator -- and (CZ - the electrically 


engineered 10-key adding machine--announce the new 


HALDA STAR” 


DESCRIPTIVE 
FOLDER SENT 
TO EVERY INQUIRER 





Beautiful body design in the modern tradition by Erik Fleming, famous industrial 
designer .. . world's easiest moving carriage ... MAR-JET levers for single-touch 


margin settings . . . unique carriage-keyboard synchronization for uniform spacing 


regardless of personal typing tempo, etc. 





A FEW DEALER 


WRITE TO FACIT INC. 
500 Fifth Ave., New York City 36 


sa ; 
TERRITORIES Fy aad Cahoon iladiie 
STILL OPEN! [] Odhner Adding Machines 
SEND COUPON TODAY NAME TITLE 
COMPANY 
ADDRESS 
114 Sansome St., San Francisco 4 CITY ZONE STATE 
SASS a 


] 





Gentlemen: Please send us full dealer information on following: 























Se 
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office a 
York sa 

Charle 
Globe-W 
L. Natha 

New Y 
which w 


OFFI 








+} f 
e t 
the 


" 
Deep River, Conn 


F. G. Ludwig Ass P 
tat 

Magna-Crest Corr New York, N. Y 

MM e es. New N.Y w 


r wit 


A 


Manhattan St 


New York 7, N.Y 


New York 4. N. Y 


age & Warehouse Co., New York 19, 


“ 





A 
+ M. Mannt 
| 
Mane wer New Y x N.Y Feat ] Ww f > nat | 
f € 
Ww Yovis ) s? | 
Marchant Ca Oakland 8, Calif.—! eat | 
} w semi-aut ad 
S Br Ww 
M h Sten M Belleville, Ill. m 
~ electric tw te te 
Atte we 
17 ' 
f Ma » ves | 
Massachusett nsurance Co., Boston, Mass.—Pu: were th | 
in nin ae ‘ ‘ wanes 
was Roger B | 
: i 
Master Addresse Minneapolis 16, Minn.—M Ad 3 
i +} ew M rtat 
Kr 
urry Mendes Boston {5, Mass. he w 
, + M ; 
wer . 
Me e Newark 2, N. J ; w vr sad 
temaker and pl 7 Ww | 
| 
’ } 
Methods Research taten Island 4, N.Y ow 
Santaes of a I star 
) 
nage 
The Michael Press, New York, N. Y. were the Mile 
frame fo 
M nA 1e nr ¢ 
M Re e Inc., New York 3, N.Y splay here w 
self-powe it y recorder 
e, while wa 3 
er sy 3 
R kK k and x 
Mimeo Manufact New York 13, N. Y.—) " s 
' were Als ¢ 
f y 
M Prod ” rk, N.Y ‘ 
3la 3 and rain 
M 2 ; M e Co., Inc., Orange, N. J 3 were 
ete : £ . na. a 
r wa r _ 
& at M 
w orde 
» mat h 
wv . M 
4 
| 
he M w ork, N. Y | 
| 
A+ staf? of New 
h s Nath ew York N. Y jisplay were 
w 
i 
New York Teleph New York 7, N. Y J at this exhit 
tions. was Bett attract 
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WATCH OEC FOR VALUES! 





TYPEWRITERS * ADDING MACHINES 
BOOKKEEPING MACHINES * CALCULATORS 
ELECTRIC TYPEWRITERS » CHECKWRITERS 


We are one of America’s largest wholesalers. of 
used and rebuilt machines. Famous for high qual- 
ity, low prices! Prompt, dependable service 
anywhere in the world! 


Special offering 
of Reconditioned and 
Select Rough Machines 








Write, phone, wire, today 
for Dealers Wholesale 
Price List #400-G for 
details on these and hun- 
dreds of other unbeatable 
values! Easy-to-read list- 
ings; easy-to-order from: 








(rm Equipment Corp. 


298 Broadway, New York, COrtlandt 7-9091 


Tak about SALES APPEAL! 
Talk about Master Addresser! 

















The Popular 
MODEL 40 


Low initial cost... 
economical operation 

. simplicity of sys- 
tem... speed . . . versatility and cleanliness— 
these are the features which give Master Ad- 
dresser real universal sales appeal. You have 
more to talk about, more sales ammunition when 
you sell Master Addresser—the original spirit proc- 
ess addresser. 


Three models available—write today for full infor- 





mation. 
fltdl@e thd tédd0e CA 
6500-D WEST LAKE STREET ° MINNEAPOLIS 16, MINN. 
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C-THRU DRAWING SETS 
bring extra sales! 














Write now 
for more 
information 


A, 
till Mil. 


TeForR Cc ON N U S.A 


time 





=  JOOSLIN 
ECLIPSE 


+. PRECISION | 


q— Time | 
¢—— STAMP 


with these 4 star 
features 


*% 40 Hour Precision Clock 
Movement 






gives you sales 
advantages that 
boost volume 
and profit. 


% Jeweled Clock Movement 


*% Patented Universal Joint 
Absorbs Shock 


*% One year guarantee 


Write today for information 


A. D. JOSLIN MFG. COMPANY 


MANISTEE, MICHIGAN 





dressed robot who explained and answered questions regarding the Metro- 
tan Area Service Plan. Also featured was a demonstration of the Trar 
sistor, designed to replace the standard vacuum tube amplifier in many 


f its functions and a story of the growth of the telephone industry within 
New York state. Added interest was achieved with Progres Comr 
: tory mmemorating the 300th anniversary of the New 
York. Service Manager Hubert O. Mueller, Lectures & Demonstrations, was 
srge 

Nu-Grain Corp. of America, New York, N. Y.—Featured here was a 

Jescript of a special process of refinishing wood office furniture on a 
irge-scale basis. Several before and after examples were on display. At 

3 the booth were Charles S. Gringer, Jack smith and [ j 


Nu-Plan Record Co., 805 Eye St., N. W., barman or» D. C.—Willian 


Baff, owner, was arge of this exhibit, demonstrating the Bookardan 
ter f making possible indexing in strictly merical seaqué e while 
naintaining an alphabetical order. The system is aimed to sor as 
a 1ex 
Old Town ge Brooklyn 38, N. Y. oe hibited were spirit duplicat 
Jf af } es ribbons, carb printeqg master units anda re 
pplies. G. ° arlir advertising manag was in charge of the 


Olivetti Corp. of America, New York 36, N. Y n exhibit at this booth 


Ww the Olivetti fy y automatic printing 5 slat and the ¢ vetti Lettera 
22 portable typewriter. Atias Business Machine p., 233 W. 42nd St., New 
Y k ¢ ty, attended the booth 
Onaiid Division, General Analine & Film Corp., Johnson ™ N. Y¥.— 
nter of this display was the Bambino, compa »w office pying ma- 
e. In attendance were Hugh Silbaugh 2: A. Trav snd W Terrence 
Payroll Tax Service, New York, N. Y¥.— The Pay master, a d e which 
c tes in one writ 3 the three records required oe payr bo kkeeping 
was Lisp syed here. The machine features a f tion writing line, auto 
nat register on all forms and Inkarbon copis Pay master 8 showed 
for the first time te new time saving one-write systems for } nts re- 
vable and acc ts payable. Joel |. Laskey was in charge 
Pentron Industries, Inc., Chicago II, IIl.—< lisplay was the Pentron 
Dictorel, featuring the ‘paper that talks"’. This « tronic dictation machine 
a sheet of paper as the recording device, which may be folded, mailed 
ed and written ur Irving Rossman, vice-pr Jent in charge of sales 
attended the exhit 
pe Cola Co., New York, N. Y.—This firm maintained a hospitality booth 
? J refreshment, a a. Spor severa f the e popular Pepsi-Cola 
ve ng Mmé h nes u } many >tT ces. J ne B Ba wa ; 2 
Photostat Corp., Rochester 3 N. Y.—The Photostat instant pier, M 
tr snd Microf yuioment were on Jisplay s¢ this & +} Everett 
B. Drew was ir harge 
Peiney- Bowes, Inc., Stemtord, Conn.—Shown we f $ cance 3 ma 
heck endorsing machines and signers snting and printing 
schines, envelope opening and sealing machines, folding machines, letter 
€ etter sealing achines, mailing scale ma e tage 
neters and tax meters and machines. Manager of the New York office 


LE hnston, attended the booth. 
Plus Computing Machines, Inc., New York, N. Y.—On display were the 


Models 506, 509, 512 adding machines; the mods 906, 909 and 912 calcula 
tors; the Model 909 Unilectric calculator and the OTA Resulta « tr ad 
jing-figuring machine. President Henry Mathieu was in charge of the boott 
assisted by Leonard Tompkins, Otto Corback and Margaret Dupigna 
Preciea ae Machine Co., Inc.—Displayed here was the mplete 
f nd-operated, listing adding machines and electric listing machines 
for adding, subtracting and credit balance. Al! feature the Recall key 
tiple pher key a step-over multiplicat harles W. Hoover was 
srae assisted by Harold Knecht, Walter Kagi and Mrs. Charles W. 
H 
eesti Ribbon & Carbon Co., Inc., Garden City, N. Y.—The firm's com- 
plete line of carbon papers inked ribbons art zed rolls, spirit and 
yelatin carbons and the new line of Ormig spirit duplicating and systems 
schines were exhibited. H. Ring, Jr. and J Donnel were in charge. 
R. C. A. Communications, Inc., New York, N. ¥Y.—Demonstrations of In- 
national Communications Systems were the Tex two way istomer-to- 
tomer teletype service, International Radiophoto service and the semi 
sutomat international radiotelegraph service harge of the booth 


wa ~ Je Angliss 

Recording and Statistical Corp., New York, N. Y.—Products shown included 
hed-card accounting services, plus offset and letterpress printing. 
Campbell, manager-statistical services was harge of the booth. 
Recordit Corp., Division of Crescent Industries, Inc., Chicago 31, Ill— 
The Model R-25 Steno for both dictating and transcribing was on display, 
nq with the Mode! R-28. the Executive, for dictation only and the Model 

R-26. the Secretary, for individual transcription 
Regna Cash Registers, Inc., New York, N. Y.—Featured at this booth were 
registers and adding machines, all manufactured in Norway. Mrs. B 


Borresen was in charae of the booth 
Reinhold-Gould, Inc., New York N. Y¥Y.—On display at the booth were 
i papers-ledger and mimeo bond, envelopes and duplicating papers. 
Vice-president Fred H. Pinkerton was in charge of the booth 
Remington Rand Inc. New York 10, N. Y.—The latest developments ts 
e of equipment for t office was featured by this firm. Displaved were 
e computers, fhe w cost bookkeeping machine, Conve-File and 
srd.O-Matic elect slly-powered file units, Dual Film-a-record micro- 
filming machine and trar py duplex. plus ¢ fiem's line of mplete 
e equipment 
Rex- Be Distributing Corp., New York |, N. Y.—Featured at this booth 
was the Rex-Rotary twin-cylinder duplicator, ir jing the newest model 
jouble-sized duplicating machine containing exchangeable automat king 
The Copyrex liquid duplicator was exhibited als Officials of the firm 


were in attendance 


Rol-A-Factor Div., Forster Manufacturing Co., Wichita, Kans.—Shown were 


the Model F, factor machine for automatic computation of interest factors 


1 of number of days between any two dates and the Model TF—exact in- 
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Che control tower for your business is your office. To 

keep pace with the modern production methods and increased 
speed of this mechanical age, it needs to be 

q designed to make most efficient use of floor space and 
your office around personnel. Browne-Morse office equipment is especially 
designed to expedite work in the modern office. Its beauty, 


BROWNE-MORSE comfort, convenience and durability make your day’s work 


f ‘ faster and easier. Such careful office engineering and a 

aliieis | 
urniture 42-year reputation for quality have made the Browne-Morse 
Company known as Architects of Efficiency 


for America’s Offices. 





gc*® wy Ste 
.% AX le 
So J ‘e 
B 7: j | | * 
rowne ‘| OR 4 










di A | 
—\P | 


orse | 
RICA'S orritts 


COMPANY 
” KEGON MICHIGAN 
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now..GUARDSMAN SAFES 
in a new dress! 


Down to the floor “skirt” design hides casters 










Left to right—No. 6108S truck chest. Under it is a C1613 
Underwriters’ C-T20 safe. No. 812 “E’’ Rate money chest, 
with Underwriters’ relocking device label. Under it is a C1914 
Underwriters’ C-T20 safe. Next a C2216 Underwriters’ C-T20 
safe. And a C3218 Underwriters’ C-T20 safe. To the ex- 
treme right is a No, 4LF Flame-Guard insulated one-hour file. 













oe ead * ars < AAS da a, Send for Guardsman Safe Catalog 


| GUARDSMAN SAFE COMPANY . LA PORTE, INDIANA 


’ >? .- - - a ‘is . ~ > - 











BRIGHT 
Rca OUR NEW CATALOG 


BEAUTIFULLY ILLUSTRATED 


NOW AVAILABLE 
Bast off the Pres 3EzAX 
: ae OU 


— 












WRITE FOR YOUR 
cory TODAY 






“BUILDS 
| REPEAT 
\ BUSINESS 


— 


. y ih 


127-133 BLEECKER STREET, NEW YORK 12, N. Y, 






4 A 
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» nterest or divided 
snacer. areeted v to the booth 
Royal Typewrit New York 16, N. Y “ were the Roya tand 
i Roytype pr slong with the Roya 
New York sales manager 
New York 
kK assistant Roytype 
e Pa ) ss the new Safeway 
f Safeguard heckwrit with the specie 
eat 753 40th anniversary mode 
A W jow 4 tore room hum Jifiers 
s and Ritcl otbing cushions for 
Ewald M Strauss, W. O. Arnsteir 
M nical Engineering, New York 12, N. Y¥.—This fir 
$ Me pent Deda aging machine 
we } ts 
| mé 3 
w arae w 
be C . vote 
' V led the , 
e 5 w ais Jer trated 
f rde sales snag 
New N. Y hown was the N erbar, portat 
equipped with | 
t w finishes r he 
hredma Brooklyn, N. Y n display > wa 
ie ; rae f the - >+h 
ght-Light Div f M. G. Wheeler Company, Inc., Greenwich, Conn.— 
ete S sht £ fice shting 
Ss were shown 
fices a s| ap 
. . the hoot 
x Me Inc., Newark 5, N. J syed e w 
. Oeiien ‘dna . | eas a 
tials ot ob 
ex Time Re jer Co., Gardner, Mass.—T re ng syst 
jram systems, w iisplayed along w 
na n 
} we Ys 
iScrit New Haven 4, Conn ; s exhibit wa 
tating, t ‘ i business recording 
ew tinuous magnet 
equ e 
“ ing eer 
Mos Versat 
Chicago, Ill f 
tat P . 
Ww ¢ answe 
Chicago II, Ill wed 
' r 3! type chairs. witt 
Enginee 
| the Ny 
‘ \ su Ts 
MV Matthews 
Pa purifier 
wa 
t Busine M rp., Great Barrington, Mass ea ' 
wift Ada } } M -} es 
rt . 
“a c > 
yw 5 A & B 
4 P " 
r 
5 Mo 1w 
Fa w York 18 N. Y w 
F prenas e0a iy 
t aph ste 
s 
3 necessar a 
‘ ce ¥ 
n n Wl w 
} 
' 
A 
“* w York N Y at 
iw 
on 
Conn 
e 
N Y 
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modern 
aluminum 


accessories 


by VALCO 





aot |} Offices hoteys i vestauras® 





These gleaming 
satin-spun aluminum 
accessories combine 
eye-appeal and 
buy-appeal ... 
resulting in faster, 
easier sales, quicker 
turnover ... more 
profit for you. 

















write or wire 
for details and prices 


No. 260 
Smoking 


bo WALCO ont 


1311 Ann Ave., St. Louis 4, Mo 





No. 25 
Torchier 











No. 17-C 


Custumer 


QUALITY 
STEEL 


SHELVING 


To fit every 


purpose, from 
ey baMttabte ce) 
closed 
compartment 
shelves. 


See our illustrated catalog 

for our line of Steel Shelving 
Units. 
specifications. 


ESTEY METAL PRODUCTS, INC. 


1 Catherine Street Red Bank, N. J. 


It lists dimensions and 
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ABSOLUTELY SAFE... NO CARBON-TETRACHLORIDE 


TO GUM AND GOO/ 


with the amazing 
type cleaner... 





Help your customers get 
SPARKLING LETTERS... 
and build good will for 


your establishment. 





CLAR-O-TYPE not only cleans type 
cleaner .. . it’s 100% safe. Non- 
inflammable. Sturdy, easy-to-use 
dauber chases lint and dirt. Order 
through your jobber or direct. Liberal 
discounts and free dealer helps. 


Once tried 
always used 












THE CLAROTYPE CQ@imme gemma > wy. y. 

















= 


The Acco Fasteners 
in Accopress Binders 
bold from 2 to 2000 
sheets. oe ities 
from 1 to 6 inches. 


ACCOPRESS 














BINDERS 


Accopress Binders are the economical loose leaf—or 
permanent—means of binding business papers. Made 
of fine pressboard. Long in life. Low in cost. Stack 
flat. They insure permanent safety for all records— 
letters, orders, contracts, invoices, reports, etc. Choice 
of many styles and sizes. See your Acco catalog. 


ACCO PRODUCTS, Ine. 
Ogdensburg, N. Y. 


In Canada: 





Lid., 





deco Canadian Co., Toronto 























FASTENER 
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w products, Vistem, for filing tabulating cards and Visifile f 
be snd other document 
Vocatron Electronics Div., Vocaline Co. of America, Inc., Old Saybrook, 
Conn.—Displayed at this booth was the Vocat portable intercom f 
b Attending were Verne Roberts sles director 
; este M trong ? sing manager tron ; »ayor ‘ 
Warren-Connolly Co., New York, N. Y.—Vornad sir conditioners and 
Vornad sir . "oF were featured at this t > with RE Choas 
jing 
Wesel Cgenernn, Inc., New York, N. Y.—Time and space-sav 
we featured at th booth. Product uded the Rotor 
Produc-Trol visua ntrol boards, visible-vertica ard system and the 
3NaLok visible nets. R. W. Wa 3 t 
the firm. attende 
Aiteod Allen Watts Co., Inc., New York, N. Y Kerr wa harge 
th, teat | arbon interieaved C é Torr porn apsets 
Weber Addressing Machine Co., Mt. Prospect, Iil.—The Web-O-Pr 
nd ¢ ter for addressing tags, labe and tainers and featuring 
aan inting attachment for use in checking the quantity of iten 
sddressed with ¢ f lading or invoice was featured here. A jisplayed 
we ther Weber labe! and marking systen President Joseph Weber 
wa narge tT The Dit a sted by Joh riawr Dan Powers 
Al Ritt 
Webster Electric Ce. Racine, Wis.—Products shown at this boott sided 
talk nter r gitor ysterr nd Ckotape re jer a i 
tacey attended at the booth. 
Webster lt Corp., Chicago, IIl.— jisplay were 
”" a re orde ; +a? lad acn ne c rtact we ’ rder 7 Jenera 
type, table wire recorder and portat ecorders with two-speed 
ent. In charge of the exhibit was Felix bert, manager, Webster 
30-Divis ted by Lester Hirtensteir i Noel Macay 
Western Union Telegraph | Co., New York, N. Y.—Featured at tt boot 
w " for transmitta e 3¢ betweer pliant 
betwe ts and office A sy Ww ew 
F ; 3 t apet ’ tra t 3 t 
7 4 t Row } ; New Y M 5 
j wa harg 
Winchester industries, " fac.. River Edge, N. J hown were 
e eauipment for as duplicator bianca oa widely 
+e A nachine were equipped f ‘ wit 
IuUC 7 3 Sysre 
Yorkville Paper Co., Wright Division, New York, N. Y splayed were 
MA 7 pape towe var ta £ Te r " Tans re sumer 
f Mtg 
A ; : manage! ; ter wa 
M Ma Ra Paper Queer f 2 k 
bh ee etal 
Zephry American Corp., New York 14, N. Y 
t J } 7 K x JeSk-Tor na 73a wa 
A Neustadter was t 
R MA A r 


BUSINESS SHOW GUEST BOOK 1953 
Following are names of visitors who stopped in at 
the OFrFriIcE APPLIANCES booth and signed their names 
in the guest book 


A 5 jna R 
A yew k, N 
“ Yew K ‘ 5 = ’ Ww 
A eo! A New ‘ T 
& Yew Y k N y orer 3 5 
A R R Ad M 
enst N. M M 
A R K A P , 
New T x N 0 “4 K 
A ) e & ' 
t New . a © 
A Hy { Anderson Cc 
M + Jew York ; M 
Br 
A k ; ate 2s M x M 
x t M ada ; K 
PA a 
A New N 
RQ M j " R A A K 
MM f " N 
5a Bill | er n A 
“a ar e New N Ne rd 
5a E. & nrist a 
een _ New 
5B kw Wes R Ty Lonen M K 
w ¢ N ae. ve r 
Be Abe, Central Stationery New 4 
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rateful thanks and best wishes 


of the season from Sengbusch 


{s we pause and look back over our 51st 
year, we realize that we owe a real debt of gratitude 
to you, our friends in the stationery and office-supply 
fields. Your support and cooperation are constantly 
our incentive to continue developing the very 
best in time- cnd money-saving office aids. 
We want to take this opportunity to say “Many 
thanks” and to hope that happiness and 


prosperity follow you through the coming year. 





352 Sengbusch Bldg., Milwaukee 3, Wisconsin 





INSTALLATION AFTER INSTALLATION 


JUST ONE OF THE INSTALLATIONS AT 
proves HAMILTON STANDARD PROPELLER DiV.; 


DOLIN STEEL 
STORAGE FILES 


BEST 








FOR MAINTENANCE OF SEMI-ACTIVE RECORDS 


15 SIZES 





Write for complete information on this “Consumer 
Demanded” line... 


a a a TI 
DOLIN METAL PRODUCTS, INC. 


315 Lexington Avenue ° Brooklyn 16, New York 
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IT PAY$ TO BE SURE ! 


TRADE 











‘//// 


Aart 


“1, SU ERDEX 
























5. ie THE QUALITY LINE OF FILING 
SUPPLIES & GUMMED SPECIALTIES P 
AT LEADING STATIONERY STORES 3 
THROUGHOUT THE COUNTRY 
VERTICAL FILE GUIDES © GUIDES © FOLDERS © INDEX 
CARDS © INDEX TABS © TRANSPARENT INDEX TABS @ 
BLANK INDEX STRIPS © ROLLED LABELS © PROTEX 
LOOSE LEAF PATCHES © ADDING MACHINE ROLLS @ 
Peewee, SERLIBS TAPE © PUR VEICRETS e@ 
Bro 
THE WARSHAW MANUFACTURING CO., INC. 
1 MAIN STREET BROOKLYN 1, me © 
New 
torner 
k 
AMERICA’S MOST VERSATILE 
DESK LAMP — GOES ANYWHERE .. ) 
The newest GENERAL desk lamp has an amazing / 2 
amount of eye appeal and a surprisingly low price! y/ ‘\ i : 
Comes in both two tube and one tube styles. The ¥ ‘ 4 
finishes are fused on for lifetime wear. Condenser o~. grt, YY Yo 
suppresses radio interference. All parts U. L. ap RETAIL PRICE ‘4 ‘ Ps 
proved. Takes T8, 18”, 15 watt tubes TWO TUBE MODEL 7" ~ 
FOR TWO TUBES 
No. 612 for two tubes, statuary bronze | 
No. 613 for two tubes, gray a 
FOR ONE TUBE ( ,' 
No. 610 with one tube, statuary bronze — 
No. 611 for one tube, gray 
COMPLETELY 
ADJUSTABLE t 
seca LAMPS MFS. CORP, ELWOOD, IND. me 
Muskeg 
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OVER 50 YEARS OF LIGHTING SINCE 1896 
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BUSINESS SHOW GUEST BOOK 1953 








iJ 
. . Eckert Maish, Raiph, Dennison Mfg. Co 
4 ‘ New York, N. Y 
A ne Steel Mann, J. L Sturgis Posture Chair 
Co., Chicago, Il 1 
Marsh, Walt, Marsh Stencil Co 
. Belleville, Ill. 
Mayer, Ewald, Safeguard Corp.., 
le Lansdale. Pa. 
‘ ) McNeal, George, W. H. Gunlocke * 
Box Chair C Wayland, N. Y. 
Meyers, Chas. S., Chas. S. Meyer 
B In Miami, Fila. 
Miller, Walter, Otto Ulbrich Co. 
M ? In Buffe N. Y. 
' ' Mills, E. S.. Monroe Calculating 
Fotis Machine Inc., Orange, N. J eS Toe 
Y Monroe, Donald, Stanstee!l Corr 
College Point, L. | Y 
Mulhall. W S. McHugh Inc 
Sarde ty N. Y 
M , hn H NOFA Ins 5 
n New York, N. Y 
N 
VNarnar Chas. S. Natha Ir 
New York N. Y e 
Ne n A WH Gun k 
3 Nayland, N. Y 
N 4. Regan Furniture 
p w Y ’ N y 
N “ +4 Reagan 
F New York. N 
Nem H Reaan . ture 
{ ro New York N. Y L 
py Newman, Howard, NOFA A profitable name in carbon papers .. . 
Newman, Samuel, Milton Stone as hundreds of dealers know! Features a 
“Color-Theme” that makes sales easier! 
aes ' Send for samples . . . and see for yourself! 
$+ sft 7 
New :. ik + 
e, H Addressograph 
: Multigrapt rp., New York, N. Y General Offices & Plant 
‘ 5. TYPEWRITER RIBBON MFG. CO 
Parker. Mr. & Mrs. Charles U. . . . 
Hi R. P. Hussey Associates 
a a ee 621-623 CHERRY ST. - PHILADELPHIA 6, PENNA 
. need Pfitzenmaier, E., Suburban Typewriter an 
Co., Ardmore, Pa Ks blished L895 
Philips, P. L Soldsmith Bros 


New York, N. Y 
Phillips, Walter F., Phillips 
i, Equipment Co., Harrisburg, Pa. 
5 Pinco, B. B., P. S. Murphy & Cc 
New York, N. Y 


Poag Peter American Dictating 
la Machine C Inc.. New York 
v } N Y 


r ack Martin, Supreme Steel 
Products, Maspeth, N. Y. 
merantz [ k A Pomerantz & 
Co., Philadelphia, Pa 

Pratt, Robert T., Clary Multiplier 






Corp., Linden, N. J. 
’ - 
Rawdon, Blaine, Manhasset, N. Y. CNM DATERS 
Rentsler, Guy H., Remington Rand 
Inc... New York. N. Y. 
Ritchie, | + R.. Type Distributors oy in on the changing calendar by 
New York, N. Y selling Faymus daters—the quality line 
Rosendorf, Sam'! S.. Southern Stamc that brings customers back for other 
& Stationery Co., Richmond, Va items, because each stamp carries your 
advertising. 


Faymus daters rank FIRST in the 


s industry because they are expertly made 
Seymour, J. G., Security Steel Equir of only the finest materials. Beautifully 
, ment Corp., Avenel, N. J _e kaged with colorful, sales-making 
Sheinman, B., Beaver Furniture Co aymus styling. Also available in at- 
New York, N.Y ; : tractive counter assorted dozens. And 
Y. Silvers, David C., American Busines the features shown here are unequalled 
ting Machines, Ir New York, N.Y by any other line. 
Y Spaide, Al, Al Spaide Co., Philade 
phia, Pa © BANDS OF RED RUBBER—far more durable, resist 
eoh W Blanchard Bros. & rough treatment. 
" Newark N. J © 6-YEAR LIFE— year band is not quickly ovtmoded, 
Sertrude. Speed Key Cort carries —— ears of dates. 
al NY ’ e BANDS NM EASILY—never stick, never slip 
ta ry Multiplier once set. 
~~ al css as © RUGGED FRAME—for long, herd service. Heavily 
f N. J chrome plated. 
ke A. f pper Varby, Pa © HARDWOOD HANDLES—select wood, beautifully 
ae Rite Line Divisior finished. 
ste New York. N. Y © EXTRA—yeer band carries useful wordings: Rec'd, 
Ans'd, Ent'd, Paid, A.M., P.M. 
© Imprinting et no cherge on quentities of one 
T @ross or more 
: : * Alse eveileble without imprint. 
agley, Philir Consolidated 
neers Me af Co., New ."C y Y Also write for New Catalog No. 153 ORDER 
nurper 5 veorge ora XY 


“ambridae. Mas 
B Toma, Stephan J., Gillette Camera 


TODAY! 





Supplie New York, N 
Tomb, D. W seneral Fireproofing 
e Tompkins, Leonard J., Plus Comput Fas nw, DIV., Bankers & Mercha 
ng Machine Co., New York, N. Y 


3229 North Sheffield Avenue . Chicago | 


(Turn to page 222) 
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| 
| 


| en + 
+ Merry ~* 
+ Christmas + 
* anda Happy ~« 
x New Year x 


We take this opportunity of thanking our friends 
» for making 1953 an outstanding year in service >t 
to the office equipment industry 


We assure you that every effort will be made to meet the ever growing 
demand for HEDGES FILING SUPPLIES. 


—_ MANUFACTURING COMPANY 


2931 WENTWORTH AVE. . CHICAGO 16, ILLINOIS 





















he Hagel iw 


G POSTURE CHAIRS 


‘Sell KIN 


Beauty, 
and Quality... 4 







f 
/ 


LP 
f 


>». . y 


fers the biggest chair 
office dollar can buy. 
idsome styling and 
ted quality of the 
line is in- 
ling. You'll find 
les easier to make . 
c sales easier to 
| acquire a 
satisfaction 
before enjoyed. 
ee corscanel are 
investment- 
sae THAN, Ys 7 
heres BUSINESS. PRINCE REGENT 
. Deluxe Swivel Arm Chair 
MODEL 530 


Sa 


cata ¢ of c 





| Today f the New Royalty Line Liter 
i KING POSTURE CHAIR co. 


753 South Raymond Avenue * Pasadena 2. Californio 
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pp, Bernard D., The Ar ar Wilson, W Diebold 
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Trout, Henry, Palmer Trout & Ce W ooseley Yawman & Erbe 
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Parker Pen Opens Arrow Park Plant 


Famous names, rare documents, a new $42 million 
plant, music and free baby sitting, were included 
in the attractions offered by the Parker Pen Company 
to draw more than 14,000 people from the surrounding 
Janesville, Wis. factory area to the opening of its 
new Arrow Park plant. 

Featured exhibit was the famous names’ display, 
showing pens of 55 prominent Americans who loaned 
the instruments for the open house event. The “Path 
of Nations” permanent installation bordering the front 


DENS OF FMGUS ERE . 





Personality Pens on Display ... This “Pens of Famous 
People” exhibit at the Parker Pen Co.'s Arrow Park attracted a 
gathering that came to view persona! writing instruments from 
55 eminent Americans. Each pen was displayed in a separate 
case, decorated in accordance with the personality’s profession. 


of the plant represented foreign lands with a 172-foot 
strip of native stones and national flags of 85 free 
nations and territories. Stones for the path were 
gathered with the help of the firm’s foreign distribu- 
tors. An exhibit of rare documents, arranged through 
historical societies, was a graphic demonstration of ad- 
vances made in writing equipment since ancient times. 

Most impressive of all was the plant. Built at a 
cost of more than $4,500,000, it includes complete air 
conditioning and sound control, light-filtered windows, 
a park area for employees a plush dining room and 
ample parking facilities. There are no time clocks in 
the plant. The firm eliminated them two years ago 
and workers since then have been on an honor system. 

During the open house, plant hours were changed 
to 10 a.m. to 6 p.m. and a free baby-sitting service was 
provided to encourage visiting, as employees were 
given time off to show members of their family the 
plant. Visitors from 25 states, Switzerland, Thailand 
and Canada enjoyed the day. 
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NOW...in one compact unit Photorapid copies anything in seconds! 


: | newest development in photocopy 
simple— nachines, now available in one compact 
t, 1649" x 2344” overall, with only one 

b to turn, can be operated easily by 


y girl in your office 


black with white tr looks well 


NANdSOME—  svvrnere 
a urate N natter how fine the deta or what 
CC the colors, if you can see it in the original 


will see it in the photocopy 


i| ry ces exact, letter-perfect copies up 
versatl P— to 14° wide whether the original is sin- 
e or double sided, opaque or translucent 

te or colored. Photorapid’s legally ac- 

ed copies are ready for instant use, 

nating costly typing, hand copying 

hecking or costly outside copying 

Photorapid you can make single 

opies, double side (to reduce filing 

pace transparent copies for use as 

ters with diazo or blueprints, tissue 

pies for air mail-—all at an unbelievably 

w cost. Also two-part models for copy- 

from books without removing or injur- 


pages 


fast— | , onds your finished, perfe 


ps longer 


advantages— "ernst contwction wovents cr 


copy ts 


BENTSON 











ie 


W rite for details 


DEPT. H, 105 CHAMBERS STREET 
NEW YORK 7, N. Y. + BA 7-4150 


Carbon Papers « Inked Ribbons « Duplicating Equipment « Duplicating Supplies 














The Line of Most Assistance 
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EXECUTIVE SERIES 


STEEL DESKS AND TABLES 


Designed to a modern trend in office 
furniture STYLE LINE advances a new 
harmony of distinctive beauty, office 
comfort, convenience, flexibility and 
lasting service. 

The ‘Executive’ provides large tops 
for adequate work space and all of 
the functional qualities of ‘‘planned- 
to-serve’’ desk accommodation. 


WRITE FOR COMPLETE DETAILS 


MNS —s The BENTSON MANUFACTURING COMPANY 


AURORA, ILLINOIS 
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why—ASF 


VERTICAL FILING? 


because 


e IT SAVES PAPER—MANPOWER 
e PRESERVES OFFSET PLATES 
AND MASTERS 


ATLAS DELUXE 
PLATE MODEL 


Capacity 200 to 600 plotes. 
2514" high, 13” wide, 26” deep. 


ATLAS PLATE HANGERS 

The vertical hanging of masters as- 

sures protection against scratching, 

dust and improper oe: One 
an 





master is filed on each SHA Bt: 
= two masters on each PSC SPECIFICATIONS 


ATLAS INDEXES 


The hangers are quickly identified by 





means of the removable metal in- ished in gray, black 
dexes which may be obtained as wrinkle or gray hammerloid 
additional equipment. Both standard Write for information on o 
and angular styles ore available. finishes 


WRITE FOR ILLUSTRATED LITERATURE ON THE COMPLETE LINE 








FOR STENCILS, OFFSET PLATES & NEGATIVES, X-RAY, ETC 
om, 


\ 


ow 


ATLAS STENCIL FILES CORP. 16720 WESTFIELD AVENUE + CLEVELAND 10, OHIO 


PAPER PUNCH 


Simplest, surest paper punch made. Punches all 
3 holes for 3-ring binder sheets at a single squeeze. 
No adjustments to make, no gauges to set, no 
places to mark. Just insert sheets and squeeze! 
Accurate and trouble-free. Weighs less than 16 
ounces; fits brief case or desk drawer. $3.75 list. 


Order from your Wholesaler 


MODEL 3...Punches 3 holes 
\{" dia., spaced 4%" on centers, 
4%" from back binding edge — 
standard spacing 11"x 84" sheets. 


NEW ENGLAND PAPER PUNCH CO. 
NATICK, MASSACHUSETTS 


WESTERN REPRESENTATIVE—HARRY HENKEL ASSOCIATES 
Western Merchandise Mart, 1355 Market St., San Francisco 
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All Steel Construction, 
Bearing Suspensions, Separate 
Hanger Frame Models fin 

























NEW 1954 TAX CHARTS 
ALL FIGURES ON ONE LINE 
For All Salaries from $0.01 to $200.00 
INCLUDES DEDUCTIONS FOR 


2% Social Security—Weekly Withholding Tax—N. Y. State Disability 


(For firms outside N. Y. State, disregard the last column 
“N. Y. State Disability’) 


SHOWS ALL DEDUCTIONS ACCURATELY FOR ALL EARNINGS 
WHETHER EVEN DOLLARS, OR DOLLARS AND CENTS 


The Most Complete Jax Charts 
On The Market 


In Chart Form IN BOOKLET FORM 
Weekly Bi-Weekly Semi-Monthly Monthly 
(with protective No, 6400 No. 6500 No. 6600 
transparentiocket) | salaries to $400 | Salaries to $500 | Salaries to $1000 
19° Each 350 Each 320 Each 5 Eact 
f.o.b. f.o.b. | f.o.b f.0o.b 
minimum 12) minimum 3) ' (minimum 3 (minimum 3 


The weekly chart also available with 34% New Jersey deductions 


No. 153 $1.25 Each 


The weekly chart also available with 114% Philadelphia deductions 


No. 950 $1.50 Each 


Order Now in minimum quantities for usual dealer discount 
Mivlishers of Nation Wide Office-Aide ‘Pom. 22": 
CATALOG ON REQUEST. 


THE COLONIAL COMPANY 


2416 65th Street Brooklyn 4, N. Y. 
Nightingale 5-8880 











Don't Waste Time 


bes Office | 
LOOK IT UP; [te 


4 = BUYERS 
eres INDEX 
ISSUE 

















This is your ANSWER BOOK 


to all your Buying Needs 


Easy-to-Use BUYING IK INFORMATION 


PRODUCT INDEX—over 1,500 products classified 

: DIRECTORY OF MANUFACTURERS—over 3,000 with names 
and addresses 

3. TRADE NAME—TRADE MARK INDEX—Over 6,000 with 
names of manufacturers 

4. MANUFACTURERS’ ADVERTISING—many use catalog-type 
advertising giving complete product information 

5S. TRADE ASSOCIATIONS—City, State and National—name: 
and address of officers and meetings dates 


Keep your copy handy-use it often 
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Office Appliance Dealers 


Prepare for New Year 


@ OFFICE APPLIANCE MERCHANTS are busily 
planning a cavalcade of new business building pro- 
motions which are economical, yet highly satisfactory 
Here, then rapid run-down on just what is slated 

o happen during the new year. 

To start the new year off right, one office appliance 
iealer is sending out New Year's cards to all cus- 
tomers of the 12 months. The card contains a 
photograph establishment and enclosed is a 
voucher good for a 5% discount on the very first 
purchase of the new year, whether it be in the 
amount of $.25 or $125.00. These cards are mailed 
out during the last week in December and are dis- 
patched first class to ensure safe receipt. 

The same dealer invites any interested individuals 
in the commu! to become “1954 New Products Club” 
members. Those enrolled receive between the Ist and 
jth of each month a mimeographed bulletin describing 
new office equipment not as yet in stock but which 
will shortly be on the market. 

Members are offered first opportunity to purchase 
such new products. Nor is this all. Each member of 
the club receives a membership card which entitles 
him to a free demonstration of any new item in 
advance of it display 


issues Novel Calendar 


Another eq enterprising office equipment dealer 
is issuing a New Year’s calendar but of a vastly dif- 
ferent type than usual. Each page contains a photo- 

raph of some store, office or factory which opened its 


doors during 1953 and is now a year old. For example, 
the March page of the 1954 calendar would contain 
a photo and brief data on some concern which first 
began doing b ess in the community during March 
of 1953 


This “Salute he One-Year-Olds” is unique and it 


pleases the relative newcomers to the community. 
The calendar also includes something to considerable 
value to businessmen—a listing of sunny and rainy 
days for the month, so that store owners can plan 


sales and arrange out-of-town trips. The forecast is 
based on the U. S. Weather Bureau advance data 
provided in the calendar. 

Still another office equipment concern will during 
January only arrange to have a representative call on 
any store or office to inspect each piece of office equip- 
ment and issue an appraisal of current trade-in val- 
uation. These appraisals will stand valid for a full 


fortnight after the examination. The examiner will 
list any machines which in his candid opinion have 
lived their sphere of usefulness. 


Contains Recommendations 


Without any 


ll contain recom! 


ittempts at high pressure, the report 
nendations for any new equipment 
office or store currently does not possess but 
expenditures or speed up operations 
ere is no charge for this appraisal. 

A copy of the report goes to the individual whose 
office or plac f business has been inspected. A 
the dealer’s files for follow-up 


vi 
the 
which might 
Tt 


duplicate repos¢ 


pur poses 
Any store, office or factory may arrange for such a 
New Year’s “once over” without any iota of obligation 


whatsoever 

Then again, at least one member of the office equip- 
ment clan will start the new year off by issuing a 
directory of all social, business and fraternal or hobby 
groups. This directory which is multigraphed, 
will contain addresses of headquarters, names of offi- 
cials with home addresses and telephones, meeting 
time and place, and dues data. 

No group is mall to be represented in this com- 
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ONLY 


The ‘’Precise’’ TRIMMING BOARD 
Has All These Wanted Selling Features 


@ Patented Fi Tip Controlled Paper Guide 
e Finest Steel Blades, Carefully Ground 

e@ Two White Scales on Black Background 

@ Only Finest Seasoned Hardwood Used 

e Every Board Completely Guaranteed 


You offer the finest in the New “Precise” Trimming Board. 
It has everything your customer should have for trimming, 
cutting paper, paper board, etc. The patented, odjustable 
paper guide locks and releases with a finger flick, 2 white 
scales on black background speed 
accuracy and measuring time. 
Models 5, 6 & 7 have special 


5 POPULAR SIZES 





safety spring. The “Precise” is a No 3-1$i-— Bisse 
steady seller wherever displayed. No. §—1310-—ieas 
No. 7—244e"—Blade 


Order Your Needs Today! 


AMERICAN PHOTO LABORATORIES 
Dept. A, 28 N. Loomis Street, Chicago 7, Ill. 














a i 
Ouse 


RALPH MORSE FURNITURE CO. 


MICHIGAN 
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ALL MAKES—MODELS 
INCLUDING WIDE CARRIAGE 


ADDING 
MACHINES 


SUNSTRAND—BURROUGHS— VICTOR 
DALTON—Hand or Electric 


CALCULATING 
MACHINES 


MONROE—MARCHANT— BURROUGHS 
COMPTOMETERS—Hand or Electric 
ROUGH or RECONDITIONED 





White for Prices 


Also ask about our ADDOMETER, the add- 
ing and subtracting machine that retails for 
$14.95 and pays you Extraordinary Profit. 


RELIABLE TYPEWRITER & ADDING MACHINE CO. 


305 W. Monroe St., Chicago 6, Ill. 


-——TY PEWRITERS— 

















Profitable, Super-Quality 


School Ring Binders—Brief Bags 
Portfolios—Brief Cases 


Priced to give Dealers FXTRA PROFITS 
Get Catalog Showing Complete Line 








1670 Morrow 
Street, 
GREEN _e 





posite directory. A copy is mailed to all stores, offices 
and industrial plants listed in either the city or tele- 
phone directory. 

Naturally, considerable good will is generated in 
such a gesture and groups listed have need for specific 
forms or office equipment. 

Another idea lies in a school for at least one office 
appliance dealer who is holding typing classes for 
business and professional people only. The course is 
solely for John or Joan Businessman or Business- 
woman who never learned to type or who wants to 
gain speed. The instructor is one of the store staff and 
typewriters are from stock. 

There is no charge for enrollment to anyone who 
makes purchases more or less regularly from the 
dealer. A $5 partial cover charge is made for those 
who are more or less total strangers to the office 
appliance firm. Those members who wish may rent 
or purchase typewriters for home study. The office 
equipment retailer makes many new contacts in this 
fashion. 

Incidentally, this office equipment dealer will, dur- 
ing 1954, send upon request a statement of new de- 
velopments in office devices which are considered 
legitimate business deductions around income tax 
time. A short mimeographed announcement will be 
issued every month or six weeks regarding decisions 
as to what is or is not deductible. This is information 
the business person highly prizes and he does not 
easily forget his source of supply EAA 





Typewriters — Yesterday and Today 


Today and yesterday in typewriters has been get- 
ting attention in the H. M. Rosen window at 821 
Third Ave., Seattle, Wash. Behind the red-lettered 
window sticker announcing a sale are relics of ante- 
bellum days, aged typewriters that have been restored 
to usefulness and action. 

A special window at the office machine shop dis- 
played a placard announcing $10 as the price for 
a No. 10 Remington, $15, for a long-carriage Royal 
of the old days or $19 for a later L. C. Smith-Corona 
machine. The old typewriters have all been restored 
by Rosen’s mechanics. 

During the sale there was a summing up of type- 
writers of various makes—all leaders of their period, 
the famous makes that America makes and which 
have made America. For the small business firm or 
the individual, the low-priced machines still offer 
adequate usage. 

New machines also were offered in the Third Ave. 
window which faces out on the heavy traffic of the 
Puget Sound metropolis. From their low oak bench 
the new typewriters cast their brightness over the old, 
though well-renovated machines of bygone days. 

For those who want modern brightness and effi- 
ciency that has resulted from continued research, 
there were two suggestions that highlight the com- 
parative window. The display has proved a. real 
traffic-stopper, with passers-by pausing to compare 
the new with the old as presented in Rosen’s signifi- 
cant display—CML 





Autopoint Spotlighted in Ads 


“This fall, the Autopoint Company is running the 
most intensive advertising and sales promotion cam- 
paign in its history,” reports J. W. Alsdorf, president of 
the Cory Corporation, Chicago. The Autopoint Com- 
pany is a division of Cory Corporation. 

Theme of the promotion is “See Autopoint first ! for 
new and different Christmas business gifts.” This 
$100,000 merchandising effort spotlights Autopoint ad- 
vertising specialities. Almost 13,000,000 prospects will 
see the grand total of 34 advertisements during the last 
three months of 1953. 
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ADDING CALCULATOR 


At last! 


* An Electric Adding Calculator at 
manual machine investment. “Unilectric” 
actually costs less than other manually 
operated machines 


* A solution of the “help” problem. Service available throughout the 











“Unilectric” operators learn quicker, produce — United States, Canadaand8S5 we eee eee eee ee eee ee eee eee * 
more, stay happier, longer in their jobs. Foreign Countries : hentia a : 
' Dept. B-1, 5 Beekman St., N. Y. 38, N. Y. i 

Mode! 909U (Illustreted) Capacity 9/10 a Gh eee $46 : Please arrange a free demonstration of the Unilectric Adding ; 

Model 912U Coettty C008 aos cs erie er DS : Calculator in my office without obligotion on my pert. " 

Manual models also available in 6/7, 9/10 and 12/13 capacities : Nome ; 

! Company : 

Pius Computing Machines, inc. oes 
5 Beekman Street, New York 38,N.Y. Telephone REctor 2-0045 : City Zone___ State ; 
' 











“Perfect” CHAIR CUSHIONS  [UCMLIaMIICRUE 
mw delivers EXTRA profit! 


De Lune 


EXECUTIVE 
STYLE 





IN THREE 
SIZES 
Covered with velour—fibre and velour—also corduroy and fibre 
in 2" thickness with boxed edges. with... 


VN "7 FOAM RUBBER 3 BUTTON MAGIC 
Perfect CHAIR CUSHIONS eos 

One side covered with rich f f 

pile corduroy for cool sea 


sons, the other side with 
woven fibre for hot weather 


Filled with new live rub- 
ber having thousands of air 
cells that breathe with every 


move. ® 
Colors: Brown, Green 

Sizes: 17" x 18"°—I5" «x 17"— 

4," x 181". 

















Posting Equipment Corp 
777 Hertel Avenue, 
Buffalo 7, N.Y 


“Softseat”” STOOL CUSHIONS 


Transforms Hard Stools into Soft Seats. 
Available in four sizes 12", 13", 14", 15" Diameter 


"SS yet POSTING EQUIPMENT 


THE PERFECT RUBBER SEAT anaksaneenn a 


777 HERTEL AVENUE 


CUSHION CO. Pucare. avenue 


ii 
6435 EDMUND STREET PHILADELPHIA 35, PENNA. Clip and attach to company a 


Gentlemen 

Please rush your descriptive brochure and 
price list on the complete line of P. E. C. 
Posting Trays and Stands 
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STEEL TRANSFER CASES 





GRAY or GREEN  oven-boked finish 


IMMEDIATE 
DELIVERY 


@ Brass finish cardholder and handle 


A Sturdy Recessed 
Base with Toe 
Clearance at Front 


@ Four rollers for ease of operation 





OPPORTUNITY 
IS 
OPEN 






Yes, dealers everywhere are talking 










@ Index guide rod with brass knob 


@ Self-locking follower available 


Top FLIGHT PRODUCTS 


Company, Inc. 


6224 S$. Oakley Ave. 

















More salable because they keep wraps 
“in press." 


Improves health and morale—iower ab- 
senteeism. 


WRITE FOR BULLETIN NO. OL-13 


WAlbrook 5-7100 


H VALET 





Chicago, Ill. 


LOCKERETTE 


{= a the best 


features of both 
lockers and coat 
racks 


Wraps are exposed to air 
and light. Employees do not 
face the weather in damp 
wraps that have been crum- 
pled in dark lockers—do not 
eat soggy lunches, soaked 
by wet hats or gloves. Each 
person has his own spaced 
coat hanger, ventilated hat 
shelf and i2"' x 12" x 15" 
deep lock box for lunches, 
tools and personal effects. 
Lockerettes save space too 

. the No. 6-12 (2-col- 
umn) accommodates !2 peo- 
ple in 6 feet: the No. 9-18 
(illustrated) accommodates 
18 in 9 feet 


te 


VOGEL-PETERSON CO. 


1121 West 37th St. 
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« Chicago 9, Ill. 


PROF IT FOR YOU . 


about Gary’s New Authorized Dealer Program! 


You will too when you get the facts about this sure-fire 


combination — a Quality Line plus realistic prices 
plus Selected Dealers. It all adds up to ADDED 
. as an Authorized Gary Dealer! 


Write for catalog and price list. 


GARY SAFE COMPANY 


1020 Crocker Street . Los Angeles 21, Calif. 
‘In money chests, Gory means QUALITY!” 











CAN | GET 
PROMPT DELIVERY? Ww 


N 
MAKEs jpy ME, “ Ro 


ARE THEY IN CLEVELAND 
OR COLUMBUS? 






ff 
- pst 





Here’s where!” poeeeees 

perme! BUYERS 
to find it INDEX Et 
ISSUE @ 








This is your ANSWER 
BOOK to all your Buy- 
ing Needs 


USE IT OFTEN « 





KEEP IT HANDY 








OFFICE APPLIANCES, December, 1953 





Pho 


work 


and 
in v 
resu 
foun 
of d 
volu 
high 
pure 
thou 
ups ° 
to d 
need 
Af 
pure 
Duri 
ings 
of tl 
the ¢ 
as cc 
outsi 
Th 
Phot 
prod 
oper: 
can ¢ 
shar} 
ment 
ing « 
Auto. 
can | 
able. 
tral 


OFF! 





Save Dollars and Solve Problems 
With Photocopy Equipment 


BY WALLACE W. STAYTON, SUPERVISOR OFFICE SERVICES, 
CLARY MULTIPLIER CORPORATION, SAN GABRIEL, Calif. 


In the early part of last year, Clary Multiplier Corpo- 
ration decided to reduce overhead expenditures by 
installing photocopy equipment. 

Today, the company estimates a savings of well over 
$6000 in document copying costs. 

In addition to this tangible dollar and cents savings, 
the company has also realized substantial improve- 
ment in 1t reproduction procedures and has 
corrected major problems relating to clerical 
production and security risks. 

As a part 
program, Clary 


qaocumel 


several 


perennial cost reduction and control 
onducted an investigation of the cost 





Photocopy Equipment . Clary operator no longer sends 
it 


and 1iethod of 
in volume in 
esulted in som« 
found that de apart 
I aocumen 
volume and 
higher 


locument copying, which had grown 
most every department. The survey 
startling facts and figures. It was 
mental requirements for the copying 
papers had grown tremendously in 
every indication of soaring even 
photostat service, which was being 
purchased from an outside vendor, had climbed to the 
thousands-of-dollars bracket; “and production slow- 
ups were being experienced fe departments, due 


COSLS 


to delays and time lags in e return of urgently 
outside vendors. 


needed cople Irom 


After determining these fa¢ts, Clary immediately 
purchased and installed its own photocopy equipment. 
During the first month of operation, enough of a sav- 
ings was realized to more than offset the initial cost 
of the equipment, which was less than $300. Today, 
the company estimates a savings of 50c per photocopy 
as compared to the purchase of a photostat from an 
outside service 

rhe new Auto-Stat machine, made by the American 
Photocopy Equipment Company is fully automatic and 
produces dry photocopies in a matter of seconds. The 
operation is imple that any of Clary’s personnel 
can operate it effectively with little instruction. Clear, 
sharp copies can be reproduced from any type docu- 
ment up to 11 x 17 size. No developing, fixing, wash- 
ng or drying required. Compact in design, the 
\ Stat re nly a small operating space and 
can be pluggec wherever electric current is avail- 
able. Clary’s off service department acts as a cen- 
tral photocopyi service for the entire company. 
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*OFFICE 
EXPEDITERS 


combination 
COPYHOLDER & FILE AID 


One Unit with Dual Purpose 


This new convenience is made right 
for a first-class copy-holder. It is just 
as useful as a rack fitted onto the 
drawer-front to hold papers to be filed. 
Made of steel, it is sturdy, nicely fin- 
ished in green or gray enamel, equip- 
ped with easy operating line-finder, 
variable spacing. 


$6.00 Regular 
$7.00 Legal 


Orrice EXPEDITERS, INC. 


615 LUCAS AVENUE, LOS ANGELES, CALIFORNIA 


List Price f.0.b. Los Angeles 








IT’S 
DIXIE CHROME 








oxen HAVANA es ee 


Another member of the striking new Dixie Chrome 
“Holiday” series. Distinctive square-tube frames available 
in rich triple-plate : satin-steel, or your choice of seven 
beautiful colors in remarkable new “EPON” enamel that 
retains its beauty through the years. Softly padded backs 
and a filled seats upholstered in sparkling “Color- 


Keyed” covers. 
Color- Keyed. 
DIXIE C€ H - OME 
Ko 0. 80 PRODUCTS 


Division of Southern Consolidated Mfg. Corp. 
Irving (DALLAS COUNTY) Texes 
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iS Fontan Pn 


For years artists and 
# draftsmen have been 

annoyed by the neces- 
sity of dipping their pens — 
breaking the flow of their work 
—on jobs which a fountain pen 
could do faster and better. Now 
Higgins has worked out the 
time-saving answer to the 
problem! 

The new HIGGINS FOUN- 
TAIN PEN has interchange- 
able feeds for various types of 
work. It is custom made in 
black and chrome, holds a gen- 
erous ink supply, and costs less 
than many single-point pens... 
only $10.00 






Pen comes equipped 
with 14 Karat Gold nib 
of the customer's choice 
ond 3 Extra feeds which 
may be used with stand- 
ord steel sketching and 


lettering nibs which you 
con also sell them. 


HIGGINS IN& CO, INC. BaooKLyN, NEW York 











CUT COSTS — PRINT WITH 


RUBBER PLATES 


MAKE THEM IN THE 
EASY-TO-OPERATE 


EVA-PRESS 


MATERIALS 
COST LESS THAN 
$1.25 FOR 
10°210” PLATE 







1. Insert type form and 
plastic sheet into hot Eva- 
Press, apply pressure, let 
cure for 10 minutes 

2. Release pressure, extract 
all from Eva-Press and have 
finished matrix 

3. Place (1) sheet of rub- 
ber on (2) matrix and in 
sert both into hot Eva- 
Press, apply pressure, let 
vulcanize for 10 minutes 
4. Release pressure, extract 
e PLATENS 11x13” all from Eva-Press and 


0 ” have finished Rubber Plate 
e INSIDE CHASE 10%x12 More detailed directions 


supplied with Eva-Press. 


FOR MORE INFORMATION WRITE TO 


AMERICAN EVATYPE CORPORATION 
751 OSTERMAN AVE. DEERFIELD, ILLINOIS 
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AMERICAN PENCIL COMPANY, 500 WILLOW AVE., HO- 


BOKEN, N. J.—The Venus Autograph hooded pen and atch 
r t and the Replaceable pen and pen et have been dressed 
» Claus wrapr and are being offered in an eye-catching 





archandise The box has a golden tan pigsk 
wrap, white satir platform, and new eye-tilt design to show 
the best advantage. Santa Claus displays are furnished 
fr I out deal. Each display contains either six No. 54/083 
No. 55/084 se 
THE BATES ‘abr ge ange rege COMPANY, 30 VESEY ST., NEW 
we Fe Me Y.—A plus value with the Bat Mercury long react 
special adju tabl e gauge That w hortly be supplied 














st a pre-determined distance 


B-B PEN COMPANY, INC., 6245 SANTA MONICA BLVD., HOL- 


LYWOOD 38, CALIF.—New from this firm is its B-B Rol-Rex per 





display in tu or. The new pen is being introduced with a specie 

dealers—one free pen with each dozen of the new models. 

sddition the firrn joply. tree of Lo 4 ys specia sif+ box 
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Paper <a a lL asteners 









ST. LOUIS 7, MO 


59 BRANCH ST 





® 
Buckeve 


CARBON PAPER 


NYLON Ribbons by 
BUCKEYE! 


The Last Word in 
Quality, Cleanliness 
and Durability 


Ask Us About Them 


THE BUCKEYE RIBBON & CARBON CO. 


CLEVELAND, OHIO 
MANUFACTURERS 











A proven way 





KJ 





Large Variety of Sizes and Styles 


Noesting considers QUALITY 


is of first importance. 


NOESTING PIN TICKET CO., INC. 
728 E. 136th Street, New York, N. Y. 
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‘STEER &<7RONG 
COIN HANDLING SUPPLIES 


Sold exclusively through Stationers and 
Office Supply Dealers for over 40 years 











COIN HANDLING ACCESSORIES 


Seal Presses ¢ Lead Seals ¢ Downey Change Troys 
Teller’s Moisteners ¢ Currency Rocks 
Monval Coin Counters ¢ Packaging Trays 
Linen Shipping Togs 


COIN WRAPPERS 


Old Style © Rainbow ©« Automatic ¢ Duzitall 
Kweartet ¢ Tubular ¢ Gunshell 


BILL STRAPS 
Federal « Colored * Banding 


Write for information! 


THE C. L. DOWNEY CO HANNIBAL, MO 
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paper clips 
staples 
clamps 
tag wire 


There is now a complete line of ARMA 
Products to fill your office supply needs 
..- Arma Gem Paper Clips; Arma Giant 
clips; No. 1 and No. 2 Ideal Clamps; 
Arma Standard Staples; and all standard 
gauges of Tag Wire. Write direct or see 
your jobber for ARMA—The Quality 
Line! 


Pittsburgh Cut Wire Co. 


1120 Galveston Avenue * Pittsburgh 33, Pa. 














PROMPT SHIPMENT 
ELBE) PRONG FASTENER 


BINDERS 


Available with or 
without prong fasteners. 





Durable, all purpose binders. 
Complete range of porular 
sheet sizes and capacities 
Red or Black Pressboard. 2 
pieces, cloth or scored hinge 
construction. Punched for all 





standard spaced fasteners. 


PRONG FASTENERS 


Attachable prongs or 





“, continuous-base prong 
styles. Light-weight 
steel. Non-corrosive 
finish. All popular 


capacities and c. to c. 


Illustrated 


“— Today oo Our 
omplete, page Illustrated 
NEW CATALOG No. 56 


ELBE FILE & BINDER CO., INC. 
P. 0. BOX 951 FALL RIVER, MASS. 
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| KNOW THE TRADE MARK 


but = who makes it 
7 





! fi 
! po ice. | 


Complete buying information 


at your fingertips 


1 PRODUCT INDEX—over 1,500 products classified 


2 DIRECTORY OF MANUFACTURERS—over 3,000 with 
names and addresses 


3 TRADE NAME—TRADE MARK INDEX—over 6,000 


with names of manufacturers 


4 MANUFACTURERS’ ADVERTISING—many use cato- 
log-type advertising giving complete product infor- 
mation 


5 TRADE ASSOCIATIONS—City, State and National— 
names and addresses of officers and meeting dates 
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p 
same time 
used To 


LABEL 
ESTER 9, 


OFFIC! 





feature of the ex 


being used 7? aunch the pen 


BURROUGHS CORPORATION, DETROIT 32, KA. -This 
has been distrit | retailers 


stering machines. Easy-to-assemble 





vy snufa turer the new 
sales aids available to Burroughs 


s0vert na department at the 


COMMERCIAL CONTROLS Ypetepetienaper cd | LEISHHION 


AVE., ROCHESTER 2, N. Y firm recently re »d a new char 
F + rate ettective October | 

t rates inaugurated November 
} table: f rates sae one + 
ns on weight 

yulatior vering air parce 

for packaces { 

uded also. Measuring 15x 17 

n stil? paper suitabie tor post 
Comme al Con $s products 

the } } sna 


CORMAC INDUSTRIES, INC., 41 E. 42ND ST., NEW YORK 17, 
N. Y.—A t by this firm, titled "Copies As A 
J syed by the office 


hes + 
es er t 


nds and efttecting savings in time 

rted in the publi 

t advertising paste-ups, blue 
yiagrams and x-rays 


DUPLICOPY COMPANY, 224 W. pew tata! ST., CHICAGO 10, 
ILL : ' new catalog ¢ tin which covers 
r our at hines and sup 

hand feed ma- 
xs retail price n both machines 


for filing in 


FLO-BALL PEN CORP., 5356 ealipresate AVE., NORTH HOLLY- 
WOOD, CALIF ew "'s 6 ampaign, this 
’ T } ed cutaway pens to 
tration models. The model 





and cutaway windows in the 
iT t the mechanism At the 
tolder is being 


LABELON TAPE COMPANY INC. 450 ATLANTIC AVE., ROCH- 


ESTER 9, N. Y N m is @ four-page brochure in 
ribes the use of Labelon products 
y and home. The featured itam is 
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“IT'S 20 YEARS 
OVERDUE BUT 


ITS ANOTHER 
‘FIRST’ 
FOR AIGNER!” 


‘N88 TYPERITE 


INDEX TABBING WITH PICA SPACED INSERTS! 


SAVES 56% 
TYPING 
TIME! 


IT’S NEW! MEETS A BIG DEMAND! 

With this New AICO TYPERITE Tabbing, typists type 1, 2 
and 3 line titles on the pica spaced blank inserts without 
using a soft roller, just the line space lever, Titles are 
always on a straight line, neater, cleaner, faster, saving up 
to 56% typing time. Your customers will read the story 
in our ads for October, November, December in 6 business 
magazines, Be ready for the big demand. 


ORDER YOUR SUPPLY TODAY! 


AIGNER 97 Reade St., New York 13, N. Y. 














WITH A SURE THING 


INDEXES 426 S. Clinton St., Chicago 7, Tl. 
Everybody likes a winner! That's 
why stationery dealers bank on the 


. 
fm 
(jo 
line that, because of its exclusive 


features and wide assortment, has 
( proven a leading profit-winner for 
the past quarter of a century. 

















MOST POPULAR — MOST PRACTICAL 














ideal System 


of Simplified Bookkeeping 
and Tax Record Books 


The more complete the line the 
more sales. Each book in the ideal 
line has been designed to meet the 
specific requirements of each re- 
spective type of business. 










FOR EVERY BUSINESS, 
PROFESSION, HOME, 
FARM AND RANCH... 


YOU'LL ENJOY YEAR-ROUND SALES 


Because Ideal Systems can be started 
any time of the year, are simple and 
easy to keep and require no bookkeep- 
ing experience, you will enjoy year 
around sales. 


PRICES 75¢ $1.50 $2.50 $3.85 $5.85 $8.50 
Liberal Discounts ; 


Write today for catalog and select the books 
best suited to your trade. 


Immediate delivery from LOS ANGELES or NEW YORK 
and wholesale stationers in many cities. 


Model #3 

Free — Attractive 
Counter Displays 
Just the right size for 
your counter. A real 
self-seller. Larger dis- 
plays available. 


wavoncriaims The IDEAL SYSTEM Company 


Neohen Wid 


346 SO. FLOWER ST. LOS ANGELES 17 cal if 6 CHURCH ST. NEW YORK 6 N Y 
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HANDY ‘GLIDEX”’ 


TRADEMARK® 571978 


TELEPHONE BRACKET 


A Stable Seller the Year ‘Round 


insta” ell an Ayait 
te oy Pty Lp ah 
- ha . : 









Saves desk space—swings in any direction— 
Keeps phone in easy reach yet out of way— 
The only bracket made to hold present models. 


Made of strong, durable stee!. Extends to 30 rigid 
inches. Closes only 9 inches. Various types of mount- 
ings available for attaching to wall, desks, table 
edges, side of tables, etc. Nothing to get out of 
order. Eliminates nuisance of phone cord mussing 
desk papers. 


WRITE FOR ILLUSTRATED LITERATURE AND DEALER'S PRICES 


RK A | 
SOUT 
— 


SUNDER MODEL Me 208 
EOPANDED 





/NY \S 
GLIDEX CORP. 





4538 W. ROOSEVELT ROAD, CHICAGO 24, ILL. 


Your Customers 


ARE READING ABOUT 


NEVA-CLOG 
STAPLERS 


age 












5-60 


For use by executives — for salesmen's brief cases 
—for better, quicker, more secure filing —and 
for many other commercial as well as industrial 
fastening jobs. 





NATIONALLY ADVERTISED 
in Business Week, the publication read by your cus- 
tomers — reaching the world’s best stapler market. 
®@ Display and recommend NEVA-CLOG Staplers, and 
make NEVA-CLOG advertising your easy route to sales. 














NEVA-CLOG PRODUCTS, INC. 
Bridgeport 1, Connecticut 





CANADIAN STAPLES LTD.—Montrea!, Toronto, Winnipeg, Vancouver 
©. H. DAVISON & CO.— Pacific Coast Rep., 609 Mission St., San Francisco 5 
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NEENAH PAPER COMPANY, NEENAH, WIS. ] 





LOBLEIN OF KENT, KENT, OHIO—A handsomely-styled booklet 


20 


yavenc ; hair ttomans 


sr wing sect " eather ty trire 4 


ttilhel é 





MEYERCORD CO., 5323 W. LAKE ST., CHICAGO 44, ILL. 


ne pre na reread witnou } a nev 


ADvisor t k sid ¢t +he tirm + be 





3pf¢ stions as window sig 


and Use +t Neenat Thin P yper ; 


Nionskin pape } pan 





Js a wider use of onionskins. Papers with 75 to 100 
s are suggested for legal and business u snd uses for those 
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MAYLINE 








OFFI 














MAYLINE 


Check there SAFE-TE features 


MAYLINE 


_ Drafting Room 
~~ Furniture a 
“and Equipment 





4 POST TABLE WITH DRAWERS MAINE 











Three of many fine pieces 
> of drafting m furniture = 
= and equipment made by > 
=i Mayline. These are products re 
>» o 
— you can be proud to offer Zz 
= your customers—and profit m 


able for you ft 





METAL PLAN FILE WITH HINGED 
or COVER 


pm" 


\ T + MAYLINE COMPANY 





Don “SS AFE-TEE”’ 
4 Zeleo i vicma Pit: 


steel, indestructible folding chair with 
a new safety design. 


















formerly Again Available! 
4 Our Model 45—lux chrome 
ENGINEERING MFG. CO. we ro finish, __leather Upholstered 
ou spri - t back 
625 N. Commerce St. , atx ler tee flight A use. 
* 











tl 


Sheboygan, Wis. =a 


Choice of colors. Write today for 
folder 


V-MODEL TABLE WITH FOOTREST prices. 


MAYLINE “YB og ® IONIA MFG. CO. + IONIA, MICH 




















| At last... STRAIGHT TALK 


on merchandising — 


TYPEWRITERS 
po ee 


REGAL’S NEW YORK warehouse 
and 80 stock depots carry a re- 
volving stock of 10,000 machines. 

—proven operational rules that 


THE UTMOST IN QUALITY pro 
Q MERCHANDISING will increase the efficiency and 


0 NOE oe ws sve economy of your efforts, broaden 


—— ' markets, and lower marketing 
. a ‘Gy PRIMER costs. Fast-reading, written in 
eof picture-primer style, it helps you 
iF 9 d ‘ 

ae - By BUD WILSON plan and evaluate each phase of 


[— merchandising, from product 


design through point of sale. 
Takes up each of your major 
merchandising decisions, fur- 
nishing checklists of factors you 
should weigh before promoting 
any product in any market! 


Key pointers you can apply 
in any business of any size 
to move goods faster 








Just HERE is a crystal-clear guide- 
Out! book of the really essential 
. features of sound merchandising 





President of Twining Sales Corpora- 
tion. Formerly with R. H. Macy & 
Company, Young & Rubicam, Old 
Town Corporation, and Hanscom Bak- 
ing Corporation. 


216 pp., ‘llus., $3.95 


FREE EXAMINATION COUPON 


McGraw-Hill Book Co., 330 W. 42 St., NYC 36 
Send me Wilson's MERCHANDISING PRIMER for 


2. B. WEISS, Direc- 
tor of Merchandis- 


—THE LOWEST IN PRICES 


~ 

. 

" | 

" ! 

ine, Gre) Advertising { 10 days’ examination on approval. In 10 days I I 

REGALRITE BRAND y : op f will remit $3.95, plus a few cents for delivery or | 

igency, Inc., says: “I j return book postpaid. (We pay for delivery if you 4 

RIBBONS AND CARBONS recommend Mr. Wil- { remit with this coupon; same return privilege.) | 

son’s book not only | same i 

to the sales executive, |" I 

PROVEN-BEST BY TEST-BEST FOR LESS the marketing and | Address 

merchandising execu Clee ~aale a , 

REGAL TYPEWRITER COMPANY, INC sachin akan | | 

. advertising, and most | seamen l 

200 HUDSON ST. NEW YORK 13, WN. Y certainly to the copy, | Position OA-12 | 
I 


executives.” This offer applies to U. $. only 
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ear 
Model No. 105 “sen® OF 
4-WAY OFFICE STAPLER 






+ 
Model No. 202 
HEAVY DUTY OFFICE STAPLER 
r\ 4 


eel 1 Tete tld 
4° DEPENDABILITY 


— Se «gy 






Medel No. P-22%, 
PLIER TYPE HAND orgy 


sume | 
AND PROFITS 
& STAPLING MACHINE FOR EVERY PURPOSE IN EVERY PRICE RANGE 
SOLD ONLY THRU DEALERS 


MRrrow FASTENER [0../NC. 


BROOKLYN 12, N Y 


: Model No. T-50 
AUTOMATIC GUN TACKER 





ONE JUNIUS STREET 











HAVE 
YOU 


WONDERED 


—where to go for Special 
items of metal furniture and 
fixtures for office or plant? 
When NONE of the stock 
items seems to fit your need? 
Let us know your specifications! 


CUSTOM-BUILT 
METAL FURNITURE 
AND CABINETS 


—That is our line! For years we have been established as 
expert sheet metal fabricators, with complete facilities and 
equipment for filling your requirements in large or small 
quantities. Fine metals, stainless steel, sheet metal, light 
or heavy gauges. Write to— 


ESTEY METAL PRODUCTS, Inc. 


Red Bank, N. J. 


1 Catherine St. 
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SPEED-Mo 


SPONGE RUBBER STAMP PADS 


rele NOUR STAMP 
PAD NEEDS IN 


ONE 
ALL-PURPOSE 
LINE! 


Supply your customers with all their 
stamp pad needs from the profitable 
Speed-Mo line — the only complete 
stamp pad line on the market. There 
is oc Speed-Mo pad and ink for every 
stamping job in office, factory, ship- 
ping room. You need carry only the 
common over-the-counter pads. We 
furnish prompt shipment on special 
pads (up to 20” x 36”). 


Speed-Mo pads are of a specially treated sponge 
rubber. Clear impressic™s guaranteed. Re-inking is 
neat and simple — you just brush the ink on Speed - 






y 
CI 
po. 
= 

























Mo pads. 
LIBERAL DEALER DISCOUNTS 







Write for folder showing over 35 stock items nishea 
RIVET-O MANUFACTURING CO. ri ll 
50 FEDERAL ST., ORANGE, MASSACHUSETTS es 

in Canada, for complete information write: NEV. 
Bossence & Co., 429 Main St., West, Hamilton, Ontario 1, COl 
Open the 
SHIP 
SALES DOOR WELLS 
to ’54—with 
STARK TAY 
UTILI 


6, ILL. 


Bu. 


A quality line of stands 
and pads featuring all 


popular styles and sizes. Cal- nore 
endar pads are lithographed— th a 
on high-grade bond paper with the 

date in red and the monthly calendar 


Desires 
write or phone , : 
for complete 


in blue. 


Fast, 2-color lithograph printing enables us to 
give you the best in quality and prompt service. details , 
“IN CALENDARS THE QUALITY MARK IS STARK” 


GTARK CALENDARS éncorporated 


Hongko 


100-112 BISSELL ST. > PHONE 3%v%8 * JOLIET, ILL. 
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| WU AF 
MARKWELL MANUFACTURING een ae 200 HUD. C ELLU G f. SIGNALS 


SON ST., NEW YORK 13, N. Y.—Desianed wo the thene moda 
Counter Display 


$s are gone in The 





4 
Dg 
——_ 
Cellophane-Cov: 
Ask for Cards 0 
CELLUGRAF No. | 2 20 Siqnal 
The Stand Lge! 
moving 
packed w 
ah Trae tcl ge Mel -tieal« 
GEORGE 8B. GRAFF COMPANY 
NEVA-CLOG PRODUCTS, INC., 508 LOGAN ST., BRIDGEPORT 54 WASHBURN AVE AMBRIDGE 40, MAS! 
CONN,—! t f ; r areen and 





SHIPMAN-WARD MANUFACTURING COMPANY, 325 N 





LS ST., CHICAGO 10, ILL.—N ’ 
TAYLOR CHAIR CO., BEDFORD, OHIO thing new 
TY SUPPLY DMPANY, 307 W. MONROE ST., CHICAGO 
6, IL . = tel Wine ene 


A typical installation of the Huntington 190 series 


Furniture by 


- always nn good Saste 

















° 
Busin ess portunities 88 Designed by Jorgen Hansen and Jens Thuesen i. ' 4 
to please the most particular client s a 
‘eli ee The Huntington name is your guarantee of .< ¢ 
reag# o coterogs Wem The quality materials and workmanship £< | sf 
a ype gpic ‘s | 22 
; = 

: MAIL TODAY | Le 
Expand in Office Equipment. N. A. | A es | 3% 
tt 3 = | B38 
HUNTINGTON Ee 24 
Ke ne CHAIR CORPORATION | 3° 
At . * HUNTINGTON, WEST VIRGINIA = 2* 

a «£ 
« s 2 8§ 

Permanent Showrooms: Huntington, Chicago and New York | © = weit». 
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YOURS for the asking... 


J 
C4 





“HOW TO SELL 
NUMBERING 


MACHINES” 





Only Book of Its Kind 
Ever Published...Devoted 

to Increasing Retail Sales and 
Profits on Numbering Machines .. . 


50 informative photos; 60 pages of val- 
vable selling information. Special chart 
shows who buys and how they use all 
basic models. Write for your free copy. 


WM. A. FORCE 


i ¢ R P RATED 
216 NICHOLS AVENUE, BROOKLYN &, N. Y. 
ALES OFFICES: NEW YORK, CHICAGO, SAN FRANCISCO and CANADA 





























7 + 3 ® + ~ 
te al 
. & e mene 
° ) PR ® DK 
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Examine the Tax Liabilities 


When Buying or Selling Firm 
BY EDWARD R. LUCAS 


g@ THE TAX STRUCTURE can play Alice-in-Wonder- 
land tricks on the stationer and office equipment 
dealer who has bought or sold his store without due 
regard for the affect which the transaction will have 
on his taxable income. The same tax which applies 
with impartial fairness to the earnings of each oper- 
ating business may take what appears to be a grossly 
unfair bite out of the sum received by the seller of 
the business. 

Due to terms of the sale the buyer, on the other 
hand, may find himself with a disproportionately large 
amount of non-depreciable assets on his books. His 
taxes in turn may be several thousand dollars higher 
than might otherwise have been the case. 

The refinements of the income tax structure do not 
yet make it profitable to violate the fundamental prin- 
ciple of selling as high, and buying as cheaply as pos- 
sible. They do, however, make it necessary to bargain 
not only over the total sum to be paid for the store, 
but over the amounts of the itemized assets. In some 
items, the interests of the buyer and seller do not 
conflict as sharply as in others 

Gains Are Taxable 

The amounts of the itemized assets will be important 
to the seller primarily because gains in some items will 
be taxable as earned income, while others will be tax- 
able as capital gains. 

If he makes a profit on the price established for his 
inventory, for example, that gain is taxable as earned 
income for an individual ownership. Profit made in 
sale of equipment over the depreciated book value, on 
the other hand, would be recorded as capital gain. 

The advantage to the seller lies with the capital 
gains, only 50% of which is taxed if the seller’s income 
tax is less than 25% of his net income. If his tax is 
25% or over, the capital gains tax remains 25% 


Tax is Variable 


The tax stake of the buyer depends mainly on which 
items are chargeable to direct cost of sales, which can 
be depreciated, and which items cannot be charged to 
any expenses of the business. Examples of non-depre- 
ciable items are land and good will, while equipment 
and the price of a non-competitive agreement can be 
depreciated. 

Knowledge of the tax classification of the main 
types of assets is therefore of considerable importance 
in either buying or selling a stationery and office sup- 
ply store. It will enable you to bargain effectively in 
arriving at a mutually satisfactory figure for each 
group of assets 

While there is no point in granting more to the 
other party than you would gain in tax savings, such 
knowledge will often indicate at which points it will 
pay to be liberal and at which points to bargain 
aggressively. 

Assets Are Classified 

What are the principal classifications of assets whose 
sale price will affect the amount of your taxes, as 
either the buyer or the seller? 

1. INVENTORY. The book value at wholesale is 
usually accepted as the correct sales figure for this 
item. However, should the seller have a quantity of 
slow-moving off-brands which will have to be reduced 
in price to get them off the shelves, his sales figure 
may be over-valued. 

In this case, the buyer should consider that the loss 
which he will take in disposing of that merchandise 
will increase his cost of sales and reduce his profit, or 
earned income. Normally, the inventory price should 
therefore be reduced accordingly. In seme cases, how- 
ever, it will be to the buyer’s advantage to accept the 
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FOR ALL TRAVELERS 


train, bus, plane or automobile, 
wt Boe for pleasure, on private busi- 
ness or government service, 


BEACH’S 
“Common Sense” 
Expense Books and Sheets 
are best for keeping track of expense. 
There is a Personal Expense Book, too, 

for records at home 


Beach Publishing Co. 


7338 Woodward Ave., Detroit 2, Mich. 




















5° = 


DAYTON STENCIL 
WORKS CO. °*oris" 


—LINO FOOD 


A Preservative for Linoleum DESK TOPS 


Makes Cleaning Easy—Restores Lustre and Beauty. 


Keeps linoleum pliable and resistant 
to wear and stains. 


Made by a patented formula. Tested and used success- 
fully for years by one of the country’s leading office desk 
manufacturers 

When you sell a Desk, at the same time sell at least 
one can of LINO FOOD to keep it in proper condition. 


List Price $2.50 per WRITE for details 
quart size can and Dealer Discounts. 


LINO FOOD Gvend tanta 2 ids 

















SAVES TIME AND WORK! 


MAKES 8 BASIC FOLDS ON 
SHEETS UPTO 8', x 14 


FULLY i) or (OF ‘atic 


GUARANTEED 
DESK MODEL FOLDING MACHINE 


rite for Complete Catalog of Dup ' ) aquipment 4 ppli« 


red exclusively by PRINT-0-MATIC (CO 
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Top Quality 


L£ @ Salle STEEL AND WOOD 


Smokers—Ash Trays 
and Costumers 






















<< 
Ne. 155 


No. 140-X.—New 
modern desleg, 





Extra heavy | 

All steel eos- hese, 8” timer. 
tumer. Sturdily 4%” post. Ship- 
eenstructed. Un- ping weight as- 

r hooks, vine. 
u ends. use about 19 Ibs 
pread. 68” Now available in 
height. Finishes: ituary ronze 
satin chrome, in addition te 
. olive green Golden brenze, 
golden bronze. bright and satin 

in Units of six, ehrome. 

weight 60 Ibs. 


Ne. 260.—All metal. Wire screen serves as cig- 
arette rest. Oversize ash receptacic, cleanable by 
merely lifting it and sereen. 8° weighted base. 
1% post. 7%,” outside diameter ash receptacie. 
Overall height 23” Finishes Bright or Satin 
Chrome, Statuary Bronze plated, Golden Bronze. 
Chrome plated screen with all finishes. 


All Smokers individually bexed. 


WRITE FOR CATALOG OF COMPLETE 
METAL AND WOOD LINE 


LA SALLE PRODUCTS CO. 


2216 N. Clybourn Avenue Chicago 14, Hil. 











Two popular models of 
Molded Plywood Chairs 


* Combining strength with 
light weight. 

* Designed to fit body con- 
tours and assure true 





seating comfort. 

* Perfect for offices and 
institutions. 

#215 (Top) — Enameled 


wrought iron frame: Seat 
and back finished in natural 

birch. 18''x21’'x30" 
#315 (Bottom)—Available 
in sturdy all-plywood or 
with wrought iron frame 
Seat and back upholstered 
in modern plastic tweed. 
18’'x21"x30". 


REQUEST 
ILLUSTRATED 
CATALOG OF 

INSTITUTIONAL 
ALUMINUM 
FURNITURE 
AND FOLDER 
ON PLYWOOD 
FURNITURE! 


oe eae 
| LANVCVa 


MANUFACTURING COR? 


P eS: ae 








































To Dealers ONLY; 














LI33 


Black 
Beauty’”’ 


The most versatile little 
horse. It holds your mes- 
sages, reminder notes 

«+. oh yes... and 
receipts so neat and clean, 
when the lady of the house 
is preparing food! In your 
office notes never get lost! 
And there on the saddle is a 
good place for pen and pen- 
cill Rings and keys on its tail! 


BROADWAY, 












ses 
ndfvidually” Be Boxed in Gift Box Each 
jm Se 1 Dozen to the Shipping 


arten 
wee 3 Lbs. Per Shipping Car- 
" 


Country Coudind Ca., bau Claire, Wis. 











Sell telephone comfort 
and convenience in the NEW 


REST-A- PHONE 


UNIVERSAL MODEL 


TELEPHONE REST 


the new features include . . 












(1) Universal mode! fite &-1, F-i, and G-i 
handset (Western Electric equipment). 2) New 
ray ribbed rubber will not soil clothing. (3) 
ae 3 point suspension makes Rest-A- 
hone a true telephone and not just a hook. 
(a) Moided of iight, et ah tenite plastic to 
timinate weight. (3) Ser ng Ry - gives 5 sec- 
ond installation with comp ease of adjust- 
ment. } A 7 degree ee aay x? cradie sets 
average shoulder and gives gre r 
seabitity. Pen teday. A trial order will prove 
profitable 
emma Patented & Manufactured by 


Rest-A-Phone Co. 


P.O. BOX 8788 + PORTLAND 7, ORE. 























THE HANDY NEW 


WMemo-hioll 


All-steel construction, Gray or 
Green Hammerloid finish—No 
parts to break or lose or get out 
of order—Rubber Cushion Sup- 
ports—3 13/16" wide by 


® %%, ms : 

"eS ses requiar Add- 
ing Machine Rolls, 
about 250 
ft. Conve- 
nient Pencil 
Holder cen- 
tered in 
Roll. 


LIST PRICE 
$1.50 Complete 
Extra Rolls 35¢ each 
Send for Literature and Dealer's Prices 


GRAN-ADELL MFG. CO. 


1925 N. ASHLAND AVE. « CHICAGO 22, ILLINOIS 
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A complete Catalogue available! 


NEW YORK 


® CHelsea 33-3600 


DON'T 
PASS UP THOSE 

EXTRA... 
SES BS 












You can earn good 
commissions selling our 
complete line of passbooks, 
pocket check covers, coin 
savers, and other forms to 
financial institutions, 


IAIN PASSBOOK co. 


eR CLEVELAND 13, OHIO 









| OnTARto BUILDING» 











New Sales Policy 
ANNOUNCEMENT! 


Effective immediately, we have adopted 
a new modernized sales policy which 
dealers will find more understandable 
and more profitable. Dealers will re- 
ceive details through the mail and from 
factory salesmen. 


CHARLES C. SMITH, Inc., Exeter, Nebr. 


Mfgrs. of Opnwindo Guides, 
Steel Signals, Index Tags 














The Original 


SINGLE - FLUID 
Ink Eradicator 


, @ INK-OUT contains no free acid, 
leaves no brown stains. 









tions quickly with one lcm, 

@ INK-OUT removes ink, iodine, fruit 
and medicine stains from paper, 
hands and clothing. — 


CARDINELL CORPORATION = MONTCLAIR. NEW JERSEY 
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over-valued inventory price, particularly if he can gain 


a reduction in 
will 


a non-depreciable asset such as good 


If you are the seller and are the individual owner, 
it may be to your advantage not to take the profit on 
your inventory made possible, perhaps, by price in- 
creases. The entire profit in this case would be taxable. 
You may even take something of a loss if by so doing 
you gain a concession on another item which will be 
taxable as a capital gain. If the seller is a partnership 
or corporation, on the other hand, profit on inventory 
is the capital gains classification. 

2. ACCOUNTS RECEIVABLE. The same reasoning 
applies here as to inventory, for both buyer and seller. 
The buyer should of course determine the amounts, if 
iny, that are in the past due category. Here again, 
he can afford to take some loss—if concessions are 
made in a non-depreciable item 

3. EQUIPMENT. Since a profit in this item is taxed 
as a capital gain, as the seller your display fixtures, 
repair equipment and delivery truck should be sold 
at the maximum possible price. To keep your records 
straight for the Internal Revenue Bureau, however, 
each item of equipment should be priced separately 
on the bill of sale. The difference between the selling 
price and the depreciated book value should then be 
reported as a capital gain. The practice is common, 
though incorrect, of listing items of equipment un- 
priced, with a lump sum total figure. Another wise 
precaution is to obtain a professional appraisal, which 
will assure you that you are getting maximum value 
for your equipment, and will enable you to substantiate 
your price to the buyer. 

As the buyer, you will of course want to get the 
equipment at a reasonable price. The cost, however, 
an be entirely depreciated over a period of time. 

4. BUILDING. The same considerations apply in 
setting the price of the building. For the seller, pro- 
fessional app! is even more essential than with 


1isal 


the equipment. Due to increased materials and labor 
costs, a ten year old building may easily be worth 
twice its origi construction cost 

5. LAND. The seller will want to get the maximum 
price for his land since this also is a capital gain. 


The buyer, on the 
the lowest pos 

asset From the 
ff to pay mort 


Olli © 
corresponding]l} 


other hand, will want to get it at 
sible figure since it is a non-depreciable 
tax point of view he will be better 
for the building or equipment and a 
smaller amount for the land. 


Can Profit on Lease 
6. LEASE. WI! the lease is transferable and the 
location has improved, there may be an opportunity 
for the seller make some profit in sale of the lease. 
In such case profit is a capital gain and the cost 
luctible for the buyer. 
This item is in the same category 
seller and buyer. It cannot be de- 
the buyer but is carried as a dead weight 


iere 


is entirely d 

7. GOOD WILL 
as land for 
preciated by 


potn 


on his books. This is one of those imponderables 
which is often over-rated and whose exact value it 
is impossible determine. Its full value in any case 
cannot be entirely transferred to the new owner. It is 


to the advantage of the buyer to get this item at its 
lowest possible figure 

8. NON-COMPETITIVE AGREEMENTS. In some 
tne buyer wants assurance that the seller will 
start a competing business in his area for a 
pecified period of time, usually for two or three years 
The buyer pays a specified amount in return for this 
written assurance 

From the taxation point of view, such agreements 
favor the buyer, who can depreciate the cost over the 


cases 


not 


life of the agreement. If he pays $3,000 for a three- 
vear non-competitive agreement, he can depreciate 
the cost at the rate of $1,000 per year 

For the seller, on the other hand, the agreement is 
lassified as earned income on which he must pay 
taxes for irrent year on the full $3,000! 
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eason 5 (greet ings 


May the Vew Year bring 
you a Tull 5 |) ae 
of Happiness ant 


rospert f y 


SUPREME STEEL PRODUCTS, INC. 
52-85 74th Street, Maspeth 78, Long Island, N. Y. 











OPEN DOORS TO 


DEALER PROFITS 


These doors are open to 
alert dealers who will dem- 
onstrate these modern, basic 
business necessities. They 
can be sold wherever checks 
are written, or signed, or 
where copying is an impor- 
tant part of office routine. 
Powerful sales-closing ma- 
terials are supplied free. 


ERROR-NO Copyholder 
Makes copying easier 





than watching clock 


é 





A 





SPEEDRITE Checkwriter 
Writes forgery-proof 


CHEXSIGNO Check Signer 
\I Eliminates making clerk 


of executive v 




















checks 





40 MT. HOPE AVE. 
ROCHESTER 20, N. Y. 
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ROLLING STORE LADDERS | 


BOLLING LADDERS—Mate 
from Oak Birc 


SIDE and "CEILING TYPES— 
with steel track for mounting 
on shelving, filing cabinets or 


ceiling. 
“A" and “es - TYPES— 
require no and are 


mounted on a with Auto- 
matic Safety Brakes 

Send for Circular 42- OA and 
Te er discount. 

WELDED STEEL SAFE ay 
LADDERS—Made from i” 
ameter round furniture wb. 

= ing, with expanded metal 
steps. Mounted on Swivel 
Grake Casters. Ladder can be 
rolled freely when no one is 
on it. When you step on the 
ladder the rubber tipped legs 
rest on the floor and prevent 
rolling. Made in 2 to 8 step 
heigh's, and 3 wirdtns. 

Send for Cireular 53-0A and 
dealer discount. 

















Manufactured by 


Il. D. COTTERMAN 422° ":Resagrss 4" 


CHICAGO 46 


EXTRA PROFITS customers 


SCHOOLS © CHURCHES © CLUBS etc. 
WE DROP SHIP DIRECT TO YOUR CUSTOMERS 
NO HANDLING ON YOUR PART 


FOLDING TABLES 
CHAIRS — 138 STYLES 
@ STEEL OR WOOD 
@ FOLDING 
@ NON-FOLDING 
a 














TABLET ARMCHAIRS 
AUDITORIUM UNITS 
@ 6 Ft. and & Ft. TABLES 
m4 SCHOOL DESKS 


Adirondack Chair Co. 


Dept. 22 — 1140 B'way, N.Y. 1, N.Y. MU 3-4834 





Give Your TYPEWRITER that 
NEW LOOK ‘~* BRAND NEW KEYTOPS 





our 


NATIONAL CASH 
REGISTER KEYTOPS 
Royal — 


e 2000 cL KH, K Underwood 
KMM, MG 
e@ 100 CL 


@ Oblong Control a | 4 


Remington Rem. Noiseless 
No. 17 & IBM & No. 17 


Write or call for free catalog & price list 


36 W. 29th St. 
PEARL ENC NS New York 1, N. Y. 
MU 6-1898 


°. 





We supply & engrave 
Cash Register wheels 

















Your PROFIT OPPORTUNITIES 


Are Greater 


Because “VE “WE 


Dealers who have their own private label brand duplicator 
supplies — Stencils —Ink— Spirit Fluid — Master Units, etc. etc. 
GET THE REPEAT ORDERS when they sell GUARANTEED, PRI- 
VATE LABEL merchandise made for them by the 


ACE DUPLICATING SUPPLY CO., Inc. 


Manufacturers of Duplicating Supplies since 1930 


2616 Sunset Bivd. Los Angeles 26, Calif. 


° today for price list, samples and 
Write booklet on “How to increase profits.” 





AAR SBS See 


a 
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Patents: 


(Copies of patents can be dititeed from the Commis- 
sioner of Patents, Washington, D. C., for 25 cents each. 
Stamps and personal checks are not accepted.) 


Granted October 6, 1953 
2,654,087. Staple Support Slide and Feed Means for Stapling Machines 


mu Segal, New York, N. Y assignor ¢t W 
2,654, 088. Stapling Machine. Hermar Spence 
2,654,112. Caster Having a Swivel ree Edwa ¥.M M 
2 Amn, 118 Caster. Philip D. Becker, Hingham, M 
Fastener ( bridae Ma 
2654 130. Pocket Holster for Fountain Pens and the Like. A 
M nneap M . 
2.654, 154. Tape Hr matey Dispenser. Alfr 
3 to Derby Sea Derby, Conr 
2,654,340. Printing Plate Inker. Charies G. [ Rot B 
Dayto hio, assignors to The National Cash Regist Da 
2,654, 342. Self-Inking Rubber Stamp Pad. Har Marriott squage 
NY 
2,654,432. Card Punching Machine. Charlies R shh 
assignor f International Business Machines C New rk N 
2,654,459. Machine for Marking Statistical Records wf on Marks 
harles E. Cons y, End tt, N. Y.. assignor ¢ Ma 
r New York, N. Y. Illustration 


























=. — 
2.456.312 655 866 
2,654 +468 Bottom Margin Control for Typewriters “ 
ee, New York, N. Y. Illustration 
2,654,461. Automatic Ink-Ribbon Reversal Mechanism for Typewriters and 
Printing Business Machines. rio B f 
2,654,537. Totalizer Control Mechenlem ie Multiple e Totalizer Adding- sub- 
tractiag Machines. Harry ambert, Webste j Na 
ash Registe Dayt n, Ohio Illustration 
aptner-\ Ordinally-Selective Key-Responsive Cycle Initiating Mechanism 
Red bake ynd Fred E. W dey on B lif ynor 
' R ter Baltimore M 
se 598 Tape- Dispensing pane De Alfred F 
; De Derby, ¢ 
2.654, 600 Stripper Pin had Sheet Feeding Machines Mustafa A A 
r N rt na Usa Be rgqman Me ) P| ? 
[ t r ng Ma hine re Ey earet? M 7 
2. 654,609 Dictation Machine. Judsor Atlanta Illus 
tration 
2,654,649. Capped Comer end Metal Top Remerege * for Furniture . 
W. Pasewalk and J Re er, Manitow “ } t 
Metal Furniture C Manitowoc, Wis. Rivtinetion 
2,654,812. Alphabetic Keyboard Controller. } M ; 
Arthur F. Smith, End tt, N. Y., assignor t t t B M 
p., New York, N. Y. Hlustration 
Granted October 13, 1953 
2 as 160 Rotery dorvmeney Machine. 
3! Postal Supr B . 
2,655,131 Sesle for Protecting and Reinforcing the Projecting Ends of 
Paper Wrapped Crayons. Robert H. Wer t 
met 156. Banker's Note and Collateral Stadia File. B 


2,655, 45. Tabulating Mechanism for Typewriters and Li ke Machines W alte 


T. Sagner, West Har i nr assignor ¢ 
N.Y. Illustration 

2,655,312. Item Retaining Mechanism for Accounting Machines A 
Anderson, Bridgeport sssignor to Underw j p. New h 
Illustration 

2,655,315. Operational Lock Means for Postage Metering Devices. Ernes! 
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No 101 0x74, in fabric, leather, Legs +.” round wrought iron, black d . 

: 100% foam rubber. Hardwood satin finish Gran Rapi $s 
Seat. _74x30"—~17" high with 41” Fabric Base grade material (rubber Leath F . Cc 

0 foam rubber mattress. Fabric backed fabric) in 5 colors: TOAST, er urniture o. 
eversible with full length zippers. GOLD, OLIVE, GREY, or RED, all inter- 
Bolsters . Two 4x8x12” high—100% waren wom BLACK threads. 201-207 Front Avenue N.W. 
f n rubber Fabric all around, with o urnished or without 

ength zipper wrought iron Back Support. Grand Rapids 4, Michigan 


Hollywood Studio Divan 


Designed and created by 


re | 
Grand Rapids 





Pn oe -, Extra sets of covers evell- 
ei able for interchange of 
U color scheme. 








“1h Potut MECHANICAL 
PENCIL LEAD POINTER 


FOR DRAFTSMEN, ENGINEERS, 
ARTISTS, ACCOUNTANTS 


Leads are pointed in a fraction of the time 
required by messy, old-fashioned methods; 
and, the TRU-POINT is fool proof — 
will not break leads even when an ex- 
tremely fine point is required! 

Puts perfect points on leads of mechanical 
pencils (draftsman type) and on wood 
pencils, after wood has been cut back 
with knife. Clean, easy to use. Guaran- 
teed mechanism. For literature and dealer 
prices, write today to 


oo, ELWARD MANUFACTURING CO. 


ee Baker Street, Coloma, Michigan 








NO. 26-0 








SECURITY BRAND 
Complete Line of 
DELUXE ALL LEATHER 
or CANVAS & LEATHER 
Mail Bags For Your 
Select Clientele 


WRITE FOR CIRCULAR 


33 & McWHLLIAMS 5ST. 
FOND DY LAC. Wis. 


=_Z 








THE 


WREN-KIT 
(Patented) 
High-Styled—Collapsible, 
Unfitted 


TRAVEL KITS 


4 different models 
9 or 10 inch sizes 
Ginger or Suntan 
Top grain cowhide, Talen zipper. 
Multiple saddie-stitched. Plastic 


wunhorprees pocketed lining. indi- 
vidually boxed. 





A SURE PROFIT-MAKER! 
Write for Literature & Dealer Prices 


HARRY WARREN Mj. Co. 


127 South Market St. Chicago 6, Ill. 











Epeattifaly: 





NO. 16-0 











YAWMAN 4»? FRBE MFG.(. 


1OIS JAY STREET, ROCHESTER 3, N.Y., U.S.A. 











WASTE BASKETS 


Ever popular, EXECUTIVE WOOD GRAINS 
are faithful lithographic reproductions of 
beautiful Mahogany or Walnut on sturdy 
steel. 


Steady year ‘round profit makers . . . also 
come in best selling Olive Green and Pearl 
Gray. Write for complete information, 
prices on all Ohio Baskets. 

NO. 26-0 (26 Qt.) MAHOGANY OR WALNUT. 
14'2” high, 13” top dia. Also made in Olive Green 
or Pearl Gray. 


NO. 16-0 (16 Qt.) MADE IN WALNUT ONLY. 
112” high, 11'2” top dia. Also made in Olive Green. 


Have you seen the Deluxe SOLID ALUMINUM BOTTOM Basket? Trve LONG LIFE appeal for homes, 
offices, institutions, hospitals, doctors, dentists, public places. 


THE OHIO CAN & CROWN CO. MASSILLON 7, OHIO 
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& MARKWELT 


MICRO-PERFECT 


Staples and Stapling Machines 


Hold any clip of Markwell Precision Staples under 
a powertul magnifying lens and see for yourself 


<3 
— 


MARKWELL MFG. CO. + [/a 


200 HUDSON ST., NEW YORK 13, WN. Y. 























MODERN 
\ BAIL 


FOR 
| OLDER UNDER- 
finge WwooD 
st aK foe TYPEWRITERS 
COSTS LITTLE—MAKES OLD UNDERWOODS WORTH MORE 


-——-———————— Also 


MADDOX = ever-srick BAIL ROLLS 


another fast selling item for all typewriters. The mapas 
») stick or bunch paper. They come assembled. + 

(8 install. Don’t come apart. Core and rubber self ow Mog 

- Saves mechanic's time. Cuts repair bills. Order or on 

information on these profit making items. 


WESTERN PATENT ACCESSORIES CO. 


6611 SUNSET BLVD. LOS ANGELES 28, CALIF. 
Also distributed by Ames Supply Co. 


ers and roo 











Model 1509 (illustrated) 


office use. 5 Ib. by '2 oz. Computes 
postage for air-mail, first-class, and 
merchandise up to 4 lbs. 


Model 1546 - desk scale, with Lustron 
plastic body—2 Ibs. by 1 oz. 


Model 1530, Parcel Post Scale. 


25 Ibs. by 1 oz. 


Model 1515, Heavy duty Parcel Post 
50 Ibs. by 2 ozs. 


Model 158, Hanson, Jr. 8 oz. by '2 oz 
HANSON SCALE CO. «1:8: 


for average 





NORTHBROOK, ILLINOIS 








Not only for a high- 


quality line - but also 


Wie, , 


never “breaks” that mean extra 
lets profit . stock WRITE. 


you 


for those little extras and 






CARBON PAPER 
TYPEWRITER RIBBONS 


TYP-ROL Type Cleaner 
and Roll Finisher 


incorporated 


420 Lexington Avenue, New York 17, N. ¥ 








Factory: Bridgeport, Conn. quaint 
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Persson, New York, N.Y., assignor to The International Postal Supply C 
Brooklyn, N.Y. Iilustration 

2,655,372. Machine for Mechanically Electrically Measuring and Dispensing 
Gummed Tape. Herbert W. Hempel, Belleville assignor to Marsh 
Sten Machine C Belleville. Ill. 

2,655,390. Bookkeeping Mechanism. Walter A. Brucker, Miar 

2,655,423. Sliding Drawer Transfer File. Arthur Clare Strayer, Beaver, Pa 

2,655,424. Locker Wardrobe. John B. O'Connor, Aurora, | sssignor tc 
Lyon Metal Products, Ir Aurora, Ill. 
Granted October 20, 1953 

2,655,702. Pen or Pencil Clip. George D. Gorman, Stillwater, Minn. 

2,655,760. Holder for Cards or Memorandum Pads. Philip Dorenbaum 
Providence, R. | 

2,655, ae? Holdup Attachment for Safes and Vault Locks. Gerald G. Bate 





nan, T nt Ontario, Caneda. 
2,655, ar Stencil Clamping Device for Duplicating Mochines. John W, 
Ch 1G assignor to Western E New York 
N.Y ‘IMustration 
2,656,091. Card Index Device. Nicolaiis Per Mathiesen, Drammen, Norway 
ae, ane Support for Conmiten’ caer Ache and the Like. Jame: Hutton, 
r N. ¢ 
2.656, 103. Printing Machine. Franklin E. Curtis, W ighby, C asSignor 
to Addressograph-Multigraph Corp., Wilmington, De 
2,656,104. Duplex ease Calculating Machine. Grant C. Ellerbeck, San 
eandro, Calif., as Friden Calculating Machine Co., Inc. Illustration. 
: L te 





~ 


ae” JW r 2,656,238 




















2,656,975 

2,656, Ne Split Sues a Frederick A. Niema 

F & snt Mfg. Co., Chic Illustration 

2.656, 198 Register pecan ad fer Producing Manifoided Business Records 
wv r ale W } mt 

2.656, 199 Register Apparatus for Producing Manifolded Business Records 
Ww sle Winds Oh 

2 656,234. Lock for Renter Desks. Clar e W. Koch, St. | s M 

2,656,238. Filing Cabinet Structure. Jack Ad t ; M Illustration 

2,656,239. Slide File. Albert Edward Millik Kingston, N. Y. 

Granted October 27, 1953 

2,656,788. Adjustable Printing Hammer. Frank R. Werner, Dayt Ohio 
; ynor to The Nat ) ash Registe 

2,656,889. Automatically Operated Cutting Wheel for + Opening Envelopes. 
Benjamin B. Kaplan, St. Paul, Minn., assignor trial Molded Products 

St. Paul, M Illustration. 

2,656, 909. Sientiealian Attachment for —— Norman S. McEwen 
Fort Lauderdale, Fla., assign to Mu l Richr 1, Ind. Illus- 
tration. 

2,656,975. Differential Actuator Motion Transmission Means. Robert E 
Boyden. Los Angele alif., assignor to Clary Multiplier Corp., San Gabriel, 


slif. Ulustration 

2,656,976. Calculating Machine Function Selection Mechanism. Valia S. 
solemon, Burbank, Calif. assignor to Clary Multiplier Corp., Los Angeles 
Salif. Ulustration 

2,657,043. Insert Gather! ing and Envelope Stuffing Machine. Zenas E. Colby, 
3ginaw, Mict 3 Ja kson and Chur h Sagin Mict 
2,657,062. Dictating Machine. Marcel Meunier, Cuesme Be jium, assignor 
t Ateliers s Electriques de Charler Brusse Belgiur 
2,657,071. ‘Spiral Coil Loose-Leaf Binder and the Like. Herman Busse 


5 klyn, N ) Milton C. Johr New York. N.Y, 





Warren Joins Carlton-Surrey Sales Force 

John R. “Jack” Warren has joined the sales force of 
Carlton-Surrey, Inc., and will represent that firm 
through Illinois, Michigan and Ohio. 
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ROGERS’ 


Handi - file 


Desk organizer 


Beautiful hand-rubbed 
hardwood, finished un- 
derneath with felt flock- 
ing. Lifetime aluminum 
separators—1! inch apart. 


Price $3.95 


W. T. ROGERS CO. 


Box 2095a 





Madison, Wisconsin 





Master 
Speed 
Keys 


Spring Cushion 
Typewriter 


Keys 





268 S. Chauncey St. 


SPEED KEY CORP. Brooklyn 33, N. Y. 


CASH REGISTER 








WORLD WIDE SERVICE—HIGHEST QUALITY PRODUCTS 


WRITE FOR OUR LATEST CATALOG 
INTERNATIONAL CASH REGISTER & PARTS CO. 


Succe 


207 EAST EVERGREEN "AVE 


MT. PROSPECT ILLINOIS 
HICAGO PHONE: NEwcastle 1-2900 
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® ideal for 
© PLANTS 
© OFFICES 


. Raise the headpiece to any desired 
© cannons position . . . it will automatically stay at 
e HOTELS that position . . . To release the “Magic- 
© DENS Hold,” raise the headpiece all the way. 
NIGHT CLUBS 
pte it can then be lowered to the “flat” posi- 
@ Doctors tion. Available in the finest plastic mate- 
oan rials in a wide variety of colors. Show 


Leisurest for extra sales!!! 
WRITE FOR OUR NEW CATALOG OF LEATHER FURNITURE 





IP 
CELLULOID PRODUCTS 


Loose-leaf envelopes, punched; card-cases, size; 
menu why potel factory wae ate nem tag 










; stam 
acetate (flame resistant) Sonmarest ‘cellulose. We 
build to fit your particular need. Write us for details. 


Markile Company, Mfrs. 


3633 S. Racine Ave. Chieage 9, U. S. A. 














SAVES 20% TO 60% TIME 
30 Models. Systems Sorting Service 


THOUSANDS INU 


For fast hand-sorting of cards, 
checks, letters, invoices, orders, 
business forms or public docu- 
ments. We make all types from 
tiny desk models to shuttle-carri- 
age machines. Write for illustrated 
circulars. 

Representatives everywhere. 
Associated Industrial Designers 


P.O. Box 12652, Los Angeles 39, California 
Plant: 1248 East Sixth Street 











TYPE_CLEANING MADE EASIER 


with the amazing 


;* 
(99 ACT) far 


> 

git ut 

\ gree \e » Z, © Typewriters 

* Billing Machines 
¢ Adding Machines 







Typists and business 
machine operators want 
*Norta Plastic Type Cleaner 
—it's easy to use—no mess © Addressing Plates 
no liquids to spill. * Marking Devices, etc. 
*NORTA THE ORIGINAL PLASTIC TYPE CLEANER 


Free somple sent upon request...write to 


NORTA DISTRIBUTING COMPANY 
1165 Broadway, New York 1, N. Y. 
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No. 1265 
Secretarial Posture Chair 


Spring tension tilting back 
rest with four way adjustment. 






No. 1250 
Executive Posture Chair 


Posture shaped height- 
adjustable seat of buoyant 
molded foam rubber. Re- 
placeable snap-on seat. 





é 


Free floating padded back rest 
adjustable up, down, forward 
and back. Spacious coil spring 
waterfall roll front seat with 
individualized up-down con- 











New Royal pasture chairs 


to increase office efficiency and your profits! 


Now give your customers the finest in secretarial and 
executive posture seating. Royal combines comfort 
with perfect support in these precision engineered 
swivel models with fully adjustable seats and backs. 
Frames are of strong, durable square tubular steel, and 
island bases are all welded. Choice of handsome 
Plastelle finishes. 


P.S.—We’ve redesigned our entire line of square 
tube executive chairs. Improved features at no in- 
crease in prices! Write for free Royal catalog today. 


metal furniture since "97 E> 


ROYAL METAL MANUFACTURING COMPANY 
175 North Michigan Avenve, Dept.512, Chicago 1 


Factories: Los Angeles - Michigan City, ind. - Warren, Pa. + Walden, NLY. - Galt. Ontaric 
Showrooms: Chicago . Los Angeles » Sen Francisco » New York City 
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No. 1268 
Secretarial Posture Chair 


Four way adjustable floating 
padded back rest. Deep mold- 
ed foam rubber seat with 
height control. Waterfall roll 
front seat snaps on for easy 
replacement 


The best office 


than a 








chairs cost es 


| a tired worker 


costs much : 
good chalr 


trol 





s, because --- 





more 
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No. s hese a Series 











forget the - = an. 
Undependable : 
Waue... Aa 
to feed | 
paper into _ 
a duplicator 


Al ) aa 


By rW/ UA Aunt as 
_- oa 
IVE roarnGe 


The new Rotary Feed on your Heyer Conqueror is actually more than a feature . . 
it’s many superior features rolled into one. It’s smooth . . . no lurching or jerking 
R Oo TA RY w E E D action. It’s balanced . . . for perfect tension against the paper stock. It may outwardly 
resemble other rotary feeds, but a test run will prove its engineered superiority. Every 
one of the briefly described points following contributes to the positive conquering of 
O N T 4 a registration problems and needless waste. 
The Model 70 Feed has Large Capacity—loads up to 350 sheets of standard papers 
-.. more than 100 in excess of most machines, It’s Adaptable—actually handles stock 


from onionskin thinness through newsprint up the scale to heavyweight card stock. 
/ M OD FL 70 It’s Fast—feeds up to 150 copies per minute. It’s Accurate—feeds one sheet at a 
time by efficient roller pressure against a dead stop which brings each sheet in perfect 


we ee 


vet 


contact with the master on the cylinder. You're sure of Speed, Perfect Registration 
and economical performance with your Conqueror Model 70. 
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Forman 







Everybody likes 
them because 
yRE FAST! 
THEY'RE SIMPLE! 
THEY'RE CLEAN! 






CUT COST 
PER COPY... 


... With Fanfold or other Continuous Forms and 


THE 


THEY: 
HEY’RE ECONOMICAY ! 





UNDERWOOD CORPORATION MANIFOLDO PACKETTES 


How do you handle Multiple-Copy Carbons? 
If you're not already using Fanfold or other 
Continuous Forms, chances are they can speed 
production and save you money. If you are 
using them, but without floating carbon, you 
should check into the advantages of Underwood 


Corporation Manifoldo Packettes. 


This simple method of adapting floating carbon 
to your requirements reduces the operator's 
work to the barest minimum...typing and re- 
moval of forms. You can use Underwood Cor- 
poration Manifoldo Packettes with any Con- 
tinuous Forms, including Fanfold...unslit, or 


slit in any combination. 


Operators prefer to work with them, because 
they’re clean and easy to use. Even the “green- 
est hand” in the office can learn to load them 


with only a few minutes of instruction. 
€1950 


Underwood Corporation 


Management heartily approves of Underwood 
Corporation Manifoldo Packettes, because fin- 
ished work is neat, clear...and at a low cost 


per copy. 


You can buy Underwood Corporation Manifoldo 
Packettes in large quantity without the fear of 
the carbon paper drying up and becoming unus- 
able. Only top quality materials are used in 
their manufacture, and Underwood Corporation 
Manifoldo Packettes will produce excellent 
copies whether you’ve had them in the stock 


room for one day or one year. 


Check into this modern method of making car- 
bon copies. Ask your Underwood Corporation 
Representative forademonstration in your office, 
and he'll show you how Underwood Corporation 
Manifoldo Packettes can be adapted to your 


requirements ... efficiently and economically. 


Supply Division 


One Park Avenue 
New York 16, N. Y 











